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Top Cars 


New-car registrations for three 
hs plus 35 states for April: 













Pos. Make 1954 Pos. 
1—408,132 Ford 356,090— 1 
2—882,078 Chev. 354,424— 2 

- 3—207,668 Buick 133,131— 3 

_ 4—188,605 Plymouth 117,418— 4 
5—158,396 Olds. 91,164— 6 
6—144,341 Pontiac 99,414— 5 
7— 92,759 Mercury 87,768— 7 
8— 82,131 Dodge 8 
9— 48,388 Chrysler 32,770— 9 
0— 43,827 Cadillac 26,326—11 
1— 35,157 DeSoto 28,859—12 
12— 29,304 Stade. 27,832—10 
22,179 Nash 13 
‘14— 18,329 Packard 14,911—14 
-15— 11,398 Hudson 9,545—16 
16— 8,001 Lincoln 10,350—15 
17— 2,723 Willys 5,168—17 
18— 501 Kaiser 2,435—18 

10,388 Misc. 6,901 

Total All Makes 
1,467,003 






Further details on Page 72. 


Car Outturn Hits 
Year’s Low Point 


In Holiday Week 


+ Ford Wildcats Factor 
In Decline to 143,000; 
724,000 Roll in May 


By Martin L. Whitmyer 
Staff Writer 

HE Memorial Day holiday 
and wildcat Ford plant walk- 
uts caused auto production last 
eek to nosedive to the lowest 
int of the year. 

The industry produced only 143,- 
cars last week, equal to 1403 
“percent of Automotive News’ three- 
“year index. That was some 24,000 
“units off the 167,455 carg produced 
‘the previoug week. The previous 
_week’s output was 168.9 percent of 
“the index. 

Truck production also was off 
slightly last week ag only 26,836 
— — from the assembly 


ro ilies produced. 

Although completely revised to- 
“tals were not available from all 
manufacturers at press time, May’s 
“car production was estimated at 
—— units, third highest monthly 


's 794,580 units, 
754,093 iam in second 
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AY’S estimated 724,948 com- 
pletions, plug the 2,884,007 cars 
bled during the first four 
months of ’55, bring the auto mak- 
rs’ five-month totals to an esti- 
“mated 3,609,045 cars. That is 47 per- 
cent higher output than 2,453,708 
(Continued on Page 85, Col. 1) 




















The Newspaper of the Industry 


i} II 





Published Weekly at 
2666 Penobscot Bidg. 





i i 





DETROIT, JUNE 6, 1955 


N 






This issue Includes the monthly 
TRUCK SECTION 





Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


First-Quarter Average Rebounds to 3.1%... 


Dealers’ Profit Picture Brightens 


By Maynard M. Gordon 
News Editor 

DY to early new-model intro- 
ductions and successful cost- 
cutting drives, new-car dealers 
showed a substantial profit increase 

during the first quarter. 
The profit recovery from 1954’s 


Automobile Retailing Industry.” 


|near-zero levels was reported last 
week in the quarterly NADA busi- 
ness management study. 

Including financial reserves for 
repossessions, dealers’ operating 
profit before Federal income 
taxes averaged 3.1 percent in the 
January-February-March period. 
This contrasted sharply with the 











How Dealers Fared o 
In First 3 Months, 


Eprror’s Nots: The following figures are taken from NADA’s lates’ 


Spring °55 Market Buoyed 
By Small-Town Demand 


MALL towns and rural areag are 
keeping alive a still-rising spring 
market in new-car sales. 

A study of March, April and 
May registrations bears out the 
conclusion that small-town volume 
has been an important factor in 
the attainment of three consecu- 
tive months producing 600,000 or 
more ’55-car sales. 

As the market turned past the 
Memorial Day corner, meanwhile, 
odds favored an extension of the 
600,000-plus skein through June, 
barring a major auto strike this 
week. 

With big-city sales still a heavy 
influence, March initiated the 600,- 
000-plus string. There were 636,534 
new cars registered that month, 























Page 3. 


trucks. Page 389. 


Inside Automotive News . 


John O. Munn begins his valuable new series of 
articles on “Teamwork in the Dealer Shop.” 


Dealer discloses how he makes money handling 


Engine developments point way to high-com- 
pression power without high-octane fuel. 
ings,” Page 18. (Ethyl reports gains. Page 78.) 
Truck highlights, Page 38. New-car, truck registrations and new- 


car prices, Page 72. Used-car auctions, Pages 4, 68. 
Production by makes, Page 85. 




















“Turn- 























which fell short of the forecasts of 
some observers but still trailed 
only two previous months—August, 
1950, with 683,995 registrations, and 
December, 1954, with 656,611. 
* * * 

AT brought the switch in 

market strength from the met- 
ropolitan areas to the more thinly- 
populated communities. A final 
April registration of 650,000 new 
cars appears likely, below the 700,- 
000-plus expectations in some quar- 
ters but still slightly ahead of 
March. 


Another slender volume in- 
crease, marked by small-town 
gains and big-city letups, was 
chalked up in May. Between 665,- 
000 and 675,000 registrations were 
nailed down in May, according to 
early field reports and projec- 
tions. 

In the absence of a strike called 
by the UAW, June’s outlook was 
for a general tapering-off, though 
not to a critical extent. There was 
every likelihood that June would 
be the unprecedented fourth 
straight month surpassing 600,000 
new-car sales. 

August, 1950, was the mid-month 
of the only trio of 600,000-plus 
months ever recorded by the in- 
dustry until 1955. The July-August- 
|September period in the Korean 
War year developed a total of 1,- 
919,676 sales. 

* - * 
7yUs March - April registrations 
movement by states, as com- 
piled by R. L. Polk & Co., tipped 
off the small-city and rural seizure 
(Continued on Page 4, Col. 1) 





0.6 percent profit average for all |II (150-399), 


of 1954. 

All volume categories of new-car 
merchants shared in the first- 
quarter increase. NADA’s “Group 
Iv” (750 new vehicles sold last 
year, or more) went to an even 
3 percent from 1.4 last year; Group 


| III (400-749), to 3.2 from 1.2; Group 
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Operating Profit Before Taxes 


GROUP I GROUP II GROUP III GROUP IV 
1 te 149 New 150 to 399 New 400 to 749 New 7150 or more New INDUSTRY 
Cars and Trucks Oars and Trucks Cars and Trucks Cars and Trucks VERAGE 
Retalled in 1954 Retaliled in 1954 Retailed in 1954 Retatled in 1964 
Per New Per New Per New Per New Per New 
% of Unit % of Unit % ot Unit % ot Unit % of Unit 
Sales Retalled Sales Retailed Sales Retailed Sales Retalled 
TOTAL SALES ............. 100.0% $4,882 100.0% $4,640 100.0% $4,345 100.0% $3,824 100.0% $4,586 
GROSS PROFIT 
All Departments ......... 15.7% $ 759 15.3% $ 710 147% $ G41 14.2% $ 5A5 15.3% $ 702 
Variable Selling 
Expense ........................ 3.4% $ 163 338% $ 175 4.0% $ 178 43% $ 165 3.7% $ 168 
Fixed or ee 
Expense .. . 949% § 454 8.2% $ 383 15% $$ 327 69% $ 264 8.5% $ 393 
TOTAL EXPENSE no eae 12.8% $ 617 12.0% $ 558 115% $ 500 11.2% $ 429 12.2% §$ 561 
OPERATING PROFIT 
Incl. ae 
Reserves ................. 29% $ 142 3.3% $ 152 3.2% §$ 141 3.0% $ 116 3.1% $ 141 
«Continued on Page 83, Col. 1) 7 2 ‘ 2 P 
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USED CAR 
GROSS PROFIT 
OR LOSS 
PER USED UNIT 


12 


Used Cars: Down— 


$8 Per Year, 25c Per Copy 


TECHNOLOGY bEPrT, 


to 3.3 from 0.6, and 
Group I (1- 149), to 2.9 from 0.3. 
* * 
ADA det these favorable fac- 
tors for the first quarter: 


1. Early introduction of 1955 
models, permitting good availabili- 
ty of cars. 

2. Extensive changes in engi- 

neering and styling. 

3. Increased advertising and pro- 
motion for the new models. 

4. Rumors of impending strikes 
over the UAW-CIO’s drive for a 
guaranteed annual wage. 

* * * 

ADA said that there seems to 

be little hope on the part of 
dealers that the favorable demand 
experienced in the first quarter can 
continue throughout the year, or 

that profits can be maintained at 
the first-quarter level. 

“They have learned from ex- 
perience in the past two years,” 
NADA said, “that under present 
competitive conditions, a slack- 
ening in the market can quickly 
dissipate their earnings.” 

An example cited was that of 
the year 1953. Overall profits in the 
first quarter of that year were 4.4 

(Continued on Page 83, Col. 1) 


House Takes Up 
NADA’s Bill for 
Territory Security 


WW/ASHINGTON. — NADA-backed 

legislation to provide territory 
security for franchised dealers was 
introduced in the House last week 
by Rep. Tom Steed, Oklahoma 
Democrat. 

The bill has been assigned to 
the Interstate Commerce Com- 
mittee, headed by Rep. J. Percy 
Priest, Tennessee Democrat. 

The territorial-security bill would 
permit auto manufacturers to as- 
sign specific territories to their 

dealers and require them to oper- 
ate solely within those territories. 
. oa - 


HE bill, which is an amendment 
to the Federal Trade Commis- 


Although new-car dealers reverted to|sion Act, would add the following 
an overall profit position during the first subsections: 


quarter, their used-car operations con- 
tinued “in the red,” states NADA's quar- 
terly business management survey. As the 
above chart shows, the gross used-car loss 
per used unit descended to $112 from 
1954's average loss of $93. 


“Nothing contained in this act 
or any other act shall render un- 
lawful any contracts or agree- 
ments in which a manufacturer 
agrees that his distributor shall 
have the sole and exclusive right 

(Continued on Page 4, Col. 5) 





Late Developments . . . 


On the Labor Front 


By Joseph M. Callahan 
Staff Writer 


RD MOTOR CO. and UAW}! 


negotiators were still meeting 
in almost around-the-clock sessions 
in a last minute ef- 
fort to avert a 
strike, as AUTOMO- 
tive News went to 

press last week. 
Last Wednesday 
(June 1), hours before the strike 
was slated to begin, the union ex- 
tended the contract until today 
(June 6) “to give the company and 
the union additional time to ex- 
plore the company’s new proposal.” 
However, the union stated flatly 





|that if there was no agreement by 
| today, the workers would strike. 


The company’s new offer, ac- 
cording to an unofficial union 
source, proposed a method of 
company supplementation of 
state unemployment benefits for 
laid-off workers. 

Observers viewed this offer as 
the first major break in the talks 
because the union immediately re- 
quested a special night negotiating 
session and both sides agreed on a 
24-hour news blackout. 

* * 7 


Citizens Meeting Cancelled 
HIS blackout caused Walter 
Reuther, CIO and UAW presi- 

(Continued on Page 78, Ool. 1) 
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Senators Hear from Chrysler, Ford First... 


Trust Probe Calls Up Auto Chiefs 


By William Ullman 
Washington Correspondent 
eee. — Resumption of 

hearings by the Senate Judici- 
ary antitrust and monopoly sub- 
committee that will involve the 
auto industry began here Wednes- 
day with Edward W. Howrey, chair- 
man of the Federal Trade Commis- 
sion, as the first witness. 


According to Sen. Harley M. 
Kilgore, West Virginia Democrat 
and chairman of the subgroup, 
the hearings just instituted will 
include “a comprehensive inves- 
tigation into the entire antitrust 
field.” 

Kilgore said that representatives 
from the auto and steel industries 
have been asked to testify. Auto 
companies invited to participate in 
the hearings are General Motors, 
Ford, Chrysler, Studebaker - Pack- 
ard, American Motors and Kaiser- 
Willys. 

Bethlehem Steel Corp. and the 
Youngstown Sheet and Tube Co. 
also were invited fo participate. 


= first auto witness called up 
was L. L. Colbert, president of 
Chrysler. His appearance is set for 
June 8. June 10 will bring William 
T. Gossett, Ford general counsel 
and Theodore O. Yntema, Ford fi- 
nance vice-president. 

That was the extent of the auto 
witnesses scheduled as of press 
time Thursday. 

On June 7, just ahead of the 
auto schedule, Assistant Attorney 
General Stanley Barnes, in charge 
of the Antitrust division of the 
Department of Justice, will tes- 


Steel industry witnesses were 
scheduled to appear June 15. 


ILGORE said that testimony 
will be sought about current 
economic conditions which have 
brought the question of mergers 
to public attention. Particular em- 


Okla. Governor 
Signs ‘Bootleg,’ 
Auto Tax Bills 


OKLAHOMA CITY.— Gov. Ray- 
mond Gary last week signed into 
law two bills, one of which is 
designed to force used-car dealers 
who bring new automobiles into 
the state to sell as used cars to 
pay the 2 percent excise tax and 
registration fees. 

The other bill requires all per- 
songs obtaining title to a new car 
to have a manufacturer’s certificate 
of origin. 

“The bill limits unfair competi- 
tion with legitimate new-car deal- 
ers,” said the governor. “If a dealer 
is going to sell a car as a used 
car, let it be a used car. It not 
only strikes at used-car dealers 
wut some franchised dealers who 
have been making it a practice to 
sell new cars as used cars.” 

He said there was no estimate of 
how much revenue the bills will 
bring to the state but it was said 
the added money might reach 
$500,000. 







Mercury Chief in Field— 


F. C. Reith, who was recently named 
Mercury. general manager, center, chats 
with George L. Boggs, Los Angeles district 
sales manager, Jeft, and George S. Coats, 
regional sales manager, before a meeting 
with Los Angeles Lincoln-Mercury dealers. 


phasis, he said, will be given to the 
report on corporate mergers re- 


cently released by the Federal) 


Trade Commission. 

According to Joseph W. Burns, 
chief counsel of the subcommittee, 
the hearings have two purposes: 

1. To provide a discussion by 
some of the country’s leading 
economists in government, indus- 
try and the universities on the 
nature of our economic system 
today. 

2. To consider the problem of 
mergers. ; 

Said Kilgore: 

“We have called the six automo- 
bile companies and two steel com- 
panies in order to provide a picture 
of the economic background in 
those industries which will aid us 
in understanding the action of the 
Executive Branch in approving 
two mergers in the auto industry, 
while disapproving a proposed 
merger in the steel industry (Beth- 
lehem-Youngstown). 

+ + * 


— in the week just 
ended, in addition to Howrey, 
were FTC Commissioner John W. 
Gwynne, Prof. Morris Adelman, 
Massachusetts Institute of Tech- 
nology; Prof. Louis Schwartz, Uni- 
versity of Pennsylvania; Prof. Karl 
Kaysen, Harvard University; Prof. 
Donald Turner, Harvard Law 
School, and Dr. Myron Watkins, of 
Bond, Watkins, Mounteer & Co. 
Witnesses this week, in addition 
to the auto and steel executives, 
will include Prof. Clare Griffin, 
University of Michigan; Prof. J. 
Fred Weston, University of Cali- 





Auto Leaders to View 
Civil Defense Film 

DETROIT.—“Escape Route,” a 
film portraying the evacuation of 
a stricken city, will be premiered 
June 9 in Detroit before Val 
Peterson, Federal Civil Defense 
administrator, and 300 officials of 
the automotive industry. 

The film was directed by 
Robert L. Friend for the National 
Automobile Dealers Assn. with 
the cooperation of the FCDA. 
Peterson also will address the 
audience on civil defense prob- 





fornia, and Dr. Jesse W. Mark- 
| ham, Princeton University, acting 
director of the FTC Bureau of 
Economics. 

It seems certain at the moment 
|that the quizzing will take in not 
only mergers, but also the nature 
of big business, concentration of 
economic power, contributions of 
antitrust laws in maintaining or 
retarding competition and prices. 

Kilgore also is chairman of the 
Senate Judiciary committee. 

* = * 

|X A STATEMENT opening the 
| hearings, Senator Kilgore noted 
that mergers “have continued at 
a@ great pace” and said he hoped 
the subcommittee would find out 
whether it is because antitrust 
laws have not been vigorously 
enforced or because most of the 
mergers do not substantially lessen 
competition and therefore should 
not be prohibited. 

“The mergers recently proposed 
in two great industries, automo- 
biles and steel, illustrate the prob- 
lem,” he said. “The Executive 
Branch of the Government, charged 
with enforcing the Anti-Merger 
Act, approved the mergers in the 
automobile industry and disap- 
proved a proposed merger in the 
steel industry. 

“Since both of these industries 
have begn described as domi- 
nated by a few companies, it 
should be very enlightening to 





the subcommittee to have repre- 
sentatives of the Government and 
of the companies concerned and 
outside economists discuss the 
economic factors involved in the 
light of the Anti-Merger Act.” 
Howrey testified that he thought 
the Kaiser-Willys merger “was a 
good one in the main, adding that 
the consolidation of the six inde- 
pendent auto companies into the 
“Little Three” was beneficial in 
preserving competition in the in- 
dustry. He said the FTC judges 
each merger application on its own 
merits. 
ysai0juy oqnd 34} peysiam psy 
W Pres OLag ‘4aode1 Jus0e1 & UT 
advantages and disadvantages of 
allowing these auto company 
mergers and had resolved the issue 
in favor of letting them get to- 
gether. 





Keating Starts the '500'— 


The Chevrolet pace car, driven by T. H. Keating, Chevrolet general manager, gets 
the 39th Indianapolis 500-mile race off to a flying start, with A. C. Hulman, Speed- 
way board chairman (standing in car), directing. Bob Sweikert, of Indianapolis, won 
the contest with an average speed of 128.209 miles per hour in a new John Zink 
Special. He took the lead when Bill Vukovich, winner in the last two races, was killed. 
Vukovich smashed into a four-car tangle on the backstretch and was trapped when 


his car turned over and burned. 





ATEST development in the dis- 

pute in connection with the 
change of the National Used Car 
Dealers Assn. to the National In- 
dependent Automobile Dealers 
Assn. was the resignation last week 
of Margaret Corell, executive sec- 
| retary. 

Miss Corell, wha has been man- 
ager of the association for seven 
of its 10 years of existence, said 
she resigned as a result of a dif- 
ference of opinion as to the direc- 
tion the association was taking. 

Earlier, Carl Marker, of Fort 
Wayne, Ind., a former president of 
NUCDA, had charged that the as- 
sociation has fallen into “the hands 
of some who apparently don’t know 
why we ever had a national used- 
car dealers association.” 

* Xx 

N REPLY to a suggestion in an 

editorial in AvuTomoTive News 
| that the change in name was a 
|change in policy as well, leaving 
| the exclusive used-car dealers with- 


Clean Ads Sell, Gimmicks Flop 


By Ed Brown 
Staff Correspondent 


NEW YORK.—At a dealer meet- 
ing, some of the city’s largest ad- 
vertisers admitted that “no down- 
payment and 12 cents a day” 
advertising was a waste of money. 

On the other hand, dealers who 
ran ads declaring that they in- 
dulged in no gimmicks reported 
that they had exceptional results. 
One said that he felt certain that 
he had sold 20 cars on the day 
following the insertion of a “qual- 
ity” ad. 

Another dealer reported that 
his customers did not try to 
“chisel” him to the extremes that 
they did when he ran “cheaper” 
copy. 

Still another dealer, who said 
he had long believed in continuous 
—but “clean” — advertising, said: 
“Some of my friends have asked 
me lately if automobile dealers 
have gone completely crazy in their 
advertising.” 

He added that one good friend 
of his asked why factories per- 
mitted dealers to advertise with 
such cheap copy when they spent 
millions monthly to add to the 
prestige of their product. 

“This man,” said the dealer, 
“admitted a desire to buy a new 
car but felt he couldn’t trust 
‘Hairb 


was convinced they would deal 
him out of something.” 

This dealer, reportedly one of the 
few making money during the 
slump in new car buying here, 
continued: 

“I am firmly convinced that peo- 
ple like this man make up a large 
part of our purchasing population 


that we are scaring away with the 
type of advertising that dealers are 
currently running. That’s why I 
have tried always to identify my 
name with the car I sell, the serv- 
ice I render and nothing else.” 

It was the slump in business 
during April and May that caused 
the meeting. It is stirring consider- 
able concern among all dealers 
here. 

Each “make” dealer has felt 
that it was peculiar to his own 
line and expressed surprise when 


165 Million Yanks 


WASHINGTON.—Shortly before 
9 a.m. May 27, the “census clock” 
in the lobby of the Department of 
Commerce building ticked off the 
165 millionth resident of the United 
States. 


he found that it was common to 
all dealers. 

However, two dealers have shed 
a little light on the situation. One 
forecast a pickup in July. He based 
this on a comparison with last 
year. Both dealers talked about 
| business in 1954. One said that he 
had a good January, February and 
March in 1954. 

“April and May,” he said, “are 
historically good months in this 
business. However, last year they 
were very ‘flat.’ And so was June. 
|In July of 1954 my business saw a 
| big upturn. This year seems to be 
following the same pattern.” 

Both dealers expressed the 
theory that the selling season no 
longer exists in the spring. 
“The exact reason for this,” said 
the other, “is too complicated for 
analysis. But I look for better busi- 
ness in July.” 





Business Barometer 


Auto Production—170,184 cars, 
trucks in week vs. 111,214 year ago. 

Business Failures—204 in week 
vs. 206 year ago. 

Department Store Sales—Up 8 
percent in week from year before. 


Freight Loadings—13.6 percent 


above like 1954 week. 

New-Car Sales — 1,885,485 to 
date vs. 1,467,003 year earlier. 

New-Truck Sales — 225,832 to 
date vs. 235,858 year ago. 

Soft Coal Output — 9,260,000 
tons vs. 7,202,000 year before. 

Steel Output — 96.7 percent of 
capacity estimated vs. 96.4 week 
before. 

Treasury Bills—1.434 percent per 


year discount vs. 1.471 week earlier. 


Used-Car Prices—$807 in June 
to date vs. $827 in May. 

Wholesale Prices—110.3 percent 
of 1947-49 index, unchanged from 
week before. 

eo 


Common Stocks 

June May 

! 25 High 
10% 13% 
75%, 82% 
95% 107% 
4% ¢«*S 
1% 15% 


39.85 39.57 


1955 

Low 
Am. Motors 11 10y% 
Chrysler 75Ye 
GM 965% 
Kaiser 4% 
TS 12 


Average 








Name Change Views Aired... 


| NUCDA Manager Quits 


out a spokesman, Ray Miles, of 
Norfolk, Va., asserted that the 
name change will mean no change 
in representation of used-car 
dealers. 

This view was supported in 
letters to Automotive News from 
other dealers. 

L. P. Evans, of Miami, contended 
that the president as well as other 
officers of the association are fun- 
damentally used-car dealers and 
intend to remain as such. 

(The editorial had contended 
that present leadership leaned in 
the direction of new cars rather 
than used. Miles, in discussing this 
point with Automotive News, said 
that the cars he buys for resale are 
new cars, but that the tradeins he 
must dispose of makes his business 
fundamentally that of a used-car 
dealer.) 

* * « 


A* OTHER suggestion offered 
was that all auto dealers — 
franchised and non- franchised 
new-car dealers, as well as exclu- 
Sive used-car dealers—should join 
hands in one big association. 

Joe M. Linch, of Tri-State Motor 
Co., Dothan, Ala., who offered this 
suggestion, said: 

“An association of this magni- 
tude would be in position to reg- 
ulate or discipline dealers for 
false or misleading advertising 
and other cut-throat tactics. 

“An organization of this size and 
financial strength could carry on a 
big enough advertising program to 
convince the public that it was dan- 
gerous to trade with a dealer un- 
less he displayed the sign of mem- 
bership. 

“T know that this is just a dream 

(Continued on Page 4, Col. 1) 


Jersey U.C. Dealer 
Curbed on Use 
Of Cadillac Name 


JERSEY CITY.—A New Jersey 
used-car dealer was enjoined last 
week under a U.S. District Court 
consent decree from using the 
name Cadillac or its registered 
crest in any manner that would 
indicate he is franchised by Gen- 
eral Motors as a new-car retailer. 

The suit was brought by GM 
against Cadillac Motors, Inc., of 
Little Ferry, N. J., Anthony Tro- 
biano, manager of the concern, and 
three co-defendants. 

GM charged that the company, 
which specializes in sale of used 
Cadillacs, had infringed on GM’s 
rights in using the trade name 
Cadillac and coat of arms in adver- 
tising and sales promotion. The 
firm, not a franchised GM dealer 
also did business as Troby’s Cadil 
lac Motors. 

The judgment, signed by Judge 
Thomas F. Meaney, ordered the 
dealer to state clearly that all Cad- 
illacs offered for sale are used or 


second-hand. It enjoined the dealer 
(Continued on Page 4, Col. 1) 
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AST week we talked about the 

cost of getting business particu- 
larly in connection with new-car 
sales. It has been proven by many 
dealers, over the years, that the 
real potential and opportunity in 
automobile retailing is in the serv- 
ice field. 

This is a department that is ab- 
solutely under a dealer’s control. It 
is one that is always capable of 
further development. It is less 
speculative. Dealers who employ 
intelligent and regular promotion 
for this department get immediate 
returns as well as build a _ solid 
foundation for the future. 

Automobile retailing is going 
through a change, an evolution, 
a period of profitless prosperity. 
It isn’t our intention to discuss 
the factors that have contributed 
to this sales evolution. We are all 
familiar with them. But one thing 
is constant, one thing is certain— 
people, only people, buy cars. 
They buy the use of cars, not 
just cars. 

The success of a dealer, there- 
fore, is dependent on people, espe- 
cially people in his area who know 
him best—his customers. The dealer 
who caters to the full needs of his 


Drop in Dealers 
Reported in Wis. 
Since Last Year 


MADISON, Wis. — There are 96 
fewer new and used-car dealers in 
Wisconsin in 1955 than were doing 
business in 1954, the State Motor 
Vehicle Department has disclosed. 

Official figures reveal that there 

were 2,742 dealers (including 858 
used-car dealers) licensed in the 
state in 1954 as compared with 
2,646 in 1955 to date (822 used- 
car dealers included). 

Other statistics show that 19 
new-car dealers have gone out of 
business this year but have been 
replaced by 19 new dealers who 
are handling the same makes. 

Twenty new-car dealers have 
been licensed in 1955 who were not 
licensed in 1954. Against this is the 
fact that 60 new-car dealers have 
not renewed their licenses for 1955. 


In addition, 19 new-car dealers 
have switched to the used-car 
business, while 17 used-car deal- 
ers have changed to new-car deal- 
erships. Also reported is the fact 
that 16 new-car dealers have 
added another new car franchise 
in 1955, 17 have dropped one 
franchise and three have switched 
franchises. 

The report notes that 146 used- 
car dealers did not renew their li- 
censes in 1955, while 76 new used- 
car dealer licenses were issued, a 
loss of 70. 
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Dealers tell me 


By John 0. Munn 
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customers and keeps their loyalty 
and confidence has been and will 
be the dealer who stays in business 


and prospers irrespective of outside 
conditions. Customers, loyal repeat- 
ing customers, are the greatest as- 
set any dealer can have, even 
greater than his buildings, his 
equipment and his inventory. 

* > + 


Customer Is Top Asset 


r. HIS building burned down over 
night it would be a severe loss 
but a loss he could replace. On the 
other hand if he loses all his cus- 
tomers he would be sorely dis- 
tressed. He can replace his build- 
ings and equipment but he cannot 
so easily replace his customers. 
Loyal customers constitute an 
asset no one can take away. Cus- 


tomer loyalty is retained through | 


good service. For every hour a cus- 
tomer spends in the show room, he 
spends 20 hours in the service de- 
partment and 75 percent of satis- 
fied customers repeat on new-car 
sales. 

It is only when we realize and 
act on this truism that we come 
to the conclusion and the solid 
conviction that the service de- 
partment is the most essential 
element in our business and can 
play such an important part in 
its continuing success. 


With this thought in mind more | 


and more dealers are building their 

institution around the service de- 

partment instead of the showroom. 
o * ” 


75% of Everything 
= the average dealer: 
75 percent of his investment is 

in parts and service. 

75 percent of his floor space is 
devoted to parts and service. 

75 percent of his payroll goes to 
parts and service. 


75 percent of his “repeat” car 
buyers are satisfied service cus- 
tomers. 

75 percent of his customers whose 
cars are over three years old are 
prospects for new cars. 

75 percent of the time a customer 
spends in a dealership is spent in 
the service department. 

It is, therefore, easy to see that 
development of the service de- 
partment is a must if it is ever to 
pay 100 percent of the overhead, 
as it already does with many 
dealerships. And, as we have 
pointed out so many times in this 
column, with a profitable service 
department a dealer can increase 
tremendously his net profit on 
every new and used car sold. 

We repeat that out of a potential 
of $300 a year that the average 
owner spends on maintenance and 
accessories, only 30 percent is now 
going to automobile dealers. The 
competitors of automobile dealers 
in every area are waxing fat on the 
service business that dealers are 
missing. 

x * * 


Hub of Prosperity 


OST students of the trade thor- 
oughly believe that a concen- 


trated effort to obtain more service | 


can be made the hub around which 
the future of the prosperous new- 
car dealer will be built. 

No one can afford to neglect 
customer service because new- 
car make-ready is crowding it out 
or that you are behind on used- 
car reconditioning. More and 
more dealers are solving this 
problem by working a night shift 
or renting low-cost facilities else- 
where for accomplishing this 
work. 

I am indebted to J. C. Holman, 
vice-president of John E. Wolf Co., 
Oklahoma City, an institution that 
has been a constructive force in 
this field for many years, for the 
inspiration of this column. It cov- 


|erg such a vital subject that I can- 
|not refrain from using every avail- | 


able source to encourage dealers to 


|consider the great opportunities in 


the service department. 





























Southland Session— 


At the annual joint meeting of the 
Motor Car Dealers Assn. of Southern Cal- 
ifornia and the Los Angeles Motor Car 
Dealers Assn., Frederick J. Bell, center, 
NADA president, confers with Frank T. 
Bradford, president of the southern Cali- 
fornia dealer group, left, and Ray D. 
Wilson, president of the Los Angeles 
dealer body. 


Promoting 


.__ shop has always been & 
problem for many dealers. 
Most dealers entered the busi- 
ness through sales 
experience and have 


» 3 
- A continued to concen- 
trate almost exclu- 
SERIES sively on that im- 


portant part of the 
business. As the number of own- 
ers grow, the potentialities of 
the Service Department become 
more and more important. With 
some operations, the shop and 
parts income pays 100 percent 
of the overhead. This, of course, 
places any dealer in an assured 
position and is the goal for 
which all can well strive. 
The payroll is the dealer’s 


Six-Dealer Board 
Named to Run Ark. 


Licensing Statute 


LITTLE ROCK. — One of the 
most far-reaching pieces of legisla- 
tion passed by the 60th General 
Assembly, Act. 182, becomes a law 
June 9 and creates the state’s first 
regulatory body for the automotive 
industry, the Arkansas Motor Vehi- 
cle Commission. 

Gov. Orval Faubus last week 
announced the selection of the 
commissioners to serve on this first 
commission. They are: James Phil- 
lips (Chrysler-Plymouth), Fayette- 
ville, commission chairman; Frank 
W. Reeves (Ford), Helena, repre- 
senting Congressional District 1; 
Stanley Wood (Chevrolet), Bates- 
ville, District 2; Newt Hailey 
(Ford), Rogers, District 3; Searcy 
Wilcoxon (Chevrolet), Hamburg, 
District 4; Henry Thomas (DeSoto- 
Plymouth), Little Rock, District 5, 
and Charles Scarbrough (Buick), 
Pine Bluff, District 6. 

The total number of years’ expe- 
rience in the automotive business 
represented on this commission is 
192 years. No member is a metro- 
politan dealer except Thomas. 

Act 182, which creates the com- 
mission, regulates all phases of the 


|new-car business in Arkansas, the 


franchised new-car dealers, the 
manufacturers and their agents 
and representatives. It will operate 
similar to the Banking, Insurance 
and Public Service Commissions. 
George Benjamin, executive sec- 
retary of the Arkansas Automobile 
Dealers Assn., hailed the appoint- 
ments by Gov. Faubus as “a selec- 
tion of exceptionally fine men, lead- 


|ers in their communities and pos- 


sessing many years’ experience in 
the automotive field.” 


Dealer Leaves $150,000 

COLUMBUS, O.—The late Rob- 
ert T. Oestreicher, former mayor 
and head of Oestreicher, Inc. 
(Dodge), left an estate of $150,000. 
He died Feb. 28 at the age of 58. 


Building Through Human Relations . . . 


In Dealer Shop 


By John O. Munn 









'|Gilchrist Heads Association . . . 





Wash. Parley Stresses 


Dealer Right to Profit 


By Martin Trepp 
Staff Correspondent 

SEATTLE. — “Are we afraid of 
the public? Haven’t we enough 
guts to stand up and make a legiti- 
mate profit?” 

This thought was the theme of 
the inaugural address of James M. 
H. Gilchrist (Studebaker), Taco- 
ma, the new president of the Wash- 
ington State Automobile Dealers 
Assn. 

Earlier in the convention, the as- 
sociation heard Frank H. Yarnall, 
NADA president, assail competitive 
sales tactics that “are currently 
depriving dealers throughout the 
U. S. of their just profits.” 

Yarnall also expressed the opin- 
ion that “bootleg” sales of new 


cars are not drying up. 








Teamwork 






largest expense item, and the 
spirit of his employes has more 
to do with making the pay- 
roll productive than the actual 
amount paid to each worker. 
So anything that we can do 
to stimulate, inspire and en- 
courage the people on our 
team is more than justified. 
Human relations is one of our 
future frontiers. Leadership that 
we exercise in this regard will 
be profitable indeed. When we 
become more interested in cre- 
ating the proper climate in our 
own institution, we generate an 
atmosphere whereby more work- 
ers sense their responsibility for 
the forward progress of the busi- 
ness, and we keep the door open 
for improvement and develop- 
ment of all of our co-workers. 


We hear so much about pub- 
lic relations. But do we realize, 
frequently enough, that the basis 
of good public relations is satis- 
factory internal relationship? In 
a recent survey in Chicago, a 
greater number of concerns 
ranked employe relations more 
important than public relations. 
Customer relationships were 
more important than public re- 
lationships and community rela- 
tionships ranked fourth. 

* * 7 


UTOMOBILE dealers have 
greater opportunities to fur- 
ther good public, customer and 
community relationship by de- 
veloping the spirit, efficiency and 
courtesy of members of their 


own staff than have most other 
(Continued on Page 85, Col. 3) 
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Port Clinton (O.) Dealers Hold Show— 


“In many large cities,” he said, 
“bootlegger activities have de- 
clined, but only because fran- 
chised dealers are selling low to 
meet the bootleg competition.” 
Yarnall said that unless “boot- 
legging” is eliminated it will en- 
tirely change the traditional sys- 
tem of distributing new motor ve- 
hicles through franchised dealers 
and result in a “supermarket” type 
of distribution. 

He believes, Yarnall said, that 
factory management is sincere in 
its opposition to “bootlegging” be- 
cause it knows that “supermarket” 
selling would not be in its best in- 
terest, nor would it be in the public 
interest. 

Other points touched upon by the 
NADA president included: Opposi- 
tion to misleading advertising; 
concern over loose credit terms; 
predictions of a good year in 1955, 
but he wondered if the profit pic- 
ture would be in proportion to the 
volume of sales; legislation spon- 
sored in Congress by the NADA 
including franchise security and 
phantom freight bills. 

Ralph K. Hoitsma, NADA di- 
rector of sales and merchandis- 
ing, conducted a panel discussion 
on “Controls for Profits.” This 
focused on service and parts op- 
erations, employe relations and 
“getting along with unions.” 

Panel members stressed the need 
of “selling private enterprise” to 
employes and making them aware 
of the dealer’s problems, showing 
them where shop income goes and 
impressing the employes with the 
fact that they receive much more 
than their take-home pay. 

A second phase of the panel dis- 
cussion concerned inventory con- 
trols and obsolescence of parts. It 
was suggested that a perpetual in- 
ventory system should be estab- 
lished and rigidly adhered te, both 
to avoid over stocking and under 
stocking. 

The handling of service denart- 
ment orders also was a topic of 
lively interest. Several panel mem- 
bers told of the procedures in their 
own dealerships. 

All the panel discussions 
brought a good audience partici- 

(Continued on Page 6, Col. 5) 


Dealers Pick Hall 
In Los Angeles 


LOS ANGELES.—The Los An- 
geles Motor Car Dealers Assn. has 
elected Phil Hall as president; 
Clarence Dixon, vice-president; Dan 
R. Ashcraft, secretary, and Lathrop 
G. Hoffman, treasurer. 

In addition to the officers, Mel 
Alsbury, Irvin Kaiser and Ray D. 
Wilson will serve as directors. Wil- 
son, past president, also is NADA 
director for Southern California. 

The Los Angeles dealer associa- 
tion now is in its 50th year. 
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Port Clinton (O.), dealers pose before the building which housed their auto show. 


From left (front row) are Gordon Cooper, 


Carlton Allan, Kelly Dunn, William Allan, 


Lester Ecerett and Roy Onan. Back row: Som Amato, Merle Friemark, William Smith, 


Lawson Smith and Stens Petersen. 
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Small-Town Sales Up 
Spring Market for 55s 


(Continued from Page 1) 


of the cream of the market. The 
pattern signified, too, a re-routing 
of spring new-model distribution 
into the “hungry” areas. 

Six states in the Rockies and 
four New England states regis- 
tered more ’55s in April than in 
March. Four southern states and 
the District of Columbia were on 
the increase side. Illinois and 
Michigan enjoyed sharp April in- 
creases, although _ and 
Detroit sales edged off 

Reflecting the spotty character 

of the spring market was the divi- 


NUCDA Manager 
Quits in Hassle 
On Name Change 


(Continued from Page 2) 
and it will be hard to put into ef- 
fect, but if the powers that be in 
each organization will give it seri- 
ous thought, they will find that it 
is not impossible.” 








La pointed en that the used- 
car man depends on the fran- 
chised dealer for his stock and 
the new-car dealer depends on the 
used-car man for a market for his 
tradeins. 

“As far as the independent 
dealer selling new cars,” Linch 
said, “I see no difference in that 
than the | new-car dealer selling 
used cars.” 

Evans said that while as an 
NUCDA director he voted against 
the name change, he saw “no rea- 
son for your gaining the impres- 
sion that the change was made so 
as to identify or separate those 
used-car dealers who sold used 
cars as compared with those deal- 
ers who have some new and some 
used cars. 

“For years,” Evans said, “it has 
been discussed pro and con at 
various used-car dealer meetings 
as to some more appropriate 
name which would sound better 
or register better with the pub- 
lic than the words ‘used-car 
dealer.’ 

“T have never, in any open meet- 
ing, heard it discussed that such 
change was desirable because a 
very small percentage of the used- 
car dealers dealt in so-called new 
cars and while I did not attend the 
recent directors’ meeting in Pitts- 
burgh at which time this change 
was formally made, I am very sure 
that there was no intention what- 
soever that the name change would 
create the impression to the public 
that our association had ceased to 
become a used-car association .. . 

“Quite recently our state associa- 
tion here in Florida. at a meeting 
in Tallahassee. voted to proceed to 
change the name of the Florida 


Used Car Dealer Assn. to that of ® 


the Florida Independent Automo- 
bile Dealers Assn. This was done 
so as to conform with the name of 
the national. and there was no dis- 
cussion or tie-in whatsoever with 
used-car dealers selling new cars.” 


Cadillac Name 
User Is Curbed 


(Continued from Page 2) 
from reference to “immediate de- 
livery” of current-model Cadillacs 
without explanation that they are 
second-owner cars. 

The decision ordered the dealer 
to stop using the phrase “First with 
Finest in Cadillacs.” 

Specifically, Troby’s was ordered 
either to remove a life-size repro- 
duction of a Cadillac in front of 
the Little Ferry outlet or to sub- 
stitute “Troby’s Used Cadillacs” for 
“Troby’s Cadillac Motors” on the 
huge sign. 

The dealer was enjoined from 
using the phrase “Look for the 
Life-size Cadillac Sign” in any 
advertising. 

Other defendants were ai 
Trobiano, John Garafano jr., 
Annette Garafano, original Lome 
porators. ° 


|sion in the states reported thus 
far for April: 18 states and the 
District of Columbia above March, 
16 states below March. 

The 35 reported states brought 
in 347,084 April new-car registra- 
tions in all, compared to 342,149 
for March. 

az * + 
E June market appears to 
hinge on two as-yet unknown 
quantities: Strike or not, and sus- 
tained demand or not. 

A strike may allow dealers to 
exhaust current stocks without re- 
sorting to “cleanup” sales or simi- 
lar devices. 

Labor harmony, however, may 
bring on an allout “cleanup” be- 
ginning with the second half of 
the year. A sampling of dealers 
on when cleanup “should” get 
under way resulted in the fol- 
lowing suggestions: “immediate- 
ly;” July 1; July 25, and Aug. 1 

On the used-car scene last week, 
the overall average index price at 
wholesale auctions showed its usual 
first-of-the-month drop, according 
to Automotive News’ index. 

The $20 decline—to $807—came as 
the result largely of a $135 slide in 
64 values. Also off were ‘52s, $9; 
’Bls, $10, and 49s, $18. 

The following models showed in- 
aaa ‘55s, $1; 58s, $8, and '50s, 
Zs 


—Mac Gorpon 


Nash Promotes 4 
In Reorganization 
Of Parts, Service 


DETROIT. — Promotions of four 
men have been announced in what 
was called a reorganization of the 
Nash parts and service depart- 
ment, according to C. M. Tilling- 
hast, general parts and service 
manager. 

D. L. McLellan was promoted to 
administrative manager of the de- 
partment; John S. Krider to parts 
and service promotion manager; 
John R. Leonard to eastern assist- 
ant parts and service manager, and 
J. F. Buck to western assistant 
parts and service manager. 

McLellan, assistant parts and 
service merchandising manager 
since 1953, joined Nash in 1946. 
Krider, former western assistant 
parts and service manager, joined 
the firm in 1945. 

Leonard has been regional parts 
and service manager since joining 
Nash in 1939. Buck joined Nash in 
1947 as a service representative. 


Chip Off the Old Block— 


Eight-year-old Richard Mancuso deliv- 
ers his first new car to a customer at his 
father’s dealership, Mancuso Chevrolet, 
Inc., Skokie, Ill. Richard, who has been 
interested in selling cars “for some time,” 
has his own business cards, and it was 
by passing the cards around that he made 
his first sale. When the prospect came 
in and asked for “Richard,” the deal was 
started, and the boy fwith Dad's help), 
closed it. 








Minds on the Future— 


These six men are charged with the responsibility of keeping Ford Motor Co. cars 
distinctively styled. They are chief stylists who have been appointed to head the 
studios of the various divisions and are shown eyeing a futuristic “dream car” model. 
Left to right they are Robert H. Maguire, Ford car and truck studio; Roy A. Brown jr., 
special products studio; George W. Walker, vice-president and director of styling; 
Eugene Bordinat, Mercury studio; John Najjar, Lincoln studio; and, Alex S. Tremulis, 


staff advanced and special styling studio. 
. & © 


Ford Splits Styling Office 


Into Five New Divisions 


DEARBORN. — Ford Motor Co. 
has split up its styling office with 
separate studios for each division. 

George Walker, industrial de- 
signer who has been elected a vice- 
president, announced the changes. 
He said the step was made to “give 

owners of our cars and trucks 
added appearance values year after 
year.” 

The new studios are Ford car 
and truck styling, Mercury styl- 
ing, Lincoln styling, special prod- 
ucts styling and staff advanced 
and special styling. 

Robert H. Maguire heads Ford; 
Eugene Bordinat, Mercury; John 
Najjar, Lincoln; Roy A. Brown jr., 
special products; and, Alex S. Tre- 
mulis, staff advanced. 

“Each product line studio will be 
a complete styling activity within 
itself,” said Walker, “providing in- 
dividual attention to each line of 
vehicle.” 

Walker also expanded his styling 


Ford Reaffirms 
Claim to Sales 


Leadership 


DEARBORN.—The sales leader- 
ship claimed by the Ford car in 
1954 has continued through the 
first quarter of 1955 according to 
R. L. Polk & Co.,-Ford said last 
week. 

Polk has announced that next 
month its service will reflect only 
retail sales to customers by elimi- 
nating registrations in dealer 
names. This net figure is the basis 
upon which Ford claimed leader- 
ship in 1954 and, Ford said, leads 
this year with 332,401 units com- 
pared with 331,808 for the second 
place make (Chevrolet). 

The registration figure for the 
first quarter includes sales of cars 
registered in dealers’ names dur- 
ing December of last year. The 
Polk report for that month showed 
Ford with 14,838 units registered in 
dealer or manufacturer names and, 
Ford said, the nearest competitor 
has 56,802 such registrations. 


Auto Paper Soars 
$429 Million More 


WASHINGTON.—Automobile in- 
stallment credit outstanding in- 
creased $429 million during April 
to a total of $11,482 million, accord- 
ing to the Federal Reserve Board. 

The April increase compared with 
rises of $23 million during April, 
1954, and $412 million in March of 
this year. 


All consumer credit rose $707 
million during April to a total of 
$30,655 million. 


While lending institutions were 
extending $1,512 million in auto 
purchase credit during April, the 
public repaid $1,083 million in the 
same period. As compared with 
March, 1955, $57 million less auto 
credit wag extended and $74 mil- 
lion less repaid. 


staff with the addition of two long- 
time associates in the inddustrial 
design field. The new Ford stylists 


are Joseph Oros and Elwood P. 1 


Engel. 

They will work with the various 
Ford studios on exterior and in- 
terior styling projects covering all 
vehicle lines. 


GM Dealer Stocks 
Rated Low Despite 
May Sales Peaks 


DETROIT. — Although General 
Motors dealers continued to smash 
new and used-car records in May, 
their inventories on ’55 models re- 
mained “at a low level in relation 
to rate of sales and for this period 
of the year.” 

So reported GM President Har- 
low H. Curtice last week in a state- 
ment on corporation retail deliver- 
ies for the first 20 days of May. 

New-car sales by GM dealers 
from May 1-20 totaled 234,278, the 
highest for any first 20 day period 
in corporation history, Curtice said. 
Used-car sales in the same period 
totaled 288,761, unequalled by any 
previous May 1-20 period. 

All five GM car divisions, Curtice 
said, broke their previous new and 
used-car sales records for the 20- 
day, middle 10-day and year-to-date 
accountings. 

May 11-20 sales of new GM cars 
totaled 128,661, second on corpora- 
tion bookg only to the third period 
of March, 1955. GM dealers sold 
154,766 used cars in the mid-May 
period. 

Curtice stated that Jan. 1-May 20 
sales by GM dealers were 142 and 
127 percent, respectively, over com- 
parable 1954 new and used-car 
totals. 





House Takes Up 
Territory Bill 


NADA-Backed Measure 
Amends Trade Act 


(Continued from Page 1) 


to sell, in a specified geograph- 
ical area, a commodity produced 
or distributed by others. 

“Nothing contained in this act or 
any other act shall render unlaw- 
ful any contracts or agreements in 
which a manufacturer requires his 
distributor to agree that he will sell 
only within a designated geograph- 
ical area, and will refrain from 
selling outside said area, the com- 
modity produced by said manufac- 
turer which is in free and open 
competition of the same general 
class produced or distributed by 
others.” 


+ + * 
REDERICK J. BELL, executive 
vice-president of NADA, gave 

Automotive News the following ex- 
planation of the legislation: 

“This legislation is designed 
to clarify the situation with re- 
spect to the right under existing 
law of a manufacturer of goods 
to assign to the distributors (re- 
tailers or dealers) of its goods 
specific geographic areas within 
which such distributors will have 
the sole responsibility for the 
marketing of such goods. 
“Specifically, this bill would make 

such assignments of sale areas 


egal. 

“Until 1949, most automobile and 
truck manufacturers assigned to 
each of the dealers a definite geo- 
graphic area of sales responsibility. 


“A DEALER was reapenaibie for 
developing, servicing and 
maintaining his area, and into it 
no other dealer of that manufac- 
turer’s goods was authorized to 
sell. 

“Some Government officials 
have questioned the legality of 
such sales-area assignments. The 
courts have not specifically clari- 
fied this area of the law. — 
a legislative clarification is de- 
sirable and 
“A great number of manufac- 
turers of goods, such as automo- 
biles, have found such arrange- 
ments down through the years not 
only desirable from the viewpoint 
of the distribution of their prod- 
ucts, but definitely in the consum- 
ing public’s interest from the 
standpoint of the maintenance of 
orderly and economic distribution 
and the performing of indispensa- 
ble service and maintenance of 
these products. 

“To accomplish these ends, this 
legislation is designed.” 





Delco-Remy Introduces 


‘Dry-Charged’ Battery 

ANDERSON, Ind. — A dry- 
charged automotive storage bat- 
tery that the company says can 
be placed into service without 
any type of “booster” charge now 
is available through the U. S., 
according to H. D. Dawson, 
Delco-Remy general manager. It 
carries a four-year guarantee. 





Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Apteo Auto Auction. Sale every Wednesday.) 


(Sale off for day after the holiday. 
Sold 75 cars out of 127 entered.) 
BUICK—’54 Special 2-dr., $1,600. '53 

RM Riviera coupe, $1,395*, $1,375*; 
Super station wagon, $1,500*; 4-dr., 
$1,200*; Riviera coupe, $1,200. ’'52 
Special 4-dr., $695* °50 RM 4-dr., 
$525*; Special 2-dr., 


5. 
. » 750°, 


"49 (62) 4-dr., $685* 
ILET—’55 Bel Air (8) ‘station 


53° Bel Air 
$960° ; 
° ; 825, $805, $785; 
One- -fifty 2- ar., $700. °50 SL Deluxe 
Bel Air, $440; Delivery sedan, $235. 
‘53 Windsor 4-dr., $900°. 
’51 Windsor conv., $510*. 
DeSOTO—’51 Deluxe 4-dr., $435, 
DODGE—’54 Coronet (8) 4-dr., 
’53 Coronet (8) 4-dr., $890*. ’ 
onet 4-dr., $555*, $520*. °50 Coronet 
4-dr., $280. 
FORD—'55 Fairlane (8) Victoria, $2,- 
175*. '53 Main (8) 2-dr., $800, $700. 
"52 Custom (8) station wagon, $890; 


*Indicates automatic transmission or overdrive and (ps) 


Main (6) 4-dr., $575. '51 Custom (8) 

conv., $590. ’50 Custom (8) conv., 

$370. °49 Deluxe (6) 2-dr., 
HUDSON — ’52 Hornet 4-dr., 

Wasp club coupe, $415. 
LINCOLN—’51 club coupe, $615*. 
MERCURY—’53 Monterey Sport coupe, 

$1,270. ’51 Monterey conv., $615. 
NASH—’54 Ambassador 2-dr., $1,200 

’52 Statesman 4-dr., $735, "$615. 


54 (88) Holiday, $1,870*; 
770*. ’53 (88) 4-dr., $1,405*. ° 


club coupe, 

dr., $370. sn00. “49 Special Deluxe 
4- dr., $300. 

PONTIAC—’53 Chieftain (8) Gotetine. 
$1.255*; 2-dr., $1,060*, $850; 

. 82 Chieftain (8) Ca ue 
$885*; 4-dr., $740*. ’51 Silver Streak 
(8) Catalina, $5665°. 

STUDEBAKER—’53 Champion 4-dr., 
$575. °51 Champion 2-dr., $215. 


» power steering. 


Other Auction Reports are on Pages 68, 69, 80, 84 

















“,. like a partner 


in our firm for 


twenty-six years” 


says MR. CHARLES EICKEL, partner of 
Crescent City Motors, New Orleans’ oldest 
Studebaker dealer. 


CCL 'OR the past 26 years we have felt that 
ComMERCIAL CREDIT has been our partner. 
Without their economical finance plan with 
its various protective features and efficient 
handling of our business, we could not 
enjoy the close relationship we have with 
ihe automobile buying public in the terri- 
tory we serve. That’s a long sentence; but 

it sums up a long, highly valued association.” 


COMMERCIAL CREDIT DEALERS 
ARE Successful DEALERS 


A letter or call to your nearest COMMERCIAL 
Crepit office will get you prompt and expert 
help with your financing problems, too. 


Why not call today? 


\ 
yg 


CCA a 


(CREDITPLAN 
\ : =* 


ComMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore ... 
Capital and Surplus over $175,000,000 
.. . Offices in principal cities of the United 
States and Canada. 
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Dwindling Profits Pinch Dealers 


By L. H. Houck 
Staff Correspondent 


JEFFERSON CITY, Mo. — The 
question up and down Auto Row, 
U.S. A. today is: “Where is it going 
to end?” 

Too many dealers are operating 
at a net profit so small that they 
could make more money accident- 
ally than in business. 

In the towns of northern Mis- 
souri, eastern Illinois and north- 
western Missouri, dealers told 
Automotive News how it looks to 
them. 

Many of the dealers who have 
to sell cars to pay the rent and 
the help are hanging on the 
ropes. 

For some, the lubé and wash 
rack, the body shop and the tuneup 
departments are the profit makers, 

and a high service absorption figure 
is their bulwark against no-profit 
deals. 

One dealer has cancelled his con- 
tract with one of the Big Three 
and is trying to lease his building 


and shop equipment to a dealer- he holds up his right hand and 


ship which another factory is try- 
ing to set up. This new dealer will 
come to the town from another 
state. 

The dealer who is going out of 
business was a successful business- 
man accustomed to producing a 
net of 8 percent or better but he 
had never been in the automobile 
business until 244 years ago. Now 





All States Now Approve 


New Auto Headlamp 


DETROIT. — Sale and use of 
the redesigned automotive head- 
lamp has been authorized by all 
the 48 states. The new sealed- 
beam unit was publicly disclosed 
last October. 

The Automobile Manufacturers 
Assn. has stated that the lamps 
will be installed in all new .cars 
after July 4. 





swears, “I’ll never be in it again!” 
Like him, many inexperienced 
dealers are going out of business. 
They are trying to sell; if they 
can’t sell, they’ll liquidate. This 
may be the long predicted sepa- 
ration of the men from the boys. 
Here is the story of an experi- 
enced dealer with 25 years of sell- 
ing popular makes behind him. 
The factory told him to take 25 
cars and he told the factory to 
ship five. The regional manager 
ordered him in to St. Louis and 
he told the regional manager to 
come to see him since the distance 
was no greater—and come he did. 
He showed the dealer where his 
territory warranted the 25 units 
and the dealer laid his contract on 
the desk and said: “Ship me five in 
my colors or cancel me out.” He 
got five. 
A finance company representa- 
tive went into a certain territory 
with orders for a handful of re- 








No Glass Breakage Insurance Needed— 

Taking full advantage of Florida weather, Gulf Stream Motors, Inc., Palm Beach 
(Studebaker-Packard), has constructed an open-air showroom at a heavily traveled 
| intersection. The low-cost building will display five cars. 





possessions—most of them for a| had to get the factory off our 


dealer who claimed he had sold 
every car the factory said he prop- 
erly should sell in his territory. 
He said: “We knew some of 
them were coming back when 
they went out the door but we 











BOB SWEIKERT, Zink Special — Winner of 1955 ''500"' race. Average 128.209 m.p.h. 


MONROE--Three Year Winner-- 
Takes Ist, 2nd, 3rd at INDIANAPOLIS 






JIMMY DAVIES, 
1955 ‘'500."" Average 126.299 


TONY BETTENHAUSEN, Chapman Special—Finished 
2nd in 1955 ‘'500.'' Average 126.733 m.p.h. 





write 
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Bardah! Special—Finished 3rd in 
m.p.h. 


MONRO-MATIC SHOCK ABSORBERS Cte 
AGAIN PROVED IN WORLD'S 
TOUGHEST TEST! 


Monro-Matic Shock Absorbers dramatically prove their 
stamina, their endurance, and their ability to give 
increased safety and control under the most trying 
conditions. Winner of first place for three straight 
years, Monro-Matic equipped cars took first, second 
and third places in this year's ‘‘500.” 


Monro-Matics will win for you, too! They'll win you 
more sales, bigger profits. They'll win you new, satis- 
fied customers by giving better, safer riding. Ask your 
jobber about the profit-winning Monroe franchise, or 


MONROE AUTO EQUIPMENT COMPANY 


MONROE, MICHIGAN 


World's Largest Maker of Ride Control Products 





MONRO-MATIC SHOCK ABSORBERS 


necks.” 

Another dealer said: “To protect 
ourselves and compete with cut 
prices and circus antics we had to 
get a financial setup to handle 
non-recourse paper, and while we 
may have had a circus, the finance 
company is going to have a little 
show of its own.” 

Said another dealer: “The trouble 
is that the territory is over-fran- 
chised. I may show a net of 2 or 3 
percent and I’ve been in business 
almost 40 years, but if I ever do 
show a profit of 8 percent or such 
a lush year as 10 percent, I know 
that the factory will set up two 
new dealers within a 10-block 
area.” 

“The only real profit we’ve been 
able to make,” said another 
dealer, “is in rebuilding wrecked 
cars.” 

He showed a list of rebuilt 
wrecks with the amount of money 
invested—’49 Ford, $120; ’52 Chev- 
rolet, $160; ’54 Chevrolet, $235 — 
these are displayed on a used-car 
lot for a few days and the ones 
that don’t sell are shipped to the 
auctions. 

“They’re better shipped off any- 
way,” the dealer said, “since selling 
them around here might cause too 
much dissatisfaction and we want 
a fast turnover. 

“Some of the cars we get are in 
such bad shape that we wreck 
them and sell the parts or use 
them to rebuild other similar mod- 
els. Wrecks are a steady crop,” he 
added. 


Wash. Conclave 


Stresses Dealer 
Right to Profit 


(Continued from Page 3) 


pation with interchanges of ideas 
and Hoitsma complimented the 
association on the clinic which 
he termed one of the best he has 
led. 

Capt. Roy Carlson, of the Wash- 
ington State Patrol, spoke to the 
dealers on the use, and misuse, of 
dealer license plates. 

He outlined the regulations gov- 
erning use of the plates and em- 
phasized the fact that the plates 
are issued solely to aid the dealer 
in selling and demonstrating his 
cars. 

Under questions from the floor 
of the convention, Carlson admit- 
ted that strict application of the 
dealer plate law is not practicable 
in all cases and urged that the as- 
sociation seek legislative remedies 
where needed. 

Other officers, in addition to Gil- 
christ, are: Roy Rofinot (Chevro- 
let), Spokane, first vice-president; 
Arnold Reading (DeSoto - Plym- 
outh), Tacoma, second vice-presi- 
dent; Don Seaberg (Buick), Pasco, 
third vice-president; Leon Titus 
(Ford), Tacoma, secretary - treas- 
urer, and Warren Simmons (Chev- 
rolet), Olympia, was renamed to 
the executive committee. 

Fred K. Eells continues as as- 
sociation executive secretary. The 
convention committee was headed 
by L. E. Belcourt (Studebaker) 
and was comprised of members of 
the Seattle Automobile Dealers 
Assn. Other members included: 
Deane Howard (Ford); Samuel L. 
Savidge jr. (Dodge- Plymouth): 
Ralph Malone (Ford); Harry Baker 
jr. (Nash); Frank Hawkins 


(Buick); George Sparling (Cadil- 
lac), and Larry Norton (Chevrolet) 











AUTOMOTIVE NEWS, JUNE 6, 1955 7 


' 

+7, My i/4 

v4 , C 
's i OG 
' 


ye ° 





pick 
The Inquirer ! 


What gives THE INQUIRER a 4-to-1 lead over the second paper 
every day of the week in retail electric appliance advertising? 
ACTION, and action only! Without doubt, THE INQUIRER 
is FIRST FOR ACTION in Delaware Valley, U.S.A. ...amar- 
ket that grows bigger every day. Yes, FIRST in National, 
Retail, Classified and Total Advertising. 














More People Own Their Homes in 
DELAWARE VALLEY, U.S.A. 


62% of Delaware Valley homes are v 2 ° 
owner-occupied—and families in e e ta 1 wirer 
America’s 3rd Market spend heavily to 


furnish and improve them. Effective buy- 


ing income over $8 billion annually. Constructively Serving Delaware Valley, U.S.A. 
Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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400,000 in Four Months... 


British Auto Industry 
Sets Output Record 


LONDON, England. — Britain’s foreign manufacturers, exports 


motor manufacturers produced 
more than 400,000 vehicles during 
the first four months of 1955 to set 
a new alltime record. 

The new mark was more than 
80,000 units over the same period 
of 1954. 

Against what was termed “the 
rising tide of competition” from 


Chrysler 300s 
Pace NASCAR 
Stock Races 


DETROIT. — Three Chrysler 300 
cars and their drivers have cap- 
tured a preponderant slice of $100,- 
000 in prize money in the 1955 
NASCAR national stock car rac- 
ing championship. 

In addition to winning nine grand 
national races this season, Chrys- 
ler drivers now hold three of the 
four top places in NASCAR’s sea- 
son-long competition on _ tracks 
throughout the nation. 

Lee Petty has piloted his 300 
to the top of the list of stock car 
drivers with 2,628 points. Two 
other 300 drivers, Tim Flock with 
2,178 and Dick Rathman with 
1,862 points, hold third and fourth 
places in the national standings. 

Top percentage of wins and 
places among the 14 different 
makes of cars entered in this year’s | 
races also is held by Chrysler, with 
an average of .444. Closest Ameri- | 
can car holds a rating of .286. 

Chrysler 300 cars, piloted by 
Warren Koechling and Brewster 
Shaw, won first and second places 
in NASCAR's speed trial cham- 

pionship at Daytona Beach, Fila., 
with record-breaking speeds for 
the measured mile of 127.580 and 
126.542 m.p.h., respectively. 


Committee Named 
For Detroit Show 


DETROIT. — Chairman of the 
1956 Detroit Auto Show will be 
Harold C. Johns, president of Park 
Motor Sales Co. (Lincoln-Mercury). 

His appointment was announced 
by Ted Grace jr., president of the 
Detroit Auto Dealers Assn., which 
sponsors the show. 

Other members of the show com- 
mittee will be: Jim Allan, Allan’s 
Nash; Ken Brown, Ken Brown, Inc. 
(Dodge - Plymouth); Hanley Daw- 
son, Hanley Dawson Co. (Chevro- 
let); Jack Drummy, Drummy Olds- | 
mobile, Inc.; Ed Fisher, Edwin 
Fisher Grosse Pointe Packard, Inc.; 
Al Long, Al Long, Inc. (Ford); Don 
Mcintyre, Superior Oldsmobile, | 
Inc.; Tom Petzold, Petzold Motor 
Sales Co., Inc. (Chrysler-Plymouth), | 
and Paul T. Graves, DADA execu- 
tive vice-president. 


Not Here! | 


Caveat Emptor Is Gone, | 
Doran Writes 


DALLAS.—Doran Chevrolet, Inc., | 
has employed a direct mailing card 
announcing in bold letters at the | 
top that there is “No Caveat Emp- 
tor Here!” 

ft explains the meaning of the 
phrase—“Let the buyer beware”— 
and goes on to say that “in all our 
years, We are happy to say that no 
customer has ever been made to 
feel that he must beware, that he 
is taking a risk.” 

The card pledges that there are 
no “hidden extras,” no attempts to 
ldad the buyer down with unneeded 
accessories and “no figure jug- 
gling.” 

The card is signed by Felix 
Doran. 








Buick Dealers Pick Gerwig 


CHICAGO. — Walter A. Gerwig, 
Gerwig-Nelson Motors, Inc., has 
been elected president of the Met- 
ropolitan Buick Dealers Assn. here. 
Other officers are: T. W. Hufstader, 
vice-president; C, E. McFarland, 
treasurer, and George Kleeburg, 
secr ‘ary. 


reached 144,000 by the end of April, 
according to the Society of Motor 
Manufacturers and Traders. This 
was an increase of 25,700 over 1954. 

April also set a new record for 
truck and bus exports during a 
single month with more than 15,- 
000 being shipped by manufac- 
turers. 

Australia wag termed Britain’s 
best customer for autos with pur- 
chases of 53,000 cars and trucks 
during the first four months. Swe- 


|den, with 11,000 imported, is the 


principal buyer of British cars in 
Europe. 

The U.S. ranks third ag a British 
automotive customer, with 8,327 
vehicles imported with a value of 
3,581,739 pounds sterling. The U.S. 
is Britain’s fourth best customer 
for farm tractors, spending over a 
million pounds. 








Pays off in service sales 


Join the thousands of dealers who have found a 
Liquid Glaze Appearance Department to be one of 
their biggest and most profitable service operations. 
For there is only one Liquid Glaze with Glasite—no other 
product is easier to apply, or gives such a hard and 
brilliant, protective finish. 


With Super Liquid Glaze, Liquid Cleaner and Paste 
Cleaner, you get a combination of products that pro- 
vides a superior quality beauty treatment for new cars, 
used cars, customers’ cars of all makes and models. 


Sprays on in 5 minutes—Wipes Off in 10 
—with no rubbing or buffing required 


“Just spray and wipe away” is the perfect 
description for Super Liquid Glaze. For 
service applications, this means more jobs 
per man per day—adding up to more profit 
per job. For car owners who use the unique 
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Oilman Buys Private Fire Truck— 


A Wichita (Kans.) oilman has purchased this junior-size fire engine for his estate 
from Kaiser-Willys of Wichita, according to Earl Powell (left), general manager. He 
is W. L. Hartman (right), With them are Mrs. Hartman and Tom McGaughey, drill- 
master of the Wichita Fire Department. The machine has a 200-gallon auxiliary tank 
hooked on as a trailer and cost Hartman $5,500, without the hose. 


General Markets Cheaper Tubeless 


AKRON.—General Tire & Rub-|on the market since last fall. 
ber Co. has introduced a Jower-| Nygen is General’s specially- 
priced Nygen tubeless passenger | processed nylon cord. The regular 
tire, the Saf-T-Miler. General’s |Saf-T-Miler is a rayon cord tire 
original Nygen tubeless has been | with tube. 









Plastic Fender | 
Shows Promise 
In Cornell Tests 


BUFFALO. — The crumpled 


fender that results from an auio 


accident may be a thing of the pasi 
if the Cornell Aeronautical Labor.:- 
tory has its way. 

It has reported promising tes’: 
of a plastic fender that returns to 
its original shape after being rani- 
med into a concrete building. 

The tests are sponsored by Lib 
erty Mutual Insurance Co., brooc 
ing over $12 million it paid out in 
1951 for auto property damag: 
claims. Most of it went for auto 
repairs alone. 

At the lab, a plastic fender was 
rammed against the corner of a 
cement building at five miles per 
hour. Only a few scuff marks at 
the point of impact resulted. The 
same test with a conventional 
fender resulted in a $20 repair job. 

Two problems yet to be overcome 
are: Impact damage occurring at 
the point where the flexible fender 
is attached to the rigid steel, and 
some of the plastics tending to be 
brittle at low temperatures. 





BEST FOR NEW CARS - 


Through the miracle 


and exclusive “Spraytainer”’, 
finer, faster polishing job that’s more fun 
than work. Order adequate quantities now, 
in both Service and Retail sizes, and start 
profiting with Super Liquid Glaze. 







of chemistry- 


More than a wax 


More than a polish | 


this means a 




















By Charles Sampas 
Staff Correspondent 
LOWELL, Mass. — Maturity and 
youthfulness best characterize the 
spirit of New England’s auto deal- 
erships this year. 
In few sections of the country 
are there so many old dealerships 


Ex-Dealer Loses 
Plea in Theft 


CONCORD, N. H. — (UTPS)— 
The New Hampshire Supreme 
Court has upheld the conviction of 
Lloyd H. Skillings, former Somers- 
worth auto dealer, in the theft of 
$12,000 from the late Mrs. Sarah 
H. Rollins, wealthy Somersworth 
widow. 

Skillings has been free on $10,000 
bail since his conviction in Straf- 
ford County Superior Court in 1953. 
The alleged larceny took place 
Dec. 13, 1949. 





Ford Fleet for N. J. Police— 


Jerry Kantor, Inc. (Ford), Lakewood, N. J., delivered the first nine units of a fleet 
of 74 cars for the New Jersey State Police. Jerry Kantor, owner, stands in front of 
the building, while Walter Whelan, office manager, watches from the showroom. 


2 Norton Moves L. A. Office 


LOS ANGELES.—The Los An-| Huntington Park, Calif., according 
geles district office of Norton Co.| to Robert W. Cushman, West Coast 
has moved to 5905 Pacific Blvd.,| district manager. 








SED CARS -=- ALL CARS 








Enterprise and Caution 


These Qualities Describe New England’s Dealers, 
A Mixture of Vets, Newcomers 








LIQUID GLAZE, INC. DEPT. N, 704 Sheridan Street, Lansing, Mich. 
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and, on the other hand, so many 
new outlets. This amalgamation 
of the old and the new produces 
great enterprise, but it is always 
tempered with the New England 
Yankee touch of caution. 


A note of antiquity was sounded 


lat the recent Open House Week, 
| held by the Rhode Island Automo- 


tive Dealers Assn., at which the 


| discussion turned to the first pro- 


duction model of a tiller-operated 
horseless carriage. 

This car was built in 1896 at 
Springfield, Mass., by Charles E. 
and J. Frank Duryea. It is now 
part of the collection of George H. 
Waterman’s, in Potowomut, R. I. 

One of New England’s most 
celebrated dealers is Alvan T. 
Fuller who started with a bicycle 
shop in Malden, Mass., 60 years 
ago and later served as governor 
of Massachusetts. 

The firm, now headed by his son, 
Peter, has been holding an open 


iT AMAZING NEW 
/aZ  GLASITE 


Pays off in retail sales 


The push-button “Spraytainer”’ is a Liquid Glaze 
exclusive. Car owners who like the Do-It-Yourself 
idea will really go for this quick, easy way to get 
a better looking car. It contains the same ingredi- 
ents as the Service Package, including marvelous 
Glasite, assuring a finish that is as beautiful as it 
is durable. Display both Glaze and Cleaner promi- 
nently—talk about them at every opportunity— 
you'll be surprised and pleased how fast they sell. 




















| | 
| PLEASE SEND THE FOLLOWING: (Delivery Prepaid) “Dollars & Sense” Booklet—How to 
| make big profits, plus fifty attractive customer handout folders.........++++++++: FREE 
| sHop sizes Net Each | 
| Super Liquid Glaze (32 02., 12 to carton). .seseeseseccecceecenceneees $5.00 
| Super Liquid Cleaner (32 02., 12 to carton. csesecccecccecceceeeeeeees 2.00 
| Super Paste Cleaner (2 Gal., 4 to carton). .......-ceceeeeeeeeeeecees 2.50 | 
| RETAM SIZES List Each Dozens Net | 
| Super Liquid Glaze (12 Spraytainers)........++.++eeeeees $2.75 $19.80 | 
| Super Liquid Cleaner (12 plastic bottles). .........-+++0 1.25 9.00 
FRA NAME | 
| ADDRESS z 
} CITY. a ee eee STATE | 
ofa’ | OPEN ACCT [J c.0.0. 0 CHECK ATTACHED [] | 
A few posted wae | 
still available for ri | NATURE Se an) pda ; 
Managers. Write or Wire. us ee aad 
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house every year. This year the 
Fullers displayed their 1955 Cadil- 
lacs with a backdrop of beautiful 
Brussels tapestries purchased from 
the famous singer, Feodor Chalia- 
pin. 


Typical of the new faces on the 
New England auto scene are David 
Cogan, Bruce A. Coffin and 
Lloyd H. Coffin who last year ac- 
quired Seymour Chevrolet Sales, 
Cambridge, Mass., reputed to be 
New England’s largest Chevrolet 
dealership. 

These men were formerly owners 
of Columbia Broadcasting System- 
Hytron Co., and officials of CBS- 
Columbia. 


Typifying the “old” in New 
England also is the Hartford 
(Conn.) Automobile Dealers Assn. 
which is celebrating its 47th an- 
niversary and is noted for its 
many philanthropic activities, in- 
cluding its Mile O’ Dimes drive. 
In Portland, Me., Swearingen Mo- 
tors Co. (Lincoln-Mercury) ap- 

praised the public partially of its 
community role by announcing that 
its annual pay roll was $271,060.82. 

Innovations are being made con- 

tinually in New England’s auto 
dealerships. Thus far in 1955, the 
New England dealers have pur- 
chased a record amount of space 


|in their local papers to advertise 
| their cars. 


Austin Car Wins 
South African 
09 Economy Run 


JOHANNESBURG, South Africa. 
|—Two Austin cars—an A.30 “Seven” 
and an A.50 “Cambridge”’—entered 
in the 1,560-mile South African Mo- 
bilgas Economy Run took first and 
third places in the general classi- 
fication and first and second places 
in their classes, according to Austin 
Motor Co., Ltd. 


Average gasoline consumption 
was 51.7 miles per gallon for the 
A.30 and 35.8 for the A.50. Overall 
average for all competing cars was 
28.5 miles per gallon. 

The run took three days and cov- 
ered a route from Cape Town to 
Johannesburg via Port Elizabeth, 
East London and Durban. It was 
‘the first such event held here, but 
will become an annual! affair, the 
Royal Automobile Club said. 








Pennsylvania Asks 
Motor Tax Hikes 


HARRISBURG, Pa.—Gov. Leader 
has proposed tax increases total- 
ling $99 million on motorists and 
\the trucking industry. 


The governor said the highway 
|department budget, as submitted, 
called for appropriations of $589,- 
241,648. The tax boosts asked are 
(1) gas tax from five to six cents, 
$52 million; (2) license fee hike 
from $10 to $15, $29 million; and, 
(3) truck license fee hike from 
$16.50 to $250 to $20 to $300, $18 
million. 


Shop Boost 


Ad Explains Advantages 


Of Dealer Service 

HAMILTON, Ont.—The advan- 
tages of having a car serviced by 
an authorized dealer were pointed 
out here in a newspaper ad co- 
sponsored by automobile dealers in 
this area. Fi 

Aimed at boosting service busi- 
ness, the ad reminded readers that 
a dealer knows their particular car 
or truck “better than anyone else.” 

“He gets confidential bulletins 
from the manufacturer for a 
| wealth of specialized service infor- 
|mation and has genuine replace- 
ment parts on hand.” 
| The ad also pointed out that a 
;dealer doesn’t look upon the car 
/owner as “just a service customer 
|but a sales prospect.” 


Rubarite Picks Distributor 


AKRON. — Borne, Scrymser Co. 
|has been appointed a distributor 
| for Rubarite, a synthetic rubber 
product for rubberized asphalt 
pavement. The company operates 
in Elizabeth, N.J. and Charlotte, 
N.C. Rubarite, Inc., is owned by 
Goodyear Tire & Rubber Co., Na- 
tional Lead Co. and Bird & Son, 
Ine. 


a eee 
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PASSENGER CARS 
‘Buick Dodge Plymouth 
Chevrolet Ford Pontiac 
Chrysler Mercury Studebaker 
Oldsmobile 
TRUCKS 
Chevrolet Ford Studebaker 
Dodge G.M.C. Willys Jeep 
2 International 
TIRES 
Armstrong Firestone U. S. Royal 
Atlas Gillette B. F. Goodrich 
Davis Goodyear 
PARTS AND ACCESSORIES 


A.C. Fuel Pumps __§ Fram Filters 
A.C. Oil Filters | Hester Batteries 
A.C. Spark Plugs M & W Pistons 
Aro Equipment Corporation Perfect Circle Piston Rings 
Auto-Lite Batteries Purolator Oil Filter 
Auto-Lite Spark Plugs Saginaw Steering Gears 
Champion Spark Plugs Timken Tapered Roller Bearings 
Eaton Axles Western Auto Supplies 
Wix Oil Filters 


























THE PROGRESSIVE FARMER 


PETROLEUM PRODUCTS 





Cities Service Lubricants & Fuels Phillips 66 Oil & Grease 
Conoco Lubricants & Fuels Quaker State Oil 
Gulf Lubricants & Fuels Sinclair Lubricants & Fuels 
Kendall Oil Standard Oil of Ky. Products 
Pan-Am Lubricants Texaco Lubricants & Fuels 
Phillips Chemical Co. (Philgas) Warrengas 







CIRCULATION 
1,275,000 


Published monthly in five, sep- 
arate highly-localized editions, with 
editorial offices at Birmingham, 
Raleigh, Memphis and Dallas. 











PAUL HUEY, V. P. and Advertising Manager 
Birmingham 2, Ala. 
Telephone: 54-2571 Plaza 1-0160 
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Manufacturers 


It’s @aSV to see why automotive manufac- 
turers are placing an enormous volume of 
advertising in The Progressive Farmer. Look 
at the map of the 16 Southern states. The 
shaded counties are rural counties where most 
of the people live on farms or in places of less 
than 2,500 population. 


People who live in these rural counties of 
the South own more than 5 million autos, 
nearly 2 million trucks and about 1% million 
tractors, according to the latest figures. And 
in these counties, The Progressive Farmer has 
more than 212 times as much circulation as 
LIFE or The Saturday Evening Post. 










Urban magazines do not adequately serve 
Southern rural families. National farm maga- 
zines, edited mainly for Northern agriculture, 
also have low readership on Southern farms. 
The Progressive Farmer fills this major gap 
in coverage with concentrated local influence 
and dynamic selling power. 


Leading manufacturers of all kinds of con- 
sumer goods recognize the vital importance 
of The Progressive Farmer market. That’s 
why, year after year, more advertising is 
placed in The Progressive Farmer than in 
any other farm magazine. 


A market that owns nearly 8% million 
autos, trucks and tractors is a quality market 
for your product. 


Whatever you have to sell—your 
best route South is the rural route 
through The Progressive Farmer. 


THE SOUTH IS RURAL. The South has 1,174 rural counties and 213 urban 
counties. The South’s population is 51.5% rural — the rest of the U. S. is only 
28.9% rural. The Progressive Farmer dominates the rural South as no other 
magazine dominates a market of similar size. 


The South Subscribes to 


The Progressive Farmer 


Other Advertising Offices: 
RALEIGH » MEMPHIS + DALLAS 
SAN FRANCISCO + LOS ANGELES 


250 Park Ave., New York 17 


H. EARL BUTCHER, V. P. and Eastern Advertising Manager OSCAR M. DUGGER, V. P. and Western Advertising Manager 


Daily News Bldg., Chicago 6 
Central 6-3400 
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1 3. Guard the precepts of individual freedom, which made the U. S. A. 
Great and gave its citizens more of the better things of life than anywhere 
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Echoes from Legislative Halls 
Cannot Be Ignored 


ee in the auto industry bows low before the con- 
cept that the most important element in successful dis- 
tribution is a strong and spirited dealer group. 


Right there agreement stops. 


Turn an ear toward the auto dealers of the country and 
you get the impression that they are the most dissatisfied 
group in the nation. 


Listen to the factory brass and you get the impression 
that their dealers are happy and making money. 


Take a look at the sales statistics and you may conclude 
that, since dealers are moving record numbers of cars at 
the same time that signs of dissatisfaction are at a high 
point, dealers sell best when they are unhappy. 

The logic overlooks one factor, however—that of time. A 
dealer body may turn in a successful performance for the 
factory one year while the team is in the process of break- 
ing up. The effects of the demoralization show up in future 
years. 

What makes a strong dealer body? 

One veteran and highly successful sales leader said, after 
stripping away the frills, that it is the almighty dollar. 

“Our dealers,” he said, “will be with us as long as their 
association with us proves profitable to them.” 

There is a lot of sense in that statement. At least, the 
dealers cannot hang on very long without profit. 


But the strongest dealer body in the industry was born 


in the depression years of the ’30s when factory selling 


agreements were worth a dime a dozen. 

This dealer body was built on the concept of spirit, on 
fair play, on quality, on teamwork, on real factory selling, 
and, of course, it was pointed toward profit, without which 
there is no business. 

Present activity in the state legislatures and on Capitol 
Hill in’Washington indicate that there is a need once again 
to consider the element of team spirit in auto distribution. 
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Events 


Dealer Conventions 
June 19-2i—Michigan Automobile Dealers 


Assn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine. 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexi Automotive 
a Assn.. Nickson Hotel, Roswell, 


Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S$. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac inn, Saranac, N. Y. 

Sept. 19 — Minnesota Automobile Dealers 
ors Radisson Hotel, Minneapo- 
1s. 

Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsyivania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
Bretton Woods, N, H. 

Oct. 9-10—Georgia Automobile Dealers 
c/a Bon Air Hotel, Augusta, 

a. 

Oct. 9-II—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct, 15-17—Arkansas Automobile Desiers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 
burgh, Pa. 

Oct. 23-25 — Florida Automobile Dealers 
am. Sans Souci Hotel, Miami Beach, 

a. 

Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
—. Tutwiler Hotel, Birmingham, 

a. 

Nov. 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* 2 ® 


Dealer Auto Shows 


Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 
Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 
. & *@ 


General 


June 7-10 — Spring Technical Meeting, 
Gqneriann Welding Society, Kansas City, 

°. 

June 8-10—Third Annual Weldin 
American Welding Society 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc. Hotel Otesage, 
Cooperstown, New York. 

July 21-22 — Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sent. 6-17 — Production Engineering Show, 

avy Pier, Chicago. 
(See CALENDAR, Page 65, Col. 1) 


20 Years Ago... 
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—ANB THE MOTORIST /[S 
HAPPY TO FAY 


Letterbox 





Will They Use ’Em? 

I have noted the articles in the 
Letterbox on seat safety belts for 
autos and am not sure that I have 
read them all, but, so far, I have 
seen no mention has been made of 
the fact that in 1950 Nash had @ 
safety belt. ‘ 

We as Nash dealers sold a lot 
of the belts in new cars and it may 
be that some of them were used, 
but I doubt it. 

In our service department we 
find that every one of the cars 
which come in and has a safety 
belt, the belt is always pushed down 
under the seat and covered with 
trash, indicating they never were 
used. 

I do not believe the public will 
use a belt until a law is passed and 
enforced. People will not even fas- 
ten safety belts on airplanes until 
the stewardess calls out to them 
and then makes a personal check 
of each passenger.—A. D. STaNForp, 


The Big Stories 


Seeking to prevent a general demoralization of the used car market 
by establishing a medium for the control of used-car allowances, 
F.. W. A. Vesper, president of the National Automobile Dealers Assn., 
will present a plan of action to the board of directors of the NADA 
at its meeting tomorrow ... Production of Chevrolet passenger cars 
will continue at peak schedules through June... Sloan declares GM 
contemplates no wage slashes ... A new sedan known as the Country 
Club model mounted on a 124-inch wheelbase chassis is announced 
today by the Hudson Motor Car Co. The car is priced at $880 f.o.b. 


Detroit . 


. . Kelly Petillo, of Los Angeles, won the 500 Mile race 


yesterday establishing a new average speed record of 106.240 m.p.h. 


—From the files of Automotive News. 








‘Cites Experience .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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@YVACATION TRIPS BY 
AVTOMOBILE_ IN 
THE v.s.? 83% 0F 
ALL HOLIDAY RUNS/ 
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the assurance that it will not be 


| Stanford-Weese Nash, Manhattan, 
Kans. 


* * = 
Educational Program 

I haven’t heard of any indication 
that insurance companies may offer 
lower rates for drivers who use 
seat belts, but it might be a good 
idea providing we first could be- 
lieve that even though people have 
belts installed, that they will use 
them every time they get in the 
car. Naturally, a very comprehen- 
sive educational program will be 
required. 

I am sure that all the publicity 
relative to seat belts just makes it 
that much more important that the 
S.A.E. Committee be very thorough 
in establishing the requirements. I 
am sure that any automotive or- 
ganization will not give their bless- 
ing to such an accessory without 
conducting extensive tests. Your 
idea relative to the obligation of 
seat belt manufacturers is well 
taken, but at the moment I cannot 
foresee where some of the so-called 
garage type of suppliers will make 
any effort to prove their product 
before submitting it for considera- 
tion to any automotive corporation 
or dealership knowing what he has 
to sell. 

Apparently, however, your article 
did incite one organization to 
specify the equipment and I think 
We can gamble all the way along 
the line that others will follow 
suit, but I doubt whether others 
will jump on the bandwagon with- 
out knowing more about it.—M. A. 
Forester, Studebaker-Packard Corp. 

* * . 


Safety Belts 

The discussion of safety belts 
which appeared in AvToMoTIvVE 
News on Apr. 25 is thorough and 
generous. 


For your information, the re- 
(Continued on Page 65, Col. 1) 
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PUTO LITE wccas novere 


.. WITH MORE THAN the)e) PRODUCTS 


OF THE HIGHEST QUALITY 


From the early days of the automotive industry, 
Auto-Lite has earned a reputation for building 
products of the highest quality and dependability 
for cars, trucks, tractors, planes and boats, as 


well as for our government and industry. That 


quality is reflected in the public acceptance of 


TW 


& 


the name Auto-Lite—the best-advertised name 
in the automotive aftermarket. It is reflected, 
too, in the established Auto-Lite service facilities 
throughout the world. Today’s buyers know 
“You’re Always Right . . . With Auto-Lite.” 


THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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WINDSHIELD WIPERS * WIRE & CABLE 


BATTERIES * BUMPERS & GRILLES * CASTINGS — Gray Iron, Zinc and Aluminum 

HEADLIGHT DIMMERS * FUEL PUMPS * GENERATORS * HORNS °* IGNITION 

UNITS * INSTRUMENTS & GAUGES * LIGHTING UNITS * METAL FABRICATED 

ASSEMBLIES * MOTORS — AUTOMOTIVE FRACTIONAL * STARTING MOTORS 

SPEEDOMETERS * SPEEDOMETER CABLE * PLASTICS * SEAT AND WINDOW 
MOVING MECHANISMS * SPARK PLUGS * SWITCHES 
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Wives ‘Spur’ Salesmen 


Miami Dealer Offers Sales Incentive Prizes 
With Share for Spouse 


MIAMI. — R. W. Fincher, presi-|held. It is company policy to set 
dent of Fincher Motor Co. (Olds-/|quotas at a figure that will make 
mobile), is a firm believer in sales|it possible for the greatest num- 
incentive prizes, but he doesn’t stop|ber of salesmen to share in the 
there—he gets the salesmen’s wives | prize. 
into the game. The prize system was inaugu- 

Not long ago, a weekend in oo K 
vana was the prize and Fincher ' 
tossed in an extra $250 for clothing entucky Pap ers Advised 
for each wife of the successful) 20 Adopt One-Rate Ads 
salesmen. WASHINGTON.—According to 

They were told at the begin- | the NADA Newsletter, the Ken- 
ning of the contest that they | tucky Press Assn. has advised 
would share in the all-expense | its member newspapers to adopt 
contest. Then each week the | 2 one-rate plan for advertising. 
wives received letters informing The KPA was quoted as say- 
them how their respective hus- | ing: “The only wise answer to 

band stood. questions about local and national 
Model of WE’s Metals Plant— Five of the 15 new-car salesmen| advertising rates is: The display 
if qualified and most of them con-| rate for this newspaper is so 

Lloyd L. Friend (left), construction engineer, and Warren M. Trigg, plant manager, | ceded that it was the “needling”| much an inch regardless where 
inspect a model of Westinghouse Electric Corp.'s metals plant, to be completed this/ a+ home that spurred them to the! the advertising originates.” NADA 











year at Blairsville, Pa. The multimillion-dollar plant will have facilities for melting, | extra effort needed to win. has long contended that charging 

forging, hot-rolling, cold-rolling, conditioning, pickling and heat-treating. Fincher firmly believes in the in-| dealers national rates was dis- 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT ap |Centive plan for salesmen. Every| criminatory and unfair. 

Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? month a contest of some sort is 








It takes 8 tractors and 4 trucks, plus a variety of other machinery, to keep the 
1200-acre farm and seed business of B. J. Gries, Sandusky County, Ohio, “going.” He 
grows and markets hybrid corn, wheat, oats, soybean and clover seed. 


The Biggest ‘‘Going’’ Business in the World 


World’s biggest user of power is the farmer. And, a great part of 
it is “going” power—general purpose tractors, pick-up trucks, 
family autos, garden tractors and other mobile units. 


Keeping them going is big business, too—for the merchants Send for Your Free Copies of the 
of fuel and lubricants, tires, batteries, accessories and replace- ‘‘FARM PETROLEUM MARKET’’ 


ment parts. In Ohio, Pennsylvania and Michigan it’s a bigger 
business than in most states because all three are among the 


ea ? ss ; £ : Three new booklets on the far 
top-third in farm income. In addition, it’s a year ’round business. Se 


markets in Ohio, Michigan and 


Farmers here diversify . . . keep cash rolling in steadily. - Pennsylvania contain important 
Get your share of this rich farm market where buying is big ee ee eee 
, . . > > u 
and steady! Advertise in THE OHIO FARMER, PENNSYLVANIA qundiedte, dine nad aahemsalin Gol 
FARMER, AND MICHIGAN FARMER—the magazines that reach the heating and cooking equipment). 
big majority of rural homes in this area. They’re published every The booklet for either state—or 
two weeks, reach the market quickly. They’re economical—and all chree—will be mailed free upon 
" : request. Write to Capper-Harman- 
all are roto magazines, exclusive among farm papers. You save Slocum, Inc., 1010 Rockwell 
extra money because no plates are required. Avenue, N.E. Cleveland 14, Ohio. 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 









rated some months ago as a team 
proposition with a “bean or 


drank highballs while the losers 
had to be content with pork and 
beans and beer. 

During March there was a used- 
car contest in which both used-car 
and new-car salesmen participated. 
A quota of six cars was set for the 
new-car men and 16 for the used- 
car staff. 

A record was set in sales and 22 
of the 30 salesmen either met or 
topped their quotas. On this occa- 
sion the reward was an all-day 
deep-sea fishing expedition aboard 
a chartered boat. 

Other contests in view. include 
one which will give each winning 
salesman $200 in clothing. 

Fincher now is making plans 
for rewarding the crews in the 
closing rooms. There are five 

teams of three men each. 

“Advertising may bring the cus- 
tomers in,” Fincher observed, “but 
salesmen have to be on the job to 
make the deals. And I want my 
salesmen to go out and develop 
prospects. I’m a firm believer in the 
incentive system and our monthly 
prizes are bringing results. We try 
to make our quotas realistic so that 
every salesman has a chance to 
win. And we make the prizes as 
generous as possible so they are 
really worth going after.” 

Fincher added that enlisting the 
salesmen’s wives really got results, 
too. “It’s one thing to explain to 
the sales manager,” he said, “but 
something else again when the lit- 
tle woman wants to know: ‘How 
come?’” 


German Invasion 


Of U.S. Planned 
By Daimler-Benz 


NEW YORK.— West Germany’s 
Daimler-Benz has announced the 
formation of Daimler-Benz of North 
America, Inc. 

Carl F. Giese, D-B director, com- 
mented, “The entry of Daimler- 
Benz with its varied line into the 
American market on a larger, but 
still modest scale, was determined 
by our company’s conviction that 
the quality automotive market in 
the U. S., especially in the indus- 
trial field, leaves ample room for 
new entries and new products, es- 
pecially diesel-powered products.” 

Giese revealed that a factory will 
be constructed in this country, but 
did not indicate where. He also re- 
vealed that American backing in 
the matter of finances has been ob- 
tained and that the new partners 
would be the distributors of the 
products to be manufactured and 
assembled here. 

Giese added that neither sports 
cars nor the Mercedes-Benz pas- 
senger cars will be made in this 


|country at this time. The principal 


functions of the new assembly and 


| manufacturing plant, he said, will 


be to concentrate in the diesel 
truck, marine and heavy duty in- 
dustrial fields. 


Research Boost 
GM Device Helps Track 


Heart Sounds 


CHARLESTON, S. C. — Some of 
the Heart’s faint sounds, which the 
human ear cannot hear, now can 
be seen with a new device devel- 
oped cooperatively by the Medical 
College of South Carolina and Gen- 
eral Motors research laboratories 
division. 

These low frequency vibrations, 
below the range of human hearing, 
are detected by an Electro Stetho- 
graph. 

Dr. Gale Groom, assistant pro- 
fessor of medicine at the Medical 
College of South Carolina, pro- 
posed the idea for the new device. 
He was aided by Charles F. Ketter- 
ing, GM research consultant, who 
suggested that part of a GM-devel- 
oped instrument, the Surfagage, 
might be adaptable to the medical 
job. 

The Surfagage is used in machine 
shops, manufacturing and assem- 
bly plants to measure roughness of 
highly machined auto parts. The 
Stethograph was developed by mat- 
ing part of a stethoscope, the med- 
ical profession’s traditional listen- 
ing device for heart and chest 
sounds, with the supersensitive 
pickup of the Surfagage. In es- 
sence, this combination gives phy- 
sicians a high fidelity record of the 
heart’s sounds and vibrations. 
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Now -from Chrysler Corporation... 


>> THE FORWARD LOOK 


IN TRUCKS! 





Now . .. the Forward Look in trucks for forward-looking dealers! 


New Dodge trucks offer modern styling with the biggest wrap-around 
windshield in the industry! Modern short-stroke V-8 engines, the most 
powerful of any leading trucks! Over 100 advanced new features! 


Best of all, these ultramodern trucks are priced well below the industry 
average! In fact, many popular Dodge truck models now carry the 
lowest delivered prices of all makes! 


Advantages like these put money in the pockets of Dodge Truck dealers. 
Whatever products you now handle, whatever trucks are represented 
in your community, it can pay you to find out more about the Dodge 
Truck sales agreement. Write Dodge Truck, 21500 Mound Rd., Detroit 
31, Mich., or phone JEfferson 6-6200, Detroit. 


The power line with Full-View design 
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DODGE 


‘Job-Ratea” 


TRUCKS 
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Ike’s Highway ‘Defeat’ 
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Setback 


By William Ullman 


Washington Correspondent 


THER it be via Administration recommendations or 


the Gore bill, the fact that the U. S. is at the threshold 
of a gigantic highway program should bring satisfaction to 
all—Administration, Democrats, the people and motordom 


in particular. 

While news reports called 
Senate passage of the Gore 
bill an Administration defeat, 
it is doubtful that the President is 
chagrined. He wanted—first of all— 
a lot more road building and rec- 
ommendations that went to Con- 
gress were those of the Clay com- 
mittee, rather than ideas of the 
President. 

While he has not taken this cor- 

respondent into his confidence, I 
would say that Mr. Eisenhower 
will be quite happy when Congress 
—as it certainly will—initiates a 
highway construction program as 
the result of his proposal. 
; a The first objec- 
tive was to get a 
larger highway 
program under 
way as speedily 
as possible. The 
Gore bill, if ap- 
proved by the 
House, would ac- 
complish that. 

As Senator 
Francis Case, 
South Dakota Re- 
publican, said: 

“The Gore bill is squarely in line 
with the roadbuilding objectives 
stated in the report of the Clay 
committee and the special message 
of the President. The form is dif- 
ferent but the content is the same.” 

There has been an honest and 
vigorous difference concerning’ fi- 
nancing. Senator Harry Byrd, Vir- 
ginia Democrat, went with Presi- 
dent Eisenhower all the way to the 
proposed bond issue. He stopped 
there, and he was an important 
factor in turning from the Clay 
recommendations to the Gore bill. 

If we get the highway construc- 
tion as outlined, that will be a great 
day for the nation, and Dwight 
Eisenhower, perhaps a private citi- 
zen by then, will be happy, I'll bet! 


* * 


A 50-Year Guess 


ir THE midst of today’s once un- 
dreamed bigness of the motoring 
world, let’s take a look at the mis- 
sion of the automobile as viewed 
by “Leslie’s Weekly” in June, 1905. 

The editorial was reprinted by 
The Washington Star in its column, 
“Fifty Years Ago in The Star.” 
Here it is: 

“Not the least part of the motor’s 
newly recognized mission work is 
the paramount share it is bound to 
take in the back-to-the-land move- 
ment. The tendency countryward, 
the longing to escape from city 
rush and crush, from city smoke 
and city prices, have been com- 
mented on a thousand times. Yet it 
has not been generally recognized 
that the motor car will do more 
than all other agencies to make us 
again a nation of country dwellers 
and country buyers. 


“At the bottom of the problem: 
is one of transportation. The 
chief drawback to country life 
has been the distance of country 
dwellers from the city and, more 
important still, from one another. 
The bicycle has done something 
to overcome these obstacles and, 
but for an absurd devotion to 
fashion, could do more. The trol- 
ley car, gradually cross-hatching 
the whole country, is still more 
effective. But the chief annihi- 
lator of distance must be the au- 
tomobile itself. 

“With good roads the rule, and 
not the exception, and with the 
automobile increasingly reliable, 
the rush to the country will be in- 
evitable. Rural society will take on 
a different aspect. Dwellers 10 or 20 
miles away from one another will 
be next door neighbors. It is time 
that counts, not space. The country 
school, the country church, the 
country post office will all be easy 





William Ullman 





of access, and all will share in the 
quickening influence of the new 
blood.” 
* o . 
AN Almanac Is History 
Another interesting commen- 
tary on the trend of the times 
may be gathered from this: 
Preparing against the havoc 
that could be created by an 
atomic attack, the Federal gov- 
ernment is making many secret 















| 


plans. Among them — but not | 


known where — are “Hideaways,” 
where valuable documents are 
stored. 

Into the Department of Com- 
merce “hideaway” went a copy 
of Automotive News’ 1955 Al- 
manac for possible use should all 
else concerning the automotive 
industry and the men who make 
it be wiped out in an unexpected 
blitz. 

The government asked for an 
extra copy. This correspondent 
delivered it—to the Commerce 
Department. I knew why it was 
wanted, but I certainly wasn’t 
told where it would be hidden. 
However, for Automotive News, 
and myself, I was quite proud. 

(Eprror’s Note: In Detroit last 
week, Dealer Stark Hickey en- 
closed a copy of the 1955 Almanac 
in the cornerstone of the new 
Ford Auditorium, which is being 
erected with Ford dealer and 
factory donations along Detroit’s 
downtown waterfront center.) 

* & eo 


FTC Progress Report 
[a 1954 annual report of the 








- a = 


About the 
one state Legislature considered 
a law that would require motor- 
ists to stop and shoot off roman 
candles every 10 minutes. 





the year was one “of substantial 
progress and marked improvement.” 


The report shows that the com- 


Federal Trade Commission said ' mission issued 105 cease and desist 





orders, more in the anti-monopoly 
field than in any year since 1946. 
In one order alone the agency ter- 
minated an illegal combination 
among 350 distributors of electronic 
equipment. During the year the 
FTC also issued 123 complaints. 

Congress was told that steps 

were taken to strengthen enforce- 
ment work of the commission. 
These included a study of cost 
accounting methods to be used in 
complying with the Robinson- 
Patman Act; an expansion of 
FTC investigative work; a con- 
tinuing review of all outstanding 
orders; a survey of current ad- 
vertising; and adoption of rule 
changes to facilitate use of con- 
sent procedures. 

The report points out that an 
Office of Smal] Business was or- 
ganized and that the agency’s Bu- 
reau of Investigation will continue 
to make industrywide probes “such 
as was done in the accident and 
health insurance industry.” 

om * * 


$288 Million Tip 


HE Hoover Commission told 

Congress that the government 

could trim $288 million from its 

$3.5 billion annual storage bill by 
(See ULLMAN, Page 17, Col. 5) 


PLYMOUTH Belvedere 
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AUTOMOTIVE NEWS, JUNE 6, 1955 





Chiles Motors Lures Shoppers— 


An open-type showroom is featured in the new building of Russ Chiles Motors 
(Nash), Sarasota, Fla., inviting passers-by to drop in. 


Vermont Pay Bill Affects Dealers 


MONTPELIER, Vt.— (UTPS) —,; been approved by the House. 
A bill which would put automobile} Under Vermont's present law, 
dealers and others with four or|only businesses with more than 
more employes under the state|seven workers are required to car- 
workmen’s compensation law has|ry the compensation. 












AKRON. — The average Ameri- 
can family puts 700 miles more a 
year on its car than 15 years ago, 
according to the business research 


In that period, American families 
have upped their average road 
mileage from 8,800 to 9,500 miles. 

The study revealed that in 
terms of average family income, 
tires are a better buy now than 
ever before. While average fam- 
ily incomes increased nearly 200 
percent since 1940, replacement 
tire costs rose less than 25 per- 
cent. Today, families pay less 
each year to replace worn out 
tires than they spend on annual 
purchases of tobacco. 

In driving 9,500 miles today, ac- 
|cording to Goodrich, 1.4 tires, val- 
ued at $41.43, are worn out. This is 
less than three-quarters of 1 per- 





U.S. Family’s Car Busy 


Annual Travel Up 700 Miles in 15 Years, Costs 
For Tire Use Down, Goodrich Says 








cent of total family annual income. 

In traveling 8,800 miles in 1940, 
about one and three-quarter tires, 
costing $33.44, were worn out. Fif- 


department of B. F. Goodrich Co. | teen years ago, the proportion of 


the family income going for tires 
as 2% times larger than at 
present. 
According to the study, the av- 
erage U. 8S. family income in 1964 


& 

API to Publish 

* e 
Bibliography 

ST. LOUIS.—A bibliography of 
petroleum industry publications on 
marketing operations and engi- 
neering problems will be released 
soon by the American Petroleum 
Institute, J. A. Winger, of Texas 
Co., announced before the opera- 


tions and engineering committee’s 
midyear meeting here. 
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was close to $5,900. In general, 
family incomes were above the 
national average in the middle 

Atlantic and east north central 
sections of the country and in a 
few of the far western states. 

Families in Delaware, Connecti- 
cut and New York enjoyed the 
highest average incomes in that 
order. Average family incomes in 
the southern and central regions 
of the country ran below the na- 
tional average but incomes in these 
regions have increased at a faster 
rate since 1940 than is true of other 
regions. 

In some southern states, average 
family incomes are now almost 
four times higher than they were 
15 years ago. 


Dodge Appoints 
6 to New Posts 
In Truck Sales 


DETROIT. — Six appointments 
have been announced by Edward 
H. Rice, truck sales manager of 
| Dodge. 

The new shifts include Rolland 
|S. Swain, who joined Dodge in 1949, 
from truck regional manager in 
;Denver to the same position in 
|Kansas City. He will be replaced 
iby Keith D. Bullock, Denver dis- 
trict truck manager. 

Dale W. Graves, who joined 
Dodge in 1947, has been named 
truck regional manager at Detroit 
to replace Ralph N. Nutter, who 
has been named midwest zone fleet 
supervisor. 

Albert L. Touchette has been ap- 
pointed truck sales promotion man- 
ager of the midwest zone and Glenn 
D. Guild is sales promotion man- 
ager of the southwest zone. Tou- 





chette joined Dodge in 1946 and 
' Guild in 1949. 


Ullman 


(Continued from Page 16) 


;\making more efficient use of its 
own storage space. 
* * 


| Oil Firm Rebuttal 


| The Standard Oil Co. of Indi- 

| ana and Texas Co. told a House 

| Small Business subcommittee that 
they help retailers handling their 

| product—not hurt them. 


* x * 


White House Economy 


E House Appropriations Com- 
| & mittee took about a 20 percent 
slice out of budget estimates for 
the White House. The bill carries 
$2 million for running the office, 
$366,200 for mansion and grounds, 
$1 million for the President’s emer- 
|gency fund, and $150,000 as Presi- 
dent’s salary. 

. . * 


| Federal Reserve Criticized 


| The Senate Banking Committee 

issued a report criticizing the 
Federal Reserve Board for not 
increasing trading margin re-. 
quirements more last winter to 


by Masland | curb apecuiation. 
and by Mohawk | Traveler’s Aid Pe. 


U. 8. Office of Business Eco- 
nomics reported last week that . 
|American travelers spent about 
$1,360 million in foreign travel in 


© 1954, about $80 million more than 
in 1953. Included in the outlay is 
approximately $400 million for fares 
between the U. S. and foreign coun- 
tries. 
- e * 
1955 Surge Continues 
| Business expansion has ex- 


tended measurably into the sec- 
| ond quarter of 1955, according to 
| the Department of Commerce. 
April increases in retail trade, 
non-agricultural employment, in- 
dustrial production and construc- 
tion work indicate continued ex- 
pansion. 


+ 






By Swift Myfe. Co. 


- upholster | 
bholstery — 


carpeting 





At a time of increasing emphasis on car interiors, IRC is proud that the biggest 
names in the automotive industry are featuring interior trim blended fabrics 
using the NEW Nylon Staple—introduced less than a year ago! Leading Mills 


report it is a better nylon staple, for it has seven new and distinctive features 


- > 7 * 
capable of producing new and better effects. | Trade Trek Ends 
: @ MORE RESILIENCY with less CRUSHABILITY ¢ GREATER STRENGTH ECRETARY of Commerce Sin- 


¢ BRIGHTER LUSTER ¢ BETTER CRIMP ¢ GREATER RESISTANCE TO ABRASION |\" clair Weeks is back in Wash- 


|ington after a month’s trip in 
¢ LOWER DYE COSTS e NEW ECONOMY FOR YOU |Europe to promote trade. While 
|away he attended international 
ltrade fairs in several European 
\cities in which the U. S. govern- 
| ment and private industry partici- 


pated. 


|0 J : 
[ it ¢ (Industrial Rayon Corporation 


Sales Offices: 500 Fifth Avenue, New York 36,N.Y. * 627 Guilford Building, Greensboro, N. C. 


- 








18 


AUTOMOTIVE NEWS, JUNE 6, 1955 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


— are some surprises in 
store for those who saw Texas 
Co.’s experiments with a novel fuel- 
injection “knockless” engine in 1950 
and dismissed the idea as fine in 
theory but virtually impossible to 
work out in a practical passenger- 
car engine. 

This very interesting approach 
to the evolutionary progress of en- 
gine design, called Texaco Combus- 
tion Process (TCP), has continued 
to undergo intensive development 
since the original announcements 
about five years ago. 

In disclosing what probably is 
the first “progress report” infor- 
mation to be given out since that 








TWO-POST 





time, Texaco Development Corp. 
recently informed me that the 
single-cylinder program had been 
broadened to include several ad- 
ditional engines of varied cylin- 
der size and design. 

Latest reports indicate that these 
engines have run thousands of 
hours in development of improved 
engine and injection-system fea- 
tures. 

As the work progressed, several 
multicylinder engines were con- 
structed, closely following the de- 
sign of their prototype single-cyl- 
inder units. These complete engines 
also were placed on dynamometer 


said to have brought improvements 
in output and economy. 
= 2 + 


Burns Everything 


sg company has just revealed 
that a car equipped with the 
TCP engine hag “run several hun- 
dred miles on the highway—burn- 
ing alternately gasoline, 
fuel and diesel fuel.” 

All work on both single-cylinder 
and multicylinder engines report- 
edly has confirmed earlier findings 
of insensitivity to fuel antiknock 
quality and excellent economy at 
light load. 

The essential principles of the 
design are intended to combine 
the best characteristics of Otto 
and Diesel cycle engines without 
the fuel-quality limitations of 
either type. In looking ahead a 
number of years to final comple- 
tion of the development program, 
it would seem that an engine is 
in sight which will provide high- 
compression power without re- 
quiring fuel of high octane num- 
ber. 


Below the combustion chamber, 
the TCP engine is identical with 
conventional designs. The key dif- 
'ference is that where current en- 


test, and successive changes are! gines pull in the entire fuel load, 


SHOP 


LIFT...FOR PASSENGER 


CARS AND 


LIGHT TRUCKS 


Lower installation cost—no long, deep pit re- 
quired ... 60” whéel base range, 72” rise pro- 
vides ample head room. Deep front yoke for 
greater front-end accessibility. Also Roll-On and 
Free-Wheel Type Lifts. 


From 1 to 78 cubic feet displacement (also simple 
and base-mounted units up to 300 cu. ft.). Single 
and two stage... Timken bearings . . . self-oiling. 
ASME National Board 200 Ib. tank. Positive un- 
loader protects motor. 






Gurtis 





TANK-MOUNTED 
AIR COMPRESSORS 
Y, to 15 H. P. Inclusive 


HYDRAULIC 
CAR WASHER 


built. 


HIGH-PRESSURE 





tractor | 











Cap Assembly— 

This is one of four Denison presses 
installed in the Ypsilanti (Mich.) plant of 
Ford Motor Co. A copper-plated baffle is 
fastened onto the master brake cylinder 
filler cap. The baffle prevents overflow of 
fluid through a bleeder hole in the top 
of the cap. 


then set fire to it, the TCP engine 
feeds in fuel only as fast as it can 
be burned. 


It burns the total fuel charge as 
rapidly as today’s engines, so en- 
gine speeds are not limited. But the 
fuel “has no time to knock” since 
unburned fuel exists in the com- 





FULL AND SEMI-HYDRAULIC 
FRAME LIFTS 


Wheels hang free, for faster wheel, tire and 
brake work. Springs are relaxed and bearings 
free for faster and more thorough lubrication, ad- 
justment and repairs. Full under-car accessibility. 


aC hielCmmullas 
{-) See Le @ 
with modern 
SERVICE 
EQUIPMENT 





OTHER 
CURTIS 


PRODUCTS... 


For faster, better, more prof- 
itable wash jobs... 300 Ibs. 
pressure. Long-lasting, self- 
oiling pump with brass-lined 
cylinders. Full accessibility ... 
quiet running . . . precision 


ST, LOUIS 20, MISSOURI 


INDUSTRIAL AIR COMPRESSORS AND AIR HOISTS, 


COMMERCIAL AND HOME AIR CONDITIONING 





PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1976 KIENLEN AVENUE « 





bustion chamber for only about a 


thousandth of a second. 


In conventional engines, the car- 
buretor mixes fuel with air, and a 
measured amount is pulled in for 
each combustion stroke. The TCP 
engine has no carburetor, and it 
draws in a charge of pure air be- 
fore any fuel enters the combus- 
tion chamber. 

+ 


Air Swirls 


A* INTAKE vane produces a 
swirling motion of incoming 
air, to keep it circulating around 
the combustion-chamber walls. Fue! 
is injected into the combustion 
chamber across the swirling air in 
a “downstream” direction. Spark- 
plug location is near the fuel noz- 
Zle on the downstream side. 


The first element of fuel that is 
| injected mixes with air as it travels 
toward the spark plug, and the re- 
sultant mixture ignites immediately 
upon reaching the plug. 


The remainder of the fuel is in- 
jected continuously into the swir)- 
ing air, and a flame front is es- 
tablished during this continuing 
injection. Fresh combustible mix- 
ture is formed continuously and 
fed into the flame front while 
combustion products are carried 
away from the flame front. 


Extensive testing indicated that 
this method of operating the com- 
| bustion phase of the engine avoided 
|; occurrence of detonation, regard- 
less of fuel octane number or com- 
pression ratio. The TCP design was 
found to be relatively insensitive 
to fuel volatility and tolerant of 
fuels having a broad boiling range, 
ne as 100 to 600 degrees Fahren- 
| heit. 


| A wide range of mixture strengths 
was reported to be permissible, re- 
sulting in high efficiency at part 
load and in load control by mix- 
ture strength. The outlook was said 
to be promising for improvement 
of engine economy and perform- 
ance while minimizing the strin- 
gent fuel requirements of current 
engines. 

One obvious direction for inves- 
| tigation was, of course, the poten- 
| tial for knock elimination that ap- 
|parently makes it possible to 
increase compression ratio without 
| regard for fuel octane number. A 
|simple statement . . . but consider 
|the far-reaching implication in the 
| automotive and petroleum indus- 
tries! 





| Koppers Unveils 


Hybrid Plastic 


NEW YORK.—Koppers Co., Inc., 
has unveiled an improved polyethy- 
lene plastic which is expected to 
open broad new avenues of use to 
plastic materials. Developed by 
Koppers from basic patents, the 
new material will be marketed un- 
der the Koppers trade-name of Su- 
per Dylan polyethylene. 

The improved plastic material, 
Koppers scientists predicted, will 
have major utility for applications 
in industry where rigidity and 
toughness, rather than the normal 
suppleness of regular polyethylene, 
is much desired. 

Added properties also indicate 
its applicability to the making of 
automobile steering wheels which 
will have less danger of breakage 
in accidents, in heater fans, air 
conditioning parts and housings 
and in many other applications 
| where ordinary polyethylene cannot 
| be successfully used. 








Semi-Automatic Welding— 


The MF Welder, a product of the Amsco 
division of American Brake Shoe Co., is 
said to combine the advantages of hand 


welding and automatic welding, while 
eliminating most disadvantages of either 





~ | method. 























b 


Qa. @ 


> wm © 








Injury to Public Is 


AUTOMOTIVE NEWS, JUNE 6, 1955 
ed eee 


Tire ‘Monopoly’ Probe Urged 


WASHINGTON. — In the latest 
step of his fight against what he 
terms the “spare tire monopoly,” 
George J. Burger, legislative vice- 
president of the National Federa- 
tion of Independent Business, has 
demanded an investigation of the 
situation. 

In a letter to Stanley N. Barnes, 
assistant attorney general in charge 
of the antitrust division of the De- 
partment of Justice, Burger charged 
that the public suffered “serious 
injuries’ from what he terms & 
monopoly. 

“I believe it is in order,” he 
wrote, “as a protection to the 
American public, that a thorough 
and drastic investigation be made 
of the existing monopoly con- 
fined to the four big rubber com- 
panies in their supplying of orig- 
inal equipment tires and the fifth 
or spare tire to the car manu- 
facturers.” 

He said that during a_ recent 
strike, car makers were forced to 
deliver cars without a spare tire. 

“The public and the dealer were 
amazed at the small allowance 
granted by the car manufacturer 
due to his inability to deliver the 
car with the spare tire,” he wrote. 


Quoting an “authoritative 


Ethyl Realigns 
Domestic Sales 
Under Pruitt 


NEW YORK. — Ethyl Corp. has 
announced a realignment of its 
sales organization in a move to im- 
prove and expand servicing of the 
oil industry. 

Malcolm P. Murdock, sales vice- 
president, said the organization 
changes follow formation of Ethyl 
Corp. of Canada, Ltd., which will 
direct the manufacture and mar- 
keting of “Ethyl” antiknock com- 
pound throughout Canada. 


Under the new organizational 
plan, two new positions have been 
created. S. T. Pruitt has been 
named domestic sales manager, and 
will have charge of all domestic 
sales of “Ethyl” antiknock com- 
pound. Harold R. Berg, after an 
extended leave of absence, will be- 
come sales coordinator. 


In other departmental promo- 
tions, Stuart Forbes succeeds Pruitt 
as manager of Ethyl’s central re- 
gion, Leonard L. Huxtable has been 
named assistant manager of EthyI’s 
southern region and Laurence Reis 
has been appointed district man- 
ager of the Tulsa office. 

Pruitt has served with Ethyl for 
25 years. 


Marmon-H Takes 
Cardox Over 


INDIANAPOLIS. — Marmon- 
Herrington Co. here has purchased 
“substantially all” of the common 
stock of Cardox Corp., Chicago, ac- 
cording to A. W. Herrington, board 
chairman. - 

Cardox manufactures chemicals 
and mining, firefighting and agri- 
cultural equipment. Marmon-Her- 
rington produces trucks, trolley 
and motor coaches and other spe- 
cialized vehicles. 

Herrington said Cardox would be 
operated as a separate corporation 
and that the present executives 
have agreed to remain under 
Marmon-Herrington direction. 


Hendrickson to Head Up 


Endicott Dealer Council 


ENDICOTT, N. Y.—Hans Hend- 
rickson has been elected chairman 
of the Automobile Dealers Council 
of the Greater Endicott Chamber 
of Commerce. He succeeds Claude 
Fundis. 


Clarence Tiel was elected vice- 
chairman, and Halsey Alderman 
Was named secretary-treasurer. 

Meanwhile, the council has filed 
a request that the new branch mo- 
tor vehicle license bureau in End- 
well be maintained on a year- 
round basis. The branch was 
opened the first of the year and is 
scheduled to close at the end of 
the current license-renewal period. 


source,” Burger alleged that this 
disclosed “the handsome profit ac- 
cruing to the car manufacturer due 
to the monopoly existing between 
them and the major tire manufac- 
turers.” 


He followed this with the 





Canadian Auto Dealers 


Request Tax Refund 


OTTAWA. — The Canadian 
Government has received briefs 
requesting consideration for re- 
funds of excise taxes paid on cars 
in stock when a tax cut was 
made on Apr. 5, Finance Minister 
Walter Harris told Parliament. 

“I received briefs not only from 
the British Columbia Motor Car 
Dealers’ Assn., but from the na- 
tional body, all the provincial 
bodies and from quite a number 
of individual dealers,” he said. 

Harris said that all requests 
a recei ving “our best considera- 

on. 





charge that some car dealers 

have advised their customers that 

the tires supplied on the 1955 
models are “second line” tires. 

Burger also said that some cab 
owners here, when they requested 
certain trade-marked tires on their 
new cabs were told to take it with 
the tires it came with or “you 
don’t get the cab.” 

He said he demanded the probe 
because of the “recent announce- 
ment by the various leading rub- 
ber companies and the car manu- 
facturers in acquainting the public 
with ... the tubeless tire.” 


Burger charged that the public 
had been led to believe that the 
tubeless tires are puncture proof. 
He also said that the “weight of 
the (tubeless) tire is less than the 
weight of the conventional tire and 
tube and that the car manufac- 
turer realizing this, it is reported, 
is buying the original equipment 
and the spare at a lower cost than 
heretofore.” 


He summed up his position by 
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Painted Bus Panels for Promotion— 


Auto dealers are offered a new form of promotion in the “Traffic Spectacular” or 
painted bus panel, according to the National Assn. of Transportation Advertising, 
New York. The size of the signs depends on the type of transit equipment in each 
individual city. In some cities, display frames are set within the painted area, thus 
allowing the advertiser to change copy. Other cities use 12-foot frames instead of 
painting directly on the vehicle's side. The signs are now available in more than 
100 cities. 


saying that if there was “really| greater benefits for the public, the 
free competition in the supplying|car dealer, the independent tire 
of original equipment and the spare | dealers and all others to serve the 
tire franchise it would result in! public in a more satisfactory way.” 
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The New Yorker goes to the people who are forever buying new cars. . . new tires © 


. « . Mew accessories... and new equipment. In fact, they buy evérything that con- 





tributes to gracious living. More importantly, they set a pattern of buying .. . be- 


reaches the people who make and leave their mark in every community . . 


2 


cause they are the people other people follow. In other words, The New Yorker 


3,000 communities all over America. When you. consider a medium’s imprint 





and impact, remember this about.circulation: 
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NEW YORKER 


25 WEST 43RD STREET, NEW YORK 36, N.Y. 


It’s not the size, it’s the ferocity! 








Pe AS PS 


pate 





20 





AUTOMOTIVE NEWS, JUNE 6, 1955 





Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 


Sales of new cars and trucks con- 
tinue to show an increase over the 
same period of last year. In April 
local dealers sold 2,427 new cars, as 
compared to 1,304 during the same 
month of last year—an increase of 
1,123. During the same month Den- 
ver dealers sold 292 new trucks as 
against 129 during April, 1954. 

During the first four months of 
this year, local motorists purchased 
6,817 new passenger cars from local 
dealers. Through April of last year, 
dealers sold 4,563 new cars. 

In the truck field 778 new 
trucks were sold during the first 
four months of this year as com- 

pared to 639 last year. 

Ford led the field in new-car 


cury, 139; Dodge, 83; Chrysler, 70; 
Cadillac, 67; Nash, 37; DeSoto, 30; 
Hudson, 24: Studebaker, 21; Lin- 
coln, 19; Packard, 15; Willys, 8; 
Volkswagen, 6; Imperial, 4; Hill- 
man, 2; Ford Consul, 1; Jaguar, 1; 


Triumph, 1. 
Truck sales were: Ford, 89; 
Chevrolet, 51; International, 39; 


GMC, 37; Willys, 28; Divco, 14; 
Mack, 10; Dodge, 5; White, 5; Dor- 
sey, 4; Studebaker, 2; Timpte, 2; 
Fruehauf, 1; FWD, 1; Kenworth, 
1; Reo, 1; Truco, 1, and Trailmo- 
bile, 1.—(Ira R. Alexander.) 

* 2 + 


Mexico, Mo. 


Dealers are pessimistic, reposses- 
sions are rising, and the drouth 


of last year still is collecting its 


sales again in April with 634. Chev- | toll. New-car sales are definitely 
rolet came second with 566, Olds-| below normal and used cars are 
mobile third with 216, and Buick/| plentiful, with few takers. 


fourth with 164, closely followed by 


Employment has been below nor- 


Pontiac, 160, and Plymouth, 159. mal during the past eight months, 


Other sales by make were: Mer- 


but large brick plants are reported 









.-- the only school coach with 
revolutionary super-kote steel 


Not since Superior first introduced the all-steel bus body in 1931, has 


be with new large orders and 
that new shifts will be added. This 
and several good rains increase-the 
prospects for a better year for 
farmer and worker alike. 

Many shoppers are setting the 
price they will pay for a new car 
or placing a minimum on their 
present car and both figures are 


Houck.) 
» 


* = 
Pittsburgh 

New-car registrations in the 
Pittsburgh district declined “appre- 
ciably” between the week ended 
May 14 and the one ended May 21, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 


Providence 








Thomson Bros. Opens New Building— 


A $500,000 building has been completed by Thomson Bros., Inc. (Cadillac), Cin- 
usually unacceptable. — (L. H.| cinnati, with more than 60,000 square feet of area. C. Dabney Thomson is president. 


edged out Ford for the truck sales 


lead 


The new-car tally for April fol- 
lows: Chevrolet, 877; Ford, 321; 
Plymouth, 216; Buick, 172; Olds- 
mobile, 159; Pontiac, 94; Dodge, 
61; Cadillac, 58; Chrysler, 51; 
Mercury, 50; Nash, 40; DeSoto, 
32; Studebaker, 21; Hudson, 20; 
Packard, 18; miscellaneous, 13; 
Imperial, 6, and Lincoln, 4. 
Truck registrations follow: Chev- 


Chevrolet and Plymouth led Ford | rolet, 40; Ford, 38; International, 
and Buick, respectively, in April| 20; Dodge and GMC, 5 each; Dia- 
new-car registrations in Rhode Is-| mond T and miscellaneous, 4 each; 


'land’s largest city. Chevrolet also' Autocar, Divco and White, 2 each, 











such a major and revolutionary innovation been introduced to the school 


coach industry. 


ALL-NEW super-kote steel is a cold rolled body steel with a PRO- 
TECTIVE ZINC COATING TO RESIST RUST. The ZINC COATED steel is bond- 


erized so that paint will firmly grip the surface. 


Superior super-kote steel preserves the finish of your school bus as 
never before and the PROTECTIVE COATING of ZINC gives super-kote 
steel that vital quality necessary to resist rust. It’s what’s beneath the 


paint that counts. 


super-kote steel . . 


. more for your money than any other school bus. 


. another in a long list of Superior firsts and 
another powerful reason why Superior gives you more for your children 


SUPERIOR COACH CORPORATION ° LIMA, OHIO = 
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BY EVERY 


STANDARD OF COMPARISON 


(Ruth M. 


and Studebaker, 1. 
Eddy.) 


* + * 
Buffalo 

Demand for new cars began to 
perk up again toward the end of 
May after developing signs of 
weakness earlier in the month. 

As May got under way, there 

were signs that the booming auto 

trade was starting to lose steam, 
both dealers and finance concerns 
reported. But consumer interest 

started to stage something of a 

comeback toward the end of the 

month. 

A Buffalo bank reported that 
during the first three weeks of May 
the volume of its auto financing 
was off 12 percent from April. But 
a pickup during the final week of 
May cut the decline to 8 percent 
from April. This bank reported that 
its May financing still was running 
about 90 percent ahead of May, 
1954.— (George S. Toles.) 

* 


Salt Lake City 
A total of 232 new cars were reg- 
istered in Salt Lake County (Salt 
Lake City) in the seven-day period 
ended May 18. 
In the same week, there were 24 
new trucks titled. 

Car registrations by make were: 
Ford, 54; Chevrolet, 46; Buick, 
22; Plymouth, 21; Oldsmobile, 17; 
Mercury, 16; Cadillac, 13; Pon- 
tiac, 18; Dodge, 10; Volkswagen, 
8; Chrysler, 5; Nash, 2; DeSoto, 
1; Kaiser, 1; Lincoln, 1; Packard, 
1, and Studebaker, L 

Truck registrations were: Ford, 
10; Chevrolet, 9; International, 3, 
and GMC, 2. 

* * a 
Ohio 

A report by State Treasurer 
| W. Tracy, as of May 14, 
| shows that for the 18th consecutive 
jweek in the 1955 calendar year, 
| weekly sales tax revenues have 
|exceeded collections for the corre- 
|sponding period of the previous 
year. In the automotive section, the 
lincrease was $303,676, a gain of 
| 32.1 percent. —(Bert Strang.) 





Sites 

| New-car registrations in Balti- 
}more during April totaled 3,440, a 
| decline of 9 percent from the 
March total of 3,750. 
| April’s new - truck registrations 
| amounted to 345, an increase of 80 
percent over the previous month’s 
total of 191 units. 

New-car registrations for April 
by make were: Chevrolet, 805; 
Ford, 769; Plymouth, 391; Buick, 
322; Oldsmobile, 292; Pontiac, 192; 
Mercury, 174; Dodge, 165; Chrys- 
ler, 67; DeSoto, 67; Cadillac, 61; 
Studebaker, 45; Nash, 33; Pack- 
ard, 26; Lincoln, 12; Hudson, 10; 
Willys, 2, and miscellaneous, 7. 

Truck registrations were: Ford, 
123; Chevrolet, 83; International, 
56; Dodge, 18; White, 18; GMC, 12; 
Mack, 12; Autocar, 5; Reo, 4; Dia- 
|mond T, 3; Brockway, 2; Willys, 2: 
Studebaker, 1, and miscellaneous, 
6.—(Kate Savage.) 

- 


| Cleveland 


| Some soft spots are reported 
| creeping into the Cleveland car 
| market, although May volume is 
| expected to reach a new high. 
Used-car trade, according to the 
| Federal Reserve Bank of Cleve- 
land, hag maintained a steady pace 
with 2,224 sales, the fifth consecu- 
tive week with more than 2,000 
sales. 
Operators, however, say buyers 
are becoming more reluctant to 
take later models and are stick- 
ing to the ’51s through ’53s. 
New-car sales of over 34,000 for 
the year to date are at an alltime 
high, said the bank. New-truck 
| sales, too, said the bank, have been 
showing an upsurge in the past 
few weeks.—(Sanford Markey.) 
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RIVE 
ORE 


_.. It gets cheaper 
by the mile! 


How Ethyl gets 
the most mileage 


When Ethyl decided to put the new 

“Drive More” campaign on the road, they 

faced a two-way problem. They needed to 

get their story to as many car owners as possible, 
telling them driving gets cheaper every mile. 

At the same time, they wanted complete 
coverage of the automotive industry. 








It’s important for automotive men—from 
manufacturers to dealers—to know about this 
program. And it’s important for them to promote 
it in their own advertising, too. For if everyone 
drove a few more miles a year—think of all the 
extra business everyone would get! 


The magazine that could do this big job with 
both groups—and do it best—is The Saturday 
Evening Post. It is at the top of Ethyl’s special 
magazine list with four spreads, starting with 
the June 18 issue. For the Post reaches millions 
of car-owning, high-mileage families. And for 
years it has been the No. 1 showroom for the 
industry itself. It carries more automotive 
advertising than any other magazine. 
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News to Note... 





KENT, O.—Twin Coach ‘Co. has 
purchased manufacturing and sales 
rights to Aerojet marine engines 
from Aerojet-General Corp., a Cin- 
cinnati subsidiary of General Tire 
& Rubber Co. 

The transaction was announced 
by Fageol Products Co. Aerojet 
patents, tools, dies, inventory and 
manufacturing equipment were in- 
cluded in the purchase. Production 
of Aerojet engines will be moved 
to the Fageol Products plant within 
30 days, according to company of- 
ficials, 

* * * 


Florida U. to Offer 
Class in ‘Carburetion’ 


LOS ANGELES. Robert E. 
Barnes will instruct a special class 
in carburetion at the University of 
Florida summer school, according 
to C. B. De Berry jr., executive sec- 










































Another in a series of 
messages to AC whole- 


salers and dealers. 


Auto World in Brief 
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retary, Florida Liquified Petroleum 
Gas Assn. 

Barnes is vice-president of the 
carburetion division of American 
Liquid Gas Corp. (Los Angeles). 
The class is tentatively scheduled 
for June 7-9. 


Frankfort Dealers Elect 


Whitaker and Howard 
FRANKFORT, Ky.—B. W. Whit- 
aker jr., Whitaker Motor Co. (Chev- 
rolet), has been elected president 
of the newly formed Frankfort 
New-Car Dealers Assn. Bobby How- 
ard, Frankfort Buick-Pontiac Co., 
is secretary-treasurer. 
* * 


International to Build 


Branch in Calgary 


CALGARY, Alta. — Plans for a 
new $500,000 motor truck parts and 





service branch here have been an- 


nounced by W. D. Lightbody, dis- 
trict manager for International 
Harvester Co. of Canada, Ltd. 


Completion is scheduled for late 
fall. An outside used-truck lot and 
new-truck display is planned. 

+ * - 


Reynolds Metals to Build 


RICHMOND, Va.—Reynolds Met- 
als Co. is planning a $3 million 
aluminum extrusion plant on its 
Bellwood property in Chesterfield 
County, 14 miles from downtown 
Richmond. J. Louis Reynolds, vp- 
erations vice-president, said that 
construction would begin early in 
the summer. 

* * * 


Dunlap Named Bank Director 


MACON, Ga.—Robert C. Dunlap 
jr., president of Dunlap Chevrolet 
Co., has been elected to the board 
of directors of the Macon branch 
of Citizens & Southern National 
Bank. Dunlap is a director of the 
Georgia Automobile Dealers Assn. 
and president of the Macon chap- 
ter. 

* * * 


‘Hotrod’ Fever Infects 


Latins, Says Newhouse 


LOS ANGELES. — There is a 
growing interest in “hotrods” in 








Derby Takes on Willys Sales— 


Hasket Derby (center), president of Northeast Motors, Portland, Me., signs a Willys 
franchise. Others (from left) are Ralph Kelly, Boston zone manager; Don Benfield, 
district manager, and Milton Smith, Northeast vice-president. 3 





Latin America, Ernest J. -New- 
house, president of Engine Prod- 
ucts Co. here, has reported. 
Newhouse has left on a_ two- 
month trip to visit his firm’s dis- 
tributors in Central and South 


America. He said bef 1 i 
- ae as ae | Aluminum & Chemical Corp. will 








any other make of 
cussed electrical 


or “‘flashover.” 


center electro 


prelusive 


that the interest shown in “hot- | 


BUTTRESS-TOP insulator design! 


om AC’s exclusive buttress-top insulator provides 
a longer path of resistance to electrical leakage than 

spark plug. This is the much dis- 
“ashover®™ length. This greater 
insulator surface-length feature is an extra that AC 
provides. Under unusual dirt or moisture conditions, 
this buttress-top design greatly reduces “‘shorting” 


ive 
gxelus  coppER-GLAss seall 
In AC 8 Plug manufacture the 


e is sealed in the insulator 
by a patented copper-glass seal. This seal, 
comprised of powdered copper and glass, 
is rammed in place, ental 

glass, and then compressed around the 
terminal pin and center electrode head. 
This assembly is gas-tight and the me- 
chanical bond is more than equal to any 
condition of use. The seal is resistant to 
heat shock and vibration far beyond 
normal plug life. Electrical conductivity, 
of course, is excellent. Constant in-pro- 
duction tests insure these qualities. 


to soften the 


TIP feature! 


Not only did AC develop the mod- 
ern ceramic insulator material that out- 
moded porcelain—AC engineers found 
a way to form this material into long, 
thin, recessed insulator tips. Only AC 
has been able to do this. Because of their 
thinness these tips heat up faster to 
burn away combustion by-products that 
would foul ordinary plugs. The HOT 
TIP plug is the industry’s top develop- 
ment—an AC exclusive. 





AC SPARK PLUG DIVISION 
GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 


GM AND AC MEANS CONTINUED LEADERSHIP 





rods” has upped his company’s ex- 


port business in that area. 
* * ea 


|Kaiser Aluminum Plans 


|New W. Va. Sheet Plant 


OAKLAND, Calif. — Kaiser 


build a new sheet and foil mill 
on the Ohio River, near Raven- 
wood, W. Va., the corporation an- 
nounced. 


The main structure will have 
358,200 square feet of floor space. 
Darrin & Armstrong, Inc., De- 
troit, will do the major construc- 
tion work. 

* * 


GM Plaque to Museum 


DETROIT. — A special plaque 
commemorating the production of 
General Motors Corp.’s 50 millionth 
car in the U. S. has been presented 
to the Detroit Historical Museum 
by Paul Garrett, public relations 
vice-president. 

ok * * 


GMAC Office Moves 


PORTLAND, Ore.—General Mo- 
tors Acceptance Corp. and Motors 
Insurance Corp. have moved from 
their old quarters into a new two- 
story office building. C. A. Walters 
is GMAC manager and D. J. Mc- 
Laughlin heads MIC. 

x * * 


Napco Buys Transo Plant, 


Will Move lt to Wis. 


MINNEAPOLIS.—Napco Indus- 
tries, Inc., which controls North- 
western Auto Parts Co. and Fed- 
eral Truck, has purchased the 
Transo loader division of Westing- 
house Air Brake Co. and will move 
the plant here, according to Fred 
Rappaport, Napco executive vice- 
president. 

The Transo division plant, Cold- 
water, Mich., manufactures front- 
end loaders. The sale includes plant 
inventory of $830,000 in assembled 
loaders and parts, and machinery 


valued at $212,000. 
= * * 


Cleveland Dealers Elect 


CLEVELAND. — Alvin Podway 
has been elected president of the 
Cleveland Dodge Dealers Assn., 
succeeding William O. Steudel. 
Other new officers include Joseph 
P. Heile, vice-president, and John 
J. Jalovec, secretary - treasurer. 
Jack Huge has been retained as 
executive secretary. 

* * * 


Double Safety 


MANSFIELD, O.—Burglars stole 
a safe containing about $9,600 from 
Brandenburg Chevrolet Co. here 
and then took another safe from 
the dealership in which to haul] the 
first safe away. 

* * * 


Society Honors Wilson 
AKRON. — R. S. Wilson, sales 
vice-president of Goodyear Tire & 
Rubber Co., has been elected an 
honorary member of Beta Gamma 
Sigma, honorary society of com- 
merce and business administration. 
~ * - 


Banner Die Fixture, 


Curtis Metal Merge 
DETROIT.—Banner Die Fixture 
Co. and Curtis Metal Products Co. 
have merged and Theodore M. Cur- 
tis, Banner Die president, will con- 
tinue as president of the new firm. 
The new company will be known 
as Curtis Metal Products Co. and 
be located in Roseville, Mich. De- 
troit Plastic Fixture Co. will con- 
(Continued on Page 23, Col. 1) 
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News to Note... 


Auto World in Brief 


(Continued from Page 22) 





tinue operations at the former lo- 
cation of Banner Die Fixture on 
Mt. Elliott Ave. in Detroit, Curtis 
said. 


* * * 
Pritchard Joins Maher 
DALLAS. — Ernie Pritchard has 
joined Ed Maher, Inc. (Ford), as 
general sales manager. He formerly 
was zone manager of Willys here. 
* * * 


Harvester Opens Outlets 


In Dallas and Denver 


CHICAGO. — International Har- 
vester Co. has opened retail 
branches for truck sales and serv- 
ice in Dallas and Albuquerque, 
N. M., and a retail truck parts store 
in Denver, according to R. M. Buz- 
ard, truck sales manager. 

It will be the second outlet in 
Dallas and Denver. The Albu- 
querque store will be under con- 
trol and supervision of the firm’s 


Denver district. 
ca + + 


Rubber-Backed Fabric 


Developed for Autos 


AKRON. — Application of a syn- 
thetic rubber latex to the back of 
textiles has led to production of a 
new fabric for autos and furniture 
upholstery, according to Goodyear 
Tire & Rubber Co.’s chemical divi- 
sion, 

The fabric has been developed by 
Burlington Industries, Inc., on plio- 
tex latex furnished by Goodyear. 

* *~ oe 


Brubaker Tool Transfers 


Morton Machine Works 


MILLERSBURG, Pa. — Arrange- 
ments have been completed for the 
transfer here of Morton Machine 
Works, Detroit, as a division of 
Brubaker Tool Corp., Charles G. 
Beavers, president, has announced. 

It is the first new industry to 
come to this community of 2,800 
persons in 18 years. Purchase of 
Morton was consummated Jan. 31 
at an estimated cost of $500,000. 

* * * 


Tire Prices Up in Canada 

OTTAWA. — Wholesale prices of 
second-line tires increased 14.5 per- 
cent from January to February, 


the Canadian Government reports. 
* * * 


Galvin Promoted 


ALHAMBRA, Calif. — Keith Gal- 
vin has been upped from general 
manager to president of Alhambra 
Motors, Inc. 


in 1950 after working with Pontiac, 
following service with GMAC. 
: * * * 


L. A. Pontiac Dealers 
Elect 1955 Officers 


LOS ANGELES. — The Los An- | 


geles Metropolitan Pontiac Dealers 
Club has elected new officers. 

W. L. Buffington is president; 
Harry Mather, vice-president; Bill 
Wood, secretary, and Roc Cutri, 
treasurer. Directors are Ernest 
Rothe, Fred H. Ulrich, J. B. Fin- 
ney, Bob Longpre, Dan Brown and 
Owen Masters. 

- * * 

Racing Casings on Sale 

NEW YORK. 
Italian-built casings designed for 
speeds up to 180 miles per hour, are 
now available in 17 standard sizes 
from Columbia Motor Co., 245 W. 
Fifty-sixth St., New York, N. Y. 

* + 


Lodge Names Klein 


BROOKLYN, N. Y. George 
Klein and Associates, 85 Clark St., 
Brooklyn, has been appointed man- 
ufacturer’s representative in the 
New York, New Jersey and Penn- 
sylvania areas for Lodge Spark 
Plugs Co., Rugby, England. Lodge | 


(Dodge-Plymouth), | 
here. He became general manager | 


— Pirelli tires, | 





rubber developed by private indus- 
try since the war, according to 
Dwight F. Benton, sales vice-presi- 
dent of Standard. 

The Atlas tire, using Viprene, 
will have 50 percent greater mile- 
age than tires with the same tread 
depths now in use, Benton asserted. 

* * + 


Ford Invites Teachers 


To Study Auto Industry 


DEARBORN.—College professors 
from schools in Ford Motor Co. 
plant-city areas from coast to coast 
will attend the first Ford Education 
Forum here this summer to study 
the automobile industry. 

Henry Ford II, president, said 
that 34 educators will be guests of 
the firm for the conference, de- 





signed to give active college teach- 
in phases of 


ers a “short course” 





Hermetically 
sealed against 
PES ee lig oo 

keeps fittings 


clean! 





plugs have been sold in England | 
for more than 50 years. 
x * 1 


50% Mileage Gain Claimed 


For New Atlas Tubeless 
CHICAGO.—A tubeless tire, using | 
a new tread material, Viprene, will 
be introduced throughout the mid- 
west by Standard Oil Co. (Indiana). 
Viprene is the first synthetic | 








the industry. It will be held July 
17-30, 1955. 
* * a 


Merchants Pick Donnell 


YOUNGSTOWN, O. — Lester F. 
Donnell (Ford) has been named 
“man of the year” by the West Side 
Merchants Assn. He was president 
of the local chamber of commerce 


last year. 
+ + 


Cabs Air-Conditioned 


ST. LOUIS. — Forty percent of 
the 168 taxicabs of the Laclede Cab 
Co. will be air-conditioned by July 
1, according to A. J. Cervantes. He 
added: “Now St. Louisans can 
travel from air-conditioned homes 
to offices in comfort.” 

* * * 


500,000th Vauxhall 


LUTON, England.—The 500,000th 
vehicle to be exported by Vauxhall 
Motors, Ltd., has been shipped 
from the factory here. 

* * * 


Farm Trucks Up 150% 


TOPEKA, Kans.—Trucks on U.S. 
farms have increased about 150% 
since 1940, according to a survey 
conducted by Capper’s Farmer. The 
survey credits the advance of agri- 
culture to motor vehicles — both 





Hunt Switches to DeSoto— 


Hunt Motor Sales, 


24717 Gratiot, East Detroit, 


23 





has become a DeSoto-Plymouth 


dealership. The firm, headed by Carl Hunt, had been a Packard outlet for several 


years. 


autos and trucks—and said that 
they have contributed a great deal 
to the raising of farm living stand- 
ards. 

* * * 


Durkee-Atwood Opens 


Service Warehouse 


MINNEAPOLIS. — Durkee - At- 
wood Co. has opened a new service 


warehouse for authorized automo- 
tive and industrial jobbers. It will 
provide pickup service and ship 
within 24 hours of receiving orders, 
the firm said. 
a 


* * 


Pontiac Dealers Elect 


LOS ANGELES.— The Los An- 


geles Metropolitan Pontiac Dealers 
(Continued on Page 82, Col. 1) 
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Alemite, originator of the lubrication fitting —acknowledged leader in the 
field—now brings you individually packaged lubrication fittings in 

handy “strips.” You buy as many as you need. They stay clean, undamaged. 
No more dirty threads, no more clogged fittings! And best of all, 
no more figuring which fitting is which—no more fumbling 
around in a box of miscellaneous parts for the fitting you need. 


Furthermore, when you order genuine Alemite fittings now 


.— you know you get the real thing, because only 


Alemite has this advanced packaging. Just as only Alemite 


brings you the design advantages of the original, 


genuine, Alemite lubrication fitting! 
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Sales Ace Says *Yes’... 


SAN ANTONIO.—Is a salesman’s 


on-the-floor time so much time, 


wasted? 

A San Antonio auto salesman 
with over 25 years’ experience says 
it is—for the productive salesman. 
He grants that all salesmen are 
supposed to be treated alike, which 
seems a principle of most dealer- 
ships. 

“But should salesmen be treated 
alike,” he asks, “or according to 
their capacity to sell?” 

He maintains that if a produc- 
tive salesman spent his entire 
eight-hour day outside, he couldn’t 
net more than three or four hours 
of actual selling. 

“The salesman who is doing out- 
side work may have to make half 
a dozen calls before he finally gets 
a signature on the dotted line,” he 
said. “And, ag likely or not when 
he makes his fifth call, he will be 
greeted like this: ‘I thought you 
weren't interested and I bought my 
car from another company.’” 

He grinned and added: “That is 
one of the tough things about sell- 
ing automobiles. It is one of the 
things a salesman has to take in 
his stride.” 

Then, more seriously, he de- 
clared that it is a wonder that a 
salesman makes any sales at all 
if he hag to spend four hours on 
the floor. 

“Go into any automobile sales 
room today and you will find three 
or four salesmen sitting or stand- 
ing there. When a customer comes 
in, there is a rush to greet him— 
and the one nearest the door col- 
lars him.” 

Then he asked: “Are all those 
salesmen on the floor: necessary?” 

He answered his own question 
with an emphatic “no.” 

“I contend,” he went on, “That 
they might be better employed if 


Maremont Muffler 
Described as 
‘EKar-Conditioned’ 


CHICAGO.—The development of 
an “ear-conditioned” muffler has 
been announced here by Maremont 
Automotive Products, Inc. The firm 
claims it is quieter than any other 
muffler. 

Charles Klaus, vice-president, 
credited the electronic dynamom- 
eter, also developed by Maremont, 
with “this revolutionary advance in 
muffler engineering.” 

He said the dynamometer meas- 
ured the amount of noise removed 
by the muffler and tells “exactly 
where to place each component 
part for the ultimate-in quieting 
ability. 

Don Milne, Maremont engineer, 
said it has become increasingly dif- 
ficult for mufflers to quiet the 
noise of the engine because of 
decreased road clearance and 
increased horse power. He said 
muffler capacity was the same as 


Is Floor Time Wasted? 


three of the four were out contact- 
ing prospects and closing—or at 












least trying to close+sales.” 

It was his opinion that one 
salesman on the floor at a time 
is enough, most of the time, to 
take care of the dropin trade. 

“If there are two customers and 


one salesman,. well, I maintain that 
one of the numerous executives 


might very easily drop his work 
long enough to attend to the other 
customer,” he said. “It might be a 





Bill for Flat Fee on Cars 


Gains in Connecticut 


HARTFORD. — Connecticut’s 
House has passed and sent to the 
State Senate a bill to establish a 
flat fee of $8 for registering a 
car, regardless of weight. 

Present fees, graduated by 
weight of the car, are $7, $9 and 
$11. 





a 


in 1936 but that horsepower has |” 


increased two to five times. 


Truck-Crane Demonstrated 


PORTLAND, Ore.—A crane which 
is built into the truck has been 
demonstrated here by Pierce Trail- 
er & Equipment Co., Oregon dis- 
tributor for, Truck-Crane. Installed 
behind the ab, the unit takes only 
18 inches of space on a straight 


truck or tractor. Horizontal and 


elevating booms in lengths up to 16 
feet are available. Lifting capacities 
range up to 5,000 pounds. 





} 
Greater Profits with High Quality 


JEEP PARTS 










Write today for NEW Catalog 
Republic Sales Company 


1809-11 S. State St. 
Chicago 16; illinois 






es 








good ‘refresher course’ in selling 
for some auto executives who 
haven’t closed a sale since they can 
remember!” 

Then he contended that if a sales- 
man must do floor time, it should 
be inversely to his sales. 


“Then,” he explained, “the sales- 
man who is earning $1,000 a 
month in salary and commissions, 
having to spend—say—only one 
day a week on the floor, can go 
out and by spending his time 
profitably secure $1,500 a month.” 


The salesman added that such a 
plan might serve. as an incentive 
for inasmuch as floor time is dull 
work he thinks that more salesmen 
would get out and hustle if only to 
|get out of sitting around the dis- 
| play room for a half a day. 

“The salesman is going to get 
credit only for the sales he makes 
—not for those he does not. So why 
penalize him?” he asked. 

If a salesman can sell—if he is 
| selling 20 or 25 cars a month for a 

dealer, I say not only let him sell, 

but encourage him to sell more and 
|forget his on-the-floor time. He is 
|the man who is keeping the dealer 
|in operation. And he isn’t doing it 
twiddling his thumbs in the dealer’s 
sales room waiting for someone to 
come in.” 
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HEAVY LOADS ARE 


I 
i .-..and exclusive Timken Inter-Axle 






cab 


Every heavy trucker has two big problems to lick. 
First, to deliver more payload faster. Second, to get the most service out 
of his equipment... with less maintenance costs, less downtime. 





Pontiac Diamond Bel# Winners— 


Edward C. Baker (seated center), of Lester Goodson Pontiac, Houston, has been 
named 1954's outstanding Pontiac parts and accessories manager. He was presented 
a diamond belt award by J. H. Otis (seated left), national accessory sales manager, 
and A. L. Drury (seated right), national parts sales manager. Also on hand were these 
national winners of the diamond belt award for the past five years (from left): Elmer 
Moehiman, Hamtramck, Mich.; L. A. Thibodeau, Minneapolis; Ray Mcintyre, St. Louis; 





“Torture-Testing” Builds 
Axles that can take it. In our 
indoor proving ground, we 
have concentrated every haz- 
ard of a million miles of driv- 


selves against tests like this 
one . . . where an axle shaft is 
twisted 14° backwards and for- 
wards, 36 times a minute, for 
months on end. Other tests 
simulate a 3,000 mile uphill 
haul with a full load. Only 
tests this rugged could pro- 
duce axles this serviceable. 


L. E. Martin, Dalton, Ga., and Bruce Weimar, Louisville. 



















axles prove them- 








PAYLOADS 





controlled lookout at any speed! 


How TDA Inter-Axle Differential 
cuts truck and tire wear ! With 
cab-controlled lockout! 









Timken-Detroit has spent 37 years 
developing the most helpful answer to 
heavy hauling! The TDA Tandem 
Drive Rear Axle Unit! The lightest, 
strongest, most serviceable unit of its 
kind ever produced. 

Engineering is the keynote of TDA 
Tandem superiority. Unlike ordinary 
tandems, in TDA Straight Line Drive, 
propeller shafts form an absolutely 
straight line from the forward rear 
axle back to the rearmost axle. This 
permits smoother transmission of 


power, no noisy around the corner 
operation. 

Other TDA Tandem design advan- 
tages give you longer trouble-free 
service, quieter, more economical per- 
formance, bigger savings on man and 
equipment time. Maintenance is eas- 
ier, too. TDA design allows almost 
complete interchangeability of parts 
between four and six-wheelers. Solid 
benefits explain why TDA is the 
choice of manufacturers and operators 
everywhere. 





When tandem tires are mis- 
matched...or when tandem trucks 
are going over rough grades... 
one set of wheels must turn faster 
than the other or be dragged. TDA 
Inter-Axle Differential permits 
either wheel to do this when nec- 
essary. Also, with TDA, the driver 
can, when necessary, lock out the 
differential and obtain a straight- 
through drive in mud or sand. 
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Fever in the South... 
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Atlanta Dealer Ads Whoop It Up 


By E. C. Bash 
Staff Correspondent 


ATLANTA. — A rash of new and 
used-car spring promotions includ- 
ing giveaways and contests is 
bursting out all over Atlanta. | 


The spring fever does not seem | 
to be a symptom of a sickness or 
a weakness in the local industry, 
for March new-car sales in this 
area were up a whopping 83 per- 
cent over the previous month and 
new-truck sales gained 71 percent. 


Throughout the southern U. S., 
used-car sales were up 14 percent. 

Many makes of new cars have 
been setting new sales highs in 
the past few months. Typical is 

Dodge, with a reported 156 per- 
cent boost in Atlanta. 

What then is responsible for 
these unprecedented (in good 
times) signs of feverish activity on 
the part of the dealers? Some ob- 
servers say the dealers fear that 
the sales pace will not continue. 

Local finance companies appar- 





ently do not go along with this 


THREE TYPES: Hypoid- 
helical double-reduc- 
tion, optional inter-axle 
differential. 
drive, without inter- 
axle differential. 


For six-wheeler operation... 
THE TDA TANDEM DRIVE 
REAR AXLE UNIT 


Now — the world’s finest tandem drive rear unit for heavy-duty motor trucks! 


curs first. 


rae 
AXLES 


ROCKWELL SPRING AND AXLE COMPANY 





TRADE MARK {JY REGISTERED 


World's Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


Plants at: Detroit, Michigan * Oshkosh, 
Wisconsin + Utica, New York « Ashtabula, Kenton 
and Newark, Ohio *« New Castle, Pennsylvania 


idea. During the last two months, 
finance companies in the southeast 
sold a heavy volume of notes to 
commercial banks, according to 4| serve Bank (Georgia, Florida, Ala- 
Federal Reserve survey. 


This indicates that the finance 
companies are anticipating con- 
tinued heavy buying of new and 
used cars and are getting in a 





Continental to Bear 


‘Mark IP Designation 


DETROIT. — The New Conti- 
nental will be called the Mark 
II, instead of bearing the con- 
ventional yearly model designa- 
tion, according to William Clay 
Ford, division general manager. 

The designation is based on the 
assumption that the Lincoln Con- 
tinentals of 1940-48 were the 
Mark I series, Ford said. 

Whenever a basic body change 
is made the Mark number will be 
changed, he explained. 





Worm 


And with these features, developed, intro- 
duced and pioneered by TDA: (1) Availa- 
ble in 3 types of final drives and 3 capacities. 
(2) Top-mounted straight-line final drive 
eliminates propeller shaft angularity. (3) 
Optional inter-axle differential . .. spur gear 
design, cab- controlled power-lockout. (4) 
Torsion flow axle shafts . . . guaranteed for 
100,000 miles or three years, whichever oc- 


(5) Hot forged steel axle housing 


... guaranteed for the life of the vehicle. (6) 
Unit-mounted “P” series power brakes. . . 


WITH TDA TANDEMS 


Differential that permits 


tion with no distortion. 


wear is greatest. 


@ Liners riveted on—no chance of move- 


ONLY TDA BRAKES give 
all these tested advantages! 


@ Patented liner shape —thickest where 


more favorable financial position 
to handle it. 
The Sixth District Federal Re- 


bama, Louisiana and Tennessee) 
| has reported that there is $650 mil- 
lion outstanding in auto install- 
ment credit and that banks also 
made direct loans to car buyers 
of over $145 million. 

With sales soaring and profits 
increasing, why then are the local 
dealers in such a tizzy for new 
business? 

One dealer diagnosed it this 
way: “Selling cars today is like 
entering a pie-eating contest. 
You know how many pies you 
ate in the last contest, and 
you're out to beat your old rec- 
ord—no matter how good—or 
bust your britches.” 

Here are some examples of how 
dealers are going after the “pie”: 


| Downtown Linooln - Mercury is 


| giving away three Shetland ponies. 
To get a chance on a pony, it is 
necessary for an adult to take a 





T he odd - shaped, rear - engine 
car above was designed in Ger- 
many in 1921, 





demonstration ride in a 1955 Mer- 
cury and have his present car ap- 
praised. 

The same dealership has one of 
its new Lincolns cruising around 
town with a salesman under the 
wheel and an appraiser in the front 
seat. Messages are painted on the 
car in big, bold letters inviting 






for longer life, greater economy and effi- 
ciency. (7) Cradle ride spring suspension 
and paralleled torque rod system . . . main- 
tain correct alignment and weight distribu- 
tion regardless of driving and braking con- 
ditions. (8) Exclusive two-piece trunnion 
tube bracket speed servicing. (9) Remova- 
ble torque rod and spring guide brackets . . . 
for positive alignment, easier replacement. 
(10) Rubber torque rod bushings and rubber 
spring seat bushings . . . eliminate metal-to- 


metal contact. Require no lubrication. 





@ Broke shoes made of steel save up to 40 
pounds per axle . . . give strong braking ac- 





© First with self-cligning comshaft housings. 
© Com rollers heat-treated to roll smoother, 
wear longer. : : : 


mont'on shoo. - © First with all-Nylon camshaft bushings. 
@ Liners circle-ground to cover all efficient ec nites adi 

braking area of shoe. pli mensrpticunsiil pcr cacti 
© Rustproofed anchor pigs locked in. Ends porate the finest quality materials, skilled 
of pin.sealed against -motter, advanced 


paitiahes 
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viewers to stop it and inquire about 
a “good deal.” 

Gouldman-Taber Pontiac, Inc., 
is giving away $100 each week 
during May. Persons who want 
to register for the drawing must 
have their present car appraised 
and take a demonstration ride 
in a ’55 Pontiac. 

Johnson Ford Sales Co., Decatur, 
Ga., is giving 50 gallons of free gas 
with each 1955 Ford sold. 

Central Chevrolet is carrying on 
what they call: Operation 48 - 48. 
“Regardless of price or competi- 


-|tion, We are going to sell 48 Chev- 


rolet 1955 model cars and trucks in 
48 hours, a minimum of one won- 
derful deal every hour. If your 
present car is worth more than the 
downpayment required, we will give 
you a check for the difference— 
cash for your vacation—if you de- 
sire,” a newspaper ad announcing 
the event declared. 

Chick Barron (Studebaker) re- 
cently put on a “dollar an hour” 
promotion to sell a few of his '49- 
to-’52 used Studebakers. Eight used 
cars including four-doors, coupes, 
convertibles and hardtops were ad- 
vertised at specific prices ranging 
from $149.99 to $799. For a half-day 
period, the price of these cars fell 
$1 an hour until either the car was 
| Sold or closing time. 

An Atlanta used-car dealer, 
Bishop Bros., is advertising “we 
trade for anything, cows, hogs, 
corn, hay, real estate, farms, 

tractors; you name it, we'll trade.” 
Another used-car dealer is at- 
tracting customers by ads like this: 
“Sh-h-h-h, don’t tell! The boss has 
gone crazy! He’s giving everything 
away. Make your own deal! Bet he 
will take it.” 

Moss Motor Co., a used-car 
|dealer, uses a cute baby’s picture 
in each newspaper ad to attract 
shoppers to its listings. 

And, GMC is using the slogan: 
\“Trade your gas hog for a work- 
|horse” to move used trucks of all 
makes. 






Seat Covers Pay 
Their Way, Says 
Ad Agency Study 


NEW YORK.—A survey of new 
and used-car dealers conducted 
here by an advertising agency for 
Ellenboro Mills, Inc., has disclosed 
its preliminary findings as “Seat 
Covers Cost You Nothing.” 

According to the survey report, 
247 dealers were asked if they nor- 
mally paid more for a car pro- 
tected by seat covers and 219 re- 
plied in the affirmative. 

When asked how much more 
they would, on the average pay, 
the consensus of the dealers was 
reported as $25-$100, depending on 
the age of the auto. 

The survey also asked if autos 
protected by seat covers were bet- 
ter resale units. On this question, 
181 dealers agreed; 33 replied in 
the negative and 33 were undecided. 

The survey reported that the 
$25-$100 in added value corre- 
sponded roughly to the range of 
seat cover costs, so regarded this 
as proof that they cost nothing. 








Sadowski Honored 


TORONTO. — Ben Sadowski, 
president of National Motors, Ltd. 
(Buick-Pontiac), has been presented 
with an oil portrait of himself by 
the board of New Mount Sinai Hos- 
pital. Presentation was made in ap- 
preciation of the work Sadowski 
has done for the hospital over the 
Past 13 years. 
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By Leo T. Parker 
Attorrey at Law 
en to a late higher 
court decision, if a state law 
permits registration of an auto in 
the names of two different persons, 
either may claim ownership in the 
car innocently purchased by a 


dealer from 


For example, in Wagner Auto- 
mobile Co. v. Trout, 268 Pac. (2d) 
537, the testimony showed: A 
woman named Wills was living 
with one Trout. The couple were 


not husband 


She purchased an auto with : 
her owe funds and directed the | es example, in English v. Vir- 
dealer who sold her the car to 
register the title in her name 
alone. For some unexplained rea- 
son, the car was registered in the 
name of Trout, thus making it 
possible under California law for 
either Wills or Trout to transfer 


the car. 


In subsequent litigation the 


Lawsuits Affecting Dealers... 
Court Decisions 


higher court held that an automo- 
bile dealer which purchased the 
car from Trout could not recover 
possession of it from Wills. 


Most importantly, when officials 
and owners of motor vehicles ap- 
liability insurance 
they should be certain to insist on 
inclusion of a broad clause in the 
insurance policy which will give 
adequate protection while the vehi- 
cle is being used by anyone with 
permission of the insured. 


the other party. 


and wife. 


the policy. 
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Also—Famous Spher-O- 
Honed tapered roller 
begqrings; journal roller 


ssemblies. Fast service— 
= Federal-Mogul 
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ply for auto 


Company Liable 


ginia Surety Co., 268 S. W. (2d) 
338, the testimony showed that an 
insurance company issued a policy 
of liability insurance covering 4 | operating manager. 
truck belonging to one Stevens, 
who was named as the insured in 


Stevens loaned the vehicle to 
his brother, so that the latter 














Barton Motors Opens Building— 

A large crowd attended opening ceremonies at the new building of Barton Motors, 
Inc. (Nash), Staunton, Va. One of the main attractions was the exhibit of a Nash- 
Healey sports car. E. C. Barton is president, and D. F. Barton, secretary-treasurer and 





might take his wife and children 
to a family reunion. While the 
vehicle was being operated by 
the brother, it was involved in a | higher court awarded English 


collision with an automobile be- 
longing to one English. 
In subsequent litigation, the 








FEDERAL-MOGUL SERVICE 


Division Federal-Mogu! Corporation 
DETROIT 13, MICHIGAN 





$10,500 damages. The insurance 
company refused to assume any lia- 
bility on the grounds that the pol- 
icy was issued to Stevens and there 
was no coverage while the brother 
was driving the truck. 

During the trial Stevens proved 
that at the time he applied for in- 
surance he demanded that the pol- 
icy contain a clause that the truck 
could be used occasionally for the 
“personal, pleasure, family and 
other business purposes” of Stev- 
ens. In view of this clause the 
higher court held the insurance 
company liable and ordered it to 
pay the $10,500 damage allowance. 

* * ca 


Only Appears Unfair 
oe frequently the higher 
courts render decisions which 
appear to be unfair. Such a situa- 
tion may occur when, for instance, 
an automobile dealer insures a mo- 
tor vehicle and then transfers own- 
ership without giving the insurance 
company any notification. 

For example, in Bettinger v. 
Northwestern Co., 213 Fed. Rep. 
(2d) 200, the testimony proved 
these facts: A motor truck lia- 
bility insurance policy was issued 
to an automobile dealer named 
Bettinger. Without notifying the in- 
surance company, Bettinger trans- 
ferred ownership of the truck to 
his son who, later, had an accident. 

The higher court held Bettin- 
ger personally liable in heavy 
damages to persons injured in 
the accident and, at the same 
time, refused to hold the insur- 
ance company liable on the 
policy. 

Also, see Willis v. White, 267 S.W. 
(2d) 17. This higher court refused 
to order an insurance company to 
pay insurance on a motor vehicle 
owned and operated by a dealer 
because the stenographer employed 
by the insurance company to write 
the policy had inadvertently copied 
the serial number of the truck No. 
E68,972, when in fact the correct 
serial number was E67,972. 

This court explained that where 
an insurance policy does not accu- 
rately describe the auto intended 
to be insured by its owner, there is 


no insurance on the automobile. 
* * oJ 





Special Guarantees 
B. MOOREHEAD, Rochester, 
© N. Y., writes as follows: 

“Always in the past I have in- 
structed salesmen that they have 
no authority to make special guar- 
antees or promises to prospective 
purchasers of automobiles. 

“A suit filed by a purchaser 
states that our salesman guaran- 
teed that he could bring the car 
back and his money would be re- 
funded at any time within six 
months, if he was dissatisfied. 

“What is the law as to rights 
of a salesman to bind his em- 
ployer on contracts? Can you give 

a rule to go by in the future as 
to when a purchaser can rescind 
a sales contract for an auto made 
by a salesman?” 

The courts have laid down posi- 
tive laws that always a purchaser 
may rescind a sales contract for an 
auto obtained by the seller, or his 
agent, as a result of direct or in- 
direct fraud, misrepresentation, co- 
ercion, undue influence, duress or 
threats. 

Moreover, a contract is invalid 
when made without proper au- 
thority of an agent or employe, or 
while an authorized employe is 
mentally deficient, intoxicated, un- 
der influence of drugs or under 
legal age. 

Also, certain kinds of contracts 
are void, and unenforceable, such 


|as those against public policy, pro- 


hibited by a state statute and tend- 
ing to effect immorality, or having 
an illegal object. 

Conversely this same law is ap- 
plicable to sellers who desire to re- 


|scind or avoid liability on a sale 


contract. 
* x x 


Contract Annullments 


ROBABLY the most common 

legal reason a purchaser may 
endeavor to cancel a sales contract 
arises from fraud on the part of 
the seller, or his authorized repre- 
|sentative. The higher courts have 
| established this rule: 

In order that a purchaser may 
rescind a sales contract on the 
ground of fraud, the purchaser 
positively must prove the following 
| facts: 

1. There must be proof of the 








conduct on the part of the seller or 
(Continued on Page 27, Col. 1) 
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(Continued from Page 26) 


his agent which amounted to con-|son, 265 S. W. (2d) 775, it was 
cealment of material facts from the | shown that a man named Herrin 
purchaser. was killed when the right door of 


2. These facts must have been 
known to the seller or his agent 


at the time the transaction or 
sale contract was completed. 

3. The truth concerning these 
facts must have been unknown to 
the seller at the time he signed the 
contract. 

4. The acts of the seller or his 
agent must have been done with 
the intention, or at least with the 
expectation, that the purchaser will 
be influenced. 

5. The conduct or promises of 
the seller or his agent must have 
been relied upon by the purchaser 
who was led to act upon it. 

S. -as 


Employer’s Liability 

THER courts have held that 

where the seller has good rea- 

son to believe that his silence may 
mislead the purchaser, this is an 
element of fraud. 

Generally speaking, the higher 
courts hold that an employer is 
liable for a contract or guaran- 
tee made by the employe, if the 
testimony shows that in the past 
the employer authorized the em- 
ploye to make similar contracts. 

Otherwise, an employer never is 
liable on unauthorized contracts or 
guarantees made by a salesman. 

* 


Fraud Practices 


HIGHER court has rendered | 
an important decision to the 
effect that a seller of an auto busi- 
ness who practices fraud may be 
held liable by a jury to the pur- 
chaser for not only the actual 
damages sustained by the pur- 
chaser, but also for additional or 
punitive damages. 

For example, in Walters v. Willis, 
270 S. W. (2d) 112, the testimony 
showed that a man sold his busi- 
ness, with the equipment, and told 
the purchaser that “he owned the 
equipment” and that “it was free, 
no mortgage on it.” 

The purchaser gave the seller 
a check for $5,000 which he 
cashed. Later the purchaser dis- 
covered that the equipment was 
encumbered and sued the seller. 

The jury rendered a_ verdict 
against the seller for $5,000 actual 
and $1,000 punitive damages. The 
higher court approved the verdict, 
and said: 

“The question of whether or not 
plaintiff (purchaser) sustained ac- 
tual damages was one for the 
jury.” 

Hence, this higher court held 
that where a seller defrauds a 
purchaser, the jury may decide the 
amount of damages the defrauded 
purchaser may receive. In other 
words, the jury may award “puni- 
tive” damages, in addition to ac- 
tual damages sustained by the 


purchaser. 
” * * 


Misrepresenting Used Car 


yas same law is applicable to 
a dealer who sells a used car 
representing it to be new. He will 
be held liable in heavy punitive 
damages to the buyer. 

For illustration, in Thorm Mo- 
tors v. Mash, 244 S. W. (2d) 173, 
the testimony showed that an 
auto dealer turned back the 
speedometer of a used car, re- 
painted it and sold it, represent- 
ing that it was a new car. 

In subsequent litigation the 
higher court held the dealer liable 
to the purchaser for $400 punitive 
damages. 

Other higher courts have held 
dealers liable for $3,000 and more 
punitive or exemplary damages, in 
addition to actual damages sus- 
tained by a purchaser, where the 
testimony showed that the dealer 
turned back the speedometer and 
thereby deceived the buyer. 

+ z * 





Employer Exonerated 


RECENTLY a higher court held 
that unless the testimony shows | 
that an auto accident which in- 
jured an employe resulted from' 
the employer’s negligence, does 





not make the employer liable in 
damages. 


For example, in Herrin v. Jack- | 


a truck opened and Herrin fell 
onto the highway. 

Herrin’s dependents sued the 
employer for heavy damages and 
proved that once before the 
truck door had suddenly opened 
on a straight road. 

Nevertheless, the higher court 
refused to hold the employer liable, 
saying: 

“It is common knowledge that 


doors on cars and trucks do not 


always securely latch when closed 
and if they do not, they are wont 
to fly open, especially if the vehi- 
cle suddenly changes its course or 
direction. There being no evidence 


ployer’s) negligence, there is no lia- 
bility.” 
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Chrysler Donates 


70 PowerFlites 
For Students 


INDIANAPOLIS. — Seventy 
PowerFlite transmissions have been 
contributed to colleges, trade 
schools and high schools across the 
country by Chrysler Corp. 

Of the one million PowerFlite 


ARBURETER SPECIALISTS 


..are ready to help your car 
deliver top performance! 


More than 23,000 men hove successfully completed a thor- 
ough, rigorous training course in today’s modern carburetion 
and tune-up. Graduates of Carter Factory Service Schools 
know how to keep your car running smoothly, economically. 
The fuel system is the Power Center of your cor. 

ft can make or break automotive performance. 


Masters of Re-Carburetion ore easily identified 
by this sign. Also listed under cCansarrer in your 















— a a 


transmissions produced at the In- 
dianapolis plant, 70 were donated 
to seven colleges and 44 trade and 
high schools in 29 states. The only 
stipulation was that the units be 
used solely for educational pur- 
poses. 

In the vocational classrooms and 
workshops these transmissions 
have been dismantled and reas- 
sembled countless times by eager 
| youngsters. 
|transmissions have been used so 
|much that Chrysler has filled re- 
| placement requests. 

Chrysler engineers expect that 
|from among the youths who have 


that the door was caused to fly|the advantage of studying today’s 
open by reason of appellee’s (em- auto and its component parts will 
,come the engineers and mechanics 
‘of tomorrow. 
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Output Booster for Tire Cord— 

Here's the place in the B. F. Goodrich plant where nylon tire cord starts its journey 
threugh a new higher-speed calendar train. The train subjects the cord to a continu- 
ous processing which converts it into finished stock. Production has been boosted 20 


percent by new process, Goodrich says. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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On the Legislative Front... 


User Tax, Road Bills Surveyed 


By Bethune Jones 
Legislative Correspondent 


New state legislative develop- 
ments affecting highway-user tax- 
ation and financing and construc- 
tion of free highway and street 
systems include the following: 


CoLorapo: The house has passed 
and sent to the senate a bill aimed 
at correcting legal defects found 
in the $35,000,000 highway bond 
program approved by the voters. 
Favorable action is indicated. 


A new truek tax law, effective 
Apr. 1, is expected to yield about 
$6,500,000 annually for highways, 
some $2,500,000 more than last 
year under a controversial gross 
ton-mile tax. 


Detaware: The legislature is 
studying a bill to authorize issu- 
ance of bonds to finance a two-year 
$16,000,000 highway construction 
and improvement program. It is 
backed by Gov. Boggs. 

Kansas: The legislature has 
passed a bill providing for a higher 


schedule of graduated truck fees 
to replace the 24-year-old gross ton- 
mile tax. Fees range from $7.50 for 
light farm trucks to $825 for heavy 
over-the-road carriers. The law also 





Turbine Racer Attains 


140 Mph in 5 Seconds 

INDIANAPOLIS. —A gas tur- 
bine race car, said to be the first 
of its kind, was unveiled and 
driven here last week as a tire 
test car by Firestone Tire & Rub- 
ber Co. 

The car, built by airmen in the 
hobby shop at Offutt Air Force 
Base, Omaha, rocketed from zero 
to 140 mph in five seconds with 
veteran driver Henry Banks be- 
hind the wheel. 

With complete fuel load, the 
car weighs 2,200 pounds. The tur- 
bine motor is rated at 195 horse- 
Power and does not need a radia- 
tor or coolant. 





upped the diesel and special fuel 
tax by two cents. 


* * * 


Bond Issue Defeated 
AINE: A_ $30,000,000 highway 
bond issue, backed by Gov. 
Muskie, was defeated by the house. 
An alternative $15,000,000 plan was 
rejected by the senate. 


Micuiaan: A bill to finance high- 
way construction with a 1%-cent 
gas tax hike has been passed by 
the senate and returned to the 
house for conference. It is designed 
to raise $33,000,000. 


Minnesota: The house has passed 
and sent to the senate bills de- 
signed to improve the highway sys- 
tem. They include a $20,000,000 
bond program for bridge construc- 
tion and a formula for distribution 
of gas tax receipts of 62 percent 
for trunk highways; 29 percent to 
counties and municipalities under 
5,000, and 9 percent to larger cities. 
‘A third bill would hike all motor 











Myrick Motors Takes on Studebaker— 


Ie Rn Os Rg par 
es ae im 


ths, 





After acquiring a Studebaker franthise, Myrick Motors, Dallas, has moved into new 
quarters. New cars are displayed not only in the showroom but also outdoors on 
parking areas built higher than the street level. Used cars are placed at a still 
higher level on the roof of the storage garage. C. C. Myrick is president and treasurer 


of the firm. 





vehicle fees 5 percent for 15 years 
to pay off the bridge bonds. 

Mississipp1: The legislature ap- 
proved a measure authorizing 
Biloxi to build a causeway or 
bridge linking Deer Island to the 
mainland. 

Montana: A movement to nullify 
a one-cent gas tax hike passed by 





March 1955 ABC Publisher's Statement shows* 


CINCINNATI TIMES-STAR 


NOW HAS 


GAINS 


Check these facts: 





*Source: March 1955 Publisher's 
Statement as filed with 


A.B.C. 


wh 





Times-Star circulation now exceeds 


160,000. 


Times-Star concentrates 5 out of 
every 6 copies in the all important 


City Zone. 


Times-Star is the ONLY daily Cincin- 
nati paper to register gains with each 
of its last five Publisher's Statements 
as compared with the previous State- 


ment. 


In the last 22 years, Times-Star cir- 
culation has jumped more than 12,000 


per day. 


You get maximum sales results when 


you advertise in the... 


TIMES-STAR 






GENERAL ADVERTISING REPRESENTATIVES © O'MARA & ORMSBEE ¢ NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO, LOS ANGELES 


the legislature has been launched. 
A committee is seeking 42,000 sig- 
natures from 29 counties, needed to 
render the law inoperative until a 
referendum can be held in the No- 
vember election. The increase was 
expected to yield $2,000,000 extra 
revenue for highways. 

+ x * 


Plan Forges Ahead 

‘WwW HAMPSHIRE: F. D. Mer- 

rill, public works commissioner, 
told a legislative committee that 
his department is ahead of sched- 
ule with the 15-year highway pro- 
gram. He urged approval of $2,- 
500,000 additional highway bonds in 
the next two years. 


New York: The legislature ap- 
proved a $750,000,000 highway bond 
issue for submission to voters in 
November. Rejected was a system 
of higher truck registration fees. 


Ruope Istanp: Gov. Roberts rec- 
ommended a $30,000,000 bond issue 
to help finance a $70,000,000 four- 
year highway program. He asked 
the legislature to refer it to the 
voters at a special election. 


TENNESSEE: The legislature set 
the November, 1956, election for a 
vote on a constitutional amendment 
to prohibit motor vehicle taxes 
from being used for nonhighway 
purposes. 


UrtaH: Gov. Lee vetoed a fuel tax 
bill which would have given 90 
percent refunds for off-highway 
farm use of gasoline. 


He said: “All motor fuel tax 
refund bills . . . have (assumed) 

. . that the gasoline tax is a 
highway users’ tax .. . it is 
simply an excise tax.” 


Vermont: The house passed and 
sent to the senate a $12,000,000 
highway bond issue and a gas tax 
hike proposal of from five to 5% 
cents. 

Wyomine: Gov. Simpson vetoed 
two bills increasing heavy truck 
fees and removing exemptions from 
farm trucks. The bills were con- 
tradictory. He hinted that a special 
session of the legislature may be 
called to deal with truck taxation. 


Twin Hydra-Matic 
Orders Mount to 
411, Says GMC 


PONTIAC.—GMC Truck division 
of General Motors Corp. reported 
today that trucks equipped with 
twin Hydra-Matic transmissions in 
service or on order have reached 
a total of 411. 


A. S. McEvoy, manager of GMC’s 
fleet division, said the first of 90 
diese] twin Hydra-Matic equipped 
tractors (Model DFM660-47) rated 
at 60,000 pounds GVW was placed 
in service May 1 at Nashville. 

The purchaser was Southeastern 
Truck Lines, Inc., which intro- 
duced the new diesel at a drivers’ 
“rally” and barbecue. 


General Truck Sales of Nash- 
ville, GMC dealership, handled the 
order, McEvoy said. Other truck 
lines using the twin Hydra-Matic 
equipped vehicles include Great 
Southern Truck Co., Jacksonville, 
Fla.; Copper-Jarrett, Inc., Chicago; 
and, Pacific Intermountain Ex- 
press, Oakland, Calif. 

McEvoy said models equipped 
with the transmissions rose from 


| one in 1954 to 15 in 1955 and range 


from 


55,000 up to 70,000 pounds 
GVW. 
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20,000 Ib. 


CHECK THESE FEATURES: 


Heaviest uprights in the industry: Hi-tensile steel 
channel specially rolled for this truck. 


Shortest turning radius: 15 feet; shorter than any 
other comparable truck. 


3 in. thick steel steer axle. 


10 in. underclearance at uprights, plus excellent 
weight distribution, permit operations under most 
severe yard conditions. 


Safety check-valve built-in: a Clark-Ross exclusive; 
impossible to drop the load because of line failure. 


Planetary gear drive: takes the strain off the axle; 
all drive components pro 


Extremely easy to service: hydraulic cylinder serv- 
iced from bottom, no need to remove uprights; 
engine and hydraulic system easily accessible. 


From the ground up, the Y-200 is a genuine 
20,000 lb. truck—not merely a beefed-up truck of 
less capacity. Pre-production models have been 
job-tested for nearly a year at steel mills, saw- 
mills and wood treating yard. * These trucks have 
proved their ability to cut handling costs under 
the toughest conditions. We are frank to say that 
we believe the Y-200 will give you better per- 
formance, at less cost, than any comparable 
machine. We invite your comparison: Simply call 
your local Clark dealer, listed under “Trucks In- 
dustrial.” Or write us direct. There’s no obligation. 


*Names supplied on request. 


ROSS CARRIER DIVISION 


C iq 3] 4 Industrial Truck Division 


Se Tab CLARK EQUIPMENT COMPANY 
Battle Creek, Michigan 
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DETROIT.—The number of mul- 
ticar families will increase by three 
million within the next five years, 
according to a survey conducted by 
Universal C.1.T. Credit Corp. offi- 
cials in 40 divisions of the U. S. 

Currently, according to the com- 
pany, an estimated 4% million fam- 
ilies Own two or more cars. 


Installment credit figures in 
about two-thirds of the new-car 
purchases and three-quarters of 
he used-car purchases made by 

-car families, the survey 

swed. Universal C.LT. execu- 
tives reported the financial re- 
sponsibility of the typical two- 
car family as “unusually high.” 

The trend to two-car ownership 
is growing rapidly despite the fact 
that very little “two-car promo- 
tion” has been done by manufac- 
turers or dealers, according to the 
survey. 

The main reason behind the 
trend, the survey found, is the 
spread in suburban living and the 
need of a second car for shopping 
and ferrying children to school 
while the husband uses the other 
-ar to get to work or to the rail- 

dad station. 

“The two-car trend amounts to 
an emancipation of millions of cap- 
tive wives,” said L. Walter Lun- 
dell, president of Universal C.I.T. 
“At present, some 16 million Ameri- 
can wives are marooned at home 
every day when their husbands 
take the family car. Ten million of 
these wives are licensed drivers 
who need and want transportation. 
Suburban living has made owner- 
ship of a second car a real neces- 


British Deliver 
More Cars to 


Yanks Abroad 


NEW YORK. — Overseas deliv- 
eries of Hillman Minx cars to 
Americans increased 45 percent 
during the first quarter of 1955 in 
comparison with the same period a 
year ago, according to John T. 
?anks, general manager of Rootes 
Motors, Inc. 

“The majority of these cars will 
be shipped to the United States at 
the end of their owners’ European 
tours,” Panks said. 

Under the plan launched eight 
years ago, the car can be purchased 
at any Rootes dealer in the United 
States for delivery to the buyer in 
almost any city in the free world. 

The buyer takes delivery of the 

ar with all international licenses 
ad insurance handled for him at 
cost by the Rootes organization. 
At the conclusion of his trip, he 
vay sell the car back to Rootes 

‘ @ pre-determined figure, or ship 

back to the United States with 
creight and tariff handled accord- 
ing to pre-arranged schedules. 

The final cost of the car to the 
buyer, after hig overseas tour, is 
about the same—often it is less— 
than he would pay for delivery in 
the United States, Panks said. Use 
of the car overseas, therefore, costs 
4im only for its actual upkeep on 
tour, he added. 








.Next: 2-Unit Carports? 


C.1.T. Survey Looks for Multi-Owner Families 
To Expand 3 Million by 1960 


Talley Cadillac Opens New Building— 











sity, so We are convinced the two- 
car trend is going to become 
stronger.” 

Another strong pressure behind 
the trend, according to the study, 
is the rapid rise in the number of 
teen-agers attaining driving age. 
An even sharper increase in the 
two-car trend is expected as the 
“war baby” crop reaches driving 
age, Universial C.LT. said. 

Most two-car families are white 


collar or professional workers, al- | 


though two-car ownership also is 
widespread among farmers and 
skilled workers, C.I.T. added. 
Usually, C.1.T. reported, America’s 
families move into the two-car 
class by keeping their “old” car in- 
stead of trading when they get the 


new one. A smaller percentage 
buys a used car as the second car. 
A result of the trend is a sharp 
increase in the popularity of sta- 
tion wagons, convertibles and 
“small” cars, the report pointed 
out. Owners are about evenly 
divided on “line. loyalty ;” that is, 
about half buy the same make of 
car for their second car. 
Universal C.LT. said the two-car 
trend has received “very little help” 
from promotion advertising or sales 
effort. Some limited advertising has 
been done by manufacturers and a 
few individual dealers are pushing 
the two-car idea, but the principal 
motivation is the real need for a 
second car as more families move 
away from commercial transporta- 
tion and shopping areas, it was 


4 Stated. 


The survey found that the men 
of the household—by a 2-1 margin 





—drive the “good” car while wives 
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Golden Year 


Los Angeles Elks Mark 


Dealer Milestone 

LOS ANGELES. — In celebra- 
tion of the 50th anniversary of the 
Los Angeles Motor Car Dealers 
Assn., Elks Lodge No. 99 honored 
dealer members at a dinner. 

Ray P. Thelan, past exalted 
ruler, and Mel Asbury, Hollywood 
Chrysler-Plymouth dealer, were ap- 
pointed by Exalted Ruler Robert 
M. Garrick as co-chairmen. 

Thelan, in introducing Phil Hall, 
|Hollywood Buick dealer and vice- 
president of the LAMCDA, said: 
“The history of the motor-car 
dealer association is the history of 
Los Angeles and Southern Califor- 
nia. The remarkable growth of this 
area has been accomplished through 
automotive transportation. Also, 
many of our Elk members who 
have helped build Los Angeles are 





and/or children take the old one. | outstanding figures of motordom.” 





Here’s Guidance for Used-Car Buyers 


DETROIT. — Dan O’Madigan jr., | regular new-car customers, he said. | customer 


Packard general sales manager, 
forecast last week that nearly 11 
million families will purchase used 
cars this year. He based the esti- 
mate on reports that used-car sales 
in the January-April period ex- 
ceeded the same 1954 period by 23 
percent. 

The average used-car purchaser’s 
expenditure, he said, will be be- 
tween $800 and $1,200. 

O’Madigan made his forecasts 
in setting forth recommendations 
for families on how to buy a used 
car. Because an important invest- 
ment for the average family is 
involved, the purchase of a used 
car should not be approached on 
a haphazard basis, he said. 

“Families should look for the 
same things in a used car that a 
dealer does when appraising a 
tradein. A dealer knows that a new 
coat of paint and smooth seat cov- 
ers may blind him to serious and 
expensive mechanical flaws.” 

A family’s first step should be to 
seek a reputable dealer, either a 
new-car dealer with a used-car lot 
and efficient conditioning facilities 
or a used-car dealer who has been 
in business for a long time and 
operates from a well-kept, well- 
located lot, O’Madigan said. 

In purchasing used cars from a 
new-car dealer, he suggested that 
a@ service record be requested. A 
new-car dealer always will have 
this record on tradeins from his 





Continental Sheds Years; 


| O’Madigan also stressed the im- 
|portance of finding out just what 
type of warranty or guarantee the 
car will be sold under. 

“A 100 percent parts and service 
| warranty over a reasonable period 
|of time,” said O’Madigan, “can 
| usually be accepted as assurance 
that the car has been gone over 
| completely by the dealer’s mechan- 
}ics and that any necessary recon- 
ditioning, parts replacement and 
| tuning up has been taken care of.” 
O’Madigan sounded a special 
| warning against “shy” shopping 

for used cars. 

“Reputable dealers,” he said, 
“welcome careful shoppers. They 
know they are better off when a 


BUFFALO. — A former Buffalo 
auto salesman, now living in Clear- 
water, Fla., claims he holds the 
national record for the greatest 
number of years as an auto driver. 


in 1898 in Cedar Rapids, Ia., when 


Steamer. 

Henderson, who retired last 
year, was associated with several 
Buffalo firms, including Eagen & 
Streng, Inc. 

Henderson’s father was the owner 
of American Auto Co. in Cedar 
Rapids and had agencies for Cad- 





Adopts Body Designation 


DEARBORN. — The Conti- 
nental Mark II will make its bow 
to the public later this year and 
will constitute a departure from 
the American tradition of nam- 
ing models by year, according to 
William Clay Ford, general man- 
ager of Continental. 

The new name is based on the 
assumption that the Lincoln Con- 
tinentals of 1940-48 were the Con- 
tinental Mark I series. Thus, the 
next designation of basic body de- 
sign will be Mark III rather than 

model of any particular year, 

ord said. 











At the dedication of the new sales and service building of Talley Cadillac Co., 
Tyler, Tex., representatives of Lone Star Olds Cadillac Co., Cadillac-Oldsmobile 
distributor, were present as guests. Shown (from left), are E. A. Lutz, office manager;|take part in the convention pro- 
N. D. Knight, service manager; N. J. De Sanders, Lone Star president; Dave Talley,| gram, according to ASBE Presi- 
owner of the firm; A. J. Maxfield, Lone Star used-car manager; Edgar E. Giles, sales 


manager, and Howard Thornton, wholesale manager. 





illac, Buick, White Steamer, Wav- 
erly Electric, Rambler, Maxwell, 
Stoddard, Dayton, Marion, Pope 
Hartford, Pope Toledo, Pope Trib- 
une and the Haynes Apperson. 

Henderson remembers the Loco- 

mobile as a high-wheeled buggy 
carriage with a single seat. Under 
the seat was a tank of 250 pounds 
of live steam. There also were 
tanks for five gallons of water and 
gasoline used to fire the burner. 
The burner had to be lighted for 
15 minutes before enough steam 
was generated to move the car- 
riage. 

Top speed was 35 miles an 
hour. The tires were hard—and 
so was the ride. 

Henderson graduated to modern 
cars in 1918 or 1920 (he’s not quite 


Body Engineers 
Plan Convention 


For Oct. 26-28 


DETROIT. — The 10th technical 
convention of the American Soci- 
ety of Body Engineers, featuring a 
display of recent developments, will 
be held Oct. 26-28 at the Rackham 
Memorial building here. 

Winners of the Society’s contest 
for high-school mechanical draw- 
ing students will be announced on 
the final night of the convention. 

The contest was introduced last 
year. Over $500 in prizes were 
awarded to students in this area. 

“Outstanding personages and au- 
thorities” in the auto body field will 


dent William K. Norwick, of Fisher 
Body. 


Raymond B. Henderson was 12) 
he started driving a Locomobile | 





is completely satisfied. 
Used cars move fairly quickly. If 
|you see the car you want, buy it. 
|But if you don’t see exactly what 
|you want, tell the dealer and ask 
him to let you know when he does 
get the car of your choice.” 
O’Madigan said buyers of me- 


frequently can secure relatively 
more dollar-for-dollar value than is 
possible on so-called “economy 
cars” because of the depreciation 
factor on larger cars. 

| However, he pointed out that 
| present demand for the more ex- 
pensive used cars ig at a record 
high level, with the result that the 
price spread between them and 
low-priced units is widening. 








Agent Handled 12 Makes... 


Pioneer Days Recalled 


sure which year) when he received 
his first driver’s license in Detroit. 


One of his early cars was a sin- 
gle-cylinder Cadillac, which he pol- 
ished carefully and exhibited at 
county fairs in Iowa. . | 


Henderson’s first job in the auto 
industry was with Cadillac Motor 
Co., Detroit. He set the last cylin- 
der in the frame of the single- | 
cylinder Cadillac before the four- | 
cylinder car came onto the market | 


| in the fall of 1908. 


To Woman, Car 
Is Just That, 
Says Authoress 


NEW YORK. In her new 
“Handbook for the Woman Driver,” 
Charlotte Montgomery contrasts | 
the differing viewpoints of the male 
and the female car owner. 


“Often it seems to be not a piece 
of equipment,” she says about the 
man, “but a piece of himself—a 
kind of extension of his person- | 
ality. Psychologists have pointed | 
out that an automobile can be used | 
in many subtle ways—to exhibit 
power or prestige, to show off, to 
get rid of resentments. 

“T’ve seen a man put a car into| 
a skid for no other reason than ex- 
citement; this is just about the last 
thing the average woman would 
choose to do deliberately. 

“Because women appreciate cars 
as a source of endless service and 
because they feel little interest in 
using them as playthings, they can 
become remarkably good drivers if 
they go about it properly. 

“They also prove to be good car 
owners, once they understand the 
regular service needs of the mod- 
ern engine and set up their own 
schedule for car care, based on how 
much they drive and where.” 

Miss Montgomery, who for the 
past five years has conducted a col- 
umn in Good Housekeeping called 
“The Woman and Her Car,” gives 
detailed information in her hand- 
book on driving properly and serv- 
icing the average automobile. 

She advises women to have their 
automobiles serviced on “a sched- 
ule, adjusted according to where 
she drives and how much.” 





|dium and higher-priced used cars | 


NEW BEAUTY 
TREATMENT FOR 
LEATHER TRIM 


. 3 


For all types of 
imitation leather, . 
too — vinyls and plastics 
There's a big market ready and wait- 
ing for this new product—a market 
that will continue to expand as more 
and more automobiles come with 
trim of genuine or imitation leather. 
Not a saddle soap, not a detergent, 
but a new and original compound of 
bland ingredients that cleans, shines, 


softens and preserves all leather and 
| imitation leather. 


LEATHER CLEANER 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO. 
If your jobber can't supply 
you, order direct from factory. 


elets — Hang 
from either 





'& RINGS 
aT 


PRICED 
$17.00 

8.75 

250...... 4.50 


Enclose Check with Order. 


Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Sta. “A", Bex 1037, Cleveland 2, Ohie 








MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 











TRADE 
basis throughout the country to supply 
new cars for our leased fleet. (Since 


these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 446969 


TURNTABLES 


* 
Manufactured by 
& 


DYKE LANE 
Stamford 
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Across the Nation... 


Auto Dealer Changes 


G. M. Warren has purchased 
Huddleston Motors, Ltd. (Chrysler- 


Mercury Co. Klein was given the 
franchise formerly held by Monart 





Imperial-Plymouth-Fargo), To-| Motors Co. 
ronto. 7 ee, 
ce eae Tauder Picks Ford 
Ferguson Forms Deal Tauder Ford, Inc., Phoenixville, 


Jim Ferguson has formed Jim| Pa. has been appointed Ford 
Ferguson Motors, Ltd. (Nash), To-| dealer for Phoenixville, Spring 
ronto. Ferguson had been associ-| City and Royersford. S. P. Tauder 
ated with Nash Motors of Canada,| is president of the new firm. 
Ltd., for 17 years. os 

ae Nash Names Marrero 
Baker Buys Ford Deal || Marrero Auto Sales, Marrero, La., 

Johnny Baker has purchased|just across the Mississippi River 
Brandon Auto Co. in Brandon,|from New Orleans, has been ap- 
Miss., and has changed the name| pointed a Nash dealer, according to 





California L-M Salesmen Win Awards— to Johnny Baker Ford Co. S. H. Ragland, Nash district man- 
: eas , The dealership is owned by 
The four regional Circle Award winning Lincoln-Mercury salesmen from southern — Sam. Gab 
California pose with George S. Coats (center), western region sales manager. The Klein Opens LM Deal Vie and natal, 
awards were made in Reno, Nev., where 16 of the region's top L-M salesmen met Harold Klein, Milwaukee former Strickland Sells 


recently. From left are Leo Berger, Deaton Motor Co., Beverly Hills; Donald Proctor,| used-car dealer, has opened a new 
City Lincoln-Mercury, Pasadena; Coats; Kenneth Uptegrove, Phil Schuss Co., Oxnard,| Lincoln-Mercury dealership and| Gerald F. Strickland, of Strick- 
and Barney Kaugen, Knickerbocker Co., Santa Ana. will operate it as Klein Lincoln-|land Motors, Inc. (Pontiac), has 












* TUFTED Ayla jyela 


A handsome, low-cost fibre-backed material 


* QUILTED Fola flr 


A truly deluxe, three-layer construction 


Rugged Boltaflex surface, flame-resistant fibre 
center and a clear vinyl sheet backing—electron- 
ically fused together. Long-wearing and luxurious! 


A special automotive vinyl material with strong 
lantuck backing. Has a rich, quilt-like appearance 
at moderate price! 






ae 
one source for 
every purpose 


--.@véery purse! ., 


ia fet 


Created for that “custom look” in 
seat covers 


+ SUPPORTED lif" 


Colorful quality and wipe-clean beauty 
. at volume price 
Durable, leather-like Boltaflex face sheet with a 


sturdy knit-fabric backing. Tailors beautifully— 
won’t sag or lose its shape. 


Tough, fabric-supported material in handsome 
automotive colors and patterns for skirting, panel- 
ing, and trim. 


Nationally Advertised ...Nationally Known 


From Bar Harbor to Catalina . . . from Key West to Seattle 
. . motorists everywhere know and want colorful, durable, wipe- 
clean Boltaflex-trimmed seat covers! 


And NOW, Boltaflex is available in a complete selection of four 
automotive constructions to fit every purpose . . . and every purse! 


Send today for complete kit of ‘Seat Cover Saies Aids" 





PLASTICS 


The Generai Tire 
& Rubber Company 





BOLTA PRODUCTS 


BOX 541 ° LAWRENCE, MASS. 





A Division of The General Tire & Rubber Company 








sold his motor sales property in 
Syracuse for $350,000 to 805 W. 
Genesee Corp., which plans to open 
a Ford dealership. The purchasing 
firm is headed by Robert Castle, 
president of Castle Co. 


New Home for Cahall 


Bob Cahall Motors (Ford), has 
moved into its new building on 
West Plane &t., Bethel, O. 


E nailing "Chevrolet 


Emerling Chevrolet, Inc. has been 
incorporated in Boston, N. Y., by 
Maurice J., Pearl M. and Jerome 
M. Emeriing. | i 


Ledlow-Tindall Opened 


Ledlow-Tindall, newly authorized 
Pontiac dealership in San Antonio, 
has held its grand opening. 

im 


Hudson Appoints 
Nine New Dealers 


Throughout U.S. 


Hudson Motors has announced 
the appointment of nine new deal- 
erships. The firms and owners are: 

Catron Motors, Pomona, Calif., 
John H. Catron; Paras Hudson 
Sales, Milwaukee, Harry G. Paras 
and Albert J. Neumann; Gilda Mo- 
tors, Mt. Vernon, Wash., Don Gilda; 
Davis Sales & Service, Independ- 
ence, Kans., David C. Chaffin. 

Lonstrup Hudson Sales, Union 
Grove, Wis., Arnold Lonstrup; H. 
Chenault Hudson, Modesto, Calif., 
Howard Chenault; Hudson on 
Broadway, Chicago, Louis Braver- 
man; Mickey’s Motor Sales, Jack- 
son, O., Elmer J. McGuire, and 
Maple Motor Co., Kouts, Ind., 
Herschel Maple. 


|W. Va. Ford Deal Opens, 
Another Changes Hands 


A new Ford dealership has been 
franchised and a second: has 
changed hands in West Virginia. 

Stratch Howell Motor Co. is the 
new dealership in Moundsville and 
Stump Ford Sales, Inc., owned by 
R. W. Stump, has replaced Shaver 
Motor Sales in Glenville. 

7. 7 * 


McIntyre Buys Buick 


From Blankenship 


W. L. McIntyre, former general 
manager of McIntyre Buick, Inc., 
Florence, Ala., has purchased the 
Buick dealership in Sylacauga, Ala. 

He will open as McIntyre Buick 
Co. The dealership was sold to 
McIntyre by R. H. Blankenship. 

* » * 


Big Bend Motor Opens 
Big Bend Motor Co. (Dodge- 
Plymouth) has opened in St. Louis. 
Gus Rizzo and Monte Nesser are 
the owners. 





o * 


Walker Opens Deal 


A two-day grand opening was 
held by Walker Motor Co., new 
DeSoto-Plymouth dealer in Gary, 
Ind. 


| * : . 


New Snelgrove Building 
Snelgrove Motor (Chevrolet), has 
opened new sales and service head- 
quarters at 799 E. Barton St., Ham- 
ilton, Ont. 


* * 


* 
McCoy Deal Renamed 


McCoy Motor Sales, 1277 West 
Main St., Ravenna, O., has changed 
its name to Tyjeski-Bamford Mo- 
tor Co. E. H. Bamford and his 

(Continued on Page 31, Col. 1) 


Japanese Makers 
Aim for Exports 


TOKYO.—A profusely illustrated 
brochure, “Automobiles 1955,” has 
been prepared by Motors Trade 
Assn. of Japan to present new 
models of cars, trucks, buses and 
other vehicles built in Nippon. 


According to the association, ve- 
hicles included in the publication 
represent those which “are recom- 
mended for overseas markets, se- 
lected out of all makes currently 
built in Japan.” 


Accent is on trucks and buses 
built by the nine member compa- 
nies of the association. The book- 
let points out that Japan is cur- 
rently the only country in the 
Orient which manufactures motor 
vehicles. 


























| 








AUTOMOTIVE NEWS, JUNE 6, 1955 31 








Across the Nation .. . 





Auto Dealer Changes 


(Continued from Page 30) 


wife bought an interest in the deal- 
ership. Eugene Tyjeski is the pres- 
ident. 


DeSoto in Austin 


U. S. Distributorship Service (De- | 


Soto-Plymouth), has been opened at 
201 W. Fifth St., Austin, Tex. R. C. 
Green is general manager and H. 
W. Wilson is sales manager. 

. o 


Meadows Sells Out 
Brown County Motor Sales has 
taken over the Meadows Chevro- 
let Sales. The concern is located 
on Route 52, Ripley, O. 
= a s 
Mooney Back with Nash 
Ed Mooney, rated by Nash as its 
ninth largest dealer until he closed 
his firm last year, has been named 
general manager of Roberts-Nash, 
Inc., Evansville, Ind., Dave Roberts, 
president, has announced. 
s > * 
Watson Takes Pontiac 


Norten Watson, 


olis, and will operate it as Nort 
Watson Pontiac, Inc. 
- e * 
Partners Take DeSoto 
Henry W. Clock and Don Steg- 


man have opened a new DeSoto- | 


Plymouth dealership in Grand 
Rapids, Mich., on the premises of 
Clock Motor Sales, which dropped 
its Nash franchise in January. 

= * * 


Goldie Chevrolet Bought 


Goldie Chevrolet, Inc., Milford, 
O., has been sold by Charles Goldie 


New President 
Of R.I. Dealers 


Lists Committees 


PROVIDENCE. — Standing com-| 


mittees of the Rhode Island Auto- 
mobile Dealers’ Assn. for the com- 
ing year have been announced by 


President Leo F. Carey following | 


his reelection: 
Membership—Samuel White, 


chairman; Julius Senn, Frank A.| 
Morrone, Domenic A. Madonna and | 
David F. Fitzgerald. Dealer Rela-| 
tions—Harold A. Lanphear, chair- | 


man; Eugene B. Moone, John H. 


Ahr, Frank J. Kohl and Samuel | 


White. Inter- Industry Safety — 
George H. Lumb, chairman; Frank 
W. Blaney, Charles Steingold, Jo- 
seph L. Nunes and Louis E. Baker. 


Public Relations—Robert W.| 


Pierce, chairman; Charles W. Criss, 
Frank P. Lamb, Harry Sandager 


and Julius L. Abrams. By-Laws and | 


Constitution—Col. Thomas A. 
Clarke, chairman; P. Joseph Crow- 
ley and Bertholet A. Leclaire. Res- 
olutions—Bertholet A. Leclaire, 
chairman; Col. Thomas A. Clarke, 
Philip A. Desrochers, George Har- 
rison and Fred W. Smith. Legisla- 
tive—John M. Dunne, chairman; 
Robert W. Pierce, Col. Thomas A. 
Clarke, P. Joseph Crowley, Senator 
George M. Westlake, Harry San- 
dager and Senator C. George De- 
Stefano. 

Social—John M. Dunne, chair- 
man; Frank J. Kohl, co-chairman, 
Frank L. Hurd, Wallace A. Sefsick, 
Ellis P. Hawkes jr., Fred G. Halbig, 
Alfred J. Ratier, E. M. Caldwell 
jr., Julius Abrams and Romeo D. 
Asselin. Auditing— Edward B. 
Jones, chairman; David F. Fitz- 
gerald and Joseph L. Nunes. Code 
of Ethics—Frank W. Blaney, chair- 
man; G. Washington Frazer, Eu- 
gene J. Brady, Samuel A. White and 
Frank A. Morrone. Bulletin editor 
—Harry Sandager. 


Keegan Low Bidder 


CONCORD, N. H.—(UTPS)— 
Keegan Motors (Dodge-Plymouth), 


submitted the low bid to supply | 


the Concord Police Department with 
four new patrol cars. The net bid, 


with provisions for tradeins, was | 


$696 a car. Ross Chevrolet Co. asked 
$765 per car, and Ralph George’s 
Ford firm, $1,016. 


of Danville, 
Ind., has bought Meridian Pontiac, | 
Inc., 923 N. Meridian St., Indianap- | 


[to Robert Williams, formerly of 
Tranter-Williams, Inc. The name 
of the dealership has been changed 


to Bob Williams Chevrolet & Olds- | 


mobile. 
- = * 


Dworin Handles Chevrolet 
Opening of a new Chevrolet deal- 
ership in East Hartford, Conn., has 
| been announced by Hy C. Dworin, 
president. The new concern, Dwor- 
in Chevrolet, was formerly known 
as Dworin Motors, Inc. (Hudson). 
* * * 


Donkar Handling Hudson 
Jack Donkar Motors, Inc., 12 W. 
Liberty St., Savannah, Ga., has been 
appointed a Hudson dealership. 
om * + 
Fitzsimmons Takes Over 
Jack Fitzsimmons, who came to 





Colby, Kans., three years ago as 
manager and part owner of Elmore- 
Fitzsimmons Motors, has purchased 
the interest of his partners, E. W. 
| Elmore, Denver, and Keith Elmore, 
Scott City, Kans. The business will 
continue under the name of Jack 


Fitzsimmons Motors. 
* * + 


Nash in Augusta 
Greenville Nash Motors, Inc., 
has opened for business at 325 
Augusta, Ga. The new agency, 
capitalized at $60,000, is headed 
by James F. Perley sr. 
. - am 


Van Wyk Takes Dodge 


A new Dodge-Plymouth dealer- 
ship in Inglewood, Calif., is Van 
Wyk Motors, Inc., located at 1175 
S. La Brea Ave. 

7 





Four Ford Deals Opened 


In Ohio Territory 


Four new Ford dealerships 
have opened in Ohio. The names, 
locations and owners are: 

Thomas & Gates, Willoughby, 
John L. Dampeer, Andrew C. 
Hartzell jr.. and Alex L. Hyde; 
W. E. Moore Ford Sales, Mid- 
dlefield, Walter E. Moore, Marion 
Minick and Cathryn A. Moore; 








Tally-Ho! 











We Go— 

A Ford pickup sails 33 feet through the air as it follows the hounds in a Virginia 
fox hunt. It was driven by Bill Baylor who reported in Clues, a magazine distributed 
by Ford dealers, that the truck revealed no damage, “in spite of the terrific shock of 
jumping and the fast driving across those bumpy frozen fields.” 


And Away 





Ernie Myers Ford, Greenville, | Bushong Ford, Van Wert, C. E. 
Ernest G. Myers, Vernon C. Mar- 
chal and Herman J. Marchal; 


Baldwin, Miriam Bandy and 
Kerns Wright. 





. McCune, McCune Motors, National City and La Jolla, California 


“Royal Triton 10-30...top performance in our 


Imperial, Chrysler and Plymouth automobiles” 





“Since the introduction of Union Oil's 
Royal Triton 10-30 to the motoring 
public last year, it has been used in all 
our company cars, in all our demon- 
strators, as well as in my personal car. 

“We find that using Royal Triton 
10-30 keeps engines cleaner, reduces 
wear and permits free operation of 





hydraulic valves. The result has been top performance in our 
Imperial, Chrysler and Plymouth automobiles. 

“To sum up, our experience with Union Oil products, such 
as Royal Triton, during the past seven years which we have 


been using them has been highly satisfactory in every way: 


As Mr. McCune has found out, it pays to put Royal Triton 
motor oil in the cars you sell and service. Your nearby Union 
Oil representative can give you prompt delivery of this fine 
oil in either the 5-20 or 10-30 grade. 


UNION OIL COMPANY 


OF CALIFORNIA 





Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg. 
Atlanta: 401 Atlanta Notional Bldg. * Kansas City, Mo.: 612 W. 47th St. 
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Salesman: He Sells Used Cars to the Boss .. . 


Vocabulary of an Auto Dealer 


By J. H. Reed 
UTPS Correspondent 


SAN ANTONIO. — The following 
“Short Course in Auto Business 
English” comes from the file of a 
San Antonio dealer and is as appli- 
cable today as it was 20 years ago 
when it was compiled. 

Prospect—A man who can pay 
for, or can be induced to pay for 
a@ car soon. 

Suspect—A person who you hope 
is a prospect. 

Prospect Carp—A card used for 
recording the names and addresses 
of suspects you don’t want anyone 
else to call. 

Hors Cuest—A box containing 
suspect cards. 

TELEPHONE Directory — Same as 
hope chest except that the names 
are published in book form instead 
of cards, with the telephone num- 
ber beside each name. 

SaLESMAN—A man who sells used 
cars to the boss. 

Sales Resistance—A man hired 
by the boss to appraise used cars. 
Also a credit manager. 

Appraiser—See Sales Resistance. 
AppraisAL — One hundred dollars 
less than the least amount that a 
prospect will accept for his car in 
trade for a new one. 

Over-ALLOWANCE—A tool designed 
by some enterprising sales manager 
to overcome sales resistance. 

Canvass — To ride up one road 
and down the next. 

Contact — Same as visit when | 
done by anyone other than a sales- | 
man. | 

Ciose—To make the prospect, car | 
appraiser, credit manager and, fi- | 
nally, the boss see the same as you | 
do and act favorably. 


close. 


54 Caitlin hie 
Sets Mark; Tops 
51 Billion Gallons 


NEW YORK. — Gasoline con- 





Super-SatesMAN — One who can | 


sumption in the U. S. rose to a) 
record-breaking 51.1 billion gallons | 


in 1954, according to the American 
Petroleum Institute. 
sents an increase of almost 1.6 bil- 
lion gallons over the previous rec- 
ord set in 1953. 

Approximately 88 percent of the 
total was used by cars, trucks, and 
buses. : 

California kept its usual place as 
the largest consuming state, with 
more than 56.2 billion gallons in 
1954. Texas was second with nearly 
4.5 billion gallons, although its con- 
sumption slipped from last year’s 
46. New York (nearly 3.3), Ohio 
(2.7), and Pennsylvania (nearly 
2.7) followed in that order, 
changed from 1953. 

Thirteen other states which con- 
sumed more than a billion gallons 
of gasoline each in 1954 are: Illi- 
nois, Michigan, New Jersey, Indi- 
ana, Missouri, Florida, North Caro- 
lina, Wisconsin, Massachusetts, Vir- 


ginia, Minnesota, Iowa and Georgia. 


Ellis Sold to Hollington 


Richard Hollington of West Un- 
ity, O., has purchased Ellis Motors 
(Plymouth-DeSoto) in Bryan, O. 











e 
HoBBs ES you" 
METER | 


tells you when 


Fo. fewer repair bills and 
longer engine life, you need 
a Hobbs Hour Meter. 
Regular care is the way to 
full return on investment. 


RECORDS ENGINE TIME ACCURATELY 


An electric timing instrument that shows 
Hours and Minutes of engine operation—Not 
A Revolution Counter. Tells When to 
change oil and filters, lubricate, overhaul, etc. 
Approved and recommended by leading engine 
manufacturers. Ruggedly built . . . easy to in- 
stall... Low Price. 


‘New and improved 
through continuin, 
engineering researc 


WRITE FOR LITERATURE 


cae 


W. Hobbs Corporation 


pia ti, ei a1 26 o me fol b) 





un- | 






This repre-| 








Closing Room—Where the pros- 
pect is etherized until he either 
buys or doesn’t. 

ErHerize—To turn on the heat. 

ErHuer—That spontaneous conver- 
sation that spouts loquaciously from 
the salesman, inciting the unde- 
cided prospect to irresistible desire 
and instantaneous favorable action. 

ConprTionaL Sates Contract — A 
legal justification for letting some- 
one else have your car for awhile. 

Customer’s Crepir STATEMENT—A 
form devised by the finance com- 
pany to keep the prospect’s mind 
off what he is doing until the con- 
tract can be typed. 

Crean Dzat—When a car is sold 
without a tradein. 

Tradein — A _ gasoline - driven 
horseless vehicle that is capable 
of coming onto the used-car lot 
under its own power but can’t be 
driven out and can’t even be 
started without complete motor 
overhaul, new batteries, new tires 
and a new paint job. 

REcoNpITION—To convert a trade- | 


| OK. 
hauled Klunker. 


on a car. 

MorninG Sates Meetinc—An op- 
|portunity for the salesmen to de- 
cide what they are going to do after 
breakfast. 

Competiror—An unscrupulous bus- 
inessman and a wild trader who 
|has been on the verge of bank- 
|ruptcy for the past ten years. 

Manager — A shock absorber. 
There is one in each department 
to protect the boss from rough 
going in the sales, credit, service, 
parts, budget and used-car de- 
partments. 

Repossess—To put a man on his 
feet. 


ter-irritant prescribed by the car 
manufacturer to keep dealers too 
pre-occupied to brood over the fact 





in to an O.K. used car. 


that they are dealers. 


— Abbreviation for Over- | 


JatLopy—A medium of exchange | 
accepted in the automotive trade | 
for legal tender as a down payment | 








Chevrolet Dealers Honored— 
Chevrolet's Buffalo zone honored its outstanding car, truck and fleet salesmen at 


| its annual 100-50 Car Club banquet. Shown seated (from left), are Joseph Schuler, 


president of the Truck-A-Month Club; L. Shackleton, top fleet salesman, and Thomas 


| Leader, 100-50 Car Club treasurer. Standing are B. C. Carter, Chevrolet Buffalo zone 


| manager; Fay Barbour, club president; Joseph B. Healy, vice-president, and John W. 
Factory REpRESENTATIVE—A coun- | 


Kingen, secretary. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Here’s A Great New Diesel That’s Really 


The Only Diesel Tractor Completely Engineered For 






TODAY'S operating conditions call for the right kind of power 
... the ragged kind of tractor...the greatest operating economy. 

And here it is! In the new WHITE 9000-TD, with every 
inch engineered for “high-cube” and high mileage. 


INCH CAB 
DIMENSION 
(front of bumper-to back of cab) 


FOR TOP PAYLOADS 






OTHER GREAT 
ECONOMY and 
PAYLOAD FIRSTS 


sa ty 


| 


1 NEW FRAME DESIGN—Engine located as far forward as 
possible and mounted to achieve short-cab design and handle 
35-foot “high-cube” trailer within 45-foot limit. Tubular traverse 
member construction eliminates critical vibration and torsion. 


A completely new engineering design achieves most favor- 2 HIGH-MILEAGE POWER with the new Cummins JT6B 175- 
° ° ° | horsepower Turbo-Charged Diesel with new PT fuel injection sys- | 
able 90-inch cab dimensions . . . most advantageous 65-35 | tem capable of unusually high mileages without adjustment or 
weight distribution. | repair. Outstanding acceleration, uniform road speed with single- 
stick safety operation. 


Drive Axle 
4,411 Lbs. 


wi 


DISTRIBUTION 


Look at this 






Front Axle—6,330 Lbs. 
Drive Axle—4,411 Lbs. ; 
10,741 Lbs. 


EIGHT 





Front Axle 


6,330 Lbs. 


10.00 x 22 tires 

Sth wheel 

106 Gal. Fuel, 

32 Qts. Oil, 9 
38 Qts. Water 





3 LIGHTWEIGHT CONSTRUCTION boosts payload, too. Alumi- 
num fuel tanks, radiator shell, hood, bumper, crosswalk and spe- 
cially designed lightweight engine accessories. 


TOP PAYLOAD WEIGHT DISTRIBUTION advantageous for 
“high-cube” service because of the shift of additional chassis and 
engine weight forword . . . lightweight design. 


5 FUEL ECONOMY with PT fuel system. Simplicity of design, oper- 
ation and function keeps fuel injection cost at a minimum. 


6 ENGINE ACCESSIBILITY excellent. New frame design allows 
quick, easy inspection and servicing of vital component ports, 
wiring and oir and fuel lines. 


SAFETY CAB FEATURES ore driver favorites because of im- 
proved vehicle balance, unique relay steering system. Lower center 
of gravity because of new frame mount and lower front of frame. 
Maximum visibility. 


8 QUALITY RIDE, because of rubber-mounted cab construction 
and 53-inch front spring suspension. New, quieter, over-sized 
muffler, complete insulation, year-round cab ventilating system. 
Four-woy adjustable seat. 


LOW MAINTENANCE COST—tonger periods between down- 
time ... more running time because of simplicity of overall unit and 
chassis design. Fewer moving parts...less wear...less maintenance. 


THERE’S A COMPLETE LINE OF WHITES... FAVORITES EVERYWHERE! 


my 







| 
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Fears ‘Death Blow’ ... 


Curry Assails Report 
On Transport Policy 


By Jack Weed 
Truck Editor 


DETROIT. — Commerce Secre- 
tary Sinclair Weeks’ Cabinet Com- 
mittee Report on Transport Policy 
and Organization 
was termed “an 
economic booby- 
trap for small 
business” by Neil 
J. Curry, Ameri- 
ean Trucking 
Assns.’ president. 

Curry ad- 
dressed the De- 
troit Economic 
Club at a meet- 
ing heavily at- 
tended by truck 
industry executives. 

Curry, speaking for the indus- 
try, said that the prosperity of 
the nation is irrevocably linked 
with the services of the trucking 
field. 





Neil J. Curry 


Going Places! 


“High-Cube” Payloads 





“The secret of mass production— 
|in industry, as you men in Detroit 
know it, and in agriculture—as well 
as the secret of mass distribution, 
is the flexibility of the truck and 
truck-trailer,” he said. 


“Development of motor trans- 
port paralleled and was indeed re- 
sponsible for the growth of mass 
production in this country.” 

It is no coincidence that these 
two trends marched up the charts 
of the nation’s economy in unison, 
for they are interdependent, he 
| said. 
| Curry noted that assembly lines 
| operate on a schedule only 24 hours 
ahead of the truck service of parts, 
units and accessories to produc- 
tion. 

“No longer do you find vast stor- 
age structures around modern pro- 
duction factories. What they for- 
merly stored is now riding toward 
them on the floor of tractor-trailer 





combinations, coming from miles 
away on precise time schedules,” 
he stated. 

Curry cited figures revealed in 
the Detroit Metropolitan Area 
Traffic Study, to be published 
shortly, which indicate the impor- 
tance of trucking to Detroit. 

The study, he said, shows that 
40,000 truck trips enter or leave 
the 25-mile area around the De- 

troit City Hall each day, arriving 
from or bound for outside des- 
tinations. 

In addition, Curry noted, the 
study shows there are half a mil- 
lion truck trips daily in which both 
the origin and the destination of 
the truck is within this area. 

Trucking has proved equally im- 


portant in the mass distribution of | 


agriculture, he told the group. He 
noted that in 1953, trucks took 16 
million pounds of Michigan fruits 
and vegetables into Atlanta alone, 
“and Georgia isn’t a bad fruit and 
vegetable producing state on its 
own.” 

He noted further that from all 
parts of Michigan, 92 million 
pounds of fresh fruits and vege- 
tables are hauled into Detroit by 
truck. 

“And, 98 percent of everything 
grown in the soil of America moves 
by truck at one time or another 
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and they're alrea 
jles on “slip-s 
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These new Whites 
trailers will boost p@ 
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THE WHITE MOTOR COMPANY ¢° Cleveland 1, Ohio 
THAN 50 YEARS 


FOR MORE 
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new Whites— 140 
being delivered to 
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eat” relay service 19 
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A Frenchman, desiring mazi- 
mum visibility, built the above 
egg-shaped car. 





between point of production and 
market,” he said. 


Curry, speaking of the trans- 
port policy advocated in the Cab- 
inet Committee report, said he 
viewed this action with consider- 
able foreboding in that he be- 
lieves it strikes a “death blow at 
truck transport.” 

The only reason that rails go into 

truck transport, he explained, is 
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TRUCKS 


to protect their great investment in 
rails and equipment. They had the 
same opportunity to get into the 
truck transport picture 30 years 
ago, the same as the hundreds of 
truck transport firms who have 
pioneered this great industry, but 
they turned it down then, he said. 


Now that it has been proven 
feasible and profitable they want 
“in,” not to give competition to 
themselves, but to run out the pres- 
ent competition, he charged. 


The report offers a hunting li- 
cense and ammunition to the rail- 
roads to destroy competitors and 
disrupt marketing practices in ag- 
riculture and industry upon which 
our prosperity is based, he said. 


“We hope that neither President 
Eisenhower nor Congress will en- 
dorse it,” he added. 

Curry’s remarks were in line 
with a recent statement on the 
transport report by the Ameri- 
can Trucking Assns.’ executive 
committee. 

The statement contained the fol- 
lowing criticisms of the report: 

1. Under the guise of improving 
competition in transportation, 
Weeks’ committee recommenda- 
tions would actually destroy such 
competition while at the same time 
| causing enormous competitive dis- 
| location in agriculture and industry 
| generally. 
| 2, The implication that billions of 
dollars can be saved shippers, while 
\at the same time the earnings of 
carriers are increased, seems to be 
|fantastic. The record shows that 
|competition in transportation un- 
|der Interstate Commerce Commis- 
sion regulation is the proven for- 
mula under which billions of dol- 
lars have already been saved the 
American people. 

3. By eliminating substantial 
| areas of rate control now exercised 
| by the ICC, the report proposes to 
restore monopoly in transportation 
of property for hire. Carefully 
avoiding direct language, the re- 
port nevertheless so re-words na- 
tional transportation policy as to 
enable the financially powerful rail- 
|roads to move into ownership and 
operation of competing forms of 
transportation. This would precipi- 
tate conditions under which inde- 
pendent competition could not long 
survive. 
| 4 It is not true that regula- 

tion of transportation is obso- 
| lete because such regulation was 
| designed to control a monopoly 
condition which no longer exists. 
The great body of Federal regu- 
| lation of transportation was en- 
acted by the Congress in a period 
when railroads faced competition 
by air, trucks and buses and wa- 
| ter carriers. 

5. This report is primarily con- 
cerned—with only one exception— 
with the competitive aspects of 
freight hauling. If anything is 
wrong with the financial picture of 
|the railroads—and they had their 
best year in history in 1953—such 
problem does not arise from freight 
hauling. For years the railroads 
|have made enough profit from 
hauling freight to absorb their an- 
nual passenger train deficit of more 
than $500 million. 


Kvan Cadillac Selling 


Metropolitan Cadillac, Inc., has 
been formed to purchase Kvan Mo- 
tor Co., Milwaukee. Purchasers are 
|Glenn L. Humphrey, president; 
Louis E. Siegel, general manager, 

|and Murel Humphrey, secretary- 
treasurer. 











CHROME NAME PLATES 


Precision Die-Cast 





Triple chrome plated for (peting 
beauty. Original designs. Sketc 
submitted for your approval. Quan- 
tities as low as 100 may be or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 
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High ways & Safety és 


Traffic Mishaps No. 3 


On ‘Death 


HE traffic accident is the third|tion, proposed by Dr. Wilder al 


deadliest killer of mankind, the 
first conference on Medical Aspects 
of Traffic accidents was told here 
last week by a Montreal doctor. 
A possible outcome of the con- 
ference is formation of an inter- 
national Traffic Accidents Founda- 


Florida Approves Turnpike 


A bill authorizing the financing 
and construction of a state-long toll 
superhighway in Florida has been 
signed into law. 

The law calls for a turnpike to 
be built from Miami to Fort Pierce 
and provides for an inland route 
extension to the Jacksonville area. 
It also authorizes studies of legs 
from the turnpike extending to the 
Tampa Bay and Pensacola areas 
and the financing and construction 
of such extensions if found feasible. 


Parade’ 


Penfield, director of the Montreal 
Neurological Institute, in his open- 
ing address. 

“The traffic accident,” he said, 
“has come to be considered the 
third deadliest killer. It is sur- 
passed in this sorrowful competi- 
tion only by heart disease and 
cancer. 

“The automobile, like the atomic 
bomb, must be controlled. If we 
cannot do so, we may as well fall 

back into the caves from which it 
|is said We came. If we do not suc- 
|ceed there may eventually be no 
place else to go.” 
* * * 

AVID BALDWIN, U. S. Na- 

tional Safety Council, Chicago, 
said that 36,000 persons were killed 
in the U. S. last year in traffic ac- 

cidents and one million were in- 
jured. 
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Ralph's Donates Training Car— 

A 1954 Studebaker Champion is presented to the Rockville (Conn.) high school by 
Ralph’s Motor Sales, Inc. Shown (from left) are Harry Liebman, president of the Rock- 
ville Rotary Club; Ralph Lipman, owner of the dealership; William Tansey, teacher, 
and Arthur Chatterton, school superintendent. 


vehicle mile, statistics have shown | the conference. ; 
a steady reduction,” he added. Penfield commented that “with 


Over 100 doctors from Canada, | 80 many groups joining to help im- 


“However, based on deaths per 'U. S. and Great Britain attended | prove the (traffic death) situation, 


New Motorola car radio installed 


in 20 minutes gives you more 


oross profit than 19 wash jobs! 





Now you can cash in, too, on the booming car 
radio business. Motorola’s new custom 5M is 


practically made 


to order for your sales opera- 


tion. It’ll fit most of the cars that pull into your 
drive. Anyone in your crew can install it with just 
three simple hand tools and 20 minutes time. 
Average gross profit: over a dollar a minute! 
Want full details? Phone your Motorola distri- 
butor—or write us for his name. Motorola Inc., 
Chicago 51, Illinois * Toronto 4, Canada. 


Controls fit 
through dash 
opening as 


small as 








Features: 1-piece universal unit. Volumatic (no fade- 
out) automatic volume control ¢ 6 tubes including 
rectifier ¢ 6 x 9 in-dash extended tone speaker « 6 


or 12 volt electrical system e tone control. 


Motorola 


MODEL oM 





other models 
from $3995 


there is renewed hope that some- 
thing could be done to stop the 
‘terrific carnage’ brought about by 
traffic accidents.” 


25-Yr. Progress 
In Auto Safety 
Traced by Ford 


Better highways plus traffic man- 
agement plus improved driver 
training and law enforcement have 
provided a steady improvement in 
automotive safety during the past 
25 years, according to A. L. Haynes, 
Ford assistant chief research engi- 
neer. 

Speaking at the 25th All-Ohio 
Safety Congress in Cleveland, 
Haynes said that statistics prove 
that practically all traffic fatalities 
are the result of human error, neg- 
lect or incapacity. 

After tracing auto design fea- 
tures, he said traffic safety has two 
aspects: Prevention of accidents 
and reduction of human injury. 

He concluded that as a result of 
automotive preventive safety in the 
past 25 years, there has been a 60 
percent reduction in the vehicle 
traffic rate on the basis of total 


miles covered. 
| * 


| Film Drivers 
| Wheelless Cars Used 


For Training 


Cars without wheels and motion 
pictures of highway scenes are 


* * 


_ | being used in Hartford, Conn., for 


driver training courses. 

Called the Drivotrainer, the de- 
vice was developed by Aetna Cas- 
jualty & Surety Co., of Hartford, 
jand the “auto” contains all the 
standard controls. 

Handling the little cars, students 
“drive” on motion picture high- 
ways as shown on a huge screen 
at the front of the classroom. 
Reality is said to be the keynote, 
|a small electric motor hums when 
the switch is turned on and grows 
|louder and louder as it is acceler- 
ated. 

Besides everyday training, the 
| Drivotrainer is said to offer a way 
|of providing emergencies for the 
| student to cope with, something not 
covered by conventional training 
methods. 


U nder-25 —_— 


To Add 200,000 


Nearly 200,000 boys and girls will 
become eligible for reduced insur- 
ance rates at the close of the cur- 
rent school year, the American 
Automobile Assn. has reported in 
Washington. 

These youngsters, completing 
high school driver education 
courses, will bring to over two mil- 
lion the number of young men and 
|women under the age of 25 who 
| qualify for insurance premium re- 
| duction, the AAA has estimated. 

«x * e 


* 





Detroit Girl Wins Contest 


On Traffic Safety Theme 


Carol Kirkland, a Detroit junior 
|college student, won the 14th an- 
|nual Metropolitan Detroit Inter- 
| Collegiate Traffic Safety Oratorical 
Contest and was presented with a 
$50 bond by the National Automo- 
bile Tranporters Assn., hosts at a 
luncheon held later. 

She outlined a three-point pro- 
| gram to cut accidents and declared 
| that the U. S. can have more safety 
if it is willing to pay for it. 

Sylvia Steranza, Mercy College, 
was second. In its 14th year, the 
contest is sponsored by the Detroit 
Police Department, the Traffic 
Safety Assn. of Detroit and the 
Automobile Club of Michigan. 

* s = 


Jersey Turnpike Boosts 
Traffic, Cuts Accidents 


Increases in traffic and toll rev- 
enues and a sharp improvement in 
safety have been reported by the 
New Jersey Turnpike Authority in 
its report to bondholders for the 
quarter ended March 31. 

The commissioners stated that 
traffic totaled 5,289,600 vehicles, a 
daily average of 58,800 in the March 
quarter, an increase of 11.4 percent 
compared with the same 1954 pe- 
riod. “In spite of the increased traf- 
fic, safety on the Turnpike showed 
sharp improvement,” commented 

(Continued on Page 35, Col. 1) 




















Highways 





(Continued from Page 34) 


the commissioners in their report. 
“Of particular significance was the 
fact that one fatality was reported 
in January, none in February or 
March.” 


* > * 


Winners Named 
In National Truck 
Safety Contest 


Top places in the three divisions | 
Council’s 
commercial vehicle safety contest | 


of the National Safety 


have been awarded to F. J. Boutell 
Driveway Co., B. C. Motor Trans- 
portation, Ltd, and Permanente 
Cement Co. 

Forty-three fleets operating a to- 
tal of 53,169,000 man-hours finished 
1954 with a total of 1,070 disabling 
injuries. This represents a 14 per- 
cent decrease in the contest acci- 
dent rate as compared with 1953. 

Of the common and contract car- 
riers operating more than 350,000 
hours (Jan.-June, 1954), Boutell, 


Flint, led a field of 19 with a rate} 


of 6.17. In second place was Mason 
& Dixon Lines, Kingsport, Tenn., 
with a rate of 8.23. Pacific Inter- 
mountain Express Co., Oakland, 
Calif., was third with 9.83. 

B. C. Motor, Vancouver, B. C., 
placed first among 19 common and 
contract carriers operating less 
than 350,000 hours. The company’s 
accident rate was 1.96. In second 
place was Automobile Shippers, 
Inc., Detroit, with 4.24. Treloar 
Trucking Co., Joliet, Ill, was third 
with 6.02. 

Permanente, Permanente, Calif., 
and Central Pre-Mix Concrete, Spo- 
kane, both turned in perfect rec- 
ords in the limited private carrier 
division. 


Survey Is Urged 
For Pa. Highway 
Safety Measures 


A survey of highway safety | 
measures in Pennsylvania has been | 
recommended to the Legislature in | 


a report made by the joint State 
Government Commission. 

The report claimed safety meas- 
ures enacted within the past 24 
years “have been relatively ineffec- 
tive.” Funds for the study would 
come from the motor license fund. 

The commission declared that an 
alltime high in traffic accidents 
was recorded in 1953 and that data 
indicates that 1954 models will be 
even higher. In 1953, some 1,643 
persons were killed in traffic acci- 
dents. 


— Planning 
Peak Road Year 


The Canadian Good Roads Assn., 
in Ottawa, has announced that— 
given favorable weather conditions 
—over $600,000,000 will be spent 
this year for constructing high- 
ways in Canada. This will be an 
alltime high. 

Last year would have been a 
record year but because of many 


weeks of rain in some parts of the | 
country, work was curtailed. The| 


road program is expected to pro- 
vide an impetus to new-car sales. 
+. * * 


Army Personnel Attend 


Traffic Safety Course 


A group of Army safety person- 
nel have completed a four-week 
course in military vehicle safety 
and traffic regulation at the Traffic 
Institute of Northwestern Univer- 
city, Evanston, Il. 

Officers from all 
U. S. as well as Alaska, Germany 


and France attended the course. | 
This was the 14th class to graduate | 


from the Army course. 
+ * - 


Highway Disbursements 
Top $6 Billion in ’54 


Highway expenditures exceeded 
$6 billion for the 


by the U. S. Bureau of Public 
Roads. 

The 1954 total of $6,280 million 
represented substantia] increases in 


parts of the | 


first time last | 
year, according to a report released | 
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ice for sending aid to stranded mo- 
torists. The transmitter, on Mt. 
Wilson, covers the area from New- 
port Beach to the San Fernando 
Valley. 


& Safety 


x * * 


Neb. Kills Turnpike Act 

A Nebraska legislative bill re- 
pealing the state turnpike en- 
abling act has been signed into 
law. The turnpike authority, 
which was created in 1953, was 
thus wiped out and the state, for 
the present at least, has appar- 
ently abandoned the idea of toll 
Ke | financing as a means of improv- 
|\N. Y. Thruway Plugs 17 ing its highway system. 
Of 18 Cheat Gimmicks Sai oe 

There are 18 known ways to Canada’s Accident Rate Drops 
“beat” the toll collection system | There were 143,168 motor vehicle 
on the New York State Thruway | traffic accidents in Canada during 
—called the most foolproof sys- | 1954, excluding Quebec, a drop from 
tem yet devised. the 152,443 reported in 1953 by the 

But, according to Holden A. |Canadian Government. 
Evans, general manager, 17 of | * * *& 


disbursement compared with prior 
years: $5,536 million in 1953, $4,531 
| million in 1951 and $3,898 million in 
| 1949. The report also revealed that 
| state highway-user tax revenues 
also continued to grow, having 
|passed to $3.2 billion mark last 
|year, an 11 percent increase over 
| 1953. 





these have been plugged. The Thruway Guide Available 


18th? That’s a secret. 
"; “- e The New York Good Roads Assn. 
° ° ° has announced publication of the 
Radio Aids Motorists 1955 edition of the “Thruway User’s 
The Automobile Club of Southern | Guide,” a directory on how to get 
California has started a radio serv-'on and off the highway, what to 








stroke. 





MIDLAND 











That’s Right—Midland Compressors 
are known by truck and bus op- 
erators the world over for their 
positive, economical performance 
and their ability to really take it 
for thousands and thousands of 
miles without the need for servic- 
ing. Midland Compressors give 
you these big advantages: 

Greatest Efficiency—Due to patented 
automatic inlet valves built into 
cylinder head. 

Minimum Oil Consumption—Due to 
lack of high vacuum on suction 


Cooler Operation—Because inlet 
valves let atmospheric air circulate 
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Every Silver Cloud Has Leather Lining— 


A longer wheelbase of 123 inches, new brakes and suspension and automatic 
shifting are features of the Rolls-Royce Silver Cloud four-door sedan, just introduced. 
Other changes include a new ventilation system, improved steering and a driver- 
operated lubrication system. It is upholstered in English leather. 


see and do and where to stay and | $1 a copy from the New York Good 
eat. It is available at newsstands | Roads Assn., 116 Washington Ave., 
for 50 cents or may be obtained at | Albany, N. Y. 


“150,000 Miles without an overhaul... 
You just can’t beat a MIDLAND Compressor!” 


“*Smartest thing the boss ever did was standardize on Midland 
Compressors. Never any oil pumping with them...and man, the 
miles of good performance they turn in without an overhaul!” 


through compressor when idling, 
practically eliminating carbon. 


Integral Governor—Governor moun- 
ted on compressor simplifies 
installation. 


Less Weight—A very important 
factor for today’s operators. 


Reduced Maintenance —Lack of 
compressor oil pumping greatly 
reduces maintenance due to elimi- 
nation of oil and varnish deposits 
throughout the entire brake 
system. 
“¢ ¢ 

For complete details, see your 
nearest Midland dealer—or write 
factory direct. 







} 
ay Those Who Know 


Power Brakes 


CHOOSE MIDLAND ! 
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IX hundred members of the 

American Management Assn. 
heard the former senior industry 
member of the Wage Stabilization 
Board and a specialist in the in- 
dustrial relations field give what 
sounds to me like a sensible predic- 
tion that will bring to the automo- 
bile industry a wage increase of 15 
to 16 cents an hour this year and 
adoption of the 5-year-plan for a 
graduating annual wage .. . both 
without a strike. 


That sounds like a very sensi- 
ble solution to the much talked 


about guaranteed annual wage 
idea which has caused so much 
conversation among laboring men. 

Hiram S. Hall jr., thereby sep- 
arated himself from that guy you 
hear making predictions over the 
radio. He said the guaranteed an- 
nual wage idea was “the most 
dramatic of labor’s insecurity psy- 
choses.” 

There wag danger he said of “la- 
bor pricing itself out of the mar- 
ket,” pointing out that the labor 
contracts already cost 21 percent 
of the annual payroll. 

* * * 


Labor More Proficient 

OHN P. DUNLOP, the economics 

and labor specialist of Harvard 
told the meeting that the nation’s 
working force had been tremen- 
dously increased in the last 50 
years... “It’s better educated, more 
technically proficient, has a higher 


standard of living and includes) 


nearly 20 million women.” 

That should make a great differ- 
ence in the reception of any new 
ideas about labor compensation. 

For instance, at the turn of the 
century 10 percent of the labor 
force had a high school education, 
30 years later 51 percent and—in 


1955, 77 percent are well educated. |’ 


The nearly 20 million women now 
employed make up almost a third 
of the labor force. 
> * + 

Automation Psychosis 
— Joseph E. Finnegan, 

director of the Federal Media- 
tion and Conciliation Service, told 
the management group that neither 
management nor labor should look 
to the Government to decide their 
| disputes. 

P. S. The labor leaders must 
know that last week General Elec- 
| tric Co. began building a new mul- 
| timillion-dollar headquarters plant 
for manufacturing “automation” 
equipment at Waynesboro, Va. 

The real “psychosis” which 
seems to be bothering labor lead- 
ers is their absence of the reali- 
zation of the meaning of “auto- 
mation.” 

Automation means doing things 
|that had been thought extremely | 
difficult, but doing them automat- | 
|ically. This explains the report of | 
the Federal Reserve Board that in- 
dustrial production rose in April to 








| within 1 index point of the record | 
high in mid-1953. 


Some people couldn’t believe it...so we repeat 


UQUOO MILE WARRANTY 


On All Reo Gold Comet Engines 





Bishoff Motors in New Location— 


A new building has been opened by Bishoff Motors, Inc. (Nash), Morgantown, W. 
Va. D. B. Bishoff is president of the firm. 


ME WA to Meet on Eve 
Of Great Lakes Show 


DETROIT. — Automotive whole-;Tough,” at the Midwest business 
salers and manufacturers will meet ee Waebadon ~~ = ~~ 
. “ men olesalers Assn. June 8 a 
Siveival tues Gummeiien = Detroit’s Sheraton Cadillac Hotel. 
ekiicadeaietinaiel aia " Virgil C. Smith, of Ann Arbor, 
Mich., MEWA vice-president, will 
call the meeting to order at 9 a.m., 
the day before the Great Lakes 
Automotive Show opens here. 
James F. Lang, of Fort Wayne, 
Ind., MEWA director for the area, 
will officiate during the meeting. 


William Snow, of Toledo, counsel 
for the National Congress of Pe- 
troleum Retailers, will report on 
“Business Limited by Illegal Re- 
| straints.” His talk will be based on 
the results of a survey conducted 
|by his association on the illegal 
denial of access to this market and 
the plans for asking the Govern- 
ment to remedy the matter. 

MEWA’s group insurance plan. 
administered by Imperial Indus- 
tries, Inc., will be outlined by John 
Davis, broker administrator. “Un- 
|ions and Our Changing Times” will 





Only a sensational engine, vastly improved over 
the older models in use today, could stand up 
to a 100,000 mile warranty. Reo Gold Comet 
Engines develop a startling 1% h.p. per cu. in. 
displacement—actually up to 35% more than 
the industry average. A new standard in mod- 
ern truck engine efficiency. 

No other line delivers so much usable horse- 





220 H.P. GOLD COMET v-8 


Only 391%” long! Only 1211 Ibs. with acces- 
sories! Lets conventional tractors haul 35 ft. 
square-nose trailers in 45 ft. overall. Reo wet 
sleeve construction. Pound for pound, today’s 
most powerful short stroke V-8 truck engine. 





power to the wheels. No other has advanced 
wet sleeve construction throughout. No other 
can be maintained and overhauled at just 
a fraction of standard costs. A Reo Gold 
Comet in a tough Reo chassis will give you 
more performance, economy and efficiency than 
you have ever known before. Ask today—for a 
demonstration on your job. 


160 H.P. GOLD COMET six 


Big Brother to the world famous wet sleeve 
wonder engine used in rugged Reo “Eager 
Beaver” Trucks. Engineered for peak power 
output and efficiency. Extra power and speed 


plus rugged dependability. 








SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


Reo Motors, Inc., Lansing 20, Mich. °¢ 


Toronto, Ontario 


| be the title of an address by Rich- 
ard A. Melvin, MEWA’s director of 
member relations. 


William Crewdson, district sy s- 
tems manager of Charles Bruning 
Co., Chicago, will make a presenta- 
tion of “When ‘Write’ is Wrong,” 
highlighting the latest develop- 
ments in office machinery and 
clerical techniques for use by whole- 
salers in cutting office expenses. B. 
W. Ruark, MEWA’s general man- 
ager, will emphasize the importance 
of wholesalers in the economy. 





Turbine Engines 
Pose Threat to 
Supply Trades 


NEW YORK. — Widespread 
changes in the supply trades were 
predicted by Bernard F. Frevert, 
|editor of Standard & Poor’s Out- 
| look, if the gas turbine becomes the 
chief means of motor car propul- 
sion. 


“Since camshafts, crankshafts, 
| pistons and piston rings are elim- 
|inated in the new engine, and re- 
quirements for electrical equip- 
ment and valves are greatly 
reduced, manufacturers of these 
parts will have to revamp their 
operations or diversify,” Frevert 
said. 
Replacement business for con- 
ventional engine parts will pro- 
vide a certain grace period, but 
| he predicted “this market will 
| steadily dwindle.” 

“Oil executives engaged in long- 
range marketing surveys tell us 
that the gas-turbine-powered auto 
is not far away,” he said. “Some 
say as early as 1957, others by 
1960.” The first commercial appli- 
cation is expected to be in high- 
|priced sports cars. Development 
could progress rapidly thereafter, 
it is said, suggesting that 1965-70 
|might be the time-table for the 
large-scale changeover.” 

Frevert said the major advantage 
of the turbine is the reduced num- 
|ber of moving parts, estimated at 
less than one-fifth as many as in 
| the piston engine of similar power. 
Moreover, since the parts move in 
rotary rather than reciprocating 
motion with little friction, mainte- 
nance is simplified and life ex- 
pectancy is greater. 
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By Stuart Griffin 
Special Correspondent 
KYO. — The Ministry of Inter- 
national Trade and Industry 
has drawn up plans under which 
Japan intends to become self-suffi- 
cient in passenger vehicles by Apr. 
1, 1960. 

The Ministry hopes to attain 
this goal by drastically curtailing 
foreign exchange allotted for the 
import of foreign vehicles, curbing 
imports of cars by foreigners on a 
non-exchange basis and restricting 
sales of motor cars by U. S. Se- 
curity Forces stationed in Japan. 

At the same time, the Ministry 
will encourage domestic manu- 
facturers to increase production 
of vehicles from the current 9,000 
units per year to 26,000 units— 
sufficient to satisfy the domestic 
demand. 

The Ministry envisages a gradual 
reduction in the number of foreign 
makes of cars brought into this 
country through regular channels, 
so that from fiscal] 1960 imports 
will be limited to those under 
trade agreements between Japan 
and foreign countries. 

The number of regular channel 
cars last year amounted to 2,000 
units. 

The Government from fiscal year 
1960-61 will also restrict the num- 
ber of foreign cars being assem- 
bled in this country—including Hill- 
man, Austin, Renault, Fiat, Volks- 
wagen and other models—to a total 
of 6,000 vehicles a month. 

The Ministry expects to con- 
serve approximately $22,310,000 in 
foreign currency annually, when 
these measures are put into effect. 

However, it is obvious that criti- 
cism of the Ministry’s overall plan 


will arise. In the first place, Jap- | 
anese vehicles are simply not up to | 


the standards of foreign manufac- 

turers, nor are they likely to be 

even within the next five years. 
Manufacturers here are com- 


pelled to admit that the cheapest | 


Japanese car costs in the neighbor- 
hood of $2,000, which is $500 to $750 
more expensive than the cheapest 
foreign make—which is a better 
car in all ways, more sturdy, and 
with far less gas and oil consump- 
tion. 

The Japanese Government has 
slapped a prohibitive 78 percent 
import tax on all new foreign cars, 
but even this measure—taken to 
assist Japan’s domestic production 
—has failed. Car buyers have paid 
the tax or gone without vehicular 


transportation, rather than buy 
even the late-model Japanese 
makes. 

* * * 


Vehicles Export Up 


T= latest checkup by the Min- 
istry of International Trade 
and Industry for the month of 
April reveals that the total value 
of Japan’s exports in motor vehi- 
cles reached $649,900, an increase 
of 2 percent, as compared with 
March. 


x * * 


Three-Wheeled Cars 

HE nation’s eight leading manu- 

facturers of three-wheeled mo- 
tor cars have established their 
annual production goal for the 
1955-56 Japanese fiscal year, at 106,- 
030 units, according to reports by 
the Japan Small Automobile Assn. 

The production figures of the 
various domestic manufacturing 
firms are listed as follows: 

Tokyo Industry — 33,250 units; 
Daihatsu Industry — 31,500; Shin 
Mitsubishi Heavy Industries, Reor- 
ganized, Ltd.—12,000 Aichi Machin- 
ery Industry KK — 10,115; Japan 
Combustion Machine Mfg. Co. — 
7,800; Meiwa Automobile Mfg. Co. 
—5,690; Mitsui Precision Machine 
Mfg. Corp.—4,600, and the Nisshin 
Industrial Co., Ltd.—1,075 units. 


* * * 


Tire Prospects Bright 


parts the loss of the impor- 
tant South Korean market, ex- 
port of automobile tires and tubes 
for 1954 recorded a 38 percent in- 
crease over 1953 totals. The month- 
ly average value of the shipments 
reached $420,000, as business im- 
proved with the Southeastern Asian 
countries and the Middle and Near 
East regions. 


This favorable trend it is re- 


Auto Letter from Japan 


Production Self-Sufficiency by 1960 
Asked of Car Makers 
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ported, has even been accentuated 
since the beginning of 1955. 

In January, automobile tires 
and tubes export shipments to- 
taled $784,000, setting an alltime 
high record. In February, though 
falling off somewhat, they still 
reached $710,000, rising to $765,- 
000 in March. 

Traders attribute these favorable 
developments, presaging they feel 
a bright 1955 year overall, to (1) 
efforts since the middle of last year 
to develop new markets, and (2) 
the completion of a new export tire 
plant. 

Also, automobile tire and tube 
makers have stopped cut-throat 
competition among themselves and 
now cooperate in setting their ‘ex- 
port price levels and obtaining 
overseas orders. 

* J * 


Foreign Exchange 


JPOREION exchange allocation 
set aside by the Ministry of In- 





ternational Trade and Industry for 
Japan’s automobile industry for the 
current 1955-56 Japanese fiscal 
year, igs reported at $600,000. 

This reflects little difference from 
the 1954-55 fiscal year budget in 
which $615,000 in foreign exchange 
was allocated to the industry. 


The budget for this year, from 
Apr. 1, 1955 through March 31, 1956, 
is enough to purchase about 400 
cars. 


Still, it is necessary to import 
foreign machinery in order to ac- 
celerate the buildup of the auto- 
mobile industry in this country, 
and makers hope that the Jap- 
anese Government will allocate 
sufficient funds for that purpose. 


Approximately $4 million has been 
appropriated for importing parts 
and accessories for foreign cars to 
be assembled in Japan, almost en- 
tirely West European makes 
(French, English, German, and 
Italian). 

This amount of foreign funds, 
Government officials believe, is 
enough to cover requirements of 
the different assemblers. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Doctors 


eye 


Motors! 





Does 182 Operations— 


A new in-line transfer machine, featur- 
ing sectionalized automation, is being 
made by Snyder Tool & Engineering Co., 
Detroit. The 150-foot long machine, shown 
above, is said to perform 182 milling, 
drilling, tapping and boring operations 
on a cast iron automatic transmission 
case. It cycles to produce 100 cases per 
hour at 80 percent efficiency, the manu- 
facturer states. 





37° 
Illinois, Texas 


Move Toward 
Standard Plates 


CHICAGO. — Growing support 
for the adoption of standard-size 
license plates is reported from all 
states, Canada and Mexico by the 
American Assn. of Motor Vehicle 
Administrators. 

Latest states to consider a 6 by 
12-inch plate are [Illinois and 
Texas. A bill has been introduced 
in the Illinois Legislature legaliz- 
ing the new size and calling for a 
$500,000 appropriation to pay for 
the 1956 plates. 

In Texas, D. C. Green, state high- 
way engineer, stated that Lone 
Star tags will be changed to the 
new size in 1956. 

In all, according to the AAMVA, 
motor vehicle administrators in 42 
states have committed themselves 
to the standard size plates, as have 
all Canadian provinces, Mexico, 
Hawaii and the Canal Zone. 

In many of these states, how- 
ever, legislation is still needed to 
place the decisions into effect. The 
AAMVA’s goal is uniform plates 
by 1957. 


Do you want: 1. LESS SALES RESISTANCE 
2. MORE RING INSTALLATIONS 





3. MORE 


PROFIT 


then install the rings preferred by more people 
than any other brand... Perfect Circles 
And why this preference? Because Perfect Circle’s 2-in-1 Chrome 


piston ring set has both the TOP ring and the OIL ring plated with 
thick, solid chrome! Entire area of ring travel gets complete wear 
protection more than doubling the life of cylinders, pistons and rings. 
Customers are assured thousands of extra, satisfying, economical 
miles of sustained power and positive oil control! No tedious break-in 
as rings are lappec. -in at factory. Perfect Circle Corporation, Hagers- 
town, Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario. 


Perfect Circle 1..: sccm pistes snes 


The Standard of Comparison 
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Commeretial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 





Truckin’ 


+» by Jack Weed 





[™ BEGINNING to get an idea 
that much of the “niff-nawing” 
between truck dealers and distribu- 
tors of truck bodies and equipment 
that continually comes to my ears 
is due to “suppositions” by both 
sides. 

There are suppositions by the 
body and equipment distributors 
that the dealers won’t work with 
them and “suppositions” on the 
part of the dealers that the dis- 
tributors peddle prospects to 
other dealers with whom they 
have a closer relationship for 
some reason or other. 

I have before me a case in point 
where I wrote to a good friend of 
mine in the truck business that a 
well known and highly respected 
truck equipment distributor had 
told me ‘that my friends’ truck 
sales manager ‘was taking money 

on the side from another distribu- 
tor in that city. 

My friend is one of those two- 
fisted, go-getter types who takes 
nothing for granted and would fire 
any salesman or sales manager if 
he was convinced that the guy was 
on the “take.” On the other hand, 
he is not so impulsive that he 
would fire a good truck sales man- 
ager without knowing the facts. 

So he went to an outside source 
of investigators to dig out the truth 
of the matter. ‘ 
7 investigators came up with 

a clean bill of health for the 

honesty of the truck sales man- 
ager but with some facts that I 
know my friend will correct before 
many weeks roll by. It was found 
that his dealership had practically 
a universal reputation among 
equipment distributors for getting 
kickbacks from distributors with 
which his firm does most of its 
business. 

My dealer friend is a close 
buyer and has been giving most 
of his body and equipment busi- 
ness to one distributor in this 
rather large city because this 
firm gives him the best prices 
and the type of service he appre- 
ciates. 

The policy of his dealership is 
that inasmuch as his salesmen 
have to go out and sell their trucks 
and fight for the business, he ex- 
pects the people they do business 
with to do the same. The firm that 
supplies most of his needs is on 
the job fighting for the business 
and will send for the truck, mount 
the body or equipment and return 
the truck ready to deliver to the 
customer. 

Not another distributor in his 


city has offered this service and 

most of them say they haven’t the 

facilities to do it when this phase 

of the business is put up to them. 
7 . s 


No Proof of Charge 

HE distributor who told me that 

my friend’s truck sales manager 
was on the “take” had no proof 
to back up the accusation. Because 
he had bid on several jobs and 
lost out he just got the idea there 
must be something like that or else 
he would have gotten some of the 
business. 

Judging from the copy of the 
report sent me by my friend, 
this distributor not only admitted 
this, but also admitted that he 
was the one who had told me 
about the deal in the first place 


although I had not mentioned 
(Continued on Page 43, Col. 1) 
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Truck-Tire Limits Hiked 
By New Official Ratings 


is increased from 1,700 pounds at| inflation, and the 8.25-20 10-ply tire, 


EW load ratings have been is- 


sued on truck tires by the Tire| 50 pounds’ inflation to 1,870 pounds. 


and Rim Assn. The new load and 
inflation ratings, while higher than 
those formerly given, are not high- 
er than what many operators have 
been using. 

In issuing the new load and in- 
flation table, however, the associ- 
ation has put actual maximum 
ratings on the tires. Truck deal- 
ers and operators are cautioned 
not to exceed these for safe oper- 
ation. 

The association has taken into 
account the increased carrying 
ability that has gradually been built 
into truck tires under present con- 
struction methods. 

The increased maximum load rat- 
ings average out about 15 percent 
higher than were formerly allowed. 

* ? 


ro instance, the maximum rat- 
ing on the 6.50-20 six-ply tire 


-New Tire Load and Inflation Table 
For Trucks and Buses 


(Tire and Rim Association Standard) 


TIRE PLY TIRE LOADS AT VARIOUS INFLATION PRESSURES 


SIZE RATING 40 45 50 55 60 65 70 ct) 80 
6.50-20 1640 1760 1870 
*7.00-17 1620 1740 1850 1960 2060 
7.00-18 1690 1810 1920 2040 2140 
7.00-20 1830 1960 2080 2200 2310 
7.50-17 1830 1960 2090 2220 2330 2440 
7.50-18 1900 2040 2170 2300 2420 2540 
750-20 2060 2210 2350 2490 2620 2740 
8.25-17 2140 2290 2440 2590 2720 2850 2980 


2550 
2730 


9.00-20 3040 3240 3440 3620 
10.00-18 3380 35380 3760 
10.00-20 3600 3820 4020 
10.00-22 3860 4030 4290 
10.00-24 4080 4330 4550 
11.00-20 4060 4300 4520 
11.00-22 4320 4580 4810 
11.00-24 45380 4850 5100 
12.00-20 5090 
12.00-22 5410 
12.00-24 5730 


Underscoring denotes maximum recommended loads. 
* There is also a 7.00-17-6 ply tire for light trucks with a maximum rating of 1,750 Ibs. at 45 Ibs. inflation. 


$790 3060 
3940 4120 4280 
4220 49 44104580 
4500 4700 4880 
4770 4980 5180 
4740 4950 5150 
5050 5270 5480 
5350 5590 5810 
5330 5580 5800 6020 
5670 5930 6150 6400 
6000 6280 6550 6780 


The 7.00-17 eight-ply tire maximum 
rating goes up from 1,775 pounds 
at 55 pounds’ inflation to 2,060 
pounds. The 7.00-18 eight-ply in- 
creases at 55 pounds’ inflation from 
1,850 to 2,140 pounds and the 7.00- 
20 eight-ply from 2,000 pounds to 
2,310 pounds at the same inflation. 

The 7.50-17 eight-ply tire at 60 
pounds’ inflation goes up to 2,440 
pounds, the 7.50-18 eight-ply in- 
creases from 2,200 to 2,540 pounds 
and the 7.50-20 eight-ply increases 
from 2,375 to 2,740 pounds. All 
the new ratings are given at 65 
pounds’ inflation. 

The 8.25-17 10-ply tire formerly 
rated at 2,600 pounds maximum at 
65 pounds’ inflation now carries a 
rating of 2,980 pounds at 70 pounds’ 
inflation. The 8.25-18 formerly rated 
at 2,675 pounds at 65 pounds is now 
rated at 3,100 pounds at 70 pounds’ 
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Ford Passes Chevrolet in 1955 Truck Sales 


NTERNATIONAL, Ford — which 
moved into first place—and 
Willys scored the biggest gains in 
penetration of the first-quarter 
truck market, while Chevrolet and 
GMC suffered the greatest losses. 
Chevrolet, GMC and Dodge were 
shut down for changeovers dur- 
ing the first quarter, but Dodge 
ran up an 0.72 percentage point 
gain despite this. 

Ford gained 2.13 percentage 
points to take first place in sales 
away from Chevrolet. Internation- 
al’s gain was 3.20 percentage points 
and Willys went-up 1.62 percentage 
points. Chevrolet stumped 6.55 per- 
centage points from its 1954 first- 


quarter sales and GMC dropped off | Polk & Co., 182,956 in 1955 against 


1.86 percentage points. 


* * . 


Qa showing gains were: 

Mack, 0.36 percentage points; 
Studebaker, 0.12; White, 0.11, and 
Diamond T, 0.07. Reo was the only 
maker other than Chevrolet and 
GMC to lose and its loss was only 
0.05 percentage points. Brockway 
broke exactly even, being 0.15 in 
1955 and in 1954. 

Total sales for the 1955 first- 
quarter were down 11,164 from the 
registration figures of the same pe- 
riod in 1954. The comparative reg- 
istrations were, according to R. L. 


194,120 in 1954. 

Leaders for the quarter were 
Ford with 63,376, Chevrolet with 
50,372, International with 23,966 
and Dodge with 15,719. 

Despite a drop of over 11,000 
units, 16 states upped registrations 
during the quarter, compared with 


1954. They were Alabama, Califor- | Pod 


nia, Colorado, Delaware, District of 


Columbia, Florida, Georgia, Massa- 8 


chusetts, Montana, Nevada, Oregon, 


TRUCK NEW PRODUCTS 
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Rhode Island, Utah, Vermont, Vir- 
ginia and Washington. 
* * * 


T= standing by makes varied 
very little for each month of 
the quarter. The final ratings were: 


Make and 


Standing Jan. Feb. Mar. 
Ford (2-1-1) 18,792 19,401 25,307 
Chev. (1-2-2) 19,437 16,496 15,024 
Intl. (3-3-3) 8,396 6,857 8,723 

we ( ) 5,287 4,682 6,762 
GMO (5-5-5) 56,161 3,856 3,670 
Willys (6-6-6) 1,839 1,879 2,175 
White (7-7-8) 1,023 919 1,031 

tude. (8-8-7) 150 772 + +=«1,081 
Mack (9-9-9) 641 530 791 
Dia. T (10-10-10) 221 236 309 
Reo (11-11-11) 213 125 183 
Brockway (12-12-12) 97 86 89 
Miscellaneous 474 403 577 


Despite the decline in sales, nine 
(Continued on Page 41, Col. 1) 


formerly rated at 2,900 pounds with 
65 pounds’ inflation, now carries a 
3,330 pound-rating with 70 pounds’ 
inflation. 

The 9.00-18 10-ply tire, which for- 
merly was rated at 3,225 pounds 
maximum with 65 pounds’ inflation, 
now carries a 3,690-pound rating 
maximum with 70 pounds’ inflation. 
The 9.00-20 10-ply, which was for- 
merly rated 3,450 at 65 pounds’ in- 
flation, now has a rating of 3,960 
pounds with 70 pounds’ inflation. 

The 10.00-18 12-ply tire, formerly 
rated maximum at 3,775 with 70 
pounds’ inflation, now is rated 4,280 
with 75 pounds’ inflation. The 10.00- 
20, rated formerly at 4,000 pounds, 
now is rated at 4,580 pounds at 75 
pounds’ inflation. The 10.00-22, for- 
merly rated at 4,275 pounds, is now 
4,880 and the 10.00-24, formerly 
rated 4,550 pounds maximum, is 
now rated at 5,180 pounds at 75 
pounds’ inflation. | 


T= 11.00-20 12-ply, formerly 
rated maximum at 4,500 pounds 
with 70 pounds’ inflation, is now 
rated at 5,180 pounds at 75 pounds’ 
inflation. The 11.00-22, formerly 
rated at 4,750, now is rated at 5,480 
pounds, and the 11.00-24, formerly 
rated at 5,000 pounds, now is rated 
at 5,810 pounds. 

The 12.00-20 14-ply, formerly 
rated at 5,275 pounds with 75 
pounds’ inflation, now carries a 
rating of 6,020 maximum with 80 
pounds’ inflation. The 12.00-22, 

(Continued on Page 42, Col. 3) 


Trucking Is Held 
A Great Frontier 
Of Opportunity 


eae, Kans.—Trucking, baby 
industry of America, offers the 
best career opportunity open to 
young men and women, according 
to Mary Turkington, editor of the 
Kansas Transporter. 

“With the number of trucks 
doubling in the last 10 years and 
prospects indicating even greater 
gains in the next decade, the in- 
dustry is going to be hard pressed 
to find a pool of competent peo- 
ple ready to take over the com- 
plex job of motor transporta- 
tion,” Miss Turkington says. 

To support her role of selling 
trucking careers, Miss Turkington 
serves as assistant managing direc- 
tor of the Kansas Motor Carriers 
Assn. and is a registered lobbyist 
for the trucking industry. 

a * 


S TURKINGTON was instru- 

mental in killing the state’s 
24-year-old ton-mile tax law and 
lobbying for new laws aiding the 
industry. She has been with the 
KMCA for nine years and hag seen 
trucking rise from “a first-genera- 
tion business of guts, guesswork 
and gamble into the nation’s sec- 
ond largest employer.” 

People are going to have to be 
trained and encouraged to enter 
the trucking business, Miss Turk- 
ington believes. She has been 
called on frequently to help big 
schools and colleges set up spe- 
cial trucking industry courses 
and to help find qualified people 
to teach various phases of truck- 
ing. 

She says that the industry is 
attracting an increasing number of 
college trained personnel since 
wages in trucking average better 
than $1,000 a year more than the 
average for all private industry. It 

(Continued on Page 40, Col. 1) 
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GMC Dealer Lifts Gross Profit to $100,000. . . 


Truck Sales Add to His Profits 


AARTIGEURG, W. Va—James|the price mighty close to get the 


Dailey, of Dailey Motors (GMC- 
Cadillac-Pontiac), here sums up 
his attitude about being a truck 
dealer: “We sel] trucks because 
we want to—not because we have 
to, and we make money doing it.” 

Dailey grossed $471.30 on each 
new-truck “washout” last year 
and boosted hig average gross 
body and equipment sales to 
$168.50 per truck despite the fact 
that he sold some garbage trucks 
to the city at no profit. 

Dailey Motors started as a GMC- 
Cadillac dealership in 1935, Pontiac 

was added in 1936, John Deere im- 
plements in 1941. 
* + * 

TAL sales of GMC trucks for 

the past several years have been 
estimated by Dailey at 25 to 30 
units. He puts the figure as 20 per- 
cent of the firm’s total vehicle 
sales. However, dollarwise, it is a 
much more important source of 
revenue, Dailey said. 

In 1954, Dailey Motors’ total 
sales ran in the neighborhood of 
$400,000 and gross profit was 
around $100,000. The percentage 
of net profit, as compared to to- 
tal sales, exceeded 6 percent. “We 
couldn’t have done it without 
trucks,” Dailey said. 

Dailey is aided by his nephew, 
Bob Dailey, vice-president and 

salesmanager, and his son, James 
jr., who is treasurer. Nelson Cauld- 
well, with the company more than 
10 years, is another highly regarded 
member of the firm. 
* a * 
7s building occupied by Dailey 

Motors covers over 17,000 square 
feet and has 600 feet of frontage. 
The service department and body 
shop fill 9,000 square feet of space 
and employ five mechanics, wash 
man, body man and three helpers. 

Total parts and service business 
during 1954 has been set by Dailey 
at $100,000. Dailey credits his heavy- 
duty wrecker with getting a big 
part of the truck repair work in 
the area, which he figures will run 
over a third of the total parts and 
service volume. 

“We get most of the heavy- 

usiness 


duty service b because no- 
body else around has a wrecker 
that will handle it,” observed 
Dailey. 


During the summer, a huge and 
highly colorful bed of petuniag is 
maintained along the front of the 
dealership. “It costs us a little 
money,” said Dailey, “but we enjoy 
it ourselves and you’d be surprised 
how many favorable comments we 
receive.” 

7. + e 

PEAKING about trucks, Dailey 

said: “We've learned a lot of 
things over the years. Truck sales 
hold up in both good and bad times. 
While cars aren’t a luxury any 
more, they are still not as much of 
@ necessity as trucks. 

Dailey recalled the days of the 
war, and said that the firm would 
have had a hard time getting along 
without the truck and farm imple- 
ment lines. 

“We have found that you can 

on your truck customers 
staying with you. Sell the man 
the right truck and he comes 
back, both for service and when 
he’s ready to trade,” said Dailey. 

He added that if the firm wasn’t 
selling trucks its expenses would 
be very much the same. “We figure 
what we make on trucks is just 
about all net profit. Don’t get me 
wrong—I don’t say that selling a 
truck is as easy ag selling a car, 
but we’re truck-minded and it has 
proven to be a good business for 
us.” 

Dailey said another reason the 
firm makes money on its truck 
operation is that “we know our 
market and we know our cus- 
tomers. 

“We don’t have any repossessions 
to speak of because I won’t sell a 
man a deal he can’t handle. Our 
accounts receivable are as good as 
money in the bank,” he said. 

“We sometimes have to shave 


Varga Buys DeSoto Deal 


George M. Varga has purchased 
the DeSoto-Plymouth dealership 
formerly held by Hadley Motor Co., 
Canton, O. Varga also heads a deal- 
ership in Lisbon, O. 


business, and if there isn’t enough 
profit in a deal, we don’t pay com- 
mission. It may sound tough, but 
that’s why our salesmen sell—not 
just take orders,” said Dailey. 
* + * 

"7 SELL a better truck, not 

just a lower price and our 
customers respect us for it,” he 
added. 

Dailey said the firm breaks 
even on both used-car and used- 
truck business. “Sometimes we 
even make a little profit, that 
shows that we buy right,” he ob- 
served. 

Dailey pointed out that too many 
dealers don’t realize how much 
profit can be realized on truck 
sales. He added that his firm’s 
service and parts sales accounted 
for more than one-third of the 
total. de 


— repair jobs often run 


into hundreds of dollars of | sec; 


profitable business, many times 








New All-Aluminum 
TRUCK BODIES 


Beaded Panel Units 
Smooth Panel Units 
Outside Post Units 


that of an ordinary car repair. Our 
truck repair volume enables us to 
hire more capable mechanics,” he 
said. 

Another unique feature of Dailey 
Motors is the free breakfast served 


by Jim Dailey’s sister. It is a hearty 


one, usually consisting of fruit, ham 
or bacon and eggs and cereal. 


“I didn’t eat any breakfast for 
20 years,” chuckled Dailey, “but I 
found out that I felt a lot better 
after a good breakfast and did a 
better day’s work. So I figured 
my employes would, too. The 
wives love it, too, because they 
a ee ee 


Dailey is active in civic affairs 
and plays a prominent part in the 
West Virginia Automobile Dealers 
Assn. and the NADA. He also is 
on the board and finance commit- 
tee of the local Peoples Trust Co. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
ion. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


Make Profitable Extra Sales! 


WHATEVER YOUR CUSTOMERS’ truck body require- 
ments are, you can now fulfill their needs in one complete 
purchase all in your salesroom. In fact, you can sell your 
own chassis more easily, quickly and, of course, profitably, 
by making Fruehauf Truck Bodies available at your sales- 
room. Let your customers choose from the only complete 
line of truck bodies available, let them select from the 
widest range of body types, lengths and door options 
offered by any manufacturer, and then let Fruehauf do the 
mounting and painting at no extra charge. 


Latest additions to Fruehauf’s complete line are the new 
all-aluminum bodies, with beaded, smooth panel, and out- 
side post units all offered at the same price! Straight-frame 
or wheelhousing units are available with each body type, 
in lengths from 12’ to 24’ in 1’ increments. 


You can provide all these advantages for your customers 
at a protected price that means a guaranteed profit on 
every sale. It will pay you to get all the money-making 
facts. Just mail the coupon below for fast results! 


r= 
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Aluminum Van Shown to Dealers— 
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Star of the recent Dorsey Trailers national sales convention in Pensacola Beach, 
Fla., was the firm's new aluminum “Spacemaster" shown above. The 35-foot tandem 
model has 2,275 cubic feet of space. Inside width is 94 inches and height, ahead of 
the drop, is 95 inches. It weighs in at 9,380 pounds. 


General Revises Tire Ratings 


AKRON.—Load and inflation fig- 
ures for over-the-road tires have 
been revised by General Tire & 
Rubber Co. 

The company said its move is the 
first such action on the part of a 


TE LINE 


DF TRUCK 





rubber firm in recent years. Gen- 
eral credited “phenomenal improve- 
ments” in tire fabrics, rubber com- 
pounds and tire design. 

According to the new ratings, 
carrying capacity has been ad- 
vanced 10 to 15 percent. 
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Opportunities for Youth Cited... 


Trucking Is Urged as Career 


(Continued from Page 38) 


takes special skills and training to 
draw that kind of wages, she says. 


* * * 


Base operational unit of truck- 
ing personnel is the driver, Miss 
Turkington says. He has advanced 
to today’s professional status 
largely through a process of “the 
survival of the fittest.” 

“Many of our professional driv- 
ers learned the job through ‘seat- 
of-their-pants’ experience, hard 
knocks and a determination to 
stay in the business,” she says. 

In the beginning, a talent for 
driving a truck was about all that 
was required, she says. Today, it 
takes a lot more of other skills and 
a@ lot less of physical driving effort. 
Modern transportation equipment 
takes a minimum of physical ef- 
fort, hauls a bigger percentage of 
payload, carries a lot of built-in 
safety and is equipped with plenty 
of profit-making features, she 
notes. 

With the simplification of truck 


operation has come such an in- 
crease in diversified uses that the 
driver has to have a lot of new 
skills. Part of them can come from 
an educational approach and 
schools and colleges are already in 
a position to effer a lot of basic 
training needed in the industry, 
she says. 

It is largely a matter of acquaint- 





N. Y. Group Schedules 


Truck Safety School 


NEW YORK.—The Greater 
New York Safety Council has 
announced that it will conduct, 
for the fourth straight year, a 
safety training school for motor 
vehicle fleet supervisors. 

Three sessions will include 
classroom lectures, panel discus- 
sions and visual-aid demonstra- 
tions, according to Edward A. 
Fullarton, Travelers Insurance 
Co. senior engineer and training 
course chairman. 





ing young people with the oppor- 
|tunities available and interesting 
them in equipping themselves to 
fill a role in trucking, Miss Turk- 
ington adds. 

Here are some of the skills she 
believes the modern truck driver 
needs: He has to be something of 
a safety engineer because “it is 
to6 late to learn coefficients of 
various speeds and braking, night 
and day safety practices, fire pre- 
cautions, etc., after an accident.” 


The driver has to be something 


|of a political scientist to know the 


how and why of state laws that 
change as fast as the driver crosses 
state lines, what he can do to help 
change bad trucking laws and 
what the laws mean to himself 
and his job in taxes. 
* * + 
ORE and more the motoring 
public is coming to depend on 
truck drivers for first-aid. A little 





basic study in physiology and med- 
ical practice can help drivers save 








Spreading the Word on Trucking Careers— 

One good place to pass out information on careers in trucking is in a truck dealer's 
showroom. Mary Turkington, editor of the Kansas Transporter, tells Lester Miller, 
truck sales manager, of Mosby-Mack Ford, Topeka, Kans., some of her ideas on 


recruiting young people into the industry. 
+ o * 


lives. Tied closely with that is pub- 
lic relations, a skill that has helped 
modern drivers become “profes- 
sional men” as compared to the 


RIGHT UNDER HIS NOSE... _ 





..put does he see it? 


It will pay you handsomely to take full advantage of 
Socony Mobil’s lubrication training program. It includes 
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WASH AND POLISH 
“~~ BUILDS SERVICE INCOME — 
Socony Mobil will help train your 


lubrication men to find extra business like this 
for your other service departments! 







training centers, a staff of experienced instructors and 


salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


ONLY SOCONY MOBIL OFFERS ALL THREE: 


® America’s Favorites —Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


® Exclusive “‘On-The-Job” Training 


SOCONY MOBIL OllL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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* * * 


old-time “jockeys” that used to 
scare farm horses. 

As far as the public is con- 
cerned, the driver is the com- 
pany. He is always in the spot- 
light. It takes a big ground crew 
to keep the modern transport 
driver on the road, but few peo- 
ple realize or care. The man they 
know is the driver, and his public 
relations become more vital all 
the time. 

Even though an office force may 
handle a big part of the paper work 
necessary to trucking operations, 

the driver needs some commercial 
training. Bills of lading, opera- 
tional records, state tax forms, time 






For Women Too— 


Trucking is no longer exclusively a 
man's game and there are plenty of job 
opportunities for young women, according 
to Mary Turkington (right), When high 
school and college counselors send young 
women to Miss Turkington's office for job 
information, she uses Kansas Transperter, 
the magazine she edits, to point up re- 
| cent developments in the trucking indus- 
| try. 


7” 
schedules, all are 
| work. 

And whether he would admit it 
or not, the modern truck driver 
has to be a pretty good psycholo- 
gist. His ability to outguess the 
other driver means saving lives 
and bringing through valuable 
cargoes safely. How and why he 
| and other people react as they 
do are his daily breath. 

These are just a few of the basic 
skills necessary in the industry. 

x * ” 


qi a start through education, 
drivers and others entering 
trucking have a wide road to ad- 
vancement ahead of them. The in- 
dastry is complex enough to offer 
almost any special talent a place. 
Wages are high enough to permit 
investment in trucking with unit 
and fleet ownership possible for 
those who want to work toward 
that end, she says. 

Progress in trucking depends 
on attracting the best people 
America can offer, Mary Turk- 
ington believes. 

“Trucking is a young industry 
and it’s going to need young peo- 
ple,” is the way she puts it. “And 
we'll get ’em. All We need to do is 
tell more of them about the oppor- 
tunities open and show them how 
to qualify for the jobs.” 


Lancaster Heil Outlet 


LANCASTER, Pa. — Lancaster 
Sales, 265 Harrisburg Ave., is now 
handling the sale of Heil products 
in the Lancaster, Harrisburg and 
York area, according to Robert 
Rose, district sales manager of Heil 
Co. Manager of the Lancaster op- 
eration is George Robertshaw. He 
will be assisted by Edward Thoms. 


* 


* 
part of his paper 
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Total Sales Dip 11,164... How They Fared... 


Ford Beats Chevrolet Commercial Car Sales by Makes 


In Sales of Trucks ve nnn 











1954 
of First "Of 
Market Market 
(Continued from Page 38) $4.64 63,102 $2.51 
of the above 13 classifications; seaboard. No midwest states dis- eeevsessesesseseassaes 27.80 66,677 84.35 
showed unit gains and only four|played a gain. Some, like Iinois 23,966 13.10 19,212 9.90 
showed losses. and Michigan, showed losses of aes iteet vo 
The gains, in percentages, ranged | more than a thousand units. "388 8.22 8,109 1.60 
from a high of 89.39 for Willys to es . . 
a low of 0.43 percent for Ford. The THE other hand, states show- = cans ia 
others So Wu ian tee ing the largest gains were in|] Maelo. 1.02 1,279 0.66 
be oe 306: Mack e 43: Semmes the Far West. California gained a i : 0.42 679 0.35 
T 1281, and miscellaneous, 18.57, | healthy 1,819 units while Washing- || Reo ....vcc.cccocoeson- 028 eas 038 
‘ttuke 3 ’ . oxae| ton added 1,303 to its truck popula- i . 
percent for GMC to 933° percent |tion. Both states registered gains : Oe i ee 
for Brockway. The other two were | in each month: 100.00 194,120 100.00 
Chevrolet, 23.70 and Reo, 17.69. Jan. Jan. Feb. ry 7 ae * Miscellaneous includes Autocar, Corbitt, Marmon-Herrington, Four Wheel Drive 
yrs calit.— = ye Sterling, Federal, etc, 
THE states that showed gains) 5,437 4,687 5,033 4,503 65,712 5,173 —Compiled from R. L. Polk & Co. data. 
ae Weelsoo 515 749 «S21 «1,091 = 701 
Gain January; was up 52 in February, | showed gains in one month—73 in 
Massa , although showi ; 
po Mos. aer. er. Gain a loss . — Pmt ae and dropped three in March for a| January—only to slump in the 
Fa sotininiin 2 3809 3,654 155 | onough in February to show an|net gain of 15. other two—74 in February and 182 
yom ee : re aan “— overall gain. It lost 34 units in| Other states, like Connecticut, | in March—for a net loss. 
a 
ac 2 650 586 64 
a 448 438 10 
ng Gelseaints ; ae 5,339 4 | <3 LEGER GLARE POISE: — 
Mass. .......... 1 2,705 2,690 15 | ioe 
Mont. 2 $1,491 1,457 34 
Nev. 3 616 415 201 
GI, oacccceesens 2 2,760 2,305 455 
a 3 610 501 109 
Utah .......... 2 704 615 89 
oe 2 534 485 49 
PRMD cisbestekseies 3 3,784 3,583 201 
Wash. ........ 3 3,040 1,737 1,303 


Six of the 16 states showed gains 
in each month of the quarter while 
nine held gains of two months, and 
one of only one month. 

All of the states making gains 
were in the west or on the eastern 


Newly Designed 
Lighting Truck 
Makes Debut 


WALTHAM, Mass.—A new flood- 
lighting truck, designed for emer- 
gency lighting at fires, drownings 
and other catastrophes requiring 
portable light and power, has been 
purchased by the City of Waltham. 

Said to be the first of its type 
ever built, the truck has a special 
body mounted on a 1%-ton chassis 
and has eight 450-foot power- 
wound line reels enclosed in cabi- 
nets, four on each side of the 
truck. | 

Two compartments house eight | 
500-watt Circle D portable flood- 
lights and three 1,000-watt flood- 
lights, mounted on a retractable 
and rotatable tower, supplying 
60,00 candlepower. In addition, a 
1,000-watt spotlight carried in the 
truck can be mounted on either 
side to provide a concentrated 
beam for long distances. A total 
of 128,000 candlepower can be 
produced within two minutes. 

Power can also be supplied by 
the truck for electric motors, saws, 
smoke ejectors and other emer- 
gency equipment requiring 110, 120 
or 220 volts alternating current. 

The truck was constructed by 
James A. Kiley Co., Somerville, 
Mass., and lighting equipped 
through Ellington Electric Co., Mil- 
lis, Mass. The Circle D floods and 
spots were manufactured by Natale 
Machine & Tooi Co., Carlstadt, N. J. 





Planning Future 


Study Stresses Effectiveness 


Of Management Control 


NEW YORK. — Companies of 
every size can plan ahead more 
effectively if they install a program 
of management planning and con- 
trol, according to a study by the 
Controllership Foundation. 

The 62-page report, entitled 
“Planning, Managing and Measur- 
ing the Business,” is based on a 


ae Ss a s ‘iecteic Co. t Ewa e More trucks use Signal-Stat Class A—Type 1 directional 
‘4 : “ae 
is called a “federation of highly signals than all other makes combined! aaa 
autonomous businesses.” e Legal and approved in all 48 states and the District of 
Copies are available from the Columbia and in Canada wherever approval is required. 
foundation, One E. Forty-second Signal-Stat Corporation, 523-539 Kent Avenue, Brooklyn 11, N. Y. 


St., New York 1, N.Y., at $2 each. 






Truckers Pay 
Lion’s Share of 
Eastgate Tolls 


COLUMBUS, O.—More than 60 
percent of the total revenue col- 
lected during March on the 22-mile 
Eastgate section of the Ohio Turn- 
pike was paid by trucks, according 
to the Ohio Turnpike Commission. 

A record average of 2,807 trucks 
used the section daily during 
March, 


Toll revenue during March rose 
to a record $91,689. This represented 
toll fares paid on 213,083 vehicles, 
of which 60.1 percent were cars 
and 39.9 percent were trucks. Car 
tolls amounted to $36,463, or 39.77 
percent of total revenue. 


Here is the schedule of rates for 
the Eastgate section: Motorcycles, 
cars, panels and pickups, 30 cents; 
cars with trailers, two-axle trucks 
and buses under 13-passenger ca- 
pacity, 45 cents; single-unit-three- 
axle trucks and other buses, 86 
cents; combination trucks with 
three axles, $1.10; four-axle trucks, 
$1.45, and trucks over four axles, 
$1.90. 





2 








White's Program for Shop Managers— 


Classroom and laboratory facilities for the maintenance ‘management program 
carried on by White Motor Co. in Cleveland, have been expanded for the second 
year. Five-day refresher courses in truck maintenance and shop supervision are put 
on for fleet and shop managers, as well as personnel of White's own branches, dis- 
tributors and dealers. From left are Ralph D. Mowry, Carlisle, Pa.; G. P. Maner, Tulsa, 
Okla.; Anthony Gennero, New Hyde Park, N. Y.; Orbie Robertson, Memphis, and 
Frank Novak, instructor. 





ATA Cites Davidson for Safety 


BALTIMORE.—(UTPS)—Ameri- | awards for safe driving during 1954 
can Trucking Assns. has announced |to Davidson Transfer & Storage 
the presentation of two national | Co. 









Tell us what loads your prospects want to haul—give 
us the truck model and details—and we will engineer 
a saving in weight and the best load distribution of 
body and truck, giving you up to 25% more legal 


Loads, Inflation Hiked .. . 
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Their Ratings Booste 
By Official Table 


(Continued from Page 38) 


formerly rated at 5,600 pounds 
maximum, now is rated at 6,400 
pounds, and the 12.00-24, formerly 
rated at 5,925 pounds, now car- 
ries a maximum rating of 6,780 
pounds with 80 pounds’ pressure. 

Similar increases are given for 
tires for light trucks and house 
trailers. For instance, the 6.00-16 
six-ply tire, which formerly had a 
top capacity rating of 1,140 pounds 
per tire with 45 pounds’ inflation, 
now is rated at 1,255 pounds with 
45. pounds’ inflation. The 6.50-16 six- 
play tire, formerly rated at 1,290 
pounds at 45 pounds’ inflation, now 
is rated at 1,420 pounds. 

The 7.00-15 six-ply, formerly 
rated at 1,380 pounds capacity at 
45 pounds’ inflation, now is rated 
at 1,520 pounds. The 7.00-15 eight- 


payload, lower ton-mile costs, and 


LIGHTER WEIGHT AND 


ply, formerly rated at 1,555 pounds 
with 55 pounds’ inflation, now is 
rated at 1,800 with 60 pounds, and 
the 7.00-16 six-ply, formerly rated 


1,440 at 45 pounds, now is rated 


1,580 at 45 pounds. The 7.00-16 
eight-ply, formerly rated at 1,620 
at 55 pounds, now is rated a maxi- 
mum 1,870 at 60 pounds. 
* * * 

HE 7.50-15 eight-ply, formerly 

rated at 1,780 pounds at 55 
pounds’ inflation, now carries a rat- 
ing of 2,060 pounds at 60 pounds. 

The 7%.50-15 10-ply, formerly 
rated at 2,050 at 70 pounds, now 
is rated at 2,340 pounds at 175 
pounds. The 7.50-16 six-ply tire, 
formerly rated at 1,650 with 45 
pounds’ inflation, now is rated at 
1,815 pounds with 45 pounds. The 





PERFECTION CAN GIVE YOU 


increased trucking 


profits! And this service costs you nothing. It's a sure- 
fire sales getter. Write direct to Perfection or its 


nearest distributor. 


Engineered, Manufactured Sy and Guaranteed by 





THE PERFECTION STEEL 


BODY CO. « 


GALION, OHIO 


7.50-16 eight-ply, formerly rated 
at 1,860 pounds with 55 pounds’ 
inflation, now is rated at 2,140 
pounds at 60 pounds’ inflation. 

The 8.25-16 eight-ply, formerly 
rated at 2,000 pounds at 45 pounds’ ’ 
inflation, now is rated at 2,340 at 
50 pounds, and the 8.25-16 10-ply, 
formerly rated at 2,250 at 55 pounds, 
now is rated tops at 2,600 with 60 
pounds. : 

The 9.00-16 eight-ply, formerly 
rated at 2,250 pounds with 45 
pounds’ inflation, now carries a 
rating of 2,640 pounds at 50 pounds, 
and the 9.00-16 10-ply, formerly 
rated at 2,530 with 55 pounds’ infla- 
tion, now is 2,920 pounds with 60 
pounds’ inflation. 


New Program 
Of Incentives 
Boosts Safety 


CHICAGO.—Belnap & Thompson, 
national sales incentive house, has 
unveiled a new “safe driver pro- 
gram,” which uses merchandise in- 
centives to make existing safety 
programs in the trucking industry 
more effective. 

The new program is the product 
of an investigation of existing 
safety incentive programs to de- 
termine why they were successful. 
The researchers tried to isolate the 
factors which made one program 
more successful than another. 
These five conclusions were 
reached: 

1. Poor driver attitude is an im- 
portant factor in truck accidents. 
“Poor attitude” covers such things 
as inattentiveness, carelessness and 
thoughtlessness. 

- 2. Drivers with favorable atti- 
tudes consistently have above aver- 
age safety records. 

3. Except in cases requiring med- 
ical or psychiatric care, favorable 
attitudes can be cultivated by em- 
ployers. An important first step is 
devising some technique for mak- 
ing drivers pay attention to the 
factors that result in accident-free 
driving. 

4. Drivers are more likely to 
want to drive safely when they are 
exposed to a safety program which 
is based on educational principles 
and which offers prize awards. 

5. Most trucking company safety 
departments are not staffed to 
handle all of the details of a prize 
incentive program. 


Truckers Elect 
In Maryland 


BALTIMORE. — Nei] J. Curry, 
president of American Trucking 
Assns., has predicted to the Mary- 
land Motor Truck Assn. meeting 
here that bus lines, airlines and 
water carriers will resist railroad 
attempts to bring about “preferen- 
tial revision” of U. S. transporta- 
tion policies. 

He spoke on the final day of the 
meeting before the election of offi- 
cers. Francis Saunder, Oakland, 
was elected president, succeeding 
John W. Geipe, new board chair- 
man. 

Other officers are Ward Bennett, 
Baltimore, first vice - president; 
William Tierney, Baltimore, second 
vice-president; Frank Luther, Hag- 
erstown, third vice-president; Jerry 
Valliant, Salisbury, fourth vice- 
president; John J. Hoffman, Balti- 
more, secretary, and, E. A. Stude, 
Baltimore, treasurer. 


Truck School 


Supervisor Course List 


For 1955 Told 


UNIVERSITY PARK, Pa. — The 
National Committee for Motor Fleet 
Supervisor Training and the Insti- 
tute of Public Safety, Pennsyl- 
vania State University here, have 
eae the 1955 course sched- 
ule. 


Supervisor courses are scheduled 
as follows: June 20-24, University 
of Virginia and Northwestern Uni- 
versity; Aug. 22-26, University of 
Louisville; Sept. 12-16, Pennsylvania 
State University; Sept. 19-23, Pur- 
due University; Oct. 17-21, National 
Safety Congress, Chicago; Oct. 31- 
Nov. 4, University of Minnesota; 
Nov. 14-18, University of Michigan, 
-— Nov. 28-Dec. 2, University of 

Ton. 
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any names to my dealer friend 
at any time. 

‘ Another distributor who said he 
would go to any length to prevent 
any buyer he knew from buying 4@ 
truck from my dealer friend had 
no basis for his thinking except 
conjecture. In fact, the report 
stated that each supplier or dis- 
tributor, when questioned, was 
quick to condemn on the basis of 
their opinions but just as quickly 
admitted that their basis for con- 
demnation was strictly their own 
opinion. 

Another dealership told the in- 
vestigator of two instances where 
customers of his went to my 
friend’s dealership to buy a dump 
truck equipped with a particular 
distributor’s body and the dealer 
refused to sell unless he would 
accept a body sold by another dis- 
tributor. I got a real chuckle out 
of this one as I know that anyone 
working for my friend would really 
have his ears pinned back if he 
missed the sale of a truck because 
the prospect wanted a certain type 
of body. That one just wasn’t in 
the cards. 

The investigators ran these two 
deals down. One bought a truck 
with still a third distributor’s body 
on it and the other unit was sold 
by a passenger car salesman who 
had stumbled upon the deal. 

J * 


CAN see, however, how my 

friend’s dealership might me a 
real thorn in the sides of many of 
the body and equipment distributors 
in this city. The distributors talked 
at one time of having an associa- 
tion so that they could maintain 
prices, but the truck sales manager 
of my friend’s dealership told them 
that if they ever tried to make him 
pay the prices they were talking 
about asking, he would go to an- 
other city, miles away, for his 
bodies and equipment as he could 
buy them there and cart them in 
for much less money than they 
intended to ask. 

My friend is a volume dealer and 
operates on a volume basis. I would 
think that his business would be 
worth cultivating by any body and 
equipment distributor, but this re- 
port seems to indicate that here at 
least are a number of distributors 
with considerable investment, all 
complaining about how bad busi- 
ness is, and yet only one distributor 
out of all those in this city had 
made a consistent effort to get my 
friend’s business. 

Some had made one or two 
calls and had given up calling 
when they didn’t immediately get 
business. Others had not even 
made the effort to call and try 
to sell the dealership on patron- 
izing them. 

I wonder how long any of them 
would last trying to sell to the 
truck manufacturers who made the 
trucks in the first place. The best 
among the manufacturers’ agents 
who sell original equipment or 
semi-manufactured products to the 
factories in this area tell me they 
feel they are extremely fortunate 
if they can wrangle even a tryout 
order in a year and a half’s con- 
sistent calling with a new product. 

We are back in a selling market 
with a vengeance and body and 
equipment distributors must realize 
this just as the truck dealers do. 
They’ve got to call and demon- 
strate. They’ve got to give service. 
I can realize that volume boys 
like my dealer friend are tough to 
sell unless you meet their terms. 
But they do move stuff. They can 
be sold and many a distributor is 
proving this every day. 
+ > 


Now that my old friend W. K. 
Perkins has come back into ac- 
tive status in the truck business 
it seems that we here in Avutomo- 
TIve News are beginning to kick 
him around. “Perk” has had 
enough trouble during the past two 
years trying to regain his health 
without us heaping more trouble on 
those wide shoulders that used to 
bring dismay to the football com- 
petitors of W & J. “Perk,” as many 
of you know, is one of our “All 
Americans” active in the truck 
business. 

Recently, International sent out 
a notice that “Perk” had re- 
turned to active duty as manager 


of the new Jacksonville motor 
truck facility. Somebody on our 
staff made him the manager of 
the entire branch, which was in- 
correct. 

With “Perk” in his new post is 
R. G. Walls, formerly assistant 
manager of the former combina- 
tion district office at that point. 
J. P. O’Donnell, former manager 
of the combination district office 
was appointed manager of the 
newly established Jacksonville gen- 
eral sales office and he will be 
assisted by A. T. Ellis. 

W. K. (for Well Known) Perkins 
was formerly manager of Interna- 
tional motor truck sales and more 


Illinois Use Tax Asked 


SPRINGFIELD, Ill.—Among bills 
introduced in the Legislature is one 
which would impose a 2 percent 
use tax on automobiles purchased 
outside the state and brought into 
Illinois by resident buyers. 








recently staff assistant to the vice- 
president. Here’s hoping, “Perk,” 
that the Florida 
sun wil] help 
keep that red- 
blood corpuscle 
factory of yours 
working in ship- 
shape condition 
so that you will 
be able to really 
give me a work- 
out when I get a 
chance to come 
down and see 
how good a fish- 
erman you are. You’re in a spot 
now where you will have to be nice 
to the traveling “grifters” like 
truck editors from AUTOMOTIVE 
News. 





W. K. Perkins 


. * * 


Standard Colors Eyed 


I NOTE that the Post Office De- 
partment isn’t the only one that 
is going in for a new standardized 
color scheme for their trucks. The 
National Truck Leasers are also 
going to identify their equipment 
so that they can be easily recog- 
nized by we laymen. 
The new colors for the leased 
truck is gray overall with red and 
black trim. They hope that they 





will be able to paint at least 10 
percent of the trucks belonging 
to the association members in the 
new colors. Of course, they are 
up against the color dictates of 
the firms who lease the trucks 
in a fairly large percentage of 
cases. 

Paul Monroe, of Hercules Steel 
Products Co., Galion, O., has noti- 
fied all Hercules distributors of the 
impending merger of Galion All- 
steel Body Co. with Hercules. Many 
details have yet to be worked out 
and it is expected that it will take 
several months before complete 
stockholder approval can be ob- 
tained to consummate the deal. 

In the meantime, Paul advises 
Hercules distributors that there is 
no contemplated change foreseen 
in distribution methods or channels 
and that each distributor line will 
continue to be marketed through 
its present outlets. It is hoped that 
a much more efficient overall oper- 
ation can be obtained. 


They Pay for Prestige 
ALBANY.—Car owners in New 
York State have paid about $300,- 
000 for approximately 60,000 special 
low-numbered 1955 registration 
plates. 


Time Saver 
Transfer Truck Built 


For Ore. Firm 


PORTLAND, Ore.—AIt takes 10 
minutes instead of an hour to load 
or unload a five-ton piece of equip- 
ment on a new transfer truck de- 
signed here—the first of its kind. 

Owned by G. D. Miles, of Blue- 
White Transfer Co., the vehicle has 
a bed that can be lowered to the 
curb or raised 53 inches into the 
air— high enough to match high- 
loading docks. It costs $7,000. 

The truck was built to Miles’ 
specifications by Standard Trailer 
Co., San Leandro, Calif., which also 
has developed a single unit truck 
with a hydraulic bed. Several of 
these are now in use in San Fran- 
cisco. 

A vertical hydraulic lift on the 
rear of the truck chassis serves as 
the “fifth wheel” for the trailer. Two 
other hydraulic lifts, operating un- 
der 1,600-pound pressure from the 
main pump, are over the rear 
wheels which are suspended inde- 
pendently without a rear axle. 


For the lowdown on dealer thinking, 
read John O, Munn’s column each week 
on Page 3. 





A TORSIONAL RUBBER 
SPRING TRUCK SEAT 


Five Times Better Ride Value Than Any Other Truck Seat 
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Foam rubber top- 
per construction 

of seat and back in- 
sures maximum com- 
fort. Areated covers 
(optional) reduce sweat- 
ing and sticking, 


Revolutionary-#a | Mme 
ber torsion springs 
soak up shock, level 
jars and jolts. 






Seat cushion can be 
moved forward or 
back 1%” to assure 
maximum leg and 
knee comfort. 


Convenient handle adjusts 


sion springs to drivers weight, 
insures smooth ride for any 
driver from 100 to 275 pounds. 
Also adjusts seat height up to 2”. 


Here is the most revolutionary development in truck seating 
history — the Bostrom Level Ride ‘‘80’’ suspension seat. Four- 
teen years of research and engineering have combined to produce 
a truck seat with a ride five times smoother than that of any other 
seat. And Bostrom’s exclusive new rubber torsion spring design 
makes it possible. For these unique torsion springs soak up 
shock, convert erratic pitches and jolts into a “‘passenger car’’ 
ride. Five adjustments enable the Level Ride ‘‘80”’ to accommodate 
all sizes and weights of drivers and permit posture changes while 
driving. Check carefully all the features of the new Level Ride 
“80”. Once you do, you’ll specify the Bostrom Level Ride “80” 


for all your trucks. (Write for free informative booklet.) 


BOSTROM 





tor- 





MFG. CO. 











Exclusive back 
design completely 
absorbs “back slap.” 


Back can be set at any 
one of 3 different positions 
ive! comfort. 


isis, Aren, 
Ce 


“of seat can be 
raised or lowered with 
handle (3 positions) to 

itp e changes. 





cs ee eo “a 
Completé it assembly 


can be moved forward or 
back up to 4” along ball 
bearing slides. 


TORSION SPRING 
SUSPENSION SEAT 
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ow a better selling job 








can raise your ranking and 


hike your sales and profits! | 





A new study—a new approach—fresh facts 


on just who is doing most of the buying today 


Everybody knows that 1955 and 1956 will be big years for 
new car sales. America has the money to buy, wants to buy, and 
is buying. 

But there still remains this opportunity and challenge—how to 
improve your competitive position by doing a better selling job 
rather than just a bigger one. Doing the first makes the second 
come easier. 

That’s why you'll want to read the just-published research 
report, ‘““‘The Peoplé Buying New Automobiles Today.” It’s a 
brand-new approach to new car sales. It talks customers, not 
lookers—buyers, not owners. The result of 18 separate studies of 
1,000 buyers of each of the 18 principal makes, it tells you all 
you’d want to know about these 18,000 people who actually went 
out and bought new 1954 models. 


The $5,000-or-more Income Market 
Is Doing the Big Buying 

Many characteristics, the studies show, make up the overall 
portrait of today’s new car buyer, but the one that emerges as 
predominant is family buying power. 

The nation’s families with incomes of $5,000 or more have 
always been an active market in the sale of quality goods and 
services. They’re much more than that today. 


The fact is... 
They're the fastest-growing group in the nation, 
and they account for most of your sales. 


Five years ago these families numbered 10.2 million. Today 
they’re 18.8 million strong. During this five-year period a far 
greater number of families moved into the $5,000-or-more income 
group than there were new families formed in the nation. 





Five years ago this group accounted for less than half the new 
car sales. Right now they buy three out of four of all new cars sold. 





There’s every indication, too, that this market will continue to 
grow at an accelerated rate. It could well account for four out of 
five of the new cars sold—this year or even next. 

A question you'll surely want toask yourself :‘‘Am I concentrating 
my selling efforts on families in this great and growing market?” 
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““ioney in the Bank” Makes a Difference, Too 


Savings in the form of liquid assets—checking and savings 
accounts, stocks, bonds, etc.—also help describe and define today’s 
new car buyer. Now, of course, not everybody pays cash for his 
new car. Many can and don’t want to—they hold on to the liquid 
assets they have. Yet the man with $5,000-or-more income and 
extra money on hand is the man most likely to get behind the 
wheel of the new model, and drive away behind it. This extra 
buying power, it seems clear, helps put him in the mood to buy. 
More than nine out of ten (93.7%) of 1954 new car buyers had 
some form of liquid assets. With families having $1,000 or more 
in assets, a pattern similar to the income pattern emerges, as 
this table shows: 


Each market represents about one-third of the nation’s families. 
Each bought about three-fourths of the new cars in 1954. 
The survey findings also show that: 


91.4% of the assets of all new car buyers are held by families 
with $5,000-or-more income; 


82.4% of new car buyers with $1,000 or more in assets are in 
the $5,000-or-more income market. 


Thus these two important characteristics greatly overlap. This 
fact re-emphasizes the basic importance of the $5,000-or-more 
market and specifically within that market calls attention to the 
importance of directing your selling efforts toward those who also 
have $1,000 or more in savings. 


New Car Buyers Are Best Prospects 
for Sale of Two Cars, Two New Cars 


Families who buy new cars, too, are most likely to buy the 
second car, the second new car, from you. 

Only one out of ten of the nation’s families own two or more 
cars. But these studies show that one third (31.6%) of new-car- 
buying families own two or more cars. And four out of five of all 
the cars they buy, they buy new. 

They’re in the market often. Among these two-car families, 
three out of five (61.6%) bought both cars within a one-year 
period. 

Again, the point is obvious: selling to $5,000-or-more income 
families really rolls those new cars off your floors and on to the 
nation’s highways. 


Are Today’s New Car Buyers 
‘ Satisfied With What They Bought? 


There’s not room in this limited space to deal with all the 
questions these studies asked—and got answers to. But here are 
some of the others of basic interest and importance to you: 


When will today’s new car buyer turn his car in? 
When he turns it in, will he consider your make—or another? 
When will he turn his second car in? Again, will he buy your make? 


How important are you, the dealer, in these new car-buying 
decisions? 


Occupation, age, education, how the car is used—these are 
among the other vital subjects covered by this report. 











With these studies you can make these useful comparisons: 


You can compare the market facts about your make with those 
of other individual makes. 


You can compare the facts about your make with those of the 
industry as a whole. 


You can get a clear picture of your current best markets. 


You can see where and how to go about making every selling 
second count the most. 


How These Studies Were Conducted 


These studies were conducted by mail on cross sections of 
individual purchasers of each of the 18 principal makes of pas- 
senger cars in March 1954. The lists were compiled by R. L. Polk 
& Co., which selected a sample for each make in accordance with 
the percentage of national sales represented by each state. Within 
each state, based on the number of sales of that particular make, 
an nth name frequency was established to ensure proper repre- 
sentation of all types of purchasers and all sizes of communities. 

The survey consisted of a questionnaire accompanied by a 
letter on the stationery of R. L. Polk. They received all returned 
questionnaires and sent them, unopened, to Benson & Benson, 
Princeton, N. J. There questionnaires were coded and tabulated. 
The market analysis of the survey findings was done by the 
Market Research Division of ‘“U.S.News & World Report,’ based 
on the tabulations of Benson & Benson. 


How To Get Your Copy of This Report 


Supplies of the 56-page bound 
volume report “THE PEOPLE 
BUYING NEW AUTOMOBILES TO- 
DAY” are limited. Ask your 


advertising agency, or write on 
your company letterhead to 
Market Research Division, 
“U.S.News & World Report,” 
24th and N Sts., N. W., Wash- 
ington 7, D. C. 


The Magazines Which Cover This Market Best 


This study of 18,000 new car buyers also measured 33 major 
magazines. It makes perfectly clear that circulation doesn’t neces- 
sarily mean customers. 

Only five magazines came through with the qualifications the 
study set up as being sound measurements of advertising values— 
coverage of actual buyers, cost of that buyer coverage, and impact 
on these actual buyers. These magazines are Life, the Post, 
Time, Newsweek, and “U.S.News & World Report.”’ 

The three- news magazines ranked 15th, 18th and 23rd in 
circulation. But they were the only magazines, along with Life 
and the Post, that earned positions in the top ten in each of the 
three important advertising measurements. 

“U.S.News & World Report,” for instance, ranking 23rd among 
the 33 in size of circulation, climbed to ninth in coverage of buyers, 
third in cost of coverage of buyers, and first in how the buyers 
who regularly read it rank it in “confidence.” 

No wonder ‘‘U.S.News & World Report” scored the biggest 
page gains in passenger car advertising of all magazines in 1954. 
Only six other magazines carried more pages of this advertising. 


U.S.NEWS & WORLD REPORT e America’s Class News Magazine 


Net paid circulation now more than 725,000—concentrated among 
America’s high-income, pace-setting, car-buying families. 
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1H Offers Low-Bed Truck Chassis— 


Three special R-160 series models, rated at 14,000 to 16,000 pounds gross vehicle 
weight and featuring low-frame chassis, are being manufactured by International 
Harvester. The frames are 8 3/16 inches below those of conventional trucks, thus 
facilitating loading operations, says IH. The trucks are offered in wheelbases of 154 


and 172 inches. 





Albany Dealers Sponsor Special Open House 


ALBANY.—Albany Auto Dealers, 
Inc., joined hands in sponsoring a 
spring showing and open house 
during which residents of the area 


els, colors, fabrics and equipment. 

Participating dealers put heavy 
promotional effort behind the event, 
including institutional] advertising 
showing what the dealers contrib- 


were invited to visit the dealer of | ute to the community in the way 
their choice and inspect new mod-|of employment and payrolls. 


NEW SENSATION 


of the dump truck industry 


FOR BIGGEST 
LEGAL 
PAYLOADS 


Anthony Teleranic Twin Tele- 
scopic hoists “in mount’ 
models 6 to 13 ton capacities 














Anthony Teleramic single 
cylinder hoists for single 
and tandem axle trucks 
capacities 8 to 20 tons. 








WASHINGTON .—The Traffic En- 
gineering & Safety Department of 
the American Automobile Assn. has 
published a nine-page booklet, Mo- 
tor Vehicle Speed, covering its con- 
trol and regulation. 

It contains a discussion of the 


/ | problems of speed and its regula- 


tion, the types of laws used by the 
various states and the limits im- 
ed. 


posed. 

The book says that “no numer- 
ical speed limit can possibly be 
satisfactory at all times, places 
and under all conditions.” 

Then it asks: “Is it possible to 
write a speed law which will take 
account of all such variables?” This 
is answered in the affirmative and 
it is said that all states have such 
a law, called the “basic speed law.” 

In a nutshell this law requires 
that a driver “shall operate at all 
times at a reasonable and prudent 
speed, taking due account of condi- 
tions and hazards.” 

The big question posed by the 
book is: “How much beyond the 






ANTHONY ‘Uelleramio HOISTS 





These: Telescopic Hoists let you haul up to 1,000 pounds 
and more additional legal payload on every trip. The 


extreme forward location and point of lift of these new 
ANTHONY Hoists shifts all the weight of the hoist ’way 
up front — transfers more of the permissable load to the 
front axle — and lets you carry far more payload on the 
rear axles. ANTHONY “Teleramic” Hoists are available 
for bodies 8 to 18 ft. long, in capacities from 8 to 25 tons, 
for all trucks — straight, 6-wheelers and semi-trailers. 











Nationwide Sales and Service 


See your Anthony Distributor or Truck Dealer or 
write Anthony Company direct for new descriptive 
literature. 


Speed Limits Analyzed 


AAA Booklet Discusses Laws in Force, 
Problems of Regulation 


basic speed rule should legisla- 
tion go?” This is a question on 
which there are wide differences 
of opinion. 

The types of speed regulation 
were listed as: 

1. No speed limit. Complete de- 
pendence is placed on the basic 
rule of “reasonable and prudent 
speed.” 

2. Prima facie speed limit. Here, 
the booklet explained, the basic 
speed rule is supplemented by cer- 
tain numerical speed limits. The 
effect is: If a person proceeds at a 
speed below the prima facie limit, 
the burden of proof is upon the 
state if it wishes to challenge the 
driver’s speed as violating the basic 
rule of “reasonable and prudent” 
speed. If, however, a person drives 
faster than the prima facie speed 
limit and is arrested, the burden of 
proof shifts and it is the respon- 
sibility of the driver to prove, if 
brought to court, that although he 
was exceeding the prima facie 
speed limit, he was nevertheless 


With RING TRUSSED Cylinders 


(Pats. applied for) 






Heavy Duty Roller Bearing Pump 


The Anthony pump on all “Tele- 
ramic” hoists is of newest “com- 
bination” design. Pump and 
valve are built into one hous- 
ing for better control, easier 
servicing and longer life. Pump 
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has finest cage type roller bearings 
-double shafts and replaceable bronze wearplates. Valve 
is positive 3-way action with auto-manual check valve. 


ANTHONY COMPANY 


Streator, Illinois 


Manufacturers of Hoists, Dump Bodies and 
lift Gates for Trucks and Semi-Trailers. 


Truss rings reinforce the ends 
of each cylinder tube to prevent 
“flaring”, and to adjust the 
packing. 
bearings and long overlap keeps 
cylinders in perfect alignment and 
provide extra stability and long life. 


Extra-long bronze 








driving in accordance with the 
basic rule. 

3. Fixed speed limit. The same 
basic rule applies as mentioned 
above. It is supplemented by fixed 
speed limits which it is illegal to 
exceed at any time or under any 
conditions. 

summary of the number of 
states using the various types of 
speed regulation follows: 


Passenger Cars Tracks 
Type of Law Day Night Day Nicht 
Limit Limit Limit Limit 
Reasonable 
and Prudent 7 7 2 1 
Prima Facie 26 26 24 25 
Fixed Limit 15 15 2 2 


(* Tilinois, Iowa, Kansas, Michigan, Mis- 
souri, Nevada and Tennessee.) 


The booklet gives an analysis of 
state vehicle codes: 

1. There is quite general agree- 
ment that in urban areas specific 
speeds (either prima facie or fixed 
limits) are considered desirable for 
business districts, residential zones 
and often for special locations such 
as school zones. 

2. Specific maximum speeds 
(either prima facie or fixed) are 
considered desirable for trucks in 
rural areas. 

3. The greatest difference of 
viewpoint as to kind of speed leg- 
islation is as to regulations of pas- 
senger cars in rural] areas. About 
one-quarter of the states rely on 
the basic rule only, while the other 
three-quarters have one type or an- 
other of specific speed limit. 

The book goes into a lengthy and 
detailed discussion of the advan- 
tages and disadvantages of the var- 
fous types of regulation and also 
weighs the extent of guilt speed has 
as an accident factor. 

It observes that the “higher the 
speed the greater will (usually) be 
the severity of an accident. It does 
not prove that speed in itself is the 
cause of an accident.” 


100.000-Mile Tire 
A Reality, Says 
NAITD Chief 


HARTFORD. — The 100,000-mile 
tire is here, William W. Marsh, ex- 
ecutive secretary of the National 
Assn. of Independent Tire Dealers, 
told a regional conference here last 
week. 

He told the dealers that they 
must make certain concessions to 
make the most of the technological 
advancements in the industry. 

Marsh predicted that the inde- 
pendent dealers can look forward 
to a banner year in 1955. In the 
Hartford area alone, he predicted, 
more than $4,000,000 worth of tire 
business will be handled by the in- 
dependents. He estimated that each 
of the 161,566 cars in the area would 
require 1.05 tires per vehicle. 

Marsh advised the dealers to fol- 
low the suburban living trend and 
move their shops into the new com- 
munities. He also urged them to 
install a budget system if they in- 
tend to complete with increasing 
time-payment spending. 

Dealers attended from the New 
England states, New York, New 
Jersey, Pennsylvania, North Caro- 
lina and Ohio. 


Adds Miles 


Engine Balancing Boosts 
Diesel Life 

PASADENA, Calif—By balanc- 
ing Diesel truck engines to the 
limit possible, trucking companies 
have found that they have in- 
creased mileage 50,000 to 150,000 
miles between tear-downs, accord- 
ing to Darrel Timmerman, owner 
Tim’s Precision Engines, Pasadena. 

Timmerman, who recently in- 
stalled a Merrill Balancer, also says 
that higher allowable rpms and 
horsepower increases of 10 to 15 
percent are reported. 

“Electronic balancing has long 
been recognized as being indispen- 
sable to auto racing,” he said. “More 
recently it has been utilized to 
great advantage by heavy trucking 
concerns, and it is becoming more 
and more a prerequisite to good 
performance in any internal com- 
bustion engine.” 





Majer Opens Building 
Ernie Majer, Inc., Spokane Ford 
dealership, has opened its new car 
and truck sales and service build- 
ing. Don Majer is president of the 
corporation. 
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Upswing Carries Into °55 ... 


Truck Freight Ends 
Lengthy Downturn 


WASHINGTON.—A fourth-quar- 
ter upswing in intercity freight 
carried by trucks reversed 1954’s 
downward trend and equaled the 
record set during the same period 
of 1952. 

A study released by the research 
department of the American Truck- 
ing Assns. showed that fourth- 
quarter tonnage rose 3.2 percent 
over the same period of 1953. 


The rise offset much of the 


Suburbs’ Growth 
Boon to Trucks, 
Woodhouse Says 


ATLANTA.— The trend toward 
suburban living, with resultant con- 
struction of new neighborhood 
shopping centers, is an important 
factor in creating a greater de- 
mand for trucks, according to R. 
C. Woodhouse, general] sales man- 
ager of GMC Truck & Coach divi- 
sion of General Motors. 


“With the growing problem of 
distribution in all areas,” Wood- 
house said, “we expect the market 
for trucks to keep on expanding.” 

He also said the total market for 
all makes of trucks is expected to 
reach a million this year, making 
1955 one of the top five years in 
truck sales. 

Woodhouse attended the formal 
opening in Atlanta of a modern 
GMC truck retail store. Other GM 
officials present were: J. B. Mosely 
jr., Atlanta zone manager; J. M. 
Gilroy, assistant general sales man- 
ager for the eastern and southern 
regions; J. E. Singer, southern 
regional manager; H. T. DeHart, 
truck merchandising manager; E. 
F. Burnham, office manager, and 
B. W. Crandell, director of public 
relations. 

M. J. Cooper, Atlanta store man- 
ager, said the 28,000 square-foot 
store and its 4 acres of property 
have been arranged to give the 
most efficient and speedy service. 

The main building comprises 
showroom, service department, 
parts department and sales and 
accounting offices. An auxiliary 
building houses paint shop, wash 
racks and seven service stalls. 

The 2,132-square-foot showroom 
has distortion-proof windows and a 
luminous plastic ceiling with con- 
cealed lighting. A sliding glass 
panel makes it possible to drive 
GMC’s largest highway tractors 
directly into the showroom. 

The 11,280-square-foot service de- 
partment has 22 stalls, a builtin 
dust-free and air-conditioned diesel 
injector overhaul room, and an 
overhead mono-rail system for con- 
veying large truck assemblies from 
the service department to an out- 
door steam pressure cleaner. 





Easy Tire Mounting— 


A pneumatic tire and rim mounter in 
operation at the new Autocar plant in 
Exton, Pa. The operator throws the air 
valve, which forces the spider and the 
rim assembly down, permitting him to 
knock the locking ring into position with 
a sharp hammer tap. 


decline recorded earlier in 1954 

and left the full year’s tonnage 

figure 3.1 percent below 1953, the 

ATA said. 

The year 1954 was the first time 
since 1945 that the industry failed 
to show a gain over a previous 
year. The research department 
added that all signs indicate that 
the upward trend has been con- 
tinuing in the early months of 1955. 

The industry trends were re- 
vealed in special studies of 1,674 
Class I intercity trucking compa- 
nies for the fourth-quarter and full 
years of 1954 and 1953. 

These carriers, said the ATA, 
carried 226,011,517 tons of freight 
during 1954 and 60,069,374 tons dur- 
ing the fourth quarter as compared 
to 233,289,121 and 58,199,153 tons for 


the year and fourth-quarter of 1953. | Freight Lines, is designing and as- 





Brewery Buys White Fleet— 

F. & W. Schaefer Brewing Co., Mineola, N. Y., has put into service the first units 
of a new fleet of delivery trucks engineered for congested city traffic. The units are 
White 3000 models. 





sembling trucks, tractors and trail- 
ers in a Swan Island factory. 

White Motor Co. markets all 
products except those sold to Con- 
solidated. Freightliner and Consoli- 
dated are headed by Leland James, 
Portland. 


Oregon Factory 


Assembles Trucks 


PORTLAND, Ore. — Freightliner 
Corp., subsidiary of Consolidated 
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318,000 Vehicles 
In Quarter Set 
British Record 


LONDON. — The Society of Mo- 
tor Manufacturers and Trades re- 
ports that Britain’s motor industry 
produced 318,000 cars and commer- 
cial vehicles in the first quarter for 
an alltime record. 

Compared with the first quarter 
of last year, British car production 
had mounted by over 50,000 to 234,- 
000, and commercial vehicles by 
19,000 to 84,000. 

Toward the end of 1954, a year 
when a record of over a million 
motor vehicles were made in Brit- 
ain, cars were coming off the pro- 
duction lines at the rate of one 
every 10 seconds, the Society noted. 
Over the latest period that rate has 
now been stepped up to one every 
nine seconds. 

The number of export cars actu- 
ally consigned to world markets 
up to the end of March totalled 
over 100,000—20,000 more than in 
the same period of last yeat. Com- 
mercial vehicle shipments amounted 
to 41,000, an increase of 8,500. 





United States Steel 


Corporation is the world’s largest steelmaker... 
annual capacity 38,715,000 tons, and in 1954 
accounted for 31.1% of domestic production.* 

The bigness of U.S. Steel is not the true index 
of the Corporation’s value to the national economy. 
Size is always relative. For instance, one magazine 
with only 1,300,000 circulation covers a major 
market worth $1] billion annually. 

The Magazine is SUCCESSFUL FARMING, which 
goes to 42% of all farms earning $10,000 or more. 
SF farm subscribers are big producers, with 
average holdings of 286 acres, own more than a third 
of the farm tractors, and half the grain combines, 
milking machines, hay balers.... They raise more 
than half of corn and soybeans, two-fifths of the 
wheat, and sell 57% of the hogs, 38% of the cattle 
and calves, 44% of the dairy products. Their average 
cash income from farming is almost $10,000. 

For fifty years SUCCESSFUL FARMING has helped 
the country’s best farmers, won their confidence, 


gets high response to good advertising. 
To balance national automotive advertising 
schedules... to reach new buying power, you need 


SUCCESSFUL FARMING. Full facts, call any SF office. 
e 
*Source: American Iron & Steel Institute 


MEREDITH PuBLISHING COMPANY, Des Moines... 
offices in New York, Chicago, Detroit, Philadelphia, 
Cleveland, Atlanta, San Francisco, Los Angeles. 
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On the Financial Front . 
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Skinny °54 Auto Profit 
Analyzed, Explained 


NEW YORK.—A survey of the 
automobile industry by Standard & 
Poor’s Corp. discloses that the 1954 
profit picture — save for General 
Motors—was poor. And GM paid 
out a smaller portion of earnings 
to stockholders last year. 


Standard & Poor’s pointed out: 


that the newly formed American 
Motors and Studebaker-Packard 
incurred deficits as did Kaiser. 
Ford was not covered in the 
profit survey. 
“Meanwhile,” it noted, “Chrys- 


Hydra-Feed Sales Outlet 


FERNDALE, Mich.—Sales Serv- 
ice Machine Tool Co., St. Paul, has 
been named to handle sales of 
Hydra-Feed lathes in North and 
South Dakota, Minnesota and west- 
ern Wisconsin for Hydra-Feed Ma- 
chine Tool Corp. 









STOPPING DI 


Road Condition 


Dry Pavement ..-- 


ler Corp. was hard hit by a 
poor response to its models and 
special expenses and Ford of 
Canada encountered strike 
losses.” 


It reported that, while the trend 
of labor materials and parts costs 
is important, volume is the prime 
determinant of profit margins which 
widen rapidly once break-even 
points are reached. 

This, according to the survey, ex- 
plains the outstanding performance 
of General Motors, although its 
integrated operations and ability to 
spread cost over various lines of 
cars, plus its nonautomotive diversi- 
fication, also were given credit. 

In commercial cars, the report 
observed that all margins were 
“under pressure” in 1954 and Dia- 
mond T showed a loss. 

In addition to the reduced vol- 
ume, competitive pricing also was 
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Wet Pavement....-----**""""" 


Packed Snow...-- 


. 
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Sleet or Ice. - 


Be safe...be sure 


reline with 


WAGNER CoMaX 
BRAKE LINING 


Give YOUR customers maximum stopping power to 
meet every driving emergency by relining with safety- 
tested Wagner CoMaX Brake Lining. It is unsurpassed 
for quick, safe, smooth stops in all weather and under all 
driving conditions. Wagner CoMaX Brake Lining is 
uniform in density, composition, and frictional qualities 


throughout its entire service thickness. It will never 


compress, absorb moisture, or deteriorate with age. Con- 


tains no harmful abrasive materials to damage drums. 


STANCES WORTH REMEMBERING... 
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New White Facilities at Pittsburgh— 

White Motor Co. has opened a truck sales and service center at 1136 Western 
Ave., Pittsburgh. The new shop has 36 repair stalls, including latest dynamometers 
and tools to cut out-of-service time to a minimum. The building cost $500,000. H. C. 
Godden is manager of the branch. 


said to have contributed to the 
year’s truck showing. 

Standard & Poor’s reported that 
the net income ratios followed 
operating results. General Motors’ 
showing was said to be “excellent” 


while Chrysler carried through only 
a small part of sales to net income 
and the small domestic companies 
incurred losses. 

As to dividend policies, Chrysler, 
reportedly in anticipation of a 


Average Stopping Distances 





82 Ft. 
75 Ft. 158 Ft. 
. 136 Ft. 295 Ft. 





Withstands excessively high operating temperatures. 
Wagner CoMaX Brake Lining is available in shoe ex- 
change sets, “bonded-on” or “riveted-on”, with either 
standard or oversize lining thicknesses, as well as in sets, 
rolls, blocks, slabs and cut segments. Coverage is complete. 
You can get Wagner CoMaX Brake Lining as well as 
Wagner Lockheed Hydraulic Brake Parts and Fluid from 
one convenient source—your nearest Wagner Jobber. See 
him today or write us. 


You can depend upon WAGNER QUALITY because Wagner Products are used ee 
as original equipment by manufacturers of cars, trucks, buses, and trailers. er N 

: AM wis money-making GRE 

Wagner Electric @rporation FRANCHISED HOW... rs 

6393 Plymouth Avenue, St. Louis 14, Mo., U. S. A. PROGRA os 

Bss.-15 (Branches in principal cities in U. S. and in Canada) DEALER It's Fy 
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comeback in 1955, distributed ove: 
twice its earnings last year. 

Neither American Motors nor 
Studebaker-Packard paid dividends 
after consolidation. Kaiser it wes 
noted, has not started payments. 

Liberal distribution of dividends 
were said to have been made by 
Divco, Fruehauf and White—and 

Diamond T continued payments 
in the face of a loss. 

Mack’s dividend was paid in 
stock and Twin Coach was said 
to have distributed a conservative 
part of greatly increased earnings. 


Single License 
Asked for Trucks 
By State Chiefs 


LOUISVILLE. — Elimination of 
multiple licensing of trucks was 
called for at a regional meeting 
here of the Assn. of Motor Vehicle 
Administrators. 

No one should be required to 
get a license in more than one 
state for the same vehicle, the ad- 
ministrators declared. 

“An automobile owner can drive 
all over the U. S. and North and 
South America with one license, 
but truck owners can’t,” Walter 
R. McDonald, Georgia public safety 
commissioner, pointed out. 

He suggested that all states get 
together and adopt uniform regu- 
lations for licensing trucks and 
trailers. 

Earlier, Hareld L. Goss, of Au- 
gusta, Me., president of the na- 
tional group, criticized auto ad- 
vertising that stresses power and 
speed instead of safety and dura- 
bility. 

The group also called for the 
abolition of the two-cent-a-gallon 
Federal gasoline tax and voted op- 
position to a bill before Congress 
that would require registrations of 
all vehicles with local clerks of 
U. S. district courts. 

New regional association officers 
named were H. S. Phifer. Alabama, 
president; Z. D. Adkins, Tennessee, 
first vice-president; Carl H. Tyler, 
Oklahoma. second vice-president, 
and Ina S. Thompson, Florida, 
| secretary-treasurer. 


siadiataieestaenntien 
Old Timers Pick 


Dinner Committee 


NEW YORK.—Paul G. Hoffman 
| has been appointed as chairman 
lof the 16th anniversary dinner 
| committee of the 

Automobile Old 
Timers... The an- 
nual event will be 
held Oct. 28 at 
the Waldorf-As- 
toria Hotel here, 
Col. Willard F. 
Rockwell an- 
nounced. 
Hoffman, chair- 
man of Stude- 
baker - Packard, 
is a life member 
jand a director of the nationwide 
organization of auto pioneers. 





Paul G. Hoffman 


Other members of the dinner com- 
mittee are Alfred Reeves, New 
York; James R. Boyle, Bloomfield, 
N. J.; Russell M. Nelson, Staten 
Island, N. Y., and George A. Mar- 
tin, Greenwich, Conn. 


Color Scheme 
Kansas Ton-Mile Ends; 
6 New Tags 


TOPEKA, Kans.—Kansas’ license 
tags for trucks will be more color- 
ful in 1956. Although auto tags will 
still be somber, trucks will blossom 
out in at least six distinctive color 
combinations, depending on who 
owns the truck. 

Interstate operators will have 
one color and Kansas operators 
another, a third may be assigned 
to operators of only one truck; a 
fourth to operators keeping within 
a 25-mile radius of headquarters; 
a fifth will tag farm trucks and the 
sixth would be used for temporary 
30-day licenses. 
| This was all brought on by re- 
peal of the ton-mile tax, the colors 
will make enforcement of the new 
law easier, said C. M. Voelker, su- 
perintendent of motor vehicle de- 
partment. 
| Fees under the new law go up 
'as high as $825. Those over $100 
|may be paid quarterly. 
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PROOF POSITIVE THAT IT 
PAYS TO SELL NASH: 


49 





It’s no secret that Nash is the hottest franchise of °55. 
The word is out and more and more progressive 
dealers are jumping on the Nash bandwagon—at an 
average rate of 3 a day since the first of the year. And 
if you take the time to consider the advantages of a 
Nash franchise, you’ll quickly see why the trend is to 
Nash. Look at all the plus profit-making features that 
doing business with Nash offers: 


DEALER VOLUME INVESTMENT FUND 


There’s nothing else like it in the automotive industry . . . or 
any other industry for that matter. Right today, Nash 
dealers everywhere are reaping the benefits of a unique 
profit-sharing plan announced by Nash less than four months 
ago—the Nash Dealer Volume Investment Fund. 


Here is how the Fund works: 

For each 1955 Ambassador, Statesman or Rambler shipped 
to a Nash dealer, American Motors sets aside a substantial 
reserve payable in cash to the dealer at the end of the model 
year. And this program took effect with the very first 1955 
model shipped to the dealer, not just after a specified volume 
was reached. 

As the grand total of cars shipped to all Nash dealers rises 
through one volume bracket after another, the amount being 
set aside for each car gets bigger and bigger. No wonder Nash 
dealers are making money . . . with extra profit dollars on every 
car sold. And many Nash dealers are selling at twice their 
rate of last year. 


BROADEST COVERAGE OF 
THE AUTOMOBILE MARKET 


No other automobile dealer is in the fortunate position of 
selling a group of cars that cover 97% of the market—as 
Nash does. Starting with the Metropolitan with prices be- 
ginning at $1445, F.O.B., port of entry; then the smart 
Rambler series which offers the lowest priced family cars in the 
industry; the Nash Statesman which offers BIG car roominess 
and luxury at a low-medium price range; and the Nash 


JOIN THE GROWING TREND TO 


AMERICAN 





Ambassador which dominates the luxury car field in value— 
Nash dealers have models and prices to fit every motorist’s 
needs .. . and budget. 


PRODUCT SUPERIORITY IN 
EVERY PRICE BRACKET 


o other car on the market can offer prospects the exclusive 
No oth th ket ffer prospects th l 
features, the distinctive styling, the “years-ahead” concept 
expressed in every Nash-built car. Nash dealers have entirely 
“different” cars to sell . . . cars that will meet and beat com- 
petition by any standard of comparison. 


HIGHER RESALE VALUE 


The growing popularity of Nash Cars is reflected daily in the 
higher resale value they enjoy on the nation’s used car lots. 
The Rambler tops the average of all low-price cars in main- 
taining its resale price, and every day, more and more used 
car buyers are becoming convinced that the better way that 
all Nash cars are built make them finer values. The double 
lifetime built into every Nash pays dividends in resale value. 
Market figures prove it. 


A USED CAR MERCHANDISING 
PROGRAM THAT REALLY WORKS 


With the exclusive Nash Bonded Used Car Program, the most 
revolutionary merchandising plan in automotive history, the 
Nash dealer is in an enviable position in retailing his used 
cars. Backed by a $1,000,000 surety bond in the name of 
Nash Motors, the Nash dealer can sell his used cars with less 
effort ... at a higher profit because the prospective purchaser 
has confidence in Nash Bonded Used Cars . . . knows that he 
is protected in his purchase. 


YES, IT PAYS TO SELL NASH...AND THESE ARE ONLY 
A FEW OF THE REASONS WHY. WE’LL BE HAPPY TO 
TELL YOU THE COMPLETE NASH STORY IN CONFIDENCE. 
WRITE TODAY TO DEALER DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, AMERICAN MOTORS CORPORA- 
TION, DETROIT 32, MICHIGAN. 


MOTORS MEANS MORE FOR AMERICANS 
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SPRING DAMPENER—Equipped with a 
flexible center, a spring dampener has 
been marketed that is said to cushion the 
amount of torque shock transmitted to 
the drive line when the clutch is engaged. 
The dampener is constructed of a flanged 
hub holding eight compression springs 
which-are reacted upon by a driven disc. 
The springs protrude into openings in the 
driven disc and retainer plate which 
allows a flexing action when transmitting 
torque. The dampener is available for 
10%, 11, 11% and 13-inch clutches. Lipe- 
Rollway Corp., 806 Emerson Ave., Syra- 
cuse, N. Y. 





CARGO COOLER—The Hunter Model 
83-1 Cargo Cooler is said to have a 21- 
block dry ice capacity. It operates from 
a 12-volt DC, gasoline powered generator 
set mounted on the trailer, or from the 
tractor battery. Hunter Mfg. Co., 1550 E. 
17th St., Cleveland 14, O. 

es ¢ 8 





HEAD WRENCH — The Bonney X-4 
wrench is a four-to-one geared type for 
heavy assembly work, requiring rotary 
effort of over 200 foot-pounds. The wrench 
is designed for use with ratchets, torque 
wrenches, sockets and attachments. Torque 
is produced through planetary gears. Bon- 
ney Forge & Tool Work, Allentown, Pa. 


Bulletin Describes Uses 


Of Portable Loading Dock 


The Raymond “Porta-dock” is 
described in a four-page bulletin 
recently issued by Raymond Corp. 
The unit is said to lift or lower 6,000 





TRUCK 





NEW PRODUCTS 


pound loads from ground level to| | 


a height of 56 inches. The platform 
is 72 by 84 inches. 

A power unit operates a hydrau- 
lic pump which actuates two lift- 
ing rams. It comes for 220 volt, 3 
phase, or for 12 volt battery opera- 
tion, For a free copy of Bulletin 
151, write to Raymond Corp., 332- 
134 Madison St., Greene, N. Y. 

* o 





AIR FILTER—The AF-100 filter, a new 
line of dry-type Micronic air filters, is de- 
signed to meet the requirements of truck, 
bus and tractor operations. The filter is 
smaller, lighter and less expensive than 
comparable types and does not have the 
disadvantages of oil pullover, off-level 
operation and cleaning, according to Puro- 
lator Products, Inc., 1000 New Brunswick 
Ave., Rahway, N. J. hae 


Marlou Lights Issues 


Fixture Catalog 


Marlou Lights, Inc., has pub- 
lished a 28-page commercial light- 
ing fixture catalog which contains 
all the standard Marlou fixtures. 

It also gives engineering data, 
construction details, installation in- 
formation and light distribution 
charts. Marlou Lights, Inc., Fan- 
wood, N. J. 





CAR COOLER—Model TCCF-55 is a 
motor - driven fan cooler for cars and 
trucks. Fan draws air from outside through 
water-filled pads, and cool air flow into 
vehicle is directed by adjustable louvers. 
Reservoir has seven-quart capacity. Cooler 
is 13 inches wide and 12 inches high. 
Norris-Thermador Corp., 5215 S. Boyle 
Ave., Los Angeles 58, Calif. 

* * 


Gar Wood Introduces 


Pipeline Utility Ditcher 


Gar Wood Industries, Wayne, 
Mich., has introduced a pipeline 
utility ditcher, the Buckeye model 
308. The firm said the ditcher is 
fast and flexible in all types of soil 
and under almost any job condition. 

It is described as a heavy-duty, 
wheel-type ditcher designed for 
digging cross-country ditches and 
for city gas, water, oil, sewer, con- 
duit and cable lines. 

*” * z= 
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LIFT GATE—The model 144 lift gate, with a 1,000-pound capacity, is designed 
primarily for three-quarter and one-ton stake and van trucks. The platform is manval- 
spring closed and comes in either ramp or square end styles. Anthony Co., Streator, lll,| application information for start- 
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UNIT COOLER—The Angle-air cooling 
unit features a suction line to make valve 
bulb location simpler, an integral heat 
exchanger, aluminum faced fins and ad- 
justable louvers. It comes in capacities of 
4,000 to 40,000 BTU. Tenney Engineering, 
Inc., 1090 Springfield Rd., Union, N. J. 

* * * 


K-D Lamp Introduces 


Mirror Arm for Trucks 


K-D Lamp Co., 1910 Elm St., Cin- 
cinnati, O., has introduced a KD 66 
Ford mirror arm with bracket for 
1953-55 Ford trucks. 

The firm said the arm has a yoke 
mounting which reduces mirror 
vibration by supporting both sides 
of the extension arm. It has ad- 
justable extensions from 17% to 28 
inches, the company said. 

* * 2 


Twin Coach Publishes 


Six-Page Engine Bulletin 


Twin Coach Co. has published a 
six-page descriptive bulletin of its 
LPG bus and truck engines for 
operation on propane or butane 
fuel. 

Horizontal and vertical 404-451 
and 477-cubic inch models are de- 
scribed in detail. Copies may be 
obtained by writing Twin Coach 
Co., Kent, O., for LPG bulletin No. 
L-8679. 





MOBILE OVEN—Worn-out bus or train 
floor covering can be removed by the 
Fostoria infrared heating unit. The oven 
rolls on casters ahead of the worker 
baking a square foot at a time with four 
375 watt bulbs. The unit can be turned 
over and used as a heater for laying 
asphalt tile. Fostoria Pressed Steel Corp., 
1952 Bradner St., Fostoria, O. 


* a * 


(ee a 

DIESEL FUEL ADDITIVE—induco DX200 
is an improved version of Induco Fluid, a 
carbon-sludge remover that is added to 
diesel fuel. The photograph above shows 
an intake port before (left), and after the 
use of Induco in a diesel engine, accord- 
ing to the manufacturer. Induco homogen- 
izes and emulsifies the heavy and light 
ends together with the impurities in the 
fuel, holding them in suspension in bub- 
ble form, it is claimed. Industrial Chemi- 
cal Co., 12134 S. Main St., Los Angeles 
61, Calif. 


°55 Auto-Lite Service Chart 
Available to Repairmen 

The 1955 edition of the Auto-Lite 
service parts wall chart is now 
available to automotive repairmen, 
according to J. A. Shank, manager 
of the company’s parts and service 
division. 

The wall chart contains complete 





ing motors, distributors, coils, gen- 
erators, regulators and their com- 
ponent parts. Charts may be ob- 
tained through any Auto-Lite serv- 
ice or parts distributor, or by writ- 
ing Electric Auto-Lite Co., Parts & 
Service Division, Toledo 1, O. 


* * * 





TRUCK DOOR—The Truck-A-Door is an 
upward sliding door for trucks. It comes 
in sections, with the number depending 
on the height of the opening. It allows 
a truck or trailer to be backed up against 
a platform without the drivers’ first open- 
ing the doors. The door requires 64 
inches of headroom. Its panels are made 
of %-inch plywood with edges and sides 
covered with steel. Truk-A-Door Co., 2457 
Woodward Ave., Detroit 1, Mich. 
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INDUSTRIAL BATTERY—The Hester in- 
dustrial battery features positive plates 
with 29.57 square inches of surface. Each 
plate is said to deliver 24.7 ampere-hours 
of capacity. The negative grid is .150-inch 
thick. Triple insulators of fiber glass, per- 
forated hard rubber and micro-porous 
rubber are used. The battery comes in 
seven group sizes in the six-volt series 
and in three group sizes in the 12-volt 
series. Hester Battery Mfg. Co., 10 Culvert 
St., Nashville 10, Tenn. 





AIR BRAKE—The Eaton “self-contained” 
air brake now is available for almost all 
Eaton models. The air brake is said to 
prolong brake lining life and simplify 
removing and assembling brake shoes. 
Eaton Mfg. Co., 700 E. 140th St., Cleve- 
land, O. 


HOIST PUMP — The cutaway of the 
Galion pump shows the roller bearings, 
shaft seals, wear plates and oil passages. 
The pump and three-position spool valve 
combination is designed for use with 
Duo-scopic hoists, trailer dumps and high 
capacity cylinder-type hoists. A 14-inch 
diameter spool valve and a 1%%-inch oil 
supply line are used. The cartridge-type 
pressure relief valve can be replaced as 
a complete unit, it is said. Galion Allstee! 
Body Co., Galion, oO. 





TRUCK BUMPER—A tail-gate bumper for 
pick-up trucks features a side step-up 
platform for loading and a recessed trailer 
hitch which allows the gate to be dropped 
straight down. Side bumpers also protect 
the tailgate. Side braces are available to 


reinforce the box when the gate is 
down. Lempco Products, inc., Bedford, O. 





RAMP COATING — NSC (Non-Slip- 
Coating) is applied to metal truck ramps 
(above), or other surfaces to keep drivers 
and loaders from slipping. It is said to 
be water-proof and to clean with soap 
or detergents. NSC comes in red, grey, 
green and slate grey. It is made of plastic 
resins and polymerized oils, with alu- 
minum oxide granules added. Walton- 
March, 23 W. Ontario St., Chicago 10, Ill. 

* * * 





ALL-ALUMINUM TRUCK BODY—An all-cluminum van body comes in 13 lengths, 
from 12 to 24 feet. It is available in either smooth panel, outside post or beaded 
panel design. Heights are 6 feet, 7 inches or 7 feet. All standard options are offered, 
including side doors, rear door, wheelhouse kits, tailgates, chain gates, hardwood 
floors, composite floors and rear dock bumper and step, Fruehauf Trailer Co., 10941 


Harper Ave., Detroit, Mich. 
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“Overflow to Suppliers Cited .. . 


Chevrolet’s 


DETROIT. — Prosperity in the 
auto industry, paced partly by 
Chevrolet’s record production of 

: more than 10,000 
vehicles in a day, 
is overflowing to 
the rest of the 
economy. 

T. H. Keating, 
general manager 
of Chevrolet, re- 
cently revealed 
the huge volume 
of business Chev- 





is generating 
among parts 
manufacturers, tire firms, steel 
plants and its 5,000 other suppliers. 

“Turning out roughly $20 million 
in cars and trucks in a day—as 
Chevrolet did when it recently set 
an industrywide record of 10,080 
units—creates a tremendous stimu- 
lus for the economy at large any 
way you look at it,” he said. 

“Such a production rate requires 
33 million pounds a day in gross 
steel supplies alone. Other gross 
requirements include more than 
seven million pounds of iron, 1.1 
million pounds of non-ferrous 
metals, 1.7 million pounds of chem- 
ical materials and two million 
pounds of agricultural, animal] and 
forest products.” 

Keating noted that the steel 
industry estimates it would take 
a plant employing 20,000 workers 
to provide steel for 10,000 vehi- 
cles a day. 

According to rubber industry es- 
timates, a plant employing another 
10,000 workers would be required to 
turn out tires for 10,000 vehicles a 
day. 

He said, “It is further estimated 


Mercury Product 
Staff Appointed 


DETROIT. Appointment of 
William M. Grimes as manager of 
the merchandising and product 
planning office of 
Mercury was an- 
nounced last 
week by F. C. 
Reith, general 
manager. 

A product eval- 
uation and re- 
search depart- 
ment, headed by 
C. B. Pfeiffer, will 
be one of three 
activities of the 
expanded mer- 
chandising and product planning 
office. 

Product planning, directly re- 
sponsible for advanced model stud- 
ies and cost analysis, will be a sec- 
ond part of the program. D. T. 
Ellis has been named product plan- 
ning manager. The third phase of 
the newly-expanded office will be 
concerned with merchandising 
planning and will be managed by 
R. E. Donley. 

Grimes for two years was head 
of a similar program in merchan- 
dising and product planning for 
Ford of France, and prior to that 
Was engaged in comparable work 
with Ford division. He has been 
with Ford Motor Co. since August, 
1949. 


440 Macks Going 


To San Francisco 


NEW YORK. — The city and 
county of San Francisco has given 
Mack Trucks, Inc., an order for 
440 buses valued at over $9,000,000, 
according to P. O. Peterson, presi- 
dent. 

He said 100 will be delivered this 
year, with the balance to follow 
over a five-year period. Peterson 
also said that Mack has sold more 
transit buses in the first quarter 
of 1955 than the firm’s entire 1954 
total. 


Opens Hudson Showroom 


East Greenbush Garage, Inc., has 
opened its Hudson showrooms and 
service garage at East Greenbush, 
N. Y. The firm is headed by George 
Canady, who acquired the Hudson 
franchise in 1928. 


T. H. Keating 





W. M. Grimes 
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Cornucopia 


that in a day such a tire plant 
would consume 27 million gallons 
of water, 650 tons of coal and 
enough textile material to wrap 
around the equator four times. 
Moreover, the plant would in turn 
set up a chain reaction of pur- 
chases and employment through its 
own textile, wire and rubber sup- 


Ford Modernizes 


rolet’s production | Fla, Parts Depot 


JACKSONVILLE, Fila.—A $130,- 
000 modernization and improve- 
ment program for Ford division’s 
parts depot here is announced by 
H. O. Harris, depot manager. 

Part of the appropriation has 
beeh earmarked for modernization 
of office space within the building, 
Harris said. The depot also houses 
the Jacksonville district sales of- 
fices of Ford and Mercury. 


51 


pliers right back to the producers 
of raw material.” 

Among other suppliers spurred 
by high auto production is the 
glass industry, which estimates a 
plant employing 4,500 workers 
would be required to produce 
safety glass for 10,000 vehicles a 


day. 

Keating pointed out that an auto 
firm normally spends more than 
half of its receipts for materials 
and services provided by suppliers. 


As an indication of the economic 
stimulus. provided by Chevrolet’s 
30-plant operation, Keating noted 
that expenditures for supplies by 
the three Detroit-area plants—De- 
troit Forge, Detroit Gear and Axle 
and Livonia Spring and Bumper— 
are running close to $17 million a 
month. 

“The plants, which themselves 
employ more than 12,000 hourly 
and salaried workers, are con- 
on some 130 Se ae 
of steel a month—enough to 

” 
1,00 rail cars,” Keating added. Goodyear Sets Sales Record 

“Moreover, their consumption of 
power and fuel rung into quantities} AKRON. — First quarter sales of | of 22 percent over sales of $273,322,- 
large enough to supply fair-sized|Goodyear Tire & Rubber Co. in- | 247 for the same period of 1954, Es- 
cities—18 million kilowatt hours of | creased to a new high quarter-year |timated net profit was $12,028,872. 
electricity, 109 million cubic feet of —— & ge according to i: te heen oo ae 
gas and 160 million gallons of water | P. W. cnfileld, chairman. , Gentine, 
@ month. This, he said, represents a gain = he o ee a ee 





Hansen Motors Signed Up by Ford— 

Putting his name to a Ford franchise is D. J. Hansen (second from right), of Hansen 
Motors, Laramie, Wyo. At right is his partner, O. W. Hampton. At left is J. T. Cavnar, 
district sales manager, and next to him, L. J. Van Horn, assistant district sales manager. 
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JOMA MIRRORS for better visibility! 


Nowhere will you find mirrors that reflect today’s smart car styling better than 
Joma mirrors! They're designed to compliment and enhance all car styles and 
provide better rear visibility for safer driving. 

What's more, Joma mirrors feature turret-screw locks—absolute insurance 
against sagging heads. Once locked, they stay locked! And replacing heads is 
never a problem. Simply loosen turret screw, replace head and tighten into 
position . . . without removing the bracket mounting. 

Since 1919 Joma has designed and manufactured the most complete line of 
body mount mirrors for cars and trucks—all fully guaranteed. Joma mirrors 
are custom-contoured for cars and trucks . . . triple chrome plated . . . mirror 
heads of selected optical glass. 

When you have Joma mirrors, you are sure you have the best—a sure-fire 
gvarantee of bigger sales and bigger profits. If you want to get on the profit 
bandwagon—ask your jobber. 


Vsien @runiteD 





JF 88H BODY-MOUNT OBLONG MIRROR — 
It’s high, wide and handsome! Mirror 
head measures 3%" x 5¥%"—and has 
all the fine features of the JF 88. 


LIST— $5.50 
A JOMA ORIGINAL! ® 


SELF-ADHERING GASKET ACTS AS 
TEMPLATE FOR HOLE ALIGNMENT 











— 


eae —- 


Se 


Se ee 


eee ene 








Tae eer ee ene een oe et eter Ete oer or eat ooesedaaudastinclannegligtibiaeemeniest aaa epeieneinaaaaaeanala 





52 





mobile Dealers Assn. of Colorado. 
He succeeds David F. Finnegan 
who retired to enter business. 
Skillings was educated at the 
University of Michigan and served 
as a pilot in World War II. After 
the war Skillings was employed by 
General Motors Acceptance Corp., 
resigning to joint Century Finance 


Used-Car Notes 


MIAMI, Fla. — Stacey Rowell 
was installed as president of the 
Miami Used Auto Dealers Assn. at 
the organization’s annual dinner 


George Prindle, L. P. Evans, Dick 
McMahon and John G. Grentner, 
directors. Grentner is retiring pres- Co 
ident. Fp. rn ae 
and dance. a 


McGraw Keeps License 


MINNEAPOLIS. — McGraw Mo- 
tors, accused by a Naval airman of 
selling a car under false pretenses, 
will not lose its license to operate, 
the city council has decided. The 


In addition to Rowell, the follow- 
ing officers and directors were also 
installed: Harry Abalon, vice-presi- 
dent; William Lehman, secretary- 
treasurer, and Tom Fletcher, Tony 
Clausi, Ed Griffin, Joe DeMaria, 


Skillings New Pilot 


Of Colorado Assn. 


DENVER. — William Skillings, 
30, has been selected as general 
manager of the Independent Auto- 
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airman wrote the council] saying 
that he had received a “very fair 
and generous settlement” of the 
dispute. 


Mims Elected President 


Of Tampa Dealers 


TAMPA, Fla.—J. E. Mims is the 
new president of the Tampa Used 
Car Dealers Assn. 

Other new officers include Tony 
Weir, vice-president; Joe Crea- 
mons, vice-president; Bernie Op- 
penheim, secretary and Jack Aber- 
nethy, treasurer. Directors are La- 
mar Bevis, Jay Bragg, Earle Hale, 

















to rain, snow, or sunlight. 





CHEMICALS 








Detroit representatives: W. E. Biggers and 
R. C. Oglesby, 728 Fisher Building. 


. They are designed to be molded of PLexicias.® That’s the 
reason why tail lights, parking lights, instrument panels, 
ornaments, dials and so many other functional and deco- 
rative parts on today’s cars give such good service and are 
so attractive in appearance. Car stylists know that parts 
molded of this acrylic plastic have rich, 
... resist breakage and heat .. . can be molded accurately 
into large complex shapes . . . have outstanding resistance 


For cars now on their drawing boards, designers are find- 
ing even more uses for PLExigLas—right from the start. 


FOR INDUSTRY 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 


gleaming color 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's Quay at 


Jarvis Street, Toronto, Ontario, Canada 








Johnny Locke, Archie Kelly aid 
Tom Wolfe. 

The association has named Rez- 
inald McAteer ag executive secre- 
tary. ~~ * * 

2 Firms Incorporated 


GALLIPOLIS, O.—Gallipolis Auto 
Auction and French Motors have 
been incorporated by Charles R. 
McGinness, Oscar C. Baird, Ralph 
C. Walker and Bernard L. West- 
fall. re 

Glasgow Expands in Texas 


PASADENA, Tex.—Roy Glasgow 
is expanding his used-car business 
in a $75,000 program that includes 
a 60-car display room, 1,700 square 
feet of service room and a three- 
acre parking lot. 


Tubeless Cost 
To Goodrich Put 
At $47 Million 


NEW YORK. — B. F. Goodrich 
Co, expended more than $47 million 
in the development of tubeless 
tires, John L. Collyer, chairman of 
the board, told the annual meeting 
of company stockholders. 

The company’s capital and in- 
vestment expenditures in 1954, in- 
cluding the purchase of Sponge 
Rubber Products Co. with B. F. 
Goodrich stock, approximated $45 
million, Collyer said. He stated 
that capital expenditures this year 
are expected to exceed $35 million, 
including a major investment in 
Goodrich-Gulf Chemicals, Inc. 

Previous peak year for company 
capital expenditures and _ invest- 
ments, prior to 1954 and 1955, was 
less than $25 million, Collyer said. 

Increased rubber requirements 
through 1960 will have to be made 
up by man-made rubber, President 
W. S. Richardson said in discuss- 
ing the world rubber outlook. He 
forecast that total world consump- 
tion of new rubber would increase 
by 30 percent by 1960. 


Trailmobile Plant 


Planned in Texas 


LONGVIEW, Tex. — Trailmobile, 
Inc., manufacturer of trailers and 
related equipment, will establish a 
manufacturing plant here, it was 
announced by William A. Burns jr., 
president. 

The firm will be located in a 
plant formerly operated by Powers 
Mfg. Co. Trailmobile also operates 
plants in Springfield, Mo., Berkeley, 
Calif., Cincinnati and Toronto. 


Tri-State Pact 


Oregon Signs Reciprocity 
With Neighbors 


SALEM, Ore.—Oregon has signed 
truck reciprocity agreements with 
Washington and Montana. 

As a result truckers with two or 
more vehicles of over 6,000 pounds 
in gross weight operating between 
Oregon and Washington or Oregon 
and Montana also must be licensed 
in the “foreign” states, Earl T. 





Newbry, secretary of state, has an- 
nounced. 

An alternative would be for the 
trucker to apportion his fleet reg- 
istration between the states in pro- 
portion to miles traveled in each 
state. 














c $ 


Plastic Heater Housing— 

A model holds up part of Chrysler 
Corp.'s plastic auto heater housing. The 
larger section in front of her is located in 
the car's engine compartment, and the 
part she holds is inside the front wall on 
the passenger's side. Other heater parts 
are displayed in the foreground. 
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Mechanization puts more money into the pockets of top farmers like Noel Sharp. 


Better farming makes him 


a better customer for you! 


With the better farming tools within his reach, the average farmer can COUNTRY GENTLEMAN-THE MAGAZINE FOR 


Better Farming 


boost his net income by 25%. 

Our job is to inspire farmers to reach this better farming goal—to keep 
top farmers abreast of the newest and best. This makes more customers 
for you. For what you sell is needed for better farming. 

Better farming on more farms... more sales to more prosperous farmers 
—that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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GALION, O.—Appointment of V. 


W. Weeks & Sons, Inc., Glens Falls, | C 


N. Y., as distributors of Galion 
Allsteel dump bodies and hydrau- 
lic hoists has been announced by 
Galion Allsteel Body Corp. here. 
Weeks will service east central 
New York State. 


* * * 


British Output Hiked 


LONDON. — British Motor Corp. 
production is now averaging more 
than 10,000 cars, trucks and trac- 
tors a week. This fulfills the fore- 
cast Sir Leonard Lord, chairman, 
made at the BMC annual meeting 
last December. 


Carrier Glides on Pillows 


Of Air in New Principle 


CLINTONVILLE, Wis—A new 
experimental carrier 12 feet wide, 
25 feet long and 10 feet high that 
“glides” over any type of terrain 
on eight air pillows was unveiled 
here before armed forces represen- 





Have YOUR hose and 


Truck News in Brief 





AUTOMOTIVE NEWS, JUNE 6, 1955 


tatives by Four Wheel Drive Auto 
‘0. 


The “Teracruzer” was manufac- 
tured, FWD said, to utilize the low 
pressure tire “bags” produced by 
Goodyear Tire & Rubber Co. They 
are five feet long, three and a half 
feet in diameter and are inflated 
with three to five pounds of air 
per square inch. They are known 
as Goodyear Rolligon tires. 


* * * 


Trailer Sales Soar 


DENVER. — Timpte Bros., Inc., 
have reported that its trailer sales 
for first quarter of 1955 were up 
300 percent over the same period 
of 1954. T. C. Timpte, president, at- 
tributed the increase to a newly- 
designed all-aluminum stock trailer 
introduced last July. 


a7 aa * 
International to Construct 


Calgary, Alta., Branch 
TORONTO. — _ International 

Harvester Co. of Canada has an- 

nounced plans for the construc- 


tion of a $500,000 truck branch 
at Calgary, to serve central and 
southern Alberta. Construction 
will begin in May and is expected 
to be completed by late fall. 

L. H. Kain, manager of motor 
truck sales, said the existing 
branch building will be retained 
for downtown sales and service. 
The new building will have 21,594 
square feet of floor space and 30 
stalls. 

> * 


Fire Trucks Listed 


CHICAGO.—A 12-page publica- 
tion by International Harvester 
Co.’s truck division illustrates the 
broad range of applications of spe- 
cialized fire truck chassis. 

* * s 


Canadian Defense Job 


OTTAWA. — The Defense Pro- 
duction Department has awarded 
a $173,960 contract to International 
Harvester Co. of Canada, Ltd., for 
trucks and spare parts. 


Woodall Plans Expansion 


DETROIT. — Herbert J. Wood- 
all, president of Woodall Industries, 
Inc., announced that the company 
would construct a building con- 
taining approximately 60,000 square 
feet on 12% acres of land at Frank- 


the “GIVE”’ it takes? 


U. S. MULTI-FLEX “gives” movement in extension and compression — indefinitely! 





Yates Joins Hudson Family— 
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Yates Auto Service, Inc., Raleigh, N. C., has received its Hudson franchise. Signing 
the contract is W. C. Alford (center). At left is T. C. Yates, who has headed the firm 
since 1918. Witnessing the signing are (from left), N. E. Jett, district manager, and 
T. R. Boyd, special Hudson representative. Seated at right is R. E. Long, zone parts 


and service manager. 


lin, O. Construction will begin 
about June 1. 
= * + 


Underwriters Approval 


Given Yale & Towne Line 
PHILADELPHIA. — Yale & 
Towne Mfg. Co. has announced full 


connections 








Multi-Flex® has proved its superiority for a wide 
number of applications, including radiators, carbu- 
retor air intakes, boots for hydraulic pistons, shock 
absorbers, worm gears and sensitive adjusting screws, 
exhaust outlets for garages, and hundreds more. 

For example, as a connection between the cast 
tubular line from the radiator and the engine tubular 
line, U. S. Multi-Flex provides flexibility, allows the 
engine to move without transmitting force, both lat- 
erally and fore and aft on the radiator. Unlike Multi- 
Flex, a rigid piece of hose would exert a high degree 
of leverage force on the radiator and the radiator 
tank. Multi-Flex is available with flanges at either 
end; it also can be fastened in the conventional man- 
ner with clamps. 

Since it’s made without molds, special mandrels, 
or supporting wires, natural or synthetic rubber 


Multi-Flex can be fabric-reinforced, too— produced 
in inside diameters all the way from %” to 36”, in 
lengths unlimited. And one special Multi-Flex for- 
mulation withstands temperatures from —65°F to 
500°F! Unlike wire supported hose, it can be crushed 
repeatedly without harm. 

The extensibility of Multi-Flex makes short 
lengths practical; its ease of application (with slip- 
over nipple or flange connectors) saves assembly 
line time. For “all-ways” flexibility—for the greatest 
travel with the least fatigue—for economy and long 
life, you'll find you just can’t match Multi-Flex. 

Most samples for experimental use can be made 
without tooling charges. For samples and engineer- 
ing service, phone us in Detroit at Trinity 4-3500. 
It’s your contact with specialists in automotive rub- 
ber applications. 


“U.S.” Research perfects it... “U.S.” Production builds it. 


UNITED STATES RUBBER COMPAN Y 
Automotive Sales, Mechanical Goods Division + New Center Bidg., Detroit 2, Michigan 


Underwriter’s Laboratories ap- 
proval on its LPG-powered KG-51 
and G-52 series of trucks from 
2,000 to 10,000 pounds. 

Previously, Yale had UL ap- 
proval on KG-51 series of trucks 
from 3,000 to 10,000 pounds with 
ASME and 25-pound ICC LPG con- 
tainers. 

* aa * 


Divco Publishes Folder 


To Introduce New Body 


DETROIT. —A _ two-color pro- 
motion mailing piece has been is- 
sued to its dealers by Divco Corp. 
here to introduce its new, 
“squared-up” delivery route truck 
bodies. 7 

Printed on krome-kote stock, 
the mailer illustrates a cut-away 
view of the truck on the inside 
with full descriptive data while 
the back cover shows the exterior 
appearance of the new body. 

+ 


Denver Chicago Trucking 


Adds 60 Kenworth CBE’s 


DENVER. — Colorado Kenworth 
Corp., distributor for Kenworth 
trucks, has delivered 60 new model 
522 cab-beside-engine trucks to 
Denver Chicago Trucking Co. 


* * * 


Binkley Appoints Thomas 
Eastern Representative 


WARRENTON, Mo. — Binkley 
Mfg. Co. has announced that its 
trailer and body parts for the East- 
ern Seaboard area are being han- 
dled by Thomas Auto Body Parts 
— 630 Washington St., Reading, 

a. 


Delivery of parts can be made 
within 48 hours to Connecticut, 
Delaware, Maine, Maryland, Mas- 
sachusetts, New Hampshire, New 
Jersey, New York, Pennsylvania, 
Rhode Island, Vermont and Vir- 
ginia, Binkley said. 


7 3 ” 
Fire Hits Couch Motors 
YANKTON, S. D. — A fire 


roared through the garage of 
Couch Motors here, causing dam- 
age estimated at $20,000. 


+ : > 


Roadway Launches ‘Relay’ 
With New White Diesels 


AKRON. — Roadway Express, 
Inc., is converting its entire north- 
south operations into a new “Hot 
Relay” express service with a fleet 
of 140 new White “9000” Diesel 
tractors. 


The new White models, the first 
of which are already in service, 
were designed by White engineers 
in cooperation with Roadway. The 
entire fleet will be in operation by 
the end of this month as part of 
the company’s 25th anniversary 
modernization program, it was an- 
nounced by R. W. Corns, Roadway 
executive vice-president. 

* * * 


Fruehauf of Canada Sales 
Hit $1,792,184 in 1955 


MONTREAL.—Commercia] sales 
of Fruehauf Trailer Co. of Canada 
totaled $1,792,184 for the first quar- 
ter of 1955, according to Walter W. 
Siegrist, vice-president and general 
manager. 

This was an all-time high for 
any first-quarter period in the 
firm’s history, he said. It was at- 
tributed to heavy sales in March, 
nearly double the total for the same 
month of last year, Siegrist said. 
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That’s New Orleans Story ... 





Brisk Sales at ‘Cleanup’ Prices 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—New-car sales 
here continue at a fast pace—way 
beyond the expectations of many 
dealers. The one and only para- 
mount complaint from the dealer 
body is that they are doing busi- 
ness today at “end of the year” 
prices. 

Competition among dealers is 
very keen. Practically every deal- 
er is featuring a gimmick to lure 
the buyer into his establishment. 
A few dealers, for the first time, 
are advertising a direct discount 
on straight sales and an over- 
allowance to prospects with a 
trade. One dealer has gone as far 
as to advertise a $1,000 discount 
on @ medium price car. 


As a matter of fact, it has become 
a common practice for a customer 
to be offered a discount without 
even asking for one. In this direc- 
tion the dealer contends that it is 
much better to make “the best 
deal” to the customer on the initial 
contact or he will go elsewhere and 
if the dealer is unable to close the 
deal on the first call then it is lost. 

A number of dealers have already 
expressed themselves as being at 
the end of the rope as far as prices 
are concerned. They say they have | 
no idea what will happen, that is, 
if prices continue to drop, when the 
end of the year and clean-up prices 
prevail. Some contend that prices 
can’t go any lower than they are 
today. 

One dealer, discussing the pres- 
ent situation said, “if my com- 





Two Zone Posts 


Filled by Nash | 


DETROIT. — L. E. Stewart has 
been appointed manager of Nash 
Motors’ Detroit zone, replacing B. 
E. Thompson who has been named 
Cincinnati zone manager, it was 
announced last week by Roy Aber- 
nethy, Nash sales vice-president. 








‘ 
B, E. Thompson 


Stewart has been Nash sales pro- 
motion manager since 1951. He 
joined the company in 1946 as a 
district manager in the Chicago 
zone and later served as assistant 
zone manager in Milwaukee and 
Chicago. 

Thompson, who had been Detroit 
zone manager since 1946, joined 
Nash in 1940 as a district manager. 
He also has served Nash in execu- 
tive capacities in Atlanta, New Or- 
leans and Washington. Thompson 
entered the auto business in 1931 
as a retail-car salesman. 


Neighborly 
Friends Rally to Dealer 


In Lease Pinch 


CLEVELAND. — Charles Kane. 
vice-president of Southwest Ford 
Sales Co. here, found that when 
he needed good neighbors, he had | 
them. 

Kane’s “hour of need” came 
when his lease expired. Then sev- 
eral of his merchant neighbors, his 
customers and friends came to his 
aid. The merchants offered space 
to tuck Kane’s business into until 
his new $300,000 building is com- 
pleted in suburban Parma. 

His customers and friends offered 
storage room in their garages at 
home for parts and equipment. 
“T’ve been forced to cut the num- 
ber of employes from 65 to 35,” 
said Kane, “with some joining 
other Ford dealers. The rest will 
come back when we move into our 
new building.” 


L, E. Stewart 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD | 
Section. Others are profiting from AUTO- | 
MOTIVE NEWS WANT ADS! Are you? 


petitor goes below me he can have 
the business, because I know he 
will lose money.” 


Another dealer who is a volume 
operator, said he is wheeling and 
dealing so close that he couldn’t 
stay in business unless he delivers 
a hundred or more cars per month. 


Also, toward this end a dealer in 





Tenn. Commissioner 


Takes Primer Tour 


NASHVILLE. — Chester R. 
Pace, Clinton, secretary of the 
newly formed Tennessee Motor 
Vehicle Commission, is touring 
the U. S. to learn how similar 
commissions operate in other 
states. 

Pace served as president of the 
Tennessee Automotive Assn. in 
1954. He formerly was a Dodge- 
Plymouth dealer in Clinton but 
most recently had been handling 
used cars. 





Engimeered 


for the 


com pressiom 


the medium price field, reported 
that his former breaking even point 
was 14 cars a month, but today 
with the “give-away” prices he has 
to practically double that number. 

With the dealers fighting for 
sales, the customers are definitely 
back in the driver’s seat. A cus- 
tomer can now buy a car according 
to his wishes as far as accessories 
are concerned. Dealers will now 
take out radios and heaters and 
even go as far as changing two- 
tone jobs at his own expense to 
satisfy the buyer. 

In some dealerships the sales- 
man’s commission is curtailed, that 
is, with his permission in order 
to make a satisfactory deal between 
the dealer and customer. 


Many used-car buyers of late 
model cars are being lulled over to 
new automobiles due to the gim- 
micks — nothing down and “make 
your own terms”—offered by deal- 
ers. The customers find it much 
easier to finance a new car than 
a used one. 
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VETTEL LEELA 


CARBURETORS BY 


ROCHESTER 
PRODUCTS 
OIVISION OF 
GENERAL MOTORS 
CORPORATION 
ROCHESTER N.Y. 





4 L-M Dealers Make 100-Car Club— 


January sales of 100 cars or more were established by four Lincoln-Mercury dealers 
in the Detroit area. Winners of the “100 Car Club” awards were (from left, standing) 
Steve Gribb, used-car sales manager of Bill Daniels, Inc.; Larry Padden, sales man- 
ager, Evans Lincoln-Mercury; Bill Daniels, president, Bill Daniels, Inc.; P. D. Warren, 
district sales manager; Stewart Evans, president, Stewart Evans, Inc.; Stan Tepe, gen- 
eral manager, Park Motor Sales; Cecil Haugh, general manager, Mel Haugh, Inc.; Bob 
Bieker, sales manager, Park Motor Sales. In the foreground are Harry Williams, sales 
manager, Mel Haugh, Inc., and Norm Carrico, sales manager, Bill Daniels, Inc. 








An engine never had it so good! With a 
Rochester Carburetor on the job, today’s modern 
high-compression power plants are better “‘fed”’ 
than ever! They’re assured of a balanced 
diet—the right mixture of gas and air to meet 
every driving situation. From take-off to 

top speed—regardless of temperature or load 
condition— Rochester Carburetors are outstanding 
performers. They’re rugged and responsive, 
dependable and durable . . . and specifically 
engineered to feed the finest engines in 

the industry. That’s why you'll find Rochester 
Carburetors fueling the new Cadillac, Buick, 
Oldsmobile, Pontiac and Chevrolet! 
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INDIANAPOLIS. — Demonstra- 
tion rides result in initial sales and 
top-notch service brings return 
sales, says William A. Grawemeyer, 
president of Indianapolis Nash, Inc. 

Grawemeyer emphasizes both in 
his own dealership, which sold 500 
new cars last year. 

“We have as many as 20 dem- 
onstrators in use every day,” he 
said. “We lend cars deliberately 
to ‘hot’ prospects and influential 
people—many of them motorists 
who have never driven a Nash 
before. 

“The way I see it, that’s our big- 
gest problem—getting more people 
to take a ride in our cars so that 
they can feel and see the differ- 
ence.” 

Indianapolis Nash services up to 
120 cars a day. A control tower sys- 

tem has been installed to assure 
maximum efficiency. 

“We try to keep our service de- 
partment immaculate so as to make 
a good impression on customers 
coming in,’ Grawemeyer said. 
“They know if we keep a good- 
looking house that we are going to 
have the same high regard for their 
cars.” 

A strict tab is kept on all serv- 
ice orders over $15 by Service 
Manager E. Kendall and his staff. 
The names are followed up in a 
direct-mail campaign and the cus- 
tomers are asked to comment on 
the service received. 

The company maintains a huge 
parts inventory at all times. A re- 


NADA Denounces 
Minimum-Wage 


Plan for Dealers 


WASHINGTON. 
widely varying local conditions, the 
Federal Government should not 
impose the Fair Labor Standards 
Act on new-car dealers, NADA de- 
clared last week. 

General Counsel James C. Moore 
testified before a Senate Labor sub- 
committee in sharp opposition to a 
proposed extension of the mini- 
mum wage law to retail and serv- 
ice establishments, including auto 
dealers doing a gross annual busi- 
ness of more than $500,000. 

Arguing that the Fair Labor 
Standards Act never was intended 


‘20 Demonstrators in Use’ 


Nash Dealer Finds Sales Follow Rides; 
Top Service Brings Repeats 


Because of | 





to apply to a local dealership, 
Moore said that only the states | 
could “evaluate the varying condi- | 
tions prevailing in the different | 
communities. 

The $500,000 dividing line for 
dealer coverage is “unfair,” he 
added. He pointed out that only 
employes of large-city dealerships 
would benefit, while counterpart | 
workers of smaller firms would be | 
exempted. 


Dutch Place Order 
For 4,000 Jeeps 


TOLEDO.— The Dutch Govern- 
ment has placed an order for 4,000 
Jeeps with Willys-Overland Export 
Corp., the largest single order ever 
placed for Jeeps with the exception 
of the U. S. Government, according 
to Hickman Price jr., sales vice- 
president. 

J. C. Delaplain, general manager 
of the export corporation, said 
manufacture of the vehicles will 
begin immediately and deliveries 
will continue through August, 1956. 
The company also is to receive a 
spare parts order for the first 2,000 
vehicles with another order to be) 
received later for the balance. The | 
parts orders will total nearly $1) 
million. 

The purchase is expected to play 
a vital role in NATO’s effort to! 
standardize equipment. 











100 Feet of 48-12” x 18” Pennants 
All-Weather 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohie, dept. N 
| 








cent check showed more than $125,- 
000 worth of parts in stock. Indian- 
apolis Nash prides itself that it can 
offer parts for Nash cars made 20 
years ago. 


Discussing the importance of 
demonstrations, General Manager 
Dave Poole said: “Advertisements 
pull prospects, plus a lot of shop- 
pers, into showrooms. The main 
thing, however, is to get these peo- 
ple inside a Nash—to inhale the 
smell of a new car—get them to see 
the exclusive features.” 


Poole emphasized that Indianapo- 
lis Nash sells cars on the “right” 
basis. 

“We make every customer un- 
derstand exactly what he is get- 
ting, whether he is buying a 
jalopy or a new car,” he said. 
That’s the reason why we don’t 
have to walk across the street 
whenever a new or used-car 
buyer passes by.” 

Grawemeyer said he is consider- 
ing a caravan of cars—five or six— 


TIE IN WITH “KEEP ’EM ROLLING” 


to go to factory lots during noon 
hours. Hot dogs and refreshments 
would be served. 

“The total investment for the 
promotion wouldn’t be over $10,” he 
said. 

Discussing financing, Grawe- 
meyer said: “Dealers should try to 
sell as much retail paper as they 
can through one finance company. 
There’s more to financing than just 
money. Many benefits accrue to 
dealers who have top-notch finance 
connections. 

“For example, in the case of cars 
either wholly or partly damaged in 
accidents, a dealer’s finance insur- 
ance company will make every ef- 
fort to have its client do the re- 
pairs. And the company will insist 
that genuine factory parts be used. 
If the car is a total wreck, insur- 
ance coverage can help to move 
that person into a new Nash.” 

“All our salesmen are carefully 
trained on how to close the sale 
and how to ‘sell’ retail finance 
paper,” he said. “Good financing 
is the crux of successful automo- 
bile selling today.” 

Poole said no-downpayment deals 
are taboo at Indianapolis Nash. 

“We stick to good deals and 
avoid, if possible, 36-month terms 
as it takes the buyer out of the 
market too long,” he said. 





As Per Request— 


James R. Riley (right), looks over the 
new Mack cab-over-engine trailer-hauling 
truck which he helped father. Riley, of 
Coiumbus, O., is president of Suburban 
Motor Freight Co. A year ago he got 
together with Mack Truck officials and 
outlined a lighter weight unit for city and 
rural wholesale deliveries. Designated the 
Verti-Lift cab-forward D-Series, the first 
one off the line was delivered to Riley. 
With him (from left) are W. E. Turnbull, 
Mack’s Ohio regional sales manager; Ray 
E. Mason jr., president of Columbus Truck 
| & Equipment Co., Mack distributor, and 
| Columbus Mayor M. E. Sensenbrenner. 





Uniform Car Fees 
Urged in Conn. 


By Three Groups 


HARTFORD, Conn.—The Con- 
necticut State Motor Vehicles De- 
partment has again recommended 
uniform auto registration fees to 
the motor vehicle committee of the 
Legislature. 

Also supporting the plan were 
the Connecticut Automotive Trades 
Assn. and the Connecticut Motor 
Club. 

The proposed law would set up 
a standard $8 registration fee. Fees 
are now based on the car weight: 
$7 for those up to 3,500 pounds; $9 
up to 4,500 pounds, and $11 for 
those over 4,500 pounds. 

Wilbur L. Cross jr., of the de- 
partment, said that so many mod- 
ern cars were near the classifica- 
tion borderlines that the addition 
of extra equipment often moved 
them into another bracket. 

He said the $8 fee for all cars 
would bring in a little more money 
since the average registration fee 


| for 1953-54 was $7.60. 
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EVERY AUTOMOTIVE DEALER AND CAR SHOP BENEFITS from Farm Journal's continuing editorial program aimed at better, more 
regular maintenance. Farm Journal is the largest, most influential farm magazine in America. It is so big it goes down 
rural routes in the better farming areas like a local newspaper—in this way preselling your best customers and prospects. 
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Studebaker Truck Sales Bring Smiles— 


Officials of the Studebaker truck department check sales campaign reports showing 
From left are John L. W. 
Duncan, marketing and price analyst; Frank W. Noble, advertising manager; Loren| snowroom and three used-car lots 
F. Van Nortwick, general manager; Thomas A. Cunningham, equipment manager;|—while the other is out soliciting 
Lorne R. Moodie, sales promotion manager, and Clare L. Hitchcock, sales engineer. 


1955 factory truck sales up 94 percent over last year. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | tween the two staffs. Incentives in | 


automotive industry, every week throughout the year. 


Philadelphia Ford Dealer Finds. . . 





PHILADELPHIA.—Daily sales|most deliveries, etc. are given on 
meetings and a mass solicitation | a week-to-week basis. 
telephone campaign are credited Eight telephones are in con- 
with being extra “sales getters” by| stant use. Salesmen contact all 
Herbert Wachtel, general sales} auto owners by checking registra- 
manager of Ogontz Motors (Ford). tion lists according to streets. The 
lists also show the model years 
The sales meetings are held at 


of the cars. 
8:30 a.m. and salesmen bring com- 


a ” Wachtel said that sometimes 
pleted “Who Am I Fooling” (see! .ajesmen find it possible to place a 


example) forms as admission tick-| |...4-car before @ trade te made. 
ets. For example, if an Ogontz salesman 
Those whose “tickets” are not 
completed are penalized by hav- 
ing more work laid out for them. 
Ogontz has from 20 to 25 sales- 
men on its force, Wachtel said. 
These are divided in two “teams,” 
| each headed by a sales manager. 
Each takes its turn at working 
the firm’s four locations—new-car 





Plymouth Dealers Give 


Free Travel Folders 


DETROIT. — For the fourth 
year free Michigan travel and 
vacation information will be sup- 
plied by the Greater Detroit 
Plymouth Dealers Assn. 

Last year the dealers distrib- 
uted over 60,000 maps and illus- 
trated folders through their 
showrooms, according to C. Has- 
call Bliss, president. 


or telephoning. 


Wachtel said there is a constant 


competitive spirit maintained be- | 


forms of awards for best profits, | 











'IFOR GREATER BUSINESS... NOW 


Any time’s a good time to feature the products 
and services advertised in Farm Journal, but 
you will get a bonus in sales when you tie in 
with the “Keep "Em Rolling” issues. That’s be- 
cause Farm Journal’s 2,850,000 subscriber 
families—who depend on a tremendous fleet of 
go-power for their livelihood—welcome these 
features for the timely, helpful maintenance 
suggestions they contain. More important, these 
people do something about them. 


The next “Keep "Em Rolling” feature will be 
in the July issue of Farm Journal. It starts 
reaching readers around June 25. 


It’s easy to tie in. Simply use one of the pro- 
grams your suppliers make available. Or, if you 
prefer, you can tie in through your own adver- 
pising. Classified ads identifying your shop with 

“Keep "Em Rolling” and Farm Journal-adver- 
tised products cost little and are effective. So 
are reminder postcards. So are radio spots on 
your local station. 


Write today to Farm Journal, attention 


Dealer Service Department, for a list of the 
automotive products advertised in the July 
Farm Journal, free display banners, and free 
copies of the magazine. 





‘Farm Journal 


The Magazine Farm Families Depend On 


WASHINGTON SQUARE, PHILA. 5, PA. 


RICHARD J. BABCOCK 
President 


GRAHAM PATTERSON 
Publisher 





THE MAJORITY OF THE NATION'S CAR DEALERS AND INDEPENDENT 
REPAIR SHOPS depend on rural and out-of-town customers for most 
of their business. Among these people, Farm Journal is the biggest, 
most influential magazine published. 





NEARLY HALF THE CARS IN AMERICA are bought by rural people. In 
addition, they buy a third of the trucks and nearly all the tractors. 
They also account for most of the service work that gets done. Good 
customers? And how! 








Meetings, Phones Boost Sales 


finds a prospect who wants a 1949 
Ford, the salesman looks on the list 
for someone who has such a car, 
then telephones him. 

Wachtel has found that such ag- 
gressive solicitation makes it pos- 
sible to wash out many deals in 
very short order. 


This dealership also conducts 
sales training meetings periodically, 
usually in the evenings. Slides and 
sound films are shown and the 
salesmen talk over problems and 
are kept advised of new selling 
techniques. 

Wachtel said that last year the 
firm sold about 2,500 new cars. 


Ogontz uses much the same meth- 
ods in its service business and has 
received a high percentage of its 
new-car customers because of the 
service rendered. Its service absorp- 
tion rate is estimated at 75 to 80 
percent. 

The showroom was a food super- 
market in the early ’30s and the 
service department was formerly a 
bowling alley. The showroom han- 
dles 20 cars and 40 can be accom- 
modated in the service area. 

Prominent in the firm’s advertis- 
ing schedule is Disc Jockey Doug 
Arthur, whom Ogontz has spon- 
sored for 14 years. 

It was a combination of all these 
activities that built Ogontz from a 
small dealership to a big volume 
house, Wachtel said. 

“Door knocking and cold ‘spear- 
ing’ on the street help to explain 
our success,” he added. 

In addition to the incentives, 
Ogontz pays a percentage of the 
profit on every deal. New-car deals 
are washed out at the time of the 
sale by the firm taking the used-car 
into inventory at curb wholesale fig- 


ures. The used-car salesmen are’ 


paid on the profit in the price dif- 
ferential. 

Wachtel said this system enables 
both the new-car and used-car 
salesmen to be paid immediately 
and the new-car salesman does not 
have to wait for the final washout. 

He believes Ogontz will continue 
to expand only so long as its men 
continue to be aggressive and en- 
terprising. 

e 2 


WHO AM I FOOLING? 


DR iickscimmnne Today I completed 
work as follows: 


5 Owner Calls 

1 Truck Owner Call— 
personally 

15 Post Cards with good 
message 

3 Bird Dog calls 

3 Used Car Buyer calls 

3 New Car Demonstration................. 

20 Standard W. U. T.’s 

10 Cold Turkey telephone 
calls 

5 Spears on street— 
Parking lots, etc. 

15 minutes in shop with 
labor customers 


1 Insurance Adjuster call ................ : 


1 Finance Company call 
Deals Worked........ How 
many orders written and 
presented 
Deals Completed........ How 
many orders rejected by 
house 
Deals received help on........ z 
was busy today 
Remarks: 





Dealers Sponsor Contest 


SALT LAKE CITY.—Auto deal- 
ers recently conducted an essay 
contest among high school students 
here on “Why It’s Smart to Be a 
Safe Driver.” Cash prizes were 
awarded the best essay at each 
school and a $200 scholarship to 
the University of Utah was given 
the top winner. 


«i» STEMAC 


PERSONALIZED 
NAME PLATES 







1281 So. Cherokee 


Denver, Colerade 
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General Motors Acceptance Corp. 
has announced the shifts of three 


ment of one in its western terri- 
tory. 

Stuart E. Johnson has _ been 
named manager at Pueblo, Colo., 
replacing Daniel A. Charlton, trans- 
ferred to Omaha. Russell M. Bol- 
linger has been switched from 
Omaha to Denver to replace Paul 
C. Van Valkenburgh, who has been 
moved to the New York office. 

* * » 


General Picks Evered 


Arthur C. Evered has been ap- 
pointed manager of General Tire 
Co. in Seattle. He succeeds Charles 
Briggs, who will become manager 
of General in Oak Park, IIl. 

* * * 


Clark Equipment Votes 


King, Ross Board Posts 
Shareholders of Clark Equipment 

Co. have voted to increase the 

firm’s board of directors from 15 


to 17 and have elected C. H. King 





Auto Personnel 


and D. H. Ross to fill the newly cre- 
ated positions, according to George 
branch managers and the appoint- | Spatta, president. 


King, with Clark since 1925, is 
in charge of operations of Clark’s 


automotive division. Ross is assist- | | 


ant to Spatta. 


* * * 


Tully Elected to Head | 


Ethyl’s Canadian Firm 


Edward L. Shea, 
Ethyl Corp., has announced elec- 
tion of Alan C. Tully as president 
of Ethyl Corp.-of Canada, Ltd. 

The Canadian firm is a newly- 
created company which will con- 
struct and operate a new anti- 
knock manufacturing plant in Sar- 
nia, Ont., to serve the Canadian 
oil industry. 

¥ 


Polk Takes U. S. Job 


Albert F. Polk, vice-chairman of 
Sheffield Corp., has accepted an 
invitation from the Business and 
Defense Services Administration to 
serve as chief of the distribution 


president of | 


_ AUTOMOTIVE NEWS, JUNE 6, 1955 


Be: 
Be 


'.|L. Fawick, board chairman, 


Dealer Tschabold Expands— 


A 60-by-120-foot addition has been completed by Tschabold Motor Co. (Cadillac- 
Oldsmobile), Alliance, O. It includes a showroom, tool room and service space. 





and inventory branch of the metal|dent of Badger Tool & Mfg. Co., 

working equipment division. His |Inc., Chicago. 

offices will be in the Department PF os 

of Commerce Building. | Two Join Fawick Board 

ee | James P. Falvey, president of 

Badger Appoints Stoeller Electric Auto-Lite Co., Toledo, and 
Appointment of John A. Stoeller | William E. Rutz, vice-president of 

as general sales manager has been Giddings & Lewis Machine Tool 

announced by S. A. Krance, presi-|Co., Fond du Lac, Wis., have been 





SPEED AND accuracy of a National System count heavily 
with the customer, help build good will and repeat sales. 


“Our @lalional System 


saves us ‘2,000 yearly... 


returns 74% annually on our investment!” 








SEIBERT MOTORS, where a National Sys- 
tem provides complete control over every 
transaction in the Service and Parts De- 
partments. 





MR. CARL I. FRANKENSTEIN, Vice President, 
Seibert Motors Inc., describes the bene- 
fits of a National System for automotive 
agencies. 


—Seibert Motors Inc., Rochester, N. Y. 





“Since we installed a National Class 
2000 multiple-total, departmentizing 
register, in July, 1949,” writes Mr. 
Frankenstein, ‘‘we receive, quickly 
and accurately, the vital information 
we need to properly operate and con- 
trol our business. 

“‘Now we save all the time formerly 
spent in making our daily sales 
analysis and have disposed of the 
hazards of forgotten charges and 
cash balancing problems. We have 
the tight control we need between our 
Parts, Service, Cashiering and Ac- 
counting Departments. 

“Our multiple-total National gives 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


us, immediately at the close of busi- 
ness, the sales and cost of sales figures 
we used to obtain from a spread sheet. 
And National’s certification of every 
invoice and parts or repair order 
verifies the accuracy of each transac- 
tion. This efficiency and accuracy 
saves us time, money and personnel. 

“The savings in dollars and cents 
are over $2,500 yearly, a return of 
74% of our investment annually! We 
feel our National System has been a 
lasting and profitable investment and 
we recommend the system, without 
reservation, to any automobile dealer 
in the entire country.” 


977 OFFICES IN 94 COUNTRIES 


Don’t you, too, need this control, 
the protection that saves money, the 
information that makes money? Your 
nearby National representative, a 
trained systems analyst, will be glad 
to show you how to save time and 
money, gain extra profit in your busi- 
ness. Call him today. You'll find him 
listed in the yellow pages of your 
phone book. 








elected to the board of directors of 
Fawick Corp., Cleveland, Thomas 
an- 
nounced. 

* * + 
Peerless Pump Promotes 


Nickel, Olson in Sales 


Two executive appointments have 
been announced by Peerless pump 
division, Food Machinery & Chem- 
ical Corp. 

Carl L. Nickel has been named 
water systems and dealer line 
product sales manager, and Nor- 
man C. Olson, engineered line 
products sales manager. Both have 
been with the division since 1946. 

+ * + 


Chevrolet Appoints 4 


In Los Angeles Zone 


Roy Cash, Los Angeles Chevro- 
let zone manager last week an- 
nounced several new appoint- 
ments in his office. 

They are: Roger Jackson, zone 
public relations manager; Frank 
Watkins, organization manager; 
Roy Skoda, new-car sales man- 
ager, and, Joe Oakes, sales pro- 


motion manager. 
* * * 


Hall Named Sales Manager 
Of Tiremaster Division 


The appointment of Walter V. 
Hall as general sales manager of 
the Tiremaster division of Salsbury 
Corp. has been 
announced by E. 
F.. Salsbury, pres- 
ident. 

Hall has been 
Southwest dis- 
trict manager for 
the company. Be- 
fore joining Sals- 
bury, he was 
Ss sales manager for 

bE Bear Mfg. Co. 

. and for Allen 
Electric & Equip- 
ment Co. His son, Walter D. Hall, 
|/has been named Tiremaster sales 
| representative for Southern Cali- 
| fornia. 





W. V. Hall 


*~ +. * 
| R. C. Devereaux Elected 


| President of Ferro Co. 


Ferro Stamping Co., Detroit, 
| has announced the election of 
Richard C. Devereaux as presi- 
dent. 
| He succeeds William C. Deve- 
reaux who was named to the 
| newly created office of chairman 
| of the board. 
} ” 


* * 
Wolfard Appointed 


C. W. Wolfard has been named 
service-parts manager at the Ham- 
ilton (Ont.) plant of International 
| Harvester Co. of Canada. 

} * x * 





Studebaker Appoints 
Smith Works Manager 


Clarence H. Smith has been ap- 
pointed Studebaker works man- 
|ager in charge of manufacturing 
joperations in 

South Bend and 
Los Angeles 
plants, Ray P. 
|Powers, opera- 
tions vice-presi- 
dent, Studebaker- 
Packard Corp. 
has announced. 

Smith was pro- 
moted from gen- 
eral superintend- 
ent of the South 
Bend plants, a 
position he has held since 1953. He 
began with Studebaker in 1925 as 
a toolmaker’s helper. Smith became 
general foreman of the company’s 
aviation plant in Chicago in 1942. 

* * 





C. H. Smith 


Solar Electric Appoints 


Dremann President 


Solar Electric Corp., Warren, Pa., 
has announced the appointment of 
Walter J. Dremann as president. 

In 1949, Dremann came to Solar 
as chief engineer for all incande- 
scent and fluorescent lamps. In 1953 
he was promoted to general man- 
ager. 

. * * 


LOF Names Cazayoux 


Finance Vice-President 


F. Earle Cazayoux, Finance vice- 
president of Libbey - Owens - Ford 
Glass Co., is the first to hold this 
|newly-created office. Formerly 
comptroller and treasurer, he was 
|elected a director of LOF in 1953. 
Cazayoux joined LOF as a cost 
‘accountant in 1928 after service 
(Continued on Page 59, Col. 1) 
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Auto Personnel 





(Continued from Page 58) 


with Pointe Coupee Motor Co.,| administrative assistant to Porter; 
Standard Oil Co. and U.S. Sheet | Maxwell D. King, packaging and 


& Window Glass Co. 
* + * 


Firestone Appointments 


Go to Jordan, Bebb | 


Appointments of Wilbur F. Jor- 
dan as sales manager and Robert 
L. Bebb as manager of research 
and development 
of the synthetic 
rubber and latex 
division of Fire- 
stone Tire & 
Rubber Co., Ak- 
ron, have been 
announced by A. 
D. Miller, general 
manager. 

Jordan, with 
Firestone since 

1937, formerly 
W. F. Jordan was sales man- 
ager of the latex division. Bebb 
joined the company’s research di- 
vision in 1938 and was put in 
charge of synthetic research in 
1945. 





+ * * 
Chrysler Export Names 
Davideit and Crowley 


Two sales appointments in 
Chrysler Corp.’s export division 
have been announced by Philip 
K. Hills, vice-president and gen- 
eral manager. 

H. O. Davideit was named as- | 
sistant sales manager and | 
Thomas F. Crowley is truck sales 
manager. Davideit joined Chrys- 
ler in 1933 and Crowley has had 
extensive experience in overseas 
truck sales management and 
merchandising, Hills said. 

x * = 


Studebaker Promotes 


Orlemann in Sales 


George S. Orlemann, former dis- | 
trict sales manager for Studebaker 
in Minneapolis, has been named | 
assistant zone sales manager. He) 
will assist Michael M. Scovill, zone 
manager. 

Orlemann joined Studebaker in | 
1946 and has been in the Minneapo- | 
lis zone since that time. 

* 


Chrysler Corp. Appoints 5 


To West Coast Staff 


Five appointments in the Detroit | 
Office of Chrysler Corp.'s West 
Coast operations department were 
announced by Milton B. Porter, 
manager. | 

They are: George Canning, plan- | 
ning department representative; 
Jack A. Fleming, master mechanic 
representative; William H. Howley, | 


Green, Blue Top 
Color Choices 
For Oldsmobile 


LANSING. — Light pastel shades 
are proving most popular among 
auto buyers this spring but green 
and blue still are the favored col- | 
ors, according to G. R. Jones, gen- 
eral sales manager of Oldsmobile. 

Paint usage records indicate that 
blue and green run practically hue 
for hue as the most desired colors 
on ’55 Oldsmobiles, he said. The 
three Oldsmobile greens — mint 
green, glen green and grove green 
—account for approximately 21 per- 
cent of the paint applied, while the 
four blues—twilight blue, Panama 
blue, Bimini blue and frost blue— 
are credited with about 20 percent 
of the paint consumed, he reported. 

Jones said that because of the} 
prevalence of two-tone styling, 
polar white accounts for 19 percent 
of the Oldsmobile paint usage. Ap- 
proximately 90 percent of division 
orders specify the “flying colors” | 
treatment, according to Jones, with | 
the color contrast in the side body 
panels and the trim moulding in| 
that area providing the color sep- | 
aration. | 

Turquoise still is a desired color, 
especially in light two-tone com- 
binations, Jones stated. Black is| 
twice as popular in New England 
as in the entire nation, and is prov- 
ing more popular in the California 
market, he said. 

Gray is slipping in public favor, 
Jones reported. 













material handling representative, 
and Cornelius J. Van Halteren, en- 
gineering representative. 

* a * 


Krylon Names 2 Reps 


Krylon, Inc., Philadelphia, has 
named two new field representa- 
tives to cover automotive jobbers 


in four states. They are Hugh R. 


Eckard, who will cover North Caro- 
lina, South Carolina and Virginia, 
and John J. Gallagher, who will 
cover Ohio. 

* . * 


Nash Names Roleson 


To Sales Position 


Frank Roleson has been ap- 
pointed administrative assistant 
of Nash sales, it has been an- 
nounced by Roy Abernethy, sales 
vice-president. 

For the last 14 months he has 
been business manager of the 





Kansas City zone. Prior to join- 
ing Nash in 1948 as traveling 
auditor, Roleson was an account- 
ing supervisor with Ford and 
Fisher Body. 

o 


* * 


| Dodge Appoints MacLellan 


|Regional Truck Manager 


| Roger D. MacLellan has been 
|appointed regional truck manager 
for Dodge in the San Francisco 
region, according 
to William S. 
Woolsey, general 
sales manager. 
MacLellan had 
12 years of car 
and truck sales 
and service expe- 
rience in the re- 
tail field before 
joining Dodge in 
1953 as district 
- truck manager in 
R. D. MacLellan San Francisco. 
He was named city manager in 
| 1954. 


* * * 


Raymond Jr. Succeeds 


Father as President 

George G. Raymond jr. has been 
elected president of Raymond Corp., 
Greene, N. Y., succeeding his 














Oneida's New 1955 Models— 


Safety improvements are featured in the 1955 school buses made by Oneida Prod- 
ucts Corp., the company said in announcing first shipments of the new models. The 
frame has been strengthened, and the windshield area has been increased by 30 
percent, Oneida said. 





father, George G. Raymond sr.,|leine C. Raymond, secretary, and 
who was elected chairman of the|Carl F. Kellogg, assistant secre- 
board of directors. tary. 
Other officers reelected were: 
Christian D. Gibson, engineering Goodrich Names Two 
vice-president; William C. House,| B. F. Goodrich Co. has announced 
manufacturing vice-president; Wil-|the appointments of C. H. Dicker- 
liam H. Lamb, treasurer; Made- | (Continued on Page 76, Col. 3) 


“Yes, there are 15,000,000 reasons 
to stock Super Blend!" 


By the end of 1955, more than 15,000,000 of 


America’s cars will 


powered, high compression engines—engines 
that really require a special motor oil. 
These cars represent potential customers 


for the dealers who 


Super Blend, the oil that is created especially 
for today’s high-powered engines. 


Super Blend is the 


Motor Oil with a host of important quality fea- 
tures! It gives vital engine parts the Miracle 
Film of protection! It is refined from 100% Pure 


have the newer high- 
known, 


sell new Quaker State 


new SAE 10W-30 HD 


Pennsylvania Grade Crude Oil. It is blended 
with the most modern chemical additives 


sludge, varnish, corrosion, rust, and wear. It 
is the only year-round oil with Quaker State 
endurance! 

The market for Super Blend is big today, 
and it’s growing bigger every month! High 
frequency national advertising is helping bring 
that market to Quaker State dealers. Are you 
ready to serve these customers with Quaker 
State Super Blend Motor Oil? ” 


to give complete protection from 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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Rollings Motor Occupies New Home— 


Rollings Motor Co. (DeSoto-Plymouth), Tucson, Ariz., has opened its new showroom 
on Broadway. The service department is designed for 10 mechanics and two lubrica- 


tion stalls. 


TIVE 


automotive industry, every week throughout the year. 


BALTIMORE.—Hundreds of 
firms in the American automotive 
and accessories industries have col- 
laborated in a huge project to trans- 
port 500,000 Moslems from Jedda, 
Saudi Arabia, to Mecca for their 
annual religious festival this sum- 
mer. 


Last week the first large ship- 
load of 250 specially built U. S. 
buses left port here for the Red 
Sea port of Jedda. It was the 
largest cargo of buses ever car- 
ried on one ship. 


A total of 750 buses and 20 extra 
chassis have been sold for the 
Mecca trek by John P. Mermingas, 
president of Overseas Equipment 
Corp., for $5 million. The remaining 
buses will be shipped from New 
Orleans in April. 

Most of the heavy duty chassis 
were built by International Har- 
vester Co. and Diamond T Motor 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
NEWS gives you the entire story, plus many other pertinent facts concerning the Car Co. Others have been supplied 


by Ford Motor Co., Studebaker and 





HOW NOT 


TO GET 


In Philadelphia, buddy, take a 
good long look at all three. If 
your ads are getting buried in the 
jumbo papers, what you may be 
buying (alas) is a high-type Phil- 
adelphia funeral. In our spark- 
ling tabloid pages, however, we 
couldn’t ‘bury you if we tried. 
Your customers see you in the 
DAILY NEWS. 


And what customers, Every day 
some 185,000 families buy our 
paper because they want our 
paper. They don’t accept it pas- 
sively just to help the neighbor’s 
boy pile up points towards a new 
two-wheeler. In DAILY NEWS- 
land, you get supreme visibility 
plus reader loyalty. And your 
ads pay off like magic. 


Small wonder alert space buyers 
are giving us such tremendous 
linage gains. Hitch your wagon 
to a rising star ...and make sales 
come alive in Philadelphia. 


PH PHIA 


DAILYJINEWS 


Hitch your wagon to a rising star! 


NEW YORK: Williom A. Maher 
415 Lexington Ave., Murray Hill 2-9197 


CHICAGO: J. J. Twomey 
333 N. Michigan Ave., Andover 3-5270 














Auto Firms Aid Pilgrims aoe 


Arabs Get Bus to Mecea 


Chrysler. The special bodies were 
built by Wayne Works, of Rich- 
mond, Ind., and Superior Coach Co., 
of Kosciusko, Miss. 

The buses now on the way are 
completely finished and ready to 
be fueled and put into service 
after their 15-day voyage to Jed- 
da through the Suez Canal. 

Because of the scarcity of drink- 





Dodge Dealers Stage 


Duluth Driveaway 

DULUTH, Minn.—A group of 
79 Dodge dealers from four upper 
Midwest states participated in a 
mass driveaway from Duluth re- 
cently. 

The driveaway was organized 
by Robert B. McCurry jr., new 
Minneapolis Dodge zone man- 
ager. About 230 Dodge Coronet 
sedans as Well as station wagons 
and other sedan models were 
driven away by the dealers. 














BURIED 


IN 


PHILADELPHIA 


DETROIT: Charles J. Sheppard 
1061 Penobscot Bidg., Woodward 2-3080 














ing water in the desert territory t 
be traversed by the pilgrims and 
because of the high prices charge 
for water—which is sold from goa‘ 
skin bags—each bus was equipped 
with an oversize water tank for th: 
free use of passengers. 

Another problem was cleanliness 
A bus at the beginning of the 60- 
mile trip from Mecca to Jedda may 
be spotlessly clean but at the end 
the floor and seats probably will be 
littered with debris. To solve this 
the upholstery has been made of 
long wearing, easily cleaned plastic. 

Since there will be few service 
stations on the route, each bus is 
equipped with a 120-gallon tank— 
enough for 500 miles. Some of the 
buses also have food storage 
racks. 

To cope with the desert sand, spe- 
cial large tires have been provided 
and unusually heavy axles and 
springs have been fitted. Each bus 
has large baggage racks to accom- 
modate the pundies of the devout 
travelers, each of whom is entitled 
to wear the coveted yellow turban 
of the returned pilgrim. 


One of the toughest problems has 
been the difficuity of turning 750 
camel drivers into suitable bus op- 
erators, capable of making the 2% 
to 3-hour trip several times a day. 
Each driver must also be a follower 
of the Moslem faith. Some experi- 
enced drivers are being supplied by 
the governments and transportation 
companies of the other Middle East 
countries. 


The buses, which cost $6,000 each, 
are provided with left-hand drive 
of a simplified nature to make it 
easier for the native chauffeurs. 
Most of the buses have been painted 
red. 

The 20 extra chassis will be 
fitted with large, flat platforms at 
Jedda for carrying heavy supplies. 


The bus operation is supplanting 
the U. S. Air Force which last year 
landed thousands of pilgrims at 
Mecca during July and August in 
an emergency operation. This year 
the Air Force will handle only a 
few of the travelers. 

The enterprise is the result of co- 
operation between Saudi Arabian 
officials, a group of Arabian bank- 
ers, several local Arabian transpor- 


| tation companies and the Overseas 


Equipment Corp. all of whom 
shared in the financing. 


API Study Group 
To Seek Code 
For Oil Marketers 


NEW YORK.—R. J. Connor, Gulf 
Oil Corp., will head a study group 
for the American Petroleum Insti- 
tute’s marketing division to deter- 
mine the feasibility of a voluntary 
code of ethics for petroleum mar- 
keters. 

In announcing Connor’s appoint- 
ment, J. G. Jordan, API marketing 
vice-president, said that the study 
group is composed of two represen- 
tatives each from the dealer, brand 
jobber, non-brand jobber, commis- 
sion wholesaler, broker and sup- 
plier segments of the market. 

These representatives are: Har- 
vey D. Carter, Oil Trading Associ- 
ates, New York; John G. Clark, 
Greenville, N. C.; Royal E. Decker, 
Plymouth Oil Co., Detroit; J. P. 
Gwaltney, Gwaltney Oil Co., Dur- 
ham, N. C.; Calvin Houghland, Di- 
rect Oil Co., Nashville; A. M. Ogle, 
Berkeley, Calif.; Morris Parker, 
Central West Oil Corp., South 
Bend; A. C. Sailstad, Standard Oil 
Co. (Indiana), Chicago; J. B. Saun- 
ders, Triangle Refineries, Inc., 
Houston; William Savage, Savage 
Service Station, Detroit; T. H. Sco- 
vell, Scovell Oil Co., De Land, Fla. 


Stockholders OK 


Sale of Frontier 


BUFFALO. — Stockholders of 
Frontier Industries, Inc., Buffalo, 
have approved a proposed sale of 
the firm to Houdaille - Hershey 
Corp., Detroit. 


Stockholders are to receive 1% 
shares of Houdaille stock for each 
Frontier share, giving them 397,500 
of Houdaille’s 1,182,500 outstanding 
shares listed on the New York 
Exchange. 

Ralph F. Peo, Frontier president, 
has held a similar position at Hou- 
daille since February. 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


ment. The only safe thing is to| troit-area dealer says he hopes the 


Strike Threat Curbs Sales 


Some auto dealers in the Detroit 
area already are beginning to feel 
the pressure of a threatened strike 
over the guaranteed annual wage 
issue. 

A suburban Chrysler-Plymouth 
dealer claims his floor traffic and 
sales have dropped 25 percent 
since negotiations began on the 
issue. 

“It hasn’t reached the panic stage 
yet,” he says, “but people are get- 
ting to the point where they don’t 
know where to turn. Even our cus- 
tomers, most of whom are Chrysler 
Corp. employes, are leery about 
buying now. 

“They know that if Ford and 
General Motors shut down it will 
only be a matter of time until 
they'll be called on to do the same 
thing.” 


= * * 


Tighter Credit 

A dealer in one of the Little 
Three lines tied his drop in sales 
to the tightening of credit terms— 
“and that’s all due to these strike 
threats,” he says. 

“Finance companies just won’t 
buy paper any more if the prospec- 
tive buyer is an auto worker and 
isn’t just as pure as gold. 

“They not only want a cash 
downpayment, but they’re trying 
to drain every deal. Where we 
used to throw in a little water 
we can’t even budge them now. 

“They might as well be out on 
strike right now. The threat of a 
strike is just about as bad as the 
real thing as far as I’m concerned.” 
* . > 


Union Hint 

Another dealer complains about 
the union’s telling its members not 
to contract any more bills. 

“How are we supposed to sell 
cars,” asks this GM dealer, “when 
the union is telling its members 
not to buy? The way things are 
going right now it looks like it’s 
going to be an awfully dry sum- 
mer.” 

“One newspaper headline saying 
that this whole mess has been 
cleared up would send people scur- 
rying to buy cars,” says a Dodge- 
Plymouth dealer. 

“They have the money and they 
want to spend it, but they figure 
they’re playing it smart to wait un- 
til the whole thing is settled—and 
I guess they are,” he says. 

= of * 


No Illusions? 

Doing a sizzling new-car business 
(150 units per month) in the Detroit 
area is a dealer who has absolutely 
no illusions about where he stands. 

He makes that plain in the fol- 
lowing statements: 

1. “I wouldn’t husband a single 
car if I knew the factory was going 
on strike tomorrow. The roof can 
fall in on this market at any mo- 








And Awa-a-a-y They Go— 
| 


Joe Gale, president of Monarch Buick, | 
New York, hands the keys to new Buicks | 
to Audrey Meadows and Art Carney, fea- 
tured players in ‘The Honeymooners" TV 
series, starring Jackie Gleason. Starting 
in the fall, Buick will be the show's 
sponsor. 


move the cars as fast as possible.” 

2. “I got a letter from a finance 
company asking how many cars 
I sold last month, how many I fi- 


nanced with it and how many I | 
financed elsewhere. I wrote back | 


that my business was nobody’s 
business but my own.” 

3. “A factory man just came in 
with five items to sell—special tools 
and promotion items. I didn’t want 
any and I didn’t have to buy any. 
Know why? I could tell the factory 
jerk to beat it—because I move 
cars.” 

4. “The factory doesn’t give a 
damn for the dealer. As soon as 
they find a way to replace the retail 
dealer, we’ll all be out of business.” 

7 + * 


GAW for Salesmen 


Discussing the current auto in- 
dustry- UAW negotiation over a 





guaranteed annual wage, one De-| 





|them selling would be self-pride 


| ess. 


day never comes “when they try 
to put through a plan like that for 
auto salesmen.” 

“If we so much as guaranteed 
our salesmen $700 a month, their 
efficiency would drop at least 25 
percent immediately,” he said. 

“The only thing that would keep 


and there aren’t too many left in 
this business anymore who have 
that.” 


® cd * 


‘Killing Our Business . . .’ 

“This idea of giving 36 months 
to pay for a new car is carrying | 
things too far,” says a Detroit-area 
Ford dealer. 

“The finance companies are mak- 
ing money, but we dealers are kill- 
ing our future business in the proc- 


}devised by Taylor, 





“If they held installments to | 
24 months and a third down, ev- | 


erybody, including the buyer, 
would be a lot better off. 

“The fellow who is buying a car 
on long terms and no money down 
today would be buying a good used 
ear if financing were more strin- 
gent. And he’d be a lot better off in 
the long run because the deprecia- 
tion on his used car wouldn’t be so 
severe. At the same time a new 
car wouldn’t depreciate as rapidly. 

“Both drivers would have more 
equity in their cars and could bet- 
ter afford a new car the next time 
they want to make a change.” 

7 * * 


Running in Circles 


A new-type promotion has been 
Inc. (Dodge- 
Plymouth), 19771 Livernois, Detroit. 


To attract the attention of pass- 
ers-by, the dealership has a ’55 
Plymouth convertible minus occu- 
pants, moving in circles about its 
used-car lot. 

The apparatus which starts and 
stops the vehicle is an alarm clock 
attached to a small motor. The mo- 
tor is in turn connected to the igni- 
tion and oil system. The car runs 
for four minutes, then stops for 
two minutes. 

Taylor is using the device as both 
a new and used-car promotion. 





One early auto featured a 
steering wheel that slipped for- 
ward, permitting an extra large 
person to get into the front seat 
more easily. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


NOW'AREOV-8 LPG 


specially built for LPG and it’s backed by a 


U0 MLE: WARRA 


Not just another converted engine, but the only cz ? 


completely factory-engineered V-8 LPG 


Now you can have both—all the 
economy and operating advantages 
of modern LP-Gas plus 

the amazing performance of a 
revolutionary new Reo 220 h.p. 

V-8 Gold Comet Engine. Pound for 
pound the most powerful LP-Gas 
truck engine ever built. 


LPG or Gas, V-8 or six, you get more 
from Reo’s Gold Comets. No other 
engines deliver so much usable horsepower 
to the wheels. No other engines have 
advanced wet sleeve construction 
throughout. No others can be 
maintained and overhauled at just a 
fraction of standard cost. Only Reo 


Gold Comets! 


A Reo Gold Comet in a tough Reo 
chassis will give you more performance, 
more economy, more efficiency 

than you’ve ever known. 


Ask today about the revolutionary Reo 
LPG Gold Comet engines, in rugged Reo 
trucks and buses specially built to your job. 
And backed by 100,000 Mile Warranty. 





a 
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220 h.p.! Short stroke! Wet sleeve! 


All advantages of advanced Reo Gold Comet Engineering ! 
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Bills Introduced in Three Other States ‘ ‘s 


Colorado, Kansas OK Loan Laws 


By Bethune Jones 
Staff Correspondent 


NEW YORK. — New legislative 
developments affecting smail loans, 
installment sales financing, credit 
insurance and related measures, as 
reported from state capitals 
throughout the country, include the 
following: 

Cotorapo: A new small loan law 
enacted by the Colorado legislature 
limits interest to 3 percent a month 
on loans up to $300, a reduction of 
about % percent for the limit here- 
tofore in effect. 


The new measure limits the rate 
of loans ranging between $300 and 
$500 to 1.5 percent a month, an 
increase of approximately % per- 
cent, and boosts the rate on loans 
from $500 to $1,500 to 1 percent a 
month, an increase of about % per- 
cent. A limit of 2 percent a month 
is continued on loans over $1,500. 

Not included in the bill was a 

so-called “forgiveness” clause 
which led former Gov. Thornton 

to veto a similar measure in 1953. 


The forgiveness clause called for 
releasing a loan company of legal 
liability in cases where loans 
were made in good faith but 
where more than 2 percent inter- 
est on loans over $300 was 
charged. This stemmed from a 
state supreme court decision 
three. years ago which held that 
the 1913 money-lenders act still 
applied to loans over $300. 

Besides enacting the new small 





Area Chairmen Named 
By N. D. Dealers 


FARGO, N. D.—(UTPS)—Area 
chairmen of the North Dakota Au- 
tomobile Dealers Assn. have been 
announced by Clifford Hunstad, 
president. 

They are: Charles H. Westlie, 
Minot; Ronald Crighton, Williston; 
George Muggli, Beach; Gerald 
Davison, Cooperstown; Howard 
Hanson, Eisbon, and Herman Tas- 
tad, Mayville. 


|also passed a bill to permit loan 
companies to sell credit life, acci- 
|dent and health insurance. 


Failing of enactment was a Colo- 
|rado bill which would have fixed 


|sales of automobiles. 

Connecticut: A bill to limit max- 
imum finance charges on install- 
ment sales of new and used cars 
was drafted by the Connecticut 
legislature’s banks committee. 

Under the proposed legislation, 
finance charges on new cars would 
be limited to $6 per $100 a year; 
on used cars not more than two 
years old, $9 per $100 per year, and 
on older used cars, $12 per $100 
yearly. 

Finance companies would be re- 
quired to keep all books and rec- 
ords on all sales for at least two 
years after final installment pay- 
ments had been made. Finance 
companies now are required to file 





their minimum rate charts and | 


regulation installment contract 
with the state. 
Fiorwa: Three bills affecting the 


maximum interest for installment | 








SI 






In 1921, New York City had 
stationary traffic patrolmen who 
manipulated a signal box strapped 
to their bodies. 





small loan field were introduced 


jin the Florida legislature shortly 
|after the April opening of its 1955 


session. 
One, sponsored by Rep. Hopkins, 


| would cut the rate from 3% per- 


cent a month to 2 percent. 
Another bill, by Sen. Pope, 





AGAIN IN 1955... 


STROMBERG CARBURETOR helps win top 
award in famed Mobilgas Economy Run! 


G 


MN 


For the second straight year, the Strom- 
berg Carburetor has led the field in the 
grueling Mobilgas Economy Run. The 


Studebaker Commander Custom V-8 
which took top honors in the Sweepstakes Division for 
1955 was Stromberg-equipped, as was the Studebaker 
Land Cruiser which won the 1954 edition of the classic. 


In a three-day run from Los Angeles through Tucson and 
Albuquerque to Colorado Springs, the winning car 
braved hot desert sun, near zero temperatures and 
brutal crosswinds while covering the 1,323-mile route. 
Under these conditions, the Stromberg-equipped winner 
averaged 58.632 ton miles per gallon (and 27.437 actual 


miles per gallon). 





For safe, sure, economical gasoline performance, Strom- 
berg Carburetors have topped the field for forty years. 
The 1955 Mobilgas Economy Run is merely additional 
evidence that this leadership is still undisputed. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N.Y. ¢ Service Sales: South Bend, Ind. 
Export Sales and Service: Bendix International Division, 205 E. 42nd Street, N. Y. 17, N. ¥. 
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would allow small loan com- 
panies to lend up to $500 and fix 
rates at 2% percent up to $150, 
2 percent from $150 to $300 and 
1% percent from $300 to $500. 
The third bill, by Senator Kick- 
liter, would reduce the rate from 
3% to 2 percent. 

Kansas: Lenders licensed under 


|the provisions of a new small loan 


law enacted in Kansas will be per- 


|mitted to charge 36 percent inter- 


est a year on the first $300 of any 
loan and 10 percent on the balance 
up to $2,100. 

It will also permit smal] loan 
companies to sell borrowers life, 
health and accident insurance and 
several other kinds of insurance on 
all loans above $300. 

Marne: A bill to license and regu- 
late sales finance companies and 
motor vehicle installment sellers 
was introduced in the Maine legis- 
lature by Senator Albee. 


Maximum interest rates allow- 
able, all on unpaid balances, would 
6 percent on new cars or 
real estate improvement projects; 
9 percent on cars one or two years 
old; 12 percent on older cars, and 
10 percent on all other goods. 

Oxo: An opinion handed down 
by the Ohio supreme court held 
that small loan firms are exempt 
from municipal income taxes. The 
high court reversed a Lucas county 
appellate court decision that To- 
ledo’s 1 percent city income tax 
applied to such companies. 


Ohio Finance Co., Toledo, chal- 
lenged the local levy on the 
grounds that the state had pre- 
empted the field of taxing net prof- 
its of dealers in intangibles. 


Louisville Dealers 
Offer Used Cars 
With Group Ad 


LOUISVILLE.—Efforts to move 
used cars here have become so in- 
tense that dealers selling different 
makes of cars in the same neigh- 
borhood are advertising in a group 
to lure buyers into their area. 

With a slogan “One Place to 
Stop ... Five Lots to Shop,” four 
new-car dealers and one used-car 
dealer are promoting the East 
Broadway Used Car Shopping 
Center, in the Hancock St. and 
Broadway Ave. area. 

In a large advertisement in a 
local newspaper, the dealers say, 
“Louisville's leading automotive 
dealers are cooperating to give you 
the most for your used-car dollar.” 

Participating are Thurston Cooke 
(Ford). Falls City Pontiac Co. 
Breau Ballard Co. (Buick), Tri-City 
Olds and Shircliffe Auto Sales, the 
used-car dealer. 


Goodyear Medal 


Rubber Chemists Honor 


Researcher 


AKRON.—Dr. Ray P. Dinsmore 
has been chosen to receive the 
Charles Goodyear Medal for 1955 
by the American 
Chemical Soci- 
ety’s Rubber divi- 
sion. Dinsmore is 
research and de- 
velopment vice- 
President for 
Goodyear Tire & 
Rubber Co. 

The Charles 
Goodyear Medal 
in commemora- 
tion of the dis- 
coverer of vul- 
is awarded 
annually to a person who has made 
a valuable contribution to the 
science or technology of rubber or 
related subjects. 

Specific developments which 
came about mainly because of 
Dinsmore’s guidance include the 
rayon cord tire, Pliofilm and the 
recently introduced Chemigum SL, 
a polyisocyanate rubber. 















Dr. Dinsmore 


Syracuse Dealers 


Choose Dunn 


SYRACUSE. — William B. Dunn 
has been elected president of the 
Syracuse Automobile Dealers Assn., 
succeeding Leon Carpenter. 

Other officers are Stuart C. Bal- 
lard, executive vicé-president; Ed- 
gar J. Arnstine, vice - president; 





Stewart H. Johnson, treasurer, and 
John M. Henson, secretary. 


\ 
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45 Dealers Join S-P 


30 to Handle Studebaker Exclusively, 
15 Take Packard, Too 


SOUTH BEND.—Studebaker di-| Francisco, Ben E. and James B. 
vision has announced 45 new deal-| Johnson; Yates Motors Corp., 
erships throughout the country, 30| Worcester, Mass., Robert S. Hor- 
handling Studebaker exclusively | ner; Ruwet-Sibley Equipment Co., 
and 15 also selling Packard. New Milford, Conn., George B. 

The names, locations and prin-| Ruwet, Harold R. Sibley jr. and 
cipals of the exclusive Studebaker | Joseph N. Ruwet. 
firms are as follow: Althouse Sales Corp., Salem, O., 

Foss and Holifield, Paragould, |E. H. Althouse; Tolson Motor Co., 
Ark., Howard Foss and K. L. Holi- | Lisbon, O., Eugene and Alma Ca- 
field; A. Bullard, Hamilton, Tex.;| mille Tolson; Rasmusson Imple- 
Bessemer — Sales and Service, | ment Co., LeSueur, Minn., Joe and 
Bessemer, Ala., H. M. Armstrong; : St 6 es 
Ganado Motor Sales, Ganado, Tex., meraiee Resween; H. A. Men 
H. L. Williams. 

Bisignani Motor Co., Peckville, 
Pa., A. Duffy Bisignani; Shirley 
Motor Co., Sylacauga, Ala., S. M. 
Shirley; Mirkin Auto Sales, 
Youngstown, O., Daniel, Joseph, 
William and Samuel Mirkin; 
Adams Auto Co., Corvallis, Ore., 
George Adams. 

Fohrman Auto Mart, Chicago, 
Martin and Irving Fohrman; Mar- 
tin Motors, North Sacramento, 
Calif.. Harold E. Martin, William 
P. Munger, Arden G. Luther, Lester 
M. Page and Kenneth C. McNeill; 
Van Zandt Motor Co., Tulsa, Okla., 
T. W. Van Zandt; Guy I. Tripp 
Motors, Gresston, Ga., Guy I. Tripp. 

Hanners Motor Co., LaGrange, 
Ga., J. W. Hanners; Owens Trad- 
ing Co., Monroeville, Ala. W. B. 
Owens; Juckeland Truck Sales and 
Service, Inc., Klamath Falls, Ore., 
H. O. Juckeland; Madsen Motors, 
Inc., East Providence, R. L; 
Stephen Madsen; Lester Banning, 
Ine., Milford, Del., Lester E. Ban- 
ning. 

Jack W. Ronald, Salinas, Calif.; 
Western Motor Co., Imperial, Neb., 
Arthur R. Stevens; Sullivan’s Serv- 
ice Station, East Greenbush, N. Y., 
William J. Sullivan; Clyde J. Was- 
seldine, Camden, N. Y.; Raymond 

Ballow Motors, Memphis, Tex., Ray- 
mond Ballow. 


Ben Johnson Motors, San 








Gasoline Price Rise Least 


NEW YORK.—The price of gaso- 
line, excluding taxes, is up only 7.3 
percent over the price 30 years ago, 
according to the American Petro- 
leum Institute. Including taxes, 
gasoline prices have risen 30.8 per- 
cent since 1925, as compared with 


average of 53.1 percent. 





Individual Auto Sales 
Taxed by Maine Law 


AUGUSTA, Me.—Maine has en- 
acted a law to apply the state sales 
tax to individual-to-individual] sales 
of automobiles. This is expected to 
bring $400,000 to the state treasury. 

The law also, in addition to tax- 
ing non-dealer car sales, increased 
other revenues and is expected to 
bring a total increase of $5,240,000 
to the state coffers. Gov. Edmund 
S. Muskie, who objected to the 
taxes as “narrow and unfair,” per- 
mitted the bill to become law with- 
out signing it. 









~< = 
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schler Auto Sales, Laureldale, Pa., 
R. A. Rentschler; Great Western 
Motor Co., Denver, Maruel and B. 
L. Hoffman and Lou M. Melnick. 

The new Studebaker - Packard 
| dealerships are as follows: 

Craig Motor and Equipment Co., 
Eau Claire, Wis., R. W. Craig; 
Eugene Thornton jr., Elkton, Md.; 
Bell Motor Co., Richfield, Utah, C. 
C. Bell; Harcum Motor Co., Frank- 
lin, Va., William E. Harcum; Finch 
and Errickson, Inc., Millville, N. J., 
Lewis B. Finch jr. 

R. D. Anderson and H. L. Hud- 
dleston, Cookeville, Tenn.; Ypsi 
Body Shop, Ypsilanti, Mich., Her- 
bert Teachout; Melrose Motors, 

Inc., Lincoln, TL, Melvin Chait; 
Slawson and Sons, Inc., Olean, 
N. Y¥., Harry R. Slawson; Kno- 
| block Motors, Inc., Westfield, 
| N.J., Michael Knoblock. 
| Glen Motors, Inc., Glen Burnie, 
| Md., A. Stanton Brown; Mervis Mo- 
|tor Sales, Pittsburgh, Joseph Katz; 
| Taylor’s Sales and Service, St. 
| Louis, Mich., Carl H., Carl T. and 
H. Robert Taylor; Wieland-Peck 
Motors, Redding, Calif., W. K. Peck 
and Robert C. Wieland; Tazewell 





well, Va., R. O. Van Dyke. 





Lenox to Handle Studebaker— 


Lenox Motors, Cincinnati, has been appointed a Studebaker dealership. Seated 
at right is Jack Itkoff, president, at left, Joe Stillpass, vice-president. Standing (from 
left): James Cahill, used-car manager; Leon Robbins, finance manager; Bob Herman, 
new-car manager; Lou Baker, service manager, and Bill Smith, parts manager. 





Bliss Takes Oldsmobile 
William Bliss, grandson of the|Calif., has opened an Oldsmobile 


all commodities, which are up an | Equipment and Motor Corp., Taze-|late Charles Nash and formerly a/|dealership in West Palm Beach, 
'Nash dealer in North Hollywood, | Fla. 









Attract shoppers, protect windows 
and save money, too, with a 
Kawneer all-aluminum canopy 


Its handy pocket-size form 
makes the N.A.D.A. Official 
Used Car Guide easy to read 
at a glance, convenient to use. 


Timely - Complete - Reliable 

© Published every 30 days in 
six regional editions 

© Packed full with all the in- 
formation you need for quick 
identification of thousands of 
car models 

e Facts based on reports from 
auto dealers in six regions — 
submitted every 10 days 


PER YEAR 
(quantity prices 
on request) 


Subscribe for all your $ 
key employees only 


DEVE Varicella aa 5) 


USED CAR GUIDE CO. 


1800 H Street, N.W. Washington 6, D.C 
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Read how Mr. Parmalee enjoys these benefits and 
others since he installed a Kawneer all-aluminum can- 
opy on his store. Check these features that make it one 
of the lowest cost modernization fixtures you can buy: 


e protects shoppers and window displays 
e resists heavy weather 
e stops rain and snow 

e no rolling up or down 


e easy to clean 
¢ cuts air condifioning costs «+ cool 
e lets light through 
e reduces fading 


e lasts for years 
e attractive 









Kawneer 
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"If we had bought an awning instead of this 
marquee...it would only be another year 
and we would have to replace it again." 


"Even more than the appearance, economy, 
and practicability, is the fact that when 
it rains or snows, we have quite a dry 
surface. As a result many people come in 
under this while waiting for cabs, etc., 
which attracts them to our windows." 


See your Kawneer dealer 
or write for special canopy folder 








Powell Motor in New Home— 
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Auto News from Britain 


Oil Firm Plans to Build 250 Model Stations; 
Independents Are Alarmed 


ONDON.—(UTPS)—One British |stations just as now the brewers 
petroleum company has an-| operate “tied” houses. 


Ea |nounced plans to locate 250 service 

4 stations of model type in various 
‘gm |parts of the country to provide the 
sort of service which they believe 
should be given and which they 
think is not being given at present. 


The Motor Agents Assn., Ltd., 


Motor Agents’ view is that there 
already are more service stations 
than necessary and that the addi- 
tion of another 250—or 1,000— 
will not improve the situation. 

The association would rather see 
cooperation between petroleum pro- 

=. represents the service sta- ducers and distributors on the one 

ion owners in this country, is hand and the existin 

g stations on 

definitely not amused at the pros- the other, to relocate the existing 
pect, particularly since it believes |’ 
the 250 may become 1,000 before - 
this particular distributor is done. Gas Station Sales 


If one firm does it, the associa- 


it back? | 
An open-type roof construction in the service department is one of the outstanding Gon Gone, Wms the others ah Bae Of Cars Checked 


features in the new home built by Powell Motor Co. (Ford), Ft. Lauderdale, Fla., which 
celebrates its 25th year as a Ford dealership. The building is approximately 90 


percent precast concrete construction. 





The association thinks not, and has 
made a determined effort to have} BUFFALO. — Police Commis- 
the situation reviewed. |sioner Joseph A. DeCillis hag or- 

* * & |dered precinct commanders to re- 





Sip Picks Overgard 
NEW YORK.—American Sip|pointment of Overgard Machine .— association probably will not 
Corp., U. S. distributor of the SIP| Tool Co., 2045 W. Eighth Ave., Den- 


i ‘ ort on gas stations selling used- 
‘Tied’ Stations pred 7 


DeCillis said he has received sev- 
succeed in this effort. All the, eral complaints about stations sell- 


jig borer and precision measuring] ver, Colo., as its representative in indications suggest that Great Bri- | ing used-cars without dealers’ li- 


equipment, has announced the ap-! Colorado and Utah. 


|tain will. see “tied” super service | censes. 





Sunoco Value Chart Shows Why | 


SUNOCO DEALERS 
SELL MORE GALLONS 


PREMIUM PERFORMANCE 


REGULAR GAS PRICE 

TOP ALL-AROUND 

PERFORMANCE 

HIGH ANTI-KNOCK POWER 


FOR HIGHEST COMPRESSION CARS 


BLUE “PREMIUM” | “REGULAR” 
SUNOCO BRANDS BRANDS 


le 


ALL THE CLAIMS OF OTHER GASOLINES 
CAN’T CHANGE THE ABOVE FACTS 





No wonder Sunoco Dealers, on the average, pump 
twice as much gasoline as competitive dealers 


The Sunoco Value Chart above helps 
show you why Sunoco Dealers, on the 
average, pump twice as much gasoline as 
competitive dealers. 

Sun’s policy of making only one grade 
of gasoline (High-Test Blue Sunoco... 


LIKE TO BECOME 
A SUNOCO DEALER? 


A Sunoco dealership may be available in your 
community. Call our local office or write us 
direct: Sun Oil Co., Philadelphia 3, Pa. 


premium performance at regular gas 
price) attracts and holds motorists who 
appreciate value. And Sun’s dealer policy 
guards against overlapping dealerships. 
Sunoco Dealers compete with other 
brands, not with each other. 





SUN OIL COMPANY «~ PHILADELPHIA 3, PA. 








firms in new housing areas and 
along new arterial roads. 

That would be evolution. The 
proposal to created “tied” houses is 
regarded as revolution. 

The whole position is fluid and 
even at this late date it is possible 
that the independent stations can 
influence the proposed location of 
the “tied” stations. 

~ * * 


Indies Woo Distributors 


_. now they are cooperating 
steadily with the petroleum dis- 
tributors for the independents have 
accepted the fact that failure to 
set up attractive new stations in 
cooperation with the oil companies 
will mean competition from them 
in the form of more “tied” stations. 

In another development, service 
station policy is changing gradu- 
ally but steadily toward acceptance 
of the need for separate operations 
for service and repair facilities. 

Up to date, the majority of the 

British stations have tacked serv- 

ice on to the repair side and have 
given it only limited study and 
exploitation. 

The new stations now going up 
are service stations only. Notices 
tell motorists that the staff is not 
composed of mechanics. They are 
very economical in the payroll de- 
partment. One man handles wash- 
ing and lubes and four girls, work- 
ing two to a shift, manage gasoline 
sales. 


Chevrolet Extends 
V-8 Option on 
Truck Models 


DETROIT.—Extension of the V-8 
engine option to all truck models, 
except forward control units, was 
announced last week by Chevrolet. 

At the same time, the company 


| unveiled a second V-8 truck engine 


to join the one introduced in 


|March. The latest engine, named 


the Trademaster, produces 145- 
horsepower and is designed for 
light and medium-duty trucks, re- 
ports W. E. Fish, general sales 


| Manager. 


To expand V-8 options still fur- 
ther, Fish said, the Taskmaster 
V-8 offered previously only in low 
cab forward models, will be made 
available in the heavy-duty two-ton 
conventional trucks. . 

These additions now give Chev- 
rolet the widest range of truck 
power plants in its history, with 
five six-cylinder engines and two 

The new Trademaster V-8 is de- 
signed for economy of operation, 
with a 7.5-to-1 compression ratio. 
It requires only four quarts of oil. 

Trademaster features are exhaust 
valves of durable extra alloy steel, 
precision balanced forged steel 
crankshaft, uniform cooling, con- 
trolled full pressure lubrication, 12- 
volt electrical system and aero-type 
overhead valves. 

The heavier-duty 145-horsepower 
Taskmaster has full chrome-plated 
top compression ring, valve rota- 
tors, positive crankcase ventilation. 
oil filter as standard equipment and 
larger oil bath air cleaner. The 
crankcase holds five quarts of oil. 


Skid Solved? 


Swiss Inventor Watches 


Police Tests 


MONTREAL.—A Swiss inventor 
who believes he has solved — by 
intricate tire tread designs — the 
problem of auto skidding on icy 
pavements, last week watched tests 
being made by Montreal police. 

Chief Constable John A. Patrick, 
Kitchener, Ont., has said the new 
tread is a great help on slippery 
pavements. It was through him 
that the Montreal police became 
interested in Gottfried Weber. 

Weber, who has been in Canada 
three years, calls his cutting appa- 
ratus “Gody’s Groove.” It holds the 
complete tire and wheel firmly and 
cuts and grooves the tire. 

His first experimental work was 
done by hand until he developed 
his automatic pattern machine. 


Smythe Leases Navelli 

ROME, N. Y. — William D. 
Smythe, owner of Smythe Buick 
Co., has leased the premises of 
Navelli Motor Sales, Inc. (Stude- 
baker). He said his business had 
outgrown its old location and that 
it will have about three times as 
much space in the new site. 
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In the Letterbox 


(Continued from Page 12) 


search which was done at Cornell 
University Medical College prior to 
my joining the staff, and the re- 
search which I did for several 
years as the Director of Crash In- 
jury Research for the U. S. Air 
Force, leaves no question that the 
safety belt per se will not produce 
intra-abdominal injury with forces 
which range between 3,000 and 4,000 
pounds (these are forces which can 
cause the restrained occupant to 
break a belt of 1,500 pounds tension 
or 3,000 pounds loop holding ca- 
pacity). 

In justification to this project, 
I believe that attention should be 
called to the very important 
fundamental that at no time have 
I personally, or members of this 
project, discussed the restraining 
device as a panacea for all the 
ills that are associated with the 
production of injuries under im- 
pact conditions. I am convinced, 
and have stated repeatedly, that 
the acceptance of the concept of 
restraint is a fundamental step if 
one is genuinely interested in 
controlling injury which results 
from impact of the “host ’against 
the unfavorable “environment.” 

The term “restraining device” is 
used advisedly, meaning that even 
the researcher who has spent a 
good deal of his life in studying the 
relationship of injury to impact is 
not quite sure what the optimum 
restraining device is. We know 
that any restraining system to be 
effective must restrain the bulk of 
the body weight. Since the C. G. 
of the body is normally to be con- 
sidered in the region of the navel, 
and since the crest of the hip bones 
represent one of the strongest and 
most durable structures of the 
body, it was naturally thought that 
a belt which passes at a 45 degree 
— over this body area would be 
used. 


If still greater protection is de- 


sired, the upper torso must also be 
restrained. Shoulder harness has 





‘Fine Print’ Sales 


Boomerang, Cost 
Californian $385 


OAKLAND, Calif—Edward Golu- 
bin, 32, a former used-car dealer, 
has been fined $200, ordered to 
make restitution and placed on two- 
year probation because of some fine 
print in his sales contracts. 


According to complaints in Oak- 
land Municipal Court, Golubin and 
a partner, who is now being sought, 
sold cars on a $25 down, $25 per 
month basis. Customers couldn’t ob- 
tain delivery, however, until com- 
pletion of a credit check. 


Under terms of the “fine print,” 
Golubin refused to return the down- 
Payments when the credit rating 
proved poor, according to evidence 
presented in the court. 


Calendar 


(Continued from Page 12) 


General 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 
Cadillac Hotel, Detroit, Mich, 

Oct. 26-28—i0th Annual Technical Con- 
vention, American Society of Body En- 

ineers, Rackham Memorial Building, 
etroit. 

Nov, 6-7—Texas Independent Automobile 
Dealers Assn., Inc. lith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov. 14— Automobile Old Timers, 16th 
Anniversary Dinner, Waldorf-Astoria Ho- 
tel, New York City. 

Dec. 7-8—A.S.|, Booth Conference, Navy 
Pier, Chicago—Sponsored by M.E.W.A., 
M.E.M.A, and N.S.P.A, 

Jan. 11-14—American Road Builders’ As- 
sociation's 54th Annual Convention, 
eneinel Auditorium, Miami Beach, 

a. 


+ s 2 


Regional Parts Shows 


June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 








been a fixture for years in military 
aircraft and is largely responsible 
for the very marked reduction in | 
the percentage of pilots who are in- | 
jured in accidents in which the | 


Highway Fund Raising 
Quadruples in Decade 


WASHINGTON.—More than four | 
times as much money was raised | 
for highways in 1954 as in 1946, | 
according to a report covering a/| 
decade of highway finance prepared | 
by the U. S. Bureau of Public 
Roads. 


The outstanding development of | 








the postwar highway picture, says | 
the report, is the “unprecedented | 
expansion in the credit financing | 
of the highway construction pro-| 
gram.” 

State highway use tax revenues 
continue to grow, according to the | 
report, with the $3,268 million from | 
this source in 1954 being 11 percent 
over 1953 totals. 


cockpit does not disintegrate. I am 
not at all sure that the general 
public is willing to accept a safety 
belt and shoulder harness, but I 
believe that these two items if 
properly engineered and installed, 
will accomplish the same results in 
automobiles. 

It may be said with certainty 
that a lap type restraining device, 
properly engineered and installed, 
will definitely control the ejec- 
tion problem. Our research has 
demonstrated that injury-produc- 
ing accidents on the highway, 
when ejection occurs, doubles the 
risk of an occupant for sustain- 
ing a moderate through fatal 
grade injury. Our research indi- 
cates that in injury - producing 
accidents at least 50 percent of 
the times one or more doors 
“popped” open and that the op- 
ening of a door leads to the ejec- 
tion of at least 25 percent of the 
occupants. 

I disagree with those groups who 
at this time predict the precise per- 
centage of fatalities which could be 
reduced by the adoption of safety 
belts. However, I feel that research 
groups have an obligation to be 
practical and any improvement in 
the form of reduction of frequency 


lof injury is desired. Thus, while a 





Trucks Pay Lion’s Tax Share 


WASHINGTON.—The most recent vehicle tax study by the U. S. 
Bureau of Public Roads shows that trucks contribute by far the 
greatest share to the annual national total of some $6 billion in 
special vehicle taxes. 


All trucks together account for one out of six vehicles, but pay one 


out of three vehicle tax dollars. 


Medium and heavy trucks, which comprise one out of 16 vehicles, 
pay one out of four tax dollars. Heavy-duty units account for less 
than one percent of all vehicles, but pay nearly 12 percent of all 


vehicle taxes. 


The unbroken rise of vehicle taxes since World War II has carried 
truck taxes to a point at which trucks alone are now paying more 
each year than were all vehicles combined in any year prior to 1940. 


safety belt cannot be considered 
the end-all of protection, it at least 
will provide some improvement 
over what is now available (noth- 
ing). 

I believe it may be conservatively 
stated that while further investiga- 
tion is needed, very responsible 
groups are unanimous in their 
opinion that the delay in the appli- 
cation of present knowledge is not 
warranted. If one adopts the atti- 
tude of waiting for the millenium, 
this presents a completely unreal- 
istic attitude toward progress. 

It has been called to my atten- 








tion by several responsible execu- 
tives in the automobile manufac- 
turing groups who have read our 
recent paper on “A Study of Crash 
Injury Patterns as Related to Two 
Periods of Vehicular Design” that 
many news sources have misquoted 
some of our statements. As a means 
of giving you an opportunity of ex- 
amining this paper, I am enclosing 
a copy for your information.—JoHN 
O. Moore, Director, Automobile 
Crash Injury Research, Cornell 
University Medical College, New 
York 21, N. Y. 








New “Employee Protection Plan” offers 


Life Insurance, Weekly Indemnity, 








Hospital, Surgical and Polio Benefits! 











(DESIGNED FOR FIRMS WITH 10 OR MORE EMPLOYEES) 


Chances are, you’re already offering some form of 
insurance protection for your employees—as most 
forward-looking businessmen do today. But at the 
same time, your present plan may go only part way. 


New York Life’s new Employee Protection Plan 
has been designed both to offer comprehensive pro- 


tection and to round 


out your existing program. 


Available as a flexible “package,” it provides a com- 
bination of insurance benefits for yourself, your em- 
ployees and also dependents if desired. These include 
liberal hospitalization, with surgical, polio and ma- 
ternity benefits, weekly disability income and sub- 


stantial life insurance. 


The latter benefit must be 


included in all programs and face amounts may be as 
large as $5,000 or $10,000. 


The over-all cost for this liberal plan is low. And 


NEW YORK LIFE 


INSURANCE COMPANY 


A MUTUAL COMPANY (WN 





FOUNDED IN 1845 


The New York Life Agent In Your Community Ils a Good Man To Know 


the plan can be integrated with any others you have 
in effect and is both simple to install and easy to 


administer. 


Leaders in many business fields are finding that 
New York Life Employee Protection Plans are a 
practical method of improving employee relations. 
The plan you choose can be tailored to meet the 
needs of your organization. Ask your New York Life 


agent for details or mail the coupon below. 


t 


SEND FOR NEW, FREE BOOKLET! 


Yours—absolutely without charge or obligation! 
This informative and interesting booklet, “Getting 
Down to Cases,”” contains actual case histories of 
how leaders in your business and other fields have 
benefited from their Employee Protection Plans. 


New York Life Insurance Company, Dept. AN-2 
51 Madison Avenue, New York 10, N. Y. 


Please send me, without charge, your new booklet entitled ‘Getting 
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G. B. D. Peterson, co-manager of 
the Detroit district sales office for 
Aluminum Co. of America, has 
been named manager on retirement 
of C. M. Whelan. 

J. W. Collins, of the Milwaukee 
sales office, has been named as- 
sistant district sales manager. 

Peterson joined Alcoa in April, 
1928; Whelan in 1917. | 


Olympic Adds Engineers 

Two new appointments have 
been announced by Olympic Screw 
& Rivet Corp., Downey, Calif., ac- 
cording to President S. R. Maness. 
Frank O’Brien and Gale Middle- 
stetter have been named sales en- 
gineers. ee 


Adams Appointed 


James Adams jr. has been ap- 
pointed chief engineer of the re- 
search and product design depart- 
ment of the Manhattan Rubber 
division of Raybestos - Manhattan, 





a COMPLETE line... 
for more profitable truck sales 


Featuring unique flexibility and advanced designing . . . 
completely engineered for every service job, Morrison's 
new line of all-steel Service Bodies will help you sell 
more trucks. Now, you can offer your trucks as fully 
equipped, ready-to-work units, tailored to the specific 
needs of the public utilities and the service trades .. . 
among the largest users of trucks and special truck 


equipment. 


And you'll make more money on every sale that includes 
Morrison Service Bodies and Accessories . 
your Morrison dealer 


truck body profits guaranteed b 


discount. Morrison Service Body Division, MORRISON 
STEEL PRODUCTS, INC., 680 Amherst St., Buffalo 7, N.Y. 






Important: 


Chassis for Morrison 
Service Bodies 
should be ordered 
with short running 
boards .. . without 
rear fenders or 
pickup box. 


For Better Service and Greater Utility... Specify 
N : s 
cervice bodi 








Inc. Adams has been with the firm 
since 1939. 
* +. * 


Gordon, Laughna Chosen 


By Studebaker-Packard 


John D. Gordon has been ap- 
pointed manufacturing engineering 
director and Robert P. Laughna 








R. P. Laughna 


J. D. Gordon 


has been named purchasing and 
production control director of Stu- 


Powers, operations vice-president, 
has announced. 

Gordon has been Packard’s man- 
ufacturing consultant for the past 
year. Laughna was manager of 
manufacturing administration for 


Lincoln-Mercury. 
+ * * 


Black Joins Flex-I-Line 


After Service in Navy 

David A. Black has been ap- 
pointed national sales manager for 
Flex-I-Line Con- 
veyor Corp. Al- 
len B. Repp, gen- 
eral manager, has 
announced, 

Black, a 1938 
graduate of the 
University of 
Michigan, has re- 
turned to civilian 
life following 13 
years of Naval 
service, : 

He held the D. A. Black 
grade of commander. Flex-I-Line 
manufactures overhead conveyors. 

* * * 


Oldin, Saxon Appointed 


In Toureck Mfg. Sales 
J. F. Ross, president of J. J. 





. . big extra 


Also manufacturers of MOR-SUN Furnaces 
and ROLY-DOOR Steel Garage Doors 





i 
: 


debaker- Packard Corp., Ray P.!Tourek Mfg. Co., Chicago, manu- 





Model 700-6 


@ FOR COMPLETE INFORMATION on Morrison 
Service Bodies and Accessories — including prices, dealer 
discounts and the Morrison Demonstrator Plan — see 
your nearest Morrison Distributor. 


Auto Safety House 

Phoenix, Ariz. 
Southern Equipment Co. 

Fort Smith, Ark. 

No. Little Rock, Ark. 
Jumbo Equipment Co. 

Los Angeles 15, Calif. 
The Winter-Weiss Co. 

Denver 2, Colorado 
S. J. Meeks’ Son 

Washin3ton 1, D.C. 
DeBoliac Truck Equip. Co. 

Miami, Florida 
Rivers Body Factory 

Jacksonville 4, Florida 

Orlando, Florida 

Tampa, Florida 
Truck Equip. Co. of Atlanta 

Atlanta, Georgia 
Olson Manufacturing Co. 

Boise, Idaho 
Platt, Inc. 

Chicago 20, Illinois 
Scruggs-Drake Equip. Co. 

Decatur, Illinois 
Moline Body Co. 

Moline, Illinois 
Drake-Scruggs Equip. Co. 

Springfield, Illinois 
Hallenberger, Inc. 

Evansville 12, Ind. 
Allied Truck Equip. Corp. 

Indianapolis 18, Ind. 
lowa Body & Equip. Co. 

Des Moines 9, lowa 
Harry Young & Sons 

Wichita 4, Kansas 
Tom Rice, Inc. 

Levisville 1, Kentucky 
Blattman Sheet Metal 
Works, Inc. 

New Orleans 16, La. 
Dealers Truck Equip. Co. 

Shreveport, La. 
Hercules-Campbell 
Body Co., Inc. 

Portland, Maine 

Cambridge, Mass. 
Continental Body Co. 

Bay City, Mich. 


Neil’s Automotive Service, Inc. 


Kalamazoo, Mich. 
Burch Body Works 
Rockford, Mich. 


Roadway Mtg. & Equip. Co. 


Van Dyke, Mich. 
West End Auto Body Co. 
Duluth 6, Minn. 


Keystone Trailer & Equip. Co. 


Kansas City 1, Mo. 
Eaton Metal Products Co, 
Billings, Montana 


Model 1050 $ 


Badger Body Mfg. Co. 
Omaha 2, Nebraska 
The Winter-Weiss Co. 
of New Mexico 
Albuquerque, N.M. 
Maday Body & Equip. Co. 
Buffalo 11, New York 
Rochester, New York 
Hercules-Campbell 
Body Co., Inc. 
Latham, New York 
Tarrytown, New York 
Waterloo, New York 
Baker Equip. Eng. Co., Inc. 
Charlotte 1, N.C. 
Swanston Equip. Co. 
Bismarck, N.D. 
Fargo, N.D. 
Myers Equip. Corp. 
Canfield, Ohio 
Power Brake Service, Inc. 
Cleveland, Ohio 
Buckeye Truck Body 
Builders, Inc. 
Columbus 3, Ohio 
Perfection Equip. Co. 
Oklahoma City, Okla. 
Schetky Equip. Corp. 
Portland, Oregon 
M. A. Brightbill Body Wks. 
Lebanon, Pa. 
Eastern Body Co. 
Philadelphia 32, Pa. 
Auto Truck Equip. Co. 
Pittsburgh 8, Pa. 
Roy F. Drake Body 
& Equip. Ca, 
Sioux Falls, $.D. 
A. Fassnacht & Sons 
Chattanooga, Tenn. 
W. T. Stringfellow & Co. 
Nashville, Tenn. 
Williamsen Body & 
Equip. Co. 
Ogden, Utah e 
Baker Equip. Eng. Co., Inc. 
Richmond 11, Va. 
Nelson Truck Equip. Co., Inc. 
Seattle 9, Wash. 





American Machine Co. 
Spokane 11, Wash. 

Baker Equip. Eng. Co., Inc. 
Bluefield, W.Va. 
Charleston, W.Va. 
Clarksburg, W.Va. 
Huntington, W.Va. 

Lindsay Bros. Inc. 
Milwaukee 1, Wisc. 

Hay & Harding, Ltd. 

algary, Alta., Canada 





A. K. Oldin R. G. Saxon 

facturer of screw machine and au- 
tomotive products, has announced 
appointment of Arthur K. Oldin as 
sales vice-president, and Robert G. 
Saxon as sales manager of the 


screw machine division. 
* * x 


Sted Appointed 
Norman M. Sted has been ap- 
pointed assistant general manager 
of sales for American Steel & Wire 
division of United States Steel Corp. 
* a + 
Nuclear Lab Promotes 


Silverman in Research 


Dr. Joseph Silverman has been 
promoted to head the research de- 
partment of the laboratory division 
of Walter Kidde 
Nuclear Labora- 
tories, Inc., it is 
announced by Dr. 
Philip Miller, lab- 
oratory director. 

The organiza- 
tion is engaged 
in research, de- 
velopment and 
experimentation 
for the design of 
nuclear power 
plants and the 
application of nuclear technology 
to industrial problems. 

Silverman joined the laboratories 
as staff physical chemist when the 
company was established two years 
ago. Previously he was with the 
Atomic Energy Division of H. K. 
Ferguson Co. 


* * * 


Rainey Joins Yale Rubber 


E. H. Henderson, president and 
general manager of Yale Rubber 
Mfg. Co., Sandusky, Mich., has an- 
nounced the appointment of Rex 
Rainey as chief engineer for the 


company’s oil seal division. 
* * x 


LOF Appoints Three 


To Executive Posts 
Libbey -Owens-Ford Glass Co., 





R. M. Weter 


W. H. Hasselbach 


new officers have been named by 
Toledo, has announced that three 
the company. 

William H. Has- 
selbach is engi- 
neering vice-pres- 
ident; Richard M. 
Weter is treasur- 
er, and Harry B. 
Ryan is comp- 
troller. 

Hasselbach 
joined the former 
Edward Ford p 
Plate Glass Co. oie 
in 1929 as a struc- H. B. Ryan 
tural engineer. Weter has been head 
of the company tax department for 
the past seven years. Ryan joined 
the company’s cost department in 
1931 and in 1946 was appointed as- 
sistant comptroller. 

* OK * 





Mullins Names Eversman 


Appointment of Carl A. Evers- 
man as manager of Mullins Mfg. 
Corp.’s Salem, O., plants has been 
announced by H. O. Smith opera- 
tions vice-president. Eversman for- 
merly was director of sales promo- 
tion and analysis of Western Auto- 
matic Machine Screw Co., Elyria, O. 

8 x cd 


Kaiser Metal Names 


Craddock to Jet Parts 


William D. Craddock will head 
stainless steel fabrication at 
Kaiser Metal Products, Inc., 
Bristol, Pa. it has been an- 
nounced by S. D. Hackley, vice- 
president and general manager. 











Craddock will have charge of all 
jet engine parts manufacturing. 
Theodore A. Wozniak has been 
named to head cost estimating 
and Ralph W. Kindley, formerly 
accounting manager of commer- 
cial products, has been named 
budget director of two plants. 


* * * 


Climax Molybdenum Picks 


Deuble in Metallurgy 


Appointment of Norman L. Deu- 
ble as manager of the newly-cre- 
ated metallurgical development di- 
vision of Climax 
Molybdenum Co. 
has been an- 
nounced by Reuel 
E. Warriner, sales 
vice-president. 

The new divi- 
sion will be re- 
fe sponsible for de- 
a velopment and 
"hie dissemination of 

f technical infor- 
bas mation pertaining 

N. L. Deuble to the uSe of 
molybdenum alloy steels. Since 
joining Climax Molybdenum in 1947, 
Deuble has won recognition in the 
development of metallic molyb- 
denum produced by the arc-casting 
process. 





AP Parts Picks Kutsche 


Henry M. Kutsche has been 
named to a technical liaison posi- 
tion by the AP Parts Corp. Kutsche 
will have his office in AP parts 
plant number 1, Toledo. 

* x + 


Borden Chemical Lab Gets 


. New Research Director 


Dr. B. David Halpern has been 
named research director of Bor- 
den Co.’s chemical division re- 
search laboratory at Philadelphia. 

D. F. Gould, formerly manager 
of the laboratory, has been named 
assistant to the technical director 
of the chemical division. 

* * oe 


Udylite Adds Directors 


Two new directors of Udylite 
Corp. have been announced by Leon 
K. Lindahl, chairman. They are 
George E. Bushnell, formerly chief 
justice of the Michigan Supreme 
Court, and George F. Breen, finan- 
cial counsel of New York City. 

” * * 


McLaren, Tech Named 


Cross Vice-Presidents 


Promotion of two company of- 
ficials has been announced by 
Ralph E. Cross, executive vice- 
president of Cross Co., Detroit. 

A. J. McLaren has been named 
sales vice-president and Kurt O. 
Tech, engineering vice-president. 
McLaren, who has served as sales 
manager since 1958, has been with 
Cross for eight years. Tech has 
been chief engineer at Cross for 
nine years. 

7” © 


Allen Electric Picks 


Campbell for Post 


Byron Campbell has been ap- 
pointed vice-president and director 
of engineering by Allen Electric 
and Equipment 
Co., Kalamazoo, 
Mich., according 
to Leonard O. 
Zick, president. 

Prior to joining 
Allen, Campbell 
coordinated Mas- 
sey- Harris Co.’s 
engineering ac- 
tivities in Canada 
and the U.S. 

Previously he 
had been with 





Byron Campbell 


Harry Ferguson, Inc., Glenn L. 
Martin Co. and Timken Roller 
Bearing Co. 

* 7 s 


3M Promotes Kurtz 


Promotion of Kenneth W. Kurtz 
to sales manager of automotive 
trades, coated abrasives and re- 
lated products division of the De- 
troit and Cleveland branches of 
Minnesota Mining & Mfg. Co. has 
been announced. 

* ot £ 


Olin Metals Division 


Promotes Randle, Ball 


M. M. Randle has been ap- 
pointed roll bending market de- 
velopment manager and H. A. 
Ball quality control manager of 
the metals division of Olin 
Mathieson Chemical Corp., H. M. 

(Continued on Page 67, Col, 1) 
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(Continued from Page 66) 


Campbell, general os has 
announced. 

Randle joined Olin in 1934 as @ 
sales engineer for the former 
Western Cartridge Co. Ball 
joined Olin in 1946 as a metallur- 
gist. 

a * aa 


Granger to Head New Branch 
Of Wall Colmonoy Corp. 


Murray J. Granger has been 
chosen to head Wall Colmonoy 
Corp.’s new stainless steel branch 
in Montebello, 
Calif., R. L. Peas- 
lee, vice- presi- 
dent, has an- 
nounced. 

The new plant 
will provide West 
Coast manufac- 
turers with con- 
tract brazing and 
heat treating fa- 
cilities for stain- 
less alloys and 
aircraft compo- 








M. J. Granger 
nents. Granger was with Aerojet- 


General Co., Azusa, Calif., as metal- 

lurgical engineer before joining 

Wall Colmonoy. 
* 


Carboloy Names Manvel 


To Employe Relations Post 


Wright H. Manvel has been ap- 
pointed employe and plant com- 
munity relations manager at Car- 
boloy department 
of General Elec- 
tric Co, K. R. 
Beardslee, Carbo- 
loy general man- 
ager, has an- 
nounced. 

Manvel former- 
ly was manager 
of personnel rela- 
tions for General 
Electric’s major 
appliance division, w = 
Louisville Ky. Sage 

He succeeds Philip D. Moore, re- 
cently appointed manager of GE’s 
employe and plant community rela- 
tions for the Pittsfield (Mass.) area. 
Manvel started with GE in 1933. 

* * 





Manvel 


Goodyear Announces 


3 Personnel Changes 

Three changes affecting major 
personnel posts in Goodyear Tire 
& Rubber Co.’s metal products and 








J. C. Tuttle 


G. C. Huffman 


automotive engineering divisions 
has been announced. 

Joseph F. Hutchinson has been 
appointed manager of the automo- 
tive ro ela division. He takes 
over the post of 
J. C. Tuttle, 
named consulting 
engineer for au- 
tomotive engi- 
neering. The third 
change elevates 
Gene C. Huffman, | 
a senior mechani- 
cal engineer, to 
the position of 
superintendent of 
of the metal 
products division. 


J. F. Hutchinson 


Hutchinson, who joined the com- 
pany in 1946, has been assistant | 
general manager of metal products | 


division for about a year. 
+ x a 


Leighton Joins Stokes 

William J. Leighton has joined 

the Philadelphia district sales of- 

fice of F. J. Stokes Machine Co., 

Philadelphia, as a sales engineer, 

Samuel Greenwood, district man- 
ager, has announced. 
* * x 


U. S. Promotes Barbrow 


Louis E. Barbrow has been ap- 
pointed chief of the photometry 





and colorimetry section, division of 
optics and metrology, National Bu- 


reau of Standards. His section aids 
| science and industry by providing 
light standards for the lamp in- 
dustry. 


* * * 


Krumhansl Appointed 


Dr. James A. Krumhansl, former 
associate professor of physics at 
Cornell University, has joined Re- 
search Laboratories of National 
Carbon Co. as assistant director of 
research, it has been announced by 
Dr. L. M. Currie, National Carbon 
vice-president. 

* * * 


Daubert Chemical Names 


Three to New Positions 
Daubert Chemical Co., Chicago, 
has announced three new person- 
nel appointments. 
George M. Tiedeck has been 
named technical sales represen- 
tative at Detroit. H. L. Buckmas- 


SAFEk 








ter is chief chemist, adhesives 
and sealers division, and L. W. 
Snyder has been chosen as his 
assistant. 

* * a 


Dodge Promotes Gostow 


To Methods Manager 


Alfred L. Gostow, Dodge forge 
plant manager since 1950, has been 
promoted to man- 
ager in charge of 
methods, M. C. 
Patterson, Dodge 
manufacturing 
vice - president, 
has announced. 

Gostow joined 
Chrysler Corp. in 
1942 as general 
superintendent of 
the forging divi- 
sion of Dodge’s 
Chicago plant. In 
he was named forge plant 


A. L. Gostow 
1950, 
manager. 


* * * 
Koller to Direct Research 
Appointment of Lawrence J. Kol- 
ler as director of research has been 


announced by C. H. Hutchins, 
president of Pontiac (Mich.) Var- 


nish Co. Koller will pilot expansion 


1955 


industrial protective coatings and 
finishes. 
* * * 


Budd Names Walton 


As Vice-President 


Albert Walton, manufacturing 
general manager, has been ap- 
pointed vice-president of Budd Co., 
according to Ed- 
ward G. Budd jr., 
president. 

With the com- 
pany 31 years, 
Walton has been 
in charge of co- 
ordination of the 
automotive, rail- 
way passenger 
car and defense 
fields at Budd’s 
five plants in 
Philadelphia, De- 
troit and Gary, Ind. 


* * * 


Cross Named by U. S. 


Ralph E. Cross, executive vice- 
president of The Cross Co., Detroit- 
machinery builder, has been ap- 
pointed technical consultant to 
Roger Lewis, assistant secretary of 
the Air Force for materiel. Cross 
has just finished a one-year term 





Albert Walton 








| 
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Business and Defense Services Ad- 
ministration. 
* * 


Pomolski Heads Lab 
At Borg-Warner 


Borg - Warner Corp. hag an- 
nounced appointment of John Po- 
molski, Detroit, as chief engineer 
of its product de- 
velopment labora- 
tory, according to 
A. H. Schmal, lab 
general menager. 

He has been in 
the automotive 
equipment field 
over 20 years. 
First employed 
by Detroit gear 
division of Borg- 
Warner, the firm 
said Pomolski’s 


John Pomolski 


inventions have contributed to au- 
tomatic transmission advances. 


* * * 


Cadillac Boosts Filter 


Ronald F. Filter has been pro- 
moted to assistant superintendent 
of Cadillac’s methods and equip- 
ment division, according to H. A. 
Barber, works manager. Filter 


of the firm’s research services in'as assistant administrator of the joined Cadillac in 1935. 


A GEAR RATIO FOR EVERY SITUATION 
POWER WHEN NEEDED - SPEED WHEN 
WANTED - QUICKER FULL-LOAD TRIPS - 
GREATER MANEUVERABILITY - 
I aia 7 ey ae 


OPERATION 


EASY SHIFTING - REDUCED DR: =’ 





. ATIGUE - 


LOWER OPERATING COST - REDUCED 
ENGINE WEAR - LESS SHOP TIME - LOW 
MAINTENANCE COST - LONGER TRUCK LIFE - 
HIGHER TRADE-IN VALUE 


with 


Eaton 


Speed Axles 
EATON 





CLEVELAND, 






AXLE DIVISION 
MANUFACTURING 


More than Two Million 
Eaton Axles in Trucks Today! 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves* Tappets* Hydraulic Valve Lifterse Valve Seat Inserts « Jet 
S Parts « Rotor Pumps Motor Truck Axles * Permanent Mold Gray Iron Castings ¢ Heater-Defroster Units *« Snap Rings 
Springtitese Spring Washers* Cold Drawn Steel * Stampings*® Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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Used-Car Auction Prices 


Market Trend 


The overall average of used cars sold at auction last week declined 


$20 to $807. 


The situation was mixed, with 1955 models up $1; ’54s declined $135; 
63s were up $8; ’52s down $9; ’51s down $10; ’50s up $1; ’49s down $18, 


and ’48s5 even. 


Auction sales suffered a setback last week after rising above the 


70 percent mark. Consummated 


deals at representative auctions 


totaled 62.0 percent last week, compared to 71.1 percent the week 
before. Average offerings per auction were 177, up from the previous 


week’s 156. 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive and (ps) indicates power steering. 


N. PLAINFIELD, N. J. 


(Plainfield Auto Auction, Inc, Sale every 
Friday. Prices are for sale of May 20.) 
(Buying fine but we need clean autos. 
Sold 50 cars out of 67 offerings.) 
BUICK—’53 Super 4-dr., $1,325*. ’°52 Super 
Riviera coupe, $810*. ‘51 RM _ sedan, 
$640*; Super sedan, $540. '50 Super se- 
dan, $520*, '48 RM conv., $185. ’47 Super 
2-dr., $200. 
CADILLAC—’53 (62) conv., $2,460* (ps). 
"49 (60) Special sedan, $425°. 
CHEVROLET—'54 Bel Air 4-dr., $1,310°; 
Two-ten 4-dr., $1,180. '53 Bel Air conv., 


CHRYSLER—’51 NY sedan, $500. 

DODGE — ’'53 Coronet sedan, $890*, °51 
— sedan, $540. '49 Custom 2-dr., 
290. 

FORD—'54 Main (6) 4-dr., $890. '53 Main 
(6) 2-dr., $800. '52 Custom (8) 4-dr., 
$810. °51 Custom (8) 4-dr., $570. °49 
Custom (6) club coupe, $285. 

LINCOLN — '53 Cosmopolitan Hard Top, 
$1,325°. 

MERCURY — '53 Custom sedan, $1,210*. 
’51 station wagon, $575. '50 sedan, $450. 
’49 club coupe, $285. 

OLDSMOBILE—’53 (98) Holiday, $1,580*. 
"51 (88) sedan, $710*, '49 (88) sedan, 


$990. ’°52 SL Deluxe 2-dr., $760. '51 FL $300°. 


Deluxe 2-dr., $520 





PLYMOUTH —'53 Cranbrook club coupe, 





$780. '52 
’50 Deluxe Suburban, $510. 
sedan, $270. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
480°. '51 Silver Streak (8) 2-dr., $625°. 
‘50 Silver Streak (8) Catalina, $460*. 
’48 Torpedo (8) 4-dr., $170*. 


WILLYS—’51 (6) station wagon, $510. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 

Tuesday. Prices are for sale of May 24.) 

(Rainy day and the market was un- 
steady. Some stand-out autos brought 
top dollars but the general average was 

off somewhat. Sold 66 cars out of 118 
offerings.) 

BUICK—’55 Special 4-dr., $2,365* (ps). 
’54 RM Riviera 2-dr., $2,120* (ps); Su- 
per Riviera 2-dr., $2,160*; Century 4-dr., 
$1,775*. ’53 Super Riviera 4-dr., $1,140*; 
Special 2-dr., $1,085. °51 Super Riviera 
2-dr., $600°. '46 Super 4-dr., $125. 

CADILLAC—’51 (62) 4-dr., $1,335*, °'49 
(62) 4-dr., $615°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
695. °'54 Two-ten 4-dr., $1,105; 2-dr., 
$1,100; Bel Air 4-dr,, $1,040*. '53 Two- 
ten 4-dr., $610. ‘52 SL Deluxe 4-dr., 
$605*; 2-dr., $550*, ’51 SL Deluxe 4-dr., 
$515*; club coupe, $385. '50 SL Deluxe 
4-dr., $390, $375; 2-dr., $325. 

CHRYSLER—’49 NY 4-dr., $225*. 


Cranbrook club coupe, $600. 
’49 Deluxe 


080°; 4-dr., $795. '51 4-dr., $275*. 


FORD—'54 Custom (8) 2-dr., $1,280, $1,- 
240; 4-dr., $1,220. '53 Crest (8) Victoria, 
$1,240*; 4-dr., $935*; Custom (6) 4-dr., 
$895; Custom (8) 4-dr., $870; 2-dr., 
$825*. '50 Custom (6) 2-dr., $315, $300; 
Custom (8) 2-dr., $265. '49 Custom (8) 
2-dr., $265, $200. 





HUDSON—’53 Wasp 4-dr., $700*. ’51 Hor- 
net 4-dr., $465°*, 


KAISER—’51 4-dr., $225. 


MERCURY—’54 Monterey Sun Valley, $1,- 
835°. ’53 sedan, $1,125. 


| NASH—’53 Rambler club coupe, $1,085*. 
DODGE—’53 Coronet station wagon, $1,- | 


"50 conv., $325. 


OLDSMOBILE — ’55 (88) Holiday, 2 at 
$2,615*°. '54 (88) 2-dr., $1,675*, $1,650°*. 
*53 (88) conv., $1,530°, $1,325*; 2-dr., 
$1,125*. °52 (88) Holiday, $935*. ‘51 
(98) 4-dr., $775*, $770*. ’50 (98) 4-dr., 
$360*. '49 (98) 4-dr., $225, 

PLYMOUTH — '51 Cranbrook Belvedere, 





NEW BUMPA-TEL SIGNS 


SELL CARS! 





FOR MILO BROOKE, CHICAGO FORD DISTRIBUTOR 
Who Will Sell 3,500 New Fords in 1955 


an gene 


- 2 ae 





Here are a few of the Milo Brooke salesmen's cars, 


on their cars. 


twenty-two salesmen have BUMPA-TEL Signs 


MILO BROOKE says "Bumpa-tel signs are highly efficient. Salesmen like them, it is the only sign 
our salesmen will use on their cars, because they cause no damage, are easily installed and can be 
removed and put in trunk when desired. Bumpa-tel signs have greatly assisted in selling cars for 
us." And then he said, "I am buying more of them next week." 


“Tell Your Story Here!” 





Polished Aluminum Frames 
Sheet Steel Face 


Behind Bumper Guards 


Mounted or Dismounted in Seconds* 


Sign Legs Telescope into Non-Visible Brackets Mounted 


Does Not Interfere with Operation of Trunk Lid 
Available for all 1955 GM Cars Except Cadillac 
Available for all 1955 Ford Cars Except Lincoln 
Available for all 1955 Chrysler Cars Except Imperial 


Also Available for Packard and Nash 


* After original installation. 


State Make and Model When Ordering 


$16.50 Lettered — $12.50 Unlettered 


F.O.B., MOUNDS, ILLINOIS 


Signs Are Shipped 1 to 5 in Bundle via Parcel Post. 
Postage to Be Added. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE, DEPT. 101, MOUNDS, ILLINOIS 


Average Used-Car Prices 


(Compiled by Automotive News) 







(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 













May, April, 
1955 1955 
$2,147 $2,183 

1,489 1,526 
1,009 1,048 

696 716 
508 514 
363 3380 
252 266 






155 174 















Average... $ 807 $ 827 $ 851 






PONTIAC—’53 Chieftain 
105*; 2-dr., $1,075*. 
STUDEBAKER—’52 Champion club coupe, 

$405. °50 4-dr., $150. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
May 20.) 

(Market good. Sold 196 cars out of 269 
offerings.) 

BUICK—’55 Special 4-cdr., $2,700*, $1,900*; 
Century Riviera, $2,535*; Super 4-dr., 
$2,335. °54 RM Riviera, $1,935; Century 
4-dr., $1,730*°. '53 Super 4-dr., $1,375*; 
Special Riviera, $1,100. °49 RM 4-dr., 
$300°, 

CADILLAC—’53 (60) 4-dr., $2,575*; (62) 
conv., $2,450* (ps). °51 (62) coupe de- 
Ville, $1,730*; (60) 4-dr., $1,440°. '50 
(62) coupe, $1,075*. '48 (60) 4-dr., $520*. 


(8) 4-dr., $1,- 


CHEVROLET — ’'55 Two-ten (8) station 
wagon, $1,920*. ’54 Bel Air conv., $1,- 
525; Two-ten 2-dr., $1,200; One-fifty 


2-dr., $1,060, ’°53 Bel Air conv., $1,280°; 
Two-ten station wagon, $1,130; 4-dr., 
$1,005*. °52 SL Deluxe conv., $725*; 
2-dr., $680*; SL Special 4-dr., $435. ’51 
SL Deluxe 2-dr., $680; Bel Air, $670*. 
’50 SL Deluxe conv., $555. 

CHRYSLER — ’54 Windsor 4-dr., $1,500*. 
53 NY 4-dr., $1,300*. ’52 Saratoga 4-dr., 
$680; NY 4-dr., $650*. °51 NY 4-dr., 
$575*. 50 NY 4-dr., $475* ."49 NY 4-dr., 
$320*. '48 NY 4-dr., $105. 

DeSOTO—’53 Powermaster 4-dr., $1,080. 
’50 Custom 4-dr., $650, $550*. 

DODGE— 54 %-ton pickup, $875. '53 Cor- 
onet Diplomat, $1,190*, $1,025*, ’52 Cor- 
onet 4-dr., $600*; Wayfarer 4-dr., $410°. 
’49 Coronet 4-dr., $280*. 

FORD—’55 Thunderbird, $2,760°; Fairlane 
(8) Victoria, $2,090; Custom (8) club 
coupe, $1,965%, °54 Custom (8) 2-dr., 
$1,160*. °53 Main (6) 2-dr., $790, °52 
Crest (8) Victoria, $890. ’51 Custom (8) 
Victoria, $615*; 2-dr., $580*, $570, $530. 
’49 Custom (8) club coupe, $365. 

HUDSON — ’52 Hornet 4-dr., $550*%, °51 
Hornet 4-dr., $410*. °49 Commodore 4- 
dr., $250; 2-dr., $145. 

KAISER—’50 Sport coupe, $380. "49 Spe- 
cial traveler, $160. 
LINCOLN—’54 Capri 4-dr., $2,380*. '53 

Capri conv., $1,580°*. 





MERCURY—’54 Monterey station wagon, 
$2,000*; 2-dr., $1,525*. ’53 Custom 4-dr., 
$1,225; station wagon, $1,200*. '52 Mon- 
terey 2-dr., $1,065*. '51 club coupe, $580. 
°49 2-dr., $430. 

NASH—’52 Ambassador 4-dr., $650*, °51 
Rambler station wagon, $325. 

OLDSMOBILE—’55 (88) Holiday, $2,700*. 
°53 (88) Super 2-dr., $1,390%, °52 (98) 


4-dr., $950*. ’51 (98) 4-dr., $600°. °49 
(98) conv., $350, $295*. '48 (98) 4-dr., 
$250°. 

PACKARD—’53 (200) 4-dr., $1,100. °51 
conv., $600. 


PLYMOUTH—’55 Plaza (8) station wag- 
on, $2,150*; Savoy (8) 4-dr., $1,790. '54 
Belvedere 4-dr., $1,360. ‘53 Cambridge 
2-dr., $785. ’52 Cranbrook 4-dr., $690; 
Suburban, $610. ‘51 Cambridge 4-dr., 
$455. °49 Special Deluxe 4-dr., $400. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
800*. ’53 Chieftain (8) Catalina, $1,420*; 
conv., $1,275*; 4-dr., $1,110*, ’50 Silver 
Streak (8) 4-dr., $600*%; 2-dr., $240. '48 
Torpedo (8) 4-dr., $230*. 

STUDEBAKER—’55 Champion coupe, $1,- 
675. ’°54 Champion station wagon, $1,250. 
’52 Commander Hard Top, $800*; 4-dr., 
$430. ’°50 Champion 4-dr., $230. "48 %- 
ton pickup, $205. 

WILLYS—’53 Aero Ace 4-dr., $560, ‘51 
station wagon, $475, $430. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of May 20.) 

(Sold 171 cars out of 269 offerings.) 
BUICK—’54 Special Riviera, $1,840*, $1,- 

750. ’53 Special 2-dr., $995*. ’52 Special 


4-dr., $725*. °’51 Super 4-dr., $645°, 
$605*, $560*; Riviera, $600*. '50 RM 
4-dr., $330*%, $290*. °49 Super 4-dr., 


$350. 

CADILLAC—’54 (62) coupe, $3,580* (ps). 
’53 (62) conv., $2,450*; coupe deVille, 
$2,325* (ps). ’51 (62) 4-dr., $1,425*, 50 


(62) coupe, $1,240*. °49 (61) 4-dr., 
$650°*. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
785; Two-ten (8) 2-dr., $1,630*%; Two- 


ten (6) 4-dr., $1,625. '54 One-fifty sta- 
tion wagon, $1,330; Bel Air coupe, $1,- 
310*, '53 Bel Air conv., $1,165; Two-ten 
coupe, $1,075*. ’52 SL Special 4-dr., $505. 
’51 FL Deluxe 2-dr., $550, $510, $470. 
’50 SL Deluxe 4-dr., $330. '49 FL Special 
2-dr., $235. '48 FL 4-dr., $255. 

CHRYSLER — ‘52 Saratoga club coupe, 
$700* (ps). "50 Imperial 4-dr., $255. 

DeSOTO—’51 Custom 4-dr., $390. '50 Cus- 
tom 4-dr., $295. 

DODGE—’'53 Meadowbrook 4-dr., $725. '52 
Coronet conv., $600. ’°51 Coronet 4-dr., 
$335, $305*, $300. '49 Coronet 4-dr., $195. 

FORD—'55 Fairlane (8) 2-dr., $1,950*. 
‘54 Main (6) 4-dr., $890. '53 Custom (8) 
4-dr., $1,000, $985*; conv., $900. '52 Cus- 
tom (8) 2-dr., $725; Crest (8) Victoria, 
$885*, $865. '51 Custom (8) 2-dr., $495°, 
$430*, $400*, $365*. °50 Custom (8) 
2-dr., $330, $190. '49 Custom (8) eonv., 
$250. '48 (8) conv., $145. '40 Custom 
2-dr., $450. 

HUDSON—’51 Commodore (8) club coupe, 
$235*. 49 Commodore (8) 4-dr., $115. 

KAISER—’53 Manhattan 4-dr., $910*. 

LINCOLN—’53 Capri conv., $1,940* (ps). 


(Continued on Page 69, Col. 1) 
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(Continued from Page 68) 


MERCURY—'55 Montclair coupe, $2,645°, 
$2,500*. °54 Custom 4-dr., $1,690° (ps), 
$1,585*. '53 Monterey coupe, $2,000°. '51 
4-dr., $550°, $540°. '49 4-dr., $150°. 

NASH — '53 Ambassador 4-dr., $885°; 
Statesman 4-dr., $860°, "52 Ambassador 
4-dr., $900. '51 Statesman 2-dr., $155°. 
‘50 Statesman 4-dr., $190°, $150°. °49 
Ambassador 4-dr., $200°. 

OLDSMOBILE — ’55 (98) conv., $3,340° 
(ps), $3,300° (ps); (88) 4-dr., $2,770°, 
$2,700*. °54 (98) conv., $2,600° (ps); 
(88) 2-dr., $1,875*. °52 (88) Super 2-dr., 
$940*. '51 (88) 4-dr., $530°, 50 (88) 4- 
dr., $380°, $370°, $365°. 

PACKARD—’49 Clipper 4-dr., $125. 

PLYMOUTH—’53 Cranbrook 4-dr., $775°, 
$685. °52 Cambridge 4-dr., $490. ‘51 
Cranbrook 4-dr., $365. '50 Special Deluxe 
4-dr., $205. °48 Special] Deluxe 2-dr., 
$130. 

PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
650%, $1,600°. °53 Chieftain (8) 4-dr., 
$1,060*, $985*. °52 Chieftain (8) conv., 
$1,130*. °51 Silver Streak (8) 4-dr., 
$630°, $470*. 50 Silver Streak (8) 2-dr., 
$370°. 


STUDEBAKER — '53 Champion Starliner 
$1,010*; Commander 2-dr., $1,000°, ‘52 
Commander 2-dr., $425°; Champion 4-dr., 
$280. ’51 Commander 4-dr., $290°. °50 
Champion 4-dr., $195*, $175°. 

WILLYS—’52 (6) station wagon, $675°*. 
’47 (4) station wagon, $150*. 

MISCELLANEOUS—’53 GMC %-ton panel, 
$375. '51 Internationa] %-ton panel, $160. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of May 20.) 
(Sold 180 cars out of 251 offerings.) 

BUICK—’55 Super Riviera, $2,600*° (ps); 
Special conv., $2,425%, $2,400°; 4-dr., 
$2,200*; Century Riviera, $2,700* (ps). 
"54 Super Riviera, $2,125*; 2-dr., $2,100° 
(ps); Century coupe, $1,800; Special 
Riviera, $1,755; 4-dr., $1,625°. 

CADILLAC—’55 (62) coupe, $4,500* (ps). 
"54 (62) conv., $4,100* (ps). "50 (61) 
coupe, $990*, '42 4-dr., $310. 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
925; Sport coupe, $1,910, $1,710; Two- 
ten (6) Delray, $1,660, $1,630; 4-dr., 
2 at $1,450; One-fifty (6) 4-dr., $1,390; 
%-ton pickup, $1,350. '54 Two-ten 4-dr., 
$1,105, $1,070; 2-dr., $1,050; One-fifty 
2-dr., $900. °53 Bel Air coupe, $1,020, 
$900; Two-ten 4-dr., $790; One-fifty 4- 
r., $700. ’52 SL Deluxe Bel Air, $760; 
4-dr., 2 at $700, 2 at $670, $660; FL 
Deluxe 4-dr., $750. 

CHRYSLER—’51 Saratoga sedan, $560*. 
'50 Windsor Newport, $455; 4-dr., $450*°; 
NY 4-dr., $450*. '49 NY 4-dr., $200°. 
'48 NY 4-dr., $225. 

DODGE—’53 Meadowbrook 4-dr., $420. '52 
Coronet 4-dr., $575*; Meadowbrook 4-dr., | 
$530. ’51 Meadowbrook 4- dr., $375. °50 | 
Coronet 4-dr., $310. °49 Coronet et 


$285. 

FORD — ‘55 Thunderbird, $2,950*° (ps); 
Fairlane Victoria, $2,360*; 4-dr., $2, 170°, | 
$2,150*, $2,125, $1,915; conv., $1,895 i | 
club coupe, $1,850; Custom () 4-dr., 
$1,675; 2-dr., $1,650. '54 Custom (8) | 
4-dr., $1,160, $970°%; Main (8) 2dr., | 
$1,025. °53 Crest (8) Country Squire, | 
$1,160; Custom (8) 4-dr., $1,010°, $1,- 
000*; Main (8) 2-dr., $810. ’52 Custom 
(8) station wagon, $875; 4-dr., $650*; 
Main (8) 4-dr., $725. ’51 Custom (8) 
club coupe, $550; 4-dr., $490; Deluxe (6) 
2-dr., $400. '50 ‘Custom (8) 4-dr., $475. 

MERCURY—’55 Montclair sedan, $2,775* 
(ps); Monterey coupe, $2,450*%, $2,350*; 
4-dr., $2,255, $2,150. ‘54 Custom Spert 
coupe, $1,495; 4-dr., 2 at $1,400; 2-dr., 
2 at $1,400*. °53 Monterey 4-dr., $1,175*; 
Custom 2-dr., $1,070. ‘51 club coupe, 
$635°. 

NASH—'51 Rambler 2-dr., $305. 

OLDSMOBILE—'55 (98) Holiday, $3,370° 
(ps), $3,350* (ps), $3,225* (ps), $3,050°; 
(88) Super sedan, $2,950*; Holiday, $2,- 
900* (ps), $2,710*, $2,640*%, $2,625* $2,- 
550°. °53 (88) Super 4-dr., $1,625°, 
$1,375*. ’52 (98) 4-dr., $950°. 

PLYMOUTH—’54 Savoy 4-dr., $1,030. ‘53 
Cambridge 4-dr., $675, $600. ‘50 Special 
Deluxe 4-dr., $360. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- | 
150*. ’53 Chieftain (8) 4-dr., 2 at $950; | 
Chieftain (6) 4-dr., $930; 2-dr., 2 at 
$700. ’52 Chieftain (8) 2-dr., $600*. '51 
Silver Streak (6) 4-dr., $615*. 

STUDEBAKER—’49 ‘%-ton pickup, $145. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 25.) 
(Prices were steady and remained | 

about the same as last week. Sold 71 
cars out of 121 offerings.) 

BUICK—’55 Century 2-dr., $2,770°. ‘54 
Century 2-dr., $2,000°. ‘53 RM 4-dr., 
$1,085* (ps). ‘52 Special 4-dr., $670. 
‘51 Super 4-dr., $665. '50 Super 4-dr., | 
$510. '49 Super 4-dr., $155. ‘48 Super 
4-dr., $260. 

CADILLAC—'49 (62) 4-dr., $580°. 

CHEVROLET — '55 Two-ten (8) station | 
wagon, $2,050* (ps). '54 Bel Air club 
coupe, $1,500*%; Two-ten 2-dr., $1,100. 
53 Bel Air 4-dr., $1,025*; Two-ten club | 
coupe, $1,010*, $800; 4-dr., $850. ’52 SL 
Deluxe club coupe, $440. ’51 SL Deluxe 
2-dr., $455*, $395, $320; 4-dr., $450°; 
SL Special 2-dr., $180. '50 SL Deluxe | 
4-dr., 2 at $355; club coupe, $335; 2-dr., 
$350, $275. °48 SL Deluxe 2-dr., $145; 
club coupe, $115. 

DODGE—’53 Coronet 4-dr., $740%; Mead- 
owbrook club coupe, $630, $595. ’52 %- 
ton express, $430. 

FORD—’54 Crest (8) conv., $1,525*; Main 
(8) 2-dr., $1,050. '53 Custom (8) station 
wagon, $1,005; 4-dr., $860, $850*, $850. 
‘52 Custom (8) station wagon, $805*; 
club coupe, $535*. ’°51 Custom (8) 2-dr., 
$435; Deluxe (6) 4-dr., $395, $235. '50 
Custom (6) 2-dr., $200. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of May 24.) 
(Bidding very active on clean autos; 
very slow on heavy and rough units. 
Sold 107 cars out of 133 offerings.) 
BUICK—’55 Century 2-dr., $2,650° (ps). 
"54 Super Riviera, $1,950* (ps). ’53 Super | 
4-dr., $1,200; Special Riviera, $990. '52 
Super Riviera, $940*; Special 4-dr., $780. 
‘51 Special 4- dr., $500. ‘50 Super 4-dr., | 


Used-Car Auction Prices 
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$2,185°, 'S2 Monterey 2-/| ‘S52 (62) 4-dr., $1,565° (ps), $1,560°| 4-dr., $1,195. '53 Statesman club coupe, 

dr., $975*; Custom 2-dr., $875*. °61 Cus-| (ps). $1,240; zs $1,085; Ambassador club 

tom 2-dr.,' $445. '50 4-dr., $360. '49 2-dr., | CHEVROLET—'55 Bel Air (8) 2-dr., $1,-| coupe, 190°, Rambler club 
$295, $195. 768; swo-tcn (8 = $1,610. a 4 Bel or 3 gaose eee, 

NASH — '52 Rambler sedan, $505. ‘51 conv., port coupe, §1,550°; | OLDSM it fe (88) Holiday, $2,755° 
Statesman 4-dr., $330; 2-dr., $235. ‘50 Two-ten 4-dr., $1,070, $1,060; 2-dr., (ps). °54 (98) conv., $2,575° (ps); (88) 
Stataman 2dr, $8 fn agen aan, bu tdo, el Xu" | Raa eh Nan "Uy "ear, alse 

’ ; . ” 4-dr., ’ ° 

OLDSMOBILE — '55 (88) Super Holiday,/ ar., $955¢, ; feeten 2-dr., $940°,| (ps); (88). 4-dr., $1, 260°, Saree, $1,- 


$2,505° (ps), $2,585° (ps). "64 (88) 4-| $945; 4-dr., #5865, $850, $835*, $810;| 265%; conv., $1,390°; 2-dr., $1,240° 
dr., $1,975° (ps). ‘51 (98) 4-dr., 2 at| One-fifty club coupe, $675 ‘52 BL De- PACKARD— haa “ites 4-dr., ‘gous, (200) 


$415°, $360°; Special sedan, $290. ‘48 | $700°. '49 (98) 4-dr., $300; (88) 4-dr., luxe Bel Air, $895*, $775°; 4-dr., $695°.| 4-dr., $400 
Special 2-dr., $135; 4-dr., $100. $100. : CHRYSLER—’54 Imperial Newport, $2,- PLYMOUTH_’55 Belvedere (8) 2-dr., $1,- 
CADILLAO—'55 (62) 4-dr., $4,190° (ps). —— (200) 2-dr., $205. '48 4- ees» (pa). "58 Windsor traveler, $1,640°| 965°; 4-dr., $1,805°. '54 Belvedere conv., 
’ e ® . ‘ewpo: : *. sedan ° . 
Bh, (02), Clu coupe, $3465" (pe). (3 | PLYMOUTH—'55 Savoy (8) sedan, $1,770.| $o36%, "61 Windsor 4-dr.. $480". 50 NY — $1,060", 's1°030; 3-a.," $1,005. My 
4-dr., $1,890*. ‘47 (61) sedan, $305, ‘51 Cambridge 2-dr., $340, ‘50 Deluxe| 4-ar., $315°. : Cranbrook 4-dr., $730, $715; 2-dr., $710. 
2-dr., $240. DeSOTO—'’53 Fire Dome (8) 2-dr., $1,340° | PONTIAC—'54 Star Chief (8) Catalina, 


CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
855°, $1,750; 4-dr., $1,600. ‘54 Savoy 
2-dr., $1,200, $1,150, $1,145, $1,125. '53 
Two-ten 4-dr., $1,025; club coupe, $845; 
Bel Air conv., $1,200°; sedan, $625. ’52 
SL Special 4-dr., $670. '51 SL Special 
4-dr., $515; SL Deluxe 2-dr., 2 at $510, 
ee, *50 SL Special 4-dr., $375. '47 2-dr., 
110. 

CHRYSLER—’53 NY club coupe, $1,230° 
(ps); 4-dr., $1,040°. '53 Windsor club 
coupe, $970*, $920°; Imperial 4-dr., 
$900*; NY 4-dr., $890°. '51 Windsor club 
coupe, $465; Imperial 4-dr., $450, $445. 

DeSOTO—’54 Powermaster 4- dr., $1,575. 


PONTIAC— 54 Chieftain (8) conv., $1,825° (ps); Sportsman, $1,200°; Powermaster| $1,960°; 4-dr., $1,870° , 745°, 
(ps). °53 Chieftain (6) 4-dr., $950°. '52/ 4-dr., $900°. '52 Fire Dome (8) 4-dr., $1,650°; conv., ty 850°; aseetae (8) 
Chieftain (6) 4-dr., $655°. 51 Silver $825°. '51 Custom club coupe, $360°. station wagon,’ $1,850° (ps); 4-dr., $1,- 
Streak (8) 4-dr., $630°; 4-dr., $575°. | DODGE—’53 Coronet conv., $800*; Mead- 745°, $1,600°. °53 Chieftain (8) 4-dr., 
50 Silver Streak (8) 2-dr., $630°; Silver owbrook 4-dr., $600°. 'S2 Meadowbrook $1,225°, $1,185°. 

Streak (6) Catalina, $270; 2-dr., ‘$330. 4-dr., $505°.'’51 Meadowbrook 4-dr.,| STUDEBAKER — '54 Champion station 

STUDEBAKER — '53 Commander sedan, $465". °50 Coronet 4-dr., $370°. wagon, $1,340°. '53 Commander club 
$760. '51 Champion 4-dr., $410; Com- | FORD—'55 Fairlane (8) ‘Crown Victoria, coupe, $1,060*; Champion 2-dr., $695°. 
mander 2-dr., $300. ‘50 Commander $2,450° (ps), $2,380° (ps); conv., $2,- *50 Champion 2-dr., $265. 
conv., $295; Champion 4-dr., $210, $200. 230°, $1,955° (ps); 4-dr., $2,045°; Main) WELLYS—’53 Aero 2-dr., $465. '50 station 

(8) Ranch Wagon, $2,065; Custom (8) wagon,. $425. 
CHICAGO 2-dr., $1,570, $1,485. '54 Custom (8) | MISCELLANEOUS — ‘51 GMC Suburban, 
station wagon, $1,625°; 2-dr., $1,365°, $430. '53 Opel 2-dr., $550. 
(Arena Auto Auction. Sale every Tues- $1,250; 4-dr., $1,180, $1,165, $i, ” $1,- 
day. Prices are for sale of May 24.) 145, $1,095; Main (6) Ranch Wagon, MINNE APOLIS 


’51 Powermaster 4-dr., (Sold 315 cars out of 465 offerings.) $1,410; Crest (8) Victoria, $1,345°; Cus- 

DODGE—'53 Coronet sedan, $850°, $785. | BUICK—'55 Century Riviera 2-dr., $2,-|_ tom (6) 4-dr., $1,105°. (Minneapolis Auto Auction, Sale every 
*52 Coronet 4-dr., $515. '51 Coronet 4-dr., 755* (ps), $2,655°; 2-dr., $2,630° (ps). | HUDSON—’53 Wasp 4-dr., $860*; Jet | Wednesday, Prices are for sale of May 25.) 
$400. '49 2-dr., $245, °47 2-dr., $130. "54 Special station wagon, "$2, 465°; conv., 4-dr., $675. (Consignment heavy today and sharpies 

FORD—’54 Crest (8) Victoria, $1,525°, $2,255*; Super Riviera’ 2-dr., $2, 250° KAISER—’52 Manhattan 4-dr., $385°. brought good money. Prices slipping on 
$1,240°; Main (8) 2-dr., $1,240°. ‘53 (ps), $2, 165* (ps), $1,960* (ps); 4-ar., | LINCOLN — ’53 Cosmopolitan’ 4-dr., $1,| °53s and °S4s. Sold 71 cars out of 142 
Crest (8) Victoria, $1,175*; Custom (8) | $2,000° (ps); Century 4-dr., $1,800°. '53| 485° (ps). ’51 4-dr., $700°. offerings.) 
2-dr., $950°; 4-dr., $890; Custom (6)| Super conv., $1,465*; Riviera 2-dr., $1,-| MEROURY—'55 Montclair coupe, $2,605* | puICK—'54 Super 4-dr., $1,680°. °53 Su- 
club coupe, $840. °52 Main (6) 2-dr.,| 405° (ps), $1,395°. (ps); Monterey coupe, $2,420°, $2,400°,| per 4-dr., $1,260°. °52 Super 4-dr., $995*. 


$730, $600, $405. °51 Deluxe (6) 2-dr., 
$365. °50 Deluxe (6) 2-dr., $275. '49 De- 
luxe (6) 2-dr., $230. 
KAISER—’51 Manhattan 4-dr., $250. 
MERCURY—’55 Monterey 2-dr., $2,290°; 


CADILLAC—’55 (62) coupe deVille, $4,-| $2,355°. '54 Monterey coupe, $1,850°; , 5 
670° (ps). °54 (62) coupe deVille, : 4-dr., $1,820° (ps), $1,525°; 4-dr., $1,-|CADILLAC—'51 (62) 4-dr., $1,400°. "48 
825* (ps); conv., $3,785* (ps). '53 (62) | 720°. '53 Custom conv., $1,495*; Monte- (62) 4-dr., $545°. 
coupe, $2,360* (ps); 4-dr., $2,200° (ps), rey coupe, $1,330*, $1,230°. CHEVROLET—’54 Two-ten 4-dr., $1,155, 2 


$2,175* (ps), $2,090° (ps), $2,000*° (ps). ' NASH—’54 Statesman club coupe, $1,600; (Continued on Page 80, Col. 1) 








LKUTRONIC-EYE 


MAKES NIGHT DRiVING 


H-00 


cso COURTEOUS, TOO!) 


End fuss and fumble for the 
dimmer switch! With Autronic-Eye, 
headlights are controlled — 
automatically—for the safest night 


driving ever. Courtesy is automatic, too! 


GM's famous Autronic-Eye dims your 
headlights as cars approach . . . then switches 
them back to bright when all’s clear. And 


you're free to devote full attention to driving. 


So, keep an eye out for your safety. See how easy, 
safe and courteous night driving can be 

with Autronic-Eye. Ask for a demonstration at 
your Cadillac, Oldsmobile, Pontiac 


or Chevrolet dealer's. 





AUTOMATICALLY AT NIGHT 


seen 


ee 
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Fulton as chairman and chief ex- 
ecutive officer, and Warner R. 
Moore as president. 

Fulton led the formation of Out- 
door Advertising in 1931 and has 
served as its president since that 
time. Moore, who is business man- 
ager and a director of the New 
York Herald Tribune, enters the 


—__ TS | 


account advertising executive. 
Harmon O. Nelson, agency radio- 
TV director, will handle the 
Plymouth radio and television 


Songstress Patti Page will star in 
a twice-weekly, 15-minute televi- 
sion show sponsored by the nation’s 
Oldsmobile dealers. The show will 


| outdoor advertising medium with 
;}an extensive background of sales 1 
| and administrative experience. in i 


begin in July. 

The Patti Page show will be 
scheduled on local stations and will 
augment Oldsmobile’s overall TV 
advertising program, Jones added. 
Currently, Oldsmobile dealers also 





cal “spectacular” show in black and 
Auditorium on Wheels— white and color on NBC-TV. 


Boyertown Auto Body Works, Boyertown, Pa., has developed this traveling audi- * * * 
torium consisting of two tractor-trailers which can be converted into a hall seating Plymouth Dealer Age 


100 people. The unit is formed by joining the two trailers side by side. Armstrong 
try will get handisi in the auditorium The Plymouth Dealers Assn. of 
Cork Co. dealers all over the country will get merchandising courses in the audi Soathere Galterais bee a- 


ths. 
Sate He ot eo pointed Stromberger, LaVene, 


Redbook Stories Cited McKenzie as its advertising and 
The 1955 Benjamin Franklin public relations agency, accord- 


Magazine Award Gold Medal for ing to Ehoyn Holt, chairman of 


for three articles dealing with prob- 
lems of human rights and indi- 
vidual freedoms: “What Is a Se- 
curity Risk?” by William Peters 


participation, and Ray Connors, | the newspape 


public relations director for 


S-L-M, will be in charge of the | Cadillac Promotes La Rue 


publicity and special event phases 
of the activity. 
* * * 


sponsor a monthly, 90-minute musi- | Parade Ad Volume Up 


Ed Kimball, Parade’s advertis- 
ing sales manager, has reported 
that advertising volume for the 
first half of 1955 broke all rec- 
ords. 

Advertising sales volume was 
14 percent ahead of the corres- 
ponding period for 1954 which 
was, until now, the largest in 
Parade’s history, Kimball said. 

* * + 





Appointment of W. T. La Rue 


|to the position of merchandising 


manager, succeed- 
ing M. E. Fields 
who recently was 
appointed to as- 
sistant general 
sales manager, 
has been an- 
nounced by J. M. 
Roche, general 
sales manager of 
Cadillac. 
: La Rue, who 
joined Cadillac in 
W. T. La Rue 1952, formerly 


~ 


r field. I 
* + * 


oi 2 Ge 


Public Service has been presented the association’s advertising com- 


dbook ine for “distin- mittee. 
welche and "anenitoctous public T. L. Stromberger, president of The board of directors of Out- 


service.” the agency, will supervise the |door Advertising, Inc. has an- 
Redbook was given the award account, with A. Hays Busch as |nounced the election of Kerwin H. 


Outdoor Advertising Elects was district sales manager of Cad- 


illac’s Philadelphia district. 

Roche also announced that C. B. 
Neely will succeed La Rue in Phil- 
adelphia. 


and Oscar Schisgall; “Fear on the 
Campus” by Andre Fontaine, and 
“The Schools That Broke the Color 
Line” by William Peters. 


a Ge ak 


New Ford Film Available 


How the cars of tomorrow are 
put through rigorous road tests is 
documented in a new color motion 
picture, “Test Driver,” just released 
for free nation-wide distribution by 
Ford Motor Co. 

The 16mm sound film shows how 
new cars are subjected to condi- 
tions typical of all kinds of roads 
at Ford’s automotive testing 
grounds. 

The film is available at company 
film libraries at 16400 Michigan 
Ave., Dearborn; 15 East Fifty-third 
St., N. Y., and 1500 S. Twenty-sixth 
St., Richmond, Calif. 

x x 


a a” a an oe oe a oe 


Here’s the machine 


that simplifies dealer accounting 


Frost Joins AC Spark Plug 


O. Franklin Frost has been ap- 
pointed general merchandising 
manager of AC Spark Plug divi- 
sion, according to ; 
Joseph A. Ander- 
son, general man- 
ager. Frost suc- 
ceeds Roland S. 
Withers, who re- 
cently became 
general manager 
of the United Mo- 
tors Service divi- 
sion. 

Frost will have 
charge of mer- re 
chandising and ©. F. Prest 
advertising activities in the re- 
placement sales department headed 
by E. H. Francois, Anderson said. 

Frost has spent most of his ca- 
reer with Oldsmobile, having been 
that division’s Atlanta zone man- 
ager until his most recent appoint- 
ment. 


without any change in 





factory-recommended procedures 





When you use this accounting machine, the Burroughs Sensimatic, 
there’s no need to change your system in order to mechanize it. 
Following your present factory-recommended procedures, the 
Burroughs Sensimatic will handle all accounting records quickly and 
easily, and prepare your Distribution Journals three times faster! What’s 
more, this machine is easy to operate (even beginners quickly do expert 
work), and it’s not outmoded by changes in your system or growth 

of your business. For a demonstration—of how you can 
mechanize without upsetting your accounting cart— 
call our nearby branch office today. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 








x * x 


Westinghouse Paper Cited 

The Westinghouse News, employe 
publication of Westinghouse Elec- 
tric Corp., has been named a first- 
place award winner in competition 
sponsored by the International 
Council of Industrial Editors. 

Albert L. Smith, program chair- 
man of the ICIE, said that the 
Westinghouse publication had 
been judged best in its class by 
the editors’ group, which con- 
sists of writers and industrial 
editors from all over the U. S. 
and Canada, as well as several 
foreign countries. 


The publication is aimed at keep- 
ing Westinghouse employes regu- 
_|larly informed of Westinghouse 
policies, objectives and achieve- 
(Continued on Page 71, Col. 1) 


Burroughs and Sensimatic are trade-marks 





Ask for a free copy 
of this booklet on 
Automobile Dealer 
| Accounting Systems. 





We desire to purchase 
AUTOMOBILE 
LEASING 
COMPANIES 


or Leasing Contracts 
If interested in selling 


Write, wire or phone 


Cc. W. Klein 
ROTHSCHILD FUNDS 


208 S. LaSalle St. 
Suite 710 


Chicago 4, Ill. 
RAndolph 6-5808 
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ments, and giving recognition to 
group and individual accomplish- 
ments in employes’ daily work. 

* = * 


Campbell Heads Tribune 


Chesser M. Campbell, president 
of Tribune Co., has been ap- 
pointed publisher of the Chicago 
Tribune. Elected vice - presidents 
were J. Howard Wood, business 
manager, and W. D. Maxwell, 
managing editor. 

+ + 


* 


Meeker Dies in Fla. 


Frank H. Meeker, of Clearwater, 
Fla., former national advertising 
manager of the New York Herald 
Tribune, died in New York after a 
long illness. He was 66. 

Meeker was senior partner in a 
firm of newspaper representatives 
before his retirement in 1954. He 
had been in the advertising busi- 
ness for 46 years. 

* 7 * 


Tung-Sol Lights Way 


Automobile safety based on the 
importance of good headlamps is 
dramatized by Tung-Sol Electric, 
Inc., in a 16-page color cartoon 
book, “The Light That Failed,” 
which is being distributed to more 
than 100,000 jobbers, garages and 
service stations in the United States 
and Canada. 

Copies of the book can be ob- 
tained free by writing the Adver- 
tising Department, Tung-Sol Elec- 
tric Inc., 95 Eighth Ave., Newark 
4,N. J. = 


Dodge Signs Welk Band 


The signing of band leader 
Lawrence Welk and his orchestra 
to a one-year television contract 
has been announced by Jack W. 
Minor, director of advertising and 
merchandising for Dodge. 

The show will originate “live” 
from Los Angeles as a one-hour 
musical revue. It will be telecast 
over the ABC-TV network, begin- 
ning Saturday, July 2, from 9 to 
10 p.m. (E.D.T.), under the spon- 
sorship of Dodge dealers. 

The Welk show originally was 
sponsored by Dodge dealers in 
the Los Angeles area only, but 
under the new contract will go 
coast-to-coast. 

* * 


Cadigan Succeeds Wolfe 

William J. Cadigan, of the new 
England Electric System, Boston, 
has succeeded Stewart J. Wolfe, 
publications manager for Hudson, 
as president of the International 
Council of Industrial Editors. 

= * a 


Gillroy Dies in N. Y. 


James P. Gillroy, vice-president 
of Outdoor Advertising, Inc., died 





Advertising linage for the period 

was up 5.4 percent over the same 

period last year, the magazine 
said. 

* * * 
Special Auto Section 

The Atlanta Journal and Consti- 
tution magazine put out a special 
28-page section recently called the 
“Annual Automotive Review.” 

The section carried full-color pic- 
tures of each make of car. Feature 
articles contrasted the cars of to- 
day with those built in Atlanta 40 
years ago. Specifications also were 
listed in detail for all ’55 models. 

The edition sparked an “open 
house week” in which all 33 At- 
lanta franchised dealers took part. 


U. S. News Circulation Up 


Effective Jan. 6, the new rate 
base of “U. 8. News & World Re- 


port” will be 775,000 net paid circu- 
lation, the publishers announced. 
This is an increase of 75,000 above 
the 1955 rate base. With a black 
and white page costing $3,975, the 
new rate per page per thousand 
drops to $5.13. : 

This is the sixth consecutive year 
that an increase in circulation has 
been accompanied by a reduction 
in page costs per thousand, accord- 
ing to John H. Sweet, executive 
vice-president and publishing di- 
rector. . -4 & 


Y & R Appoints 3 


Appointments of three account 
executives in the Detroit office of 
Young & Rubicam, Inc., have been 
announced by Aldis P. Butler, vice- 
president. 

They are Hascal E. Beard and 
Gerald Schaflander, both assigned 
to the Lincoln account, and Tho- 
burn Wiant, to the Parke, Davis & 
Co. account. 

Butler said that Wiant, in addi- 
tion to his new advertising duties, 
also will continue to serve as De- 
troit public relations director, a 
post he has held since 1945. 

= * + 


RAB Picks Contest Judges 
Three professionals in three 








“Of course there’s no motor! 
It’s hidden extras like that, that 
jack up the price!” 





primary fields of retailing will 
serve as judges in Radio Adver- 
tising Bureau’s annual “Radio 
Gets Results” contest for its 
member radio stations. 

The judges are Louis Good- 
enough, managing editor of Re- 


71 


tailing Daily; Edward Kruspak, 
advertising manager of Automo- 
motive News, and Roy Miller, 
editor of Food Field Reporter, 
all of New York: 


RAB will award first, second, 
and third-place plaques, ag well 
as honorable mentions, for radio 
results stories submitted by ad- 
vertisers in 13 different business 
classifications. Winners will be 
announced later this month. 

* 





Ayer Cup to Tribune 


The New York Herald Tribune 
has won permanent possession of 
the F. Wayland Ayer Cup for ex- 
cellence in newspaper typography. 

Taking top honors among all 
American newspapers for the sec- 
ond consecutive year, and retiring 
the third cup from competition, the 
Herald Tribune remained in the 
front rank as the only newspaper 
ever to gain permanent possession 
of an Ayer trophy in the 25 year 
history of the award, which is 
— by N. W. Ayer & Son, 
ne. 

Three victories are needed to re- 
tire an Ayer Cup. The Herald Trib- 
une won in 1948 in addition to its 
sweep of the two past years. 








10 YEARS 
ahead of the fie 


10 TIMES 








easier to sell! | 


Revolutionary New 













in New York City May 20 after a | 
long illness. He was 78 years old. 

A former vaudeville man, Gillroy | 
entered the outdoor advertising | 
business in 1903 as a salesman for 
O. J. Gude Co. He joined Outdoor | 
Advertising in 1931 as an account | 
executive. | 


ARMSTRONG 
Rhio-Flex 
MIRACLE S-D 
TRUCK TIRES 





* * 


Westinghouse Ups Seay 

E. W. Seay has been appointed 
assistant manager of genera] ad-| 
vertising for Westinghouse Electric 
Corp., according to Roger H. Bolin, 
general advertising manager. 

Seay joined Westinghouse in 
1941, and was a member of the 
New York sales staff until] 1948 
when he joined the sales promo- 
tion department. 

In 1950, Seay was named man- 
ager of sales promotion for the 
eastern district and three years 
later became manager of sales pro- 
motion for the northeastern region 
of Westinghouse. Since April, 1954, 
he has been manager of advertising 
and sales promotion for the air 
conditioning division. 

7 * 7 


Outdoor Life Revenue Up 
Outdoor Life’s first six months 
of 1955 were the biggest in its 57- 
year history in both advertising 
revenue and advertising linage, 
the magazine has announced. 
Advertising revenue for Janu- 
ary to June was up 6.7 percent | 
over the first six months of 1954. 







Rarely, if ever before, has any truck 
tire scored so great a success in so 
little time. And small wonder! For, 
Armstrong’s patented engineering 
superiorities put this tire fully 10 years 
ahead of the field! To the trucker, this 
means the besé all-around performance 
at lowest cost per mile in history! To 
you, this means an unequalled profit 
opportunity! So, stock the truck tire 
that’s easiest to sell! Feature new 
ARMSTRONG Rhino Flex MIRACLE 
S-D Truck Tires! 








WEST HAVEN & NORWALK, CONN. @ NATCHEZ, MISS. © DES MOINES, IOWA © SAN FRANCISCO, CALIF, © ARMSTRONG EXPORT DIV. 20 E. 50 ST., N.Y., N.Y. 
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Ever-Increasing 
U.S. Prosperity 
Seen by C.I.T. 


HARRISON, Ark.—Ever-increas- 
ing levels of prosperity in Arkansas 
and the nation were forecast by 
Henry C. Watkins, Universal] C.I.T. 
Credit Corp. vice-president, before 
the annual convention of the Ar- 
kansas Junior Chamber of Com- 
merce. 

Watkins said that Commerce 
Dept. forecasts show Americans 
will have $360 billion in disposable 
income by 1960, an increase of $100 
billion over the present total. By 
1965, he added, disposable income 
will reach $425 billion, or double 
what it was in 1950. 

“What we have seen in recent 
years,” he said, “is really a two- 
fold revolution. Total family income 
after taxes is more than five times 
its 1935 level. Secondly, our in- 
creased income has penetrated 
deeply into our population, moving 
vast numbers of people up into the 
middle class and enabling them to 
partake of better living. 

“This great upswing in purchas- 
ing power is not over. It is going 
on all around us all the time and 
gives evidence of having the power 
to sustain itself for a long foresee- 
able future.” future.” 






. | wag., $2,452; 4-dr. 2-seat stat. 


$1932; 2-dr. sed., $1,888; 
Sos; bhcunns conv., 9 82,208; 4-dr. stat. 
stat. wag., $2,4 
vetio-8-cyl. conv. $2,799; V-8 conv., o- 
$34. (Powerglide optional at $178.35.) 
CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport bardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 


top 5 

4-dr. stat wag., $4,209. . 
$4,110.25. ee ane oe standard on New 
Yorker Deluxe and , Optional at $189 
on Windsor — 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., §$2,- 
823.75; 4-dr., stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

cn ao 6—4-dr. sed., $2,092.75; 
2-dr. , $2,013; 2-dr. 2-seat stat. wag., 
$2,548.75; ” 4-dr, 2-seat stat. wag.. $2,462. oa 
4-dr. 3-seat stat. wag., $2,565. Coronet V: 

—4-dr. sed., $2,196; 2-dr. ‘sed., o2.12ee 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., a. ton hardtop 


‘Two- |CPe., $2,395; 4-dr. 2-seat stat. $2,- 


658.75: 4-dr. 3-seat stat. wag., "g2'780.75. 


* | Oustom Royal V-8—4-dr. sed., $2,472.50; 


Lancer 4-dr. sed, $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add 


; 2-dr. 2-seat Custom Ranch Wagon, 
$2, 108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr, 3-seat Country Sedan, $2,- 
287.32: 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30: combination hardtop-conv. 
$3, 234. 30. (Ford«ematic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custum Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr sed., $3,015 ; 2-dr. hard- 
top, $3,145. (Hydra-Matie optional on sixes 
at $178.85, Ultramatic on V-S8e at $199.) 

IMPERIAL—Custom—4-dr. sed., $4,483. 
25; hardtop cpe., $4,719.75. Cruwn—8-pasr- 


Import Dealers 


Form U.S. Group 


NEW YORK.—The National Im- 
ported Car Dealers’ Assn. is in the 
process of organization here with 
plans to subdivide into regional 
groups as it grows. 


A constitution has been drawn 
up and was explained at its third 
monthly meeting by Lou Comito, 
acting chairman. Over 30 members 
were present. Dealers interested 
should write to the association at 
47 Revere Road, Roslyn Heights, 
N. ¥. 


Be Flite standard.) 


rrent Prices on New Cars 


sed., $6,972.50; 


KAL 
Darrin 161—Conv., $3,668 
optional at $178.20 on 
available on Darrin 161, 


lim., $7,094.75. (Power- 
-dr. sed., $2,670. 


overdrive as standard equipment.) 


LINOOLN — Custom—4-dr. sed., $3,563; 


hardtop cpe., $3,666. Capri Special Custom 


—4-dr, . 
conv., $4,071.50. 


276.50; 
$2,341; stat. 


2-dr. sed., $2,217.50; 
wag., $2, 


stat. wag., $2,843.50. Montelair—4 
$2,631; 
glasstop, 
O-Matioc Lara $189. 45. ) 
METROPOLIT 


of entry.) 


NASH—Statesman Super 6—4-dr. 
Custom 6—4-dr. 
hardtop, $2,495. Ambassador 

Ambassador Custum 
2-dr. hardtop, $2,795. 
Ambassacor Super V-8—4-dr. sed., $2,775. 


$2,215. Statesman 
$2,385; 2-dr. 
Super 6—§2,480. 

4-dr. sed., $2,675; 


2-dr, hardtop, 


Ultramatico on V-8s at $199; 


$2, 712. 


— Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 


sed., 
sed., 


sed.. $3,752; hardtop cpe., $3,910; 
(Turbo-Drive standard.) 


MERCURY — Oustom — 4-dr. sed., $2,- 


$5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $175.85, 
automatic 


e— 


040.3: 
685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., a a 


Sun a valley 
(Mere- 


» 
3 


$4,080.32; 


2-dr. 


. Wwag., $2,261.75. Savoy 6—4-dr. 


2-seat stat. 
tional at $178.30. 30. 5 
NT 


ta nee he 


3 
2 
& 
& 


top, $3,075.53 Packard — 4-dr sed., $4,- 
2-dr., hardtop, 
oe ae (Uitramatic standard 
ard series, $199 extra on other 

PLYMOUTH—Piaza 6 — 4-ar. sed., : 
780.50; 2-dr. sed., $1,737.50; bus. cpe. 
638.50; 2-dr. 2-seat stat. wag., $2, 
4-dr. 2-seat stat. wag., ae 25. Plaza V-8 
—4-dr. sed., $1,884; 


conv., 
on Pack- 
models.) 


v1e 80; 


$1,841; 2- 
. WAE., $2.10; ‘4-dr. 2-s0at 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983 
Belvedere 6 —4-dr. sed., $1,978. 
sed., $1,935.50; hardtop cpe., $2,113; 

1 70. ‘Belvedere V-5 


ouvaeep ane.” sane 50: $2,351: 4-ar, 
top cpe., * conv. 
$2,425. (PowerFllte op- 


1AO — Chieftain #60 — 4-dr. sed., 
sed., 4 
4-dr, stat. 
Chieftain 870—4-dr. sed., $2,267. 51; 2-ar. 


$1,940. 
= 4 


Sgiek 
i? 


eee 
. F 


4-dr. sed., 
795. 
997.32. 


; 
f 


matic Drive op 


g 
3 
3 


‘ ” $3,271. 04; Speedster 
with Automatic 


ive, $3,479.29. 
at $216 on Champion, 
>t at $226.50 on Commander and Presi- 
ent.) 


rdtop 


cpe., = 


cpe. 


(Aute- 


WILLYS—Custom—2-ar. sed., $1,663.11; 
$1,725. Bermuda—Hardtop, $1,- 

Wagon — 2-wheel-drive, $1,- 
(Hydra-Matic optional at $178.55.) 





New Commercial Car Registrations, 
' 36 States for April, 1955-1954 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
— to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’ 


—R. L. Polk & Co, 


New Passenger Car Registrations, 35 States for April, 1955-1954 
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Auto News from Mexico 


Increase of 1,400 in Truck Production Approved 
For First Half of 1955 


AUTOMOTIVE NEWS, JUNE 6, 1955 


oo CITY.— Truck produc-|tax all goes to national, state and 


tion (assembly) quotas have 
been upped by 1,400 for the first 
half of 1955. 

The increase was allowed by 
the Ministry of National Econ- 
omy at the urging of the Auto- 
mobile Distributors National 
Assn., which told of a sharp 
shortage of trucks. 

The trucks will be divided pro 
rata among the distributors, a gov- 
ernment spokesman said. 

* s * 


Automotive Census 
HE last census of all moter 
vehicles has been compiled and 
released by Petroleos Mexicanos 
(Pemex), the official oi] company. 


The figures follow: 
Automobiles ........csecceseveseeve * 





Buses 


Total 
Pemex also announced that the 
sale of gasoline in Mexico last year 
set an alltime record of nearly 
three billion liters. The gasoline 


Coast U. C. Pair 
Fined, Jailed for 
Deceptive TV Ad 


LOS ANGELES. — A suburban 
Lynwood used-car dealer who failed 
to make good on a TV commercial 
and one of his salesmen drew a 
total of $2,500 in fines and nine 
months in jail. 

The dealer, “Farmer Jack” Tank- 
ersley, drew two $500 fines and six 
months in jail, the salesman three 
months in jail and a $500 fine and 
the corporation also was given two 
$500 fines. 

Police, cooperating with the Bet- 
ter Business Bureau, filmed com- 
mercials offering two cars for sale 
at $999 and $669. Synchronized 
sound recordings also were made. 


Undercover officers went to the 

lot and found the $999 car had 
leaped up to $1,495 and the $699 to 
$950. They made deals at $1,300 and 
$850 respectively, left deposits on 
the autos. 
- Armed with that evidence and 
the filmed commercials, the BBB 
went to court and secured convic- 
tions. 


Used-Car Dealer 
Admits Forgery 


i 

ARLINGTON, Va. — Charles L. | 
Racine, an Arlington used-car 
dealer, has pleaded guilty to 30 
charges of forging conditional sales 
contracts. His case was referred to 
the probation officer for a report 
prior to sentencing. 

Racine, 36-year-old owner of Ra- 
cine Motor Co., was arrested in 
February after customers com- 
plained to police. They were unable 
to get complete payment for cars 
left with him, it was alleged. 

Investigation disclosed that in 
addition to withholding money 
from customers, Racine also ob- 
tained money from a finance com- 
pany by presenting contracts with 
forged information and signatures. 


Boston Chevrolet Dealers 


Elect Herman President 


BOSTON. — Milton Herman, of 
Porter Chevrolet Co., Cambridge, 
has been elected president of the 
Metropolitan Boston Chevrolet 
Dealers Assn., succeeding C. B. 
Clay, of Clay Chevrolet, West Rox- 
bury. 

Other officers are: Vice-president, 
William J. Kane, of Kane Chevro- 
let, Dorcester; treasurer, John J. 
Delaney, of John J. Delaney, Inc., 
Mattapan; assistant treasurers, T. 
K. Davidson, of Davidson Chevro- 
let, Medford, and Anna Kendrick, 
of East Weymouth, and clerk, P. J. 
Casey, of President Chevrolet, 
Quincy. 








municipal road building and con- 
servation programs. 
+ ~ * 
Insurance Crackdown 
AUTOMOBILE insurance com- 
panies in Mexico must always 
and ever satisfy their customers, a 
civil judge has ruled, setting a 
broader interpretation of the gen- 
eral law governing insurance com- 
panies. 

The judge held that when an 
insured person is not satisfied 
with repairs made by the insur- 
ers, then the company must fur- 


Ryan Chevrolet Moves 


WAUSAU, Wis.—Ryan Chevrolet, 
Inc., hag moved to a new modern- 
istic, glass-front building. Ted 
Ryan, president, said that the move 
would help consolidate operations 
of the firm. 





nish another car of equal worth 
to the original one. 

This ruling was made when 
Judge Guerrero denied an applica- 
tion by Union de Seguros, S.A., for 
an injunction against execution of 
an order of the National Insurance 
Commission. 


The order in question required 
that the company provide an in- 
sured client with a new auto to 
replace the car which had been 
damaged in an accident. The ques- 
tion came up after the insured was 
dissatisfied with the repairg made 
on the damaged auto. 


* * * 


A Weakness for Cadillacs 


1 Supreme Court has upheld 
a three-year sentence imposed 
on one Luis Flores Herrera, who 
had a weakness for Cadillacs. 

It seems he would linger out- 
side movie houses and when 
someone drove up in a Cadillac, 
he would obtain the keys by 
passing himself off as a parking 
lot attendant. 

Then, it was said in court, Luis 
would pick up his girl friend and 
go for a ride. Finally, he would 
abandon the Cadillac in a nearby 
town—usually in front of the local 
police station. 





National Brewing Co. of Michigan has acquired a new fleet of Dodge, Chevrolet 
and Ford two-ton units equipped with Fruehauf bodies for city delivery. The bodies 


73 


uge quarter-doors at the rear and on both sides of the vehicle. 


Post Adds Packard 


Post Motor Co. has purchased the 
Packard dealership held by Power 
ye 


Motor Co., Marshall, 





H. | ership. 


Put open-vision. to work for you 


with a Pittsburgh Store Front 





Brenner Motor Sales, Inc., Toledo, Ohio. 


Post, owner, has announced. Post 
will continue his Studebaker deal- 


7? success or failure of any retail busi- 
ness depends in a large measure on 
attracting and holding customer attention 
and goodwill. That’s why many mer- 
chants have enlisted the eye-catching, 
business-building help of Pittsburgh 
Open-Vision Store Fronts. 

When an Open-Vision Store Front is in- 
stalled on a retail store it makes the entire 
store one large showroom, permitting the 
display of much more merchandise. An 
Open-Vision Store Front eliminates the 
sense of division between the sidewalk 
and the store. The eye of the passerby is 
drawn right inside, and the sidewalk 
looker often becomes the inside buyer. In 


PAINTS GLASS 


P | 


IN CANADA: 


tes 4 ee 


addition, a Pittsburgh Open-Vision Front 
marks the store as a progressive establish- 
ment, where up-to-date services and prod- 
ucts will be found. 

For more information on Open-Vision 


Store Fronts, on the multitude of Pitts- 
burgh Store Front Products, send in the 
convenient coupon. We'll also send you a 
free copy of our store front booklet, “How 
To Give Your Store The Look That Sells.” 





pom anr 

| 

| Pittsburgh Plate Glass Company 

Room 5295, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. " ra 

| Please send me a FREE copy of your store front booklet. a “ 

| tt te 
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Quantity 


PRODUCTION 
of 
GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


PA Pe: 


APOC URSoL aD 


THE WHELAND aah 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


“CHATTANOOGA 2, TENNESSEE 


HYDRAULIC 





---Oldest name in hydraulic hoists 
newest in cost-saving features! 


Anyway you look at it, St.Paul is 
the easiest hoist to sell. Older buyers 
prefer the familiar St.Paul name be- 
cause it’s never let them down in 
over 40 years of operation. Younger 


© 6 Standard Duty 
models, from 6 to 
10-ton capacity 


10 Heavy-Duty buyers prefer St.Paul because it's 
models from 9 to the most modern hoist on the mar- 
30-ton capacity ket, with over 50 improvements that 

insure better performance, lower 
¥ Geieie weneer- net cost per payload-hour. New 
seins ter dates end St.Paul units are also easier to in- 
uteilerts badios. stall . . . cause less strain on your 


truck chassis. See your St.Paul Dis- 
tributor or write: 





AR St.Paul Hydraulic Hoist, Wayne, Mich. 
ra YE Division of Gar Wood Industries, Inc. $-HD-2 
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Truckers Support | 
Railroad Owners, 
Declares Markell 


LOUISVILLE. — Truckers sup- 
port the owners of railroads, an 
insurance executive has declared 
here at a meeting of the Motor 
Carrier Lawyers Assn. 

He was Irvin S. Markell, presi- 
dent of American Fidelity & Cas- 
ualty Insurance Co., Richmond, Va. 
He said most of the larger rail- 
roads are owned by insurance com- 
panies which derive most of their 
income from the trucking industry. 

“That is why,” he said, “I can’t 
see why there is conflict between 
motor carriers and railroads.” 

Markell said his statements were 
based upon a survey he had con- 
ducted. 


Legislative News 





The Michigan Legislature has ap- 
proved a bill to raise $36 million 
per year for highway construction. 
It raises the gas tax by a penny 
and a half and increases truck 
weight taxes by approximately 10 
percent. 

The new money will be allocated 
on the basis of $27 million to the 
state, about $6 million to counties 
and $3 million to cities. Gov. G. 
Mennen Williams has _ indicated 
that he would sign the bill. 

* * * 


Ohio Legislature Enacts 


Multiple Insurance Bill 

A “multiple line” insurance bill, 
permitting the writing of fire and 
casualty insurance on the same 
policy, has been passed by the 
Ohio Legislature. 

Ohio law heretofore has pro- 
vided that fire insurance com- 
panies cannot write casualty in- 
surance, and vice versa. Ohio was 
the only state with such a law 
left on its statute books. 

* * * 


Pennsylvania Truckers Seek 


Boost in Weight Limits 


Pennsylvania trucking interests, 
feeling their chances for success 
brighter than in many years, have 
opened their 1955 campaign to have 
the weight limit for trucks boosted 
from 45,000, to 60,000 pounds. 

The Pennsylvania Motor Truck 
Assn. is supporting a bill in the 
House that also would increase 
penalties by imposing a graduated 
scale instead of a flat $50 penalty 
for over-loading. License fees would 
go up an estimated $2.5 to $4 mil- 
lion a year. 


Salt Problem Studied 


An interim five-man commis- 
sion charged with investigating 
alternatives to using salt as an 
anti-ice weapon on Vermont 
highways has been proposed in 
both Senate and House. The reso- 
lutions claim that salt damage 
costs motor vehicle operators and 
taxpayers $10 million each year 
and call for the commission to 
report to the 1967 legislature. 

x 


Liability Requirements Up 

A bill increasing financial re- 
sponsibility requirements for auto- 
mobile drivers has been signed into 
law in Illinois. Under the bill, 
amounts for bodily injury or death 
liability were doubled to $10,000 for 
any one person and $20,000 for any 
one accident. | 


Ritiaciee Tax Hiked 


The Michigan Senate passed and 
sent to the House an amended 
House tax bill which would permit 
the State to collect an extra $22 
million from a heavier tax on busi- 


ness receipts. 
* * + 


Liability Hike Rejected 
Delaware’s House of Representa- 
tives defeated a Senate-approved 
bill which would have increased 
insurance requirements under the 
motorists’ responsibility law. 
+ * x 


Florida Eyes Gas Tax 


Under terms of a bill introduced 
in the House by Rep. Hugh Dukes, 
Florida’s seven-cent gas tax would 
be imposed on fuel used in out-of- 
state trucks traveling in the state. 
The measure would prohibit entry 





into Florida of trucks carrying 
more than 20 gallons of fuel. 









Aluminum container supported by Hi-ten steel 
steel tubing. Capacity of hopper ... up to 
$00 cubic feet. capable of handling 130 barrels 
of heavy powders in most states. Gasoline 
motor powered screw device operates on an 
incline toward the rear permitting a discharge 
height of approximately 44 inches. Can be 
used as Bottom Hopper Dump as well as a 
Screw-Type rear discharge unit. 
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Special units available to meet state requirements 








Distributors In Principal Cities 
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BLEEDER TANK ADAPTER 


Special Bleeder Adapter 
required for servicing 1955 
Chrysler Products master 
cylinders (except those 
equipped with power 
brakes). Fills reservoir to 
correct level—no overflow, 
Y4 inch coupling fits all 
popular Bleeder Hose 
Connectors, 


SPECIAL RADII CONES 


Model #571 





a 
Special Radii Cones for machining front drums. 
Radii A fits inner bearing cup, 1955 Pontiac 
.. - Radii B & C fits inner and outer bearing 
cups, 1955 Chevrolet . . . Radii D fits outer 
bearing cup, 1955 Nash, Hudson, Ford and 
Chrysler Products. 


BARRETT EQUIPMENT CO. 


21st & Cass * St. Louis 6, Mo 


LOW COST AIR CONDITIONING 
- SELLS CARS FASTER! 


Double Your Car Profits With R-Tic Aire Units 


Add R-Tic Aire air conditioners to cars and trucks and add the “extra” more 

buyers want this year. Installation is simple, takes only a few hours, and units 

go in either trunk or under dashboard. Easily transferred from one car or truck 

to another, with 4,000 mile, 90-day warranty. 

Prompt Delivery For All Makes of Cars and Trucks 
Compare Prices ! 


Cowl Unit — $305 Trunk Unit — $345 


Write for . th. etch tee / 106 W. 19th St. 
dealer and San Lf ( Kansas City 8, 
fleet prices. we (ie Rl: 
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By H. Bowden Fletcher 
Foreign Correspondent 

N ELBOURNE, Australia.—Stand- 
ard Motor Products, Ltd., a 
local firm, has announced that it 
will increase the capacity of its 

plant from 50 to 70 cars per day. 
This will mesh with future 
plans to extend the plant so that 
it will be possible to make about 

100 bodies per day and thus raise 

the output from 16,800 to 24,000 
per year. 

The company also said provisions 
are being made to manufacture 100 
engines in a single-shift day from 
imported and domestic components, 
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PRESTO SPRAY a 
11 Popular Colors ‘ 


this economical, 
fast way to touch up 
hard-to-get-at, unslightly spots. With no mess 
fuss that ‘“‘new" look is sprayed on in just 
few seconds. Attractive 12 can display rack 
ds a variety of popular colors. 
Available in 12 Oz. cans. 
and 


ZACO CHROME SPRAY 
ZACO SHORTSTOP IGNITION SPRAY 





ZACO LABS 





~NEW § SENSATIONAL 1 


Revolvin a metal mo with brackets, Sign 
face x! White lettering, red back- 
round, Fricted both sides as illustrated. 
nly $5.95 ea. Three or more $5.00 ea. Money 
refunded if not satisfied. 


PETERSON’S ADV. SERVICE 
Box 402, Huntley, Ill. 





“HOOK ON” 


aoa I: Lalla 
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LICENSE PLATE HOLDER 


NICHOLS & SON 
1994 Whitney Ave. Hamden, Conn. 


$1.50 Per Set Jobbers Wanted 
Name 

Address 

City STATE 0) No. Sets 
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Auto News from Australia 


Standard Motor to Increase Plant Capacity; 
Royal Auto Show Called Success 
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starting in July. Rear axle and 
gear box assemblies and additional 
major chassis items will be made 
as opportunity offers with a target 
of 65 percent Aussie content by the 
end of 1956. 


* * * 


Royal Motor Show 


7 Royal Easter Motor Show 
in Sydney has been termed Aus- 
tralia’s greatest display of its kind. 
There were more than 70 car mod- 
els of all types and makes and 
among those making their first ap- 
pearance here were the Fiat saloon, 
Mercedes-Benz saloon, Aston Mar- 
tin sports saloon, Lagonda saloon, 
Hillman Mark VII saloon, Sun- 
beam sports saloon and Wolseley 
saloon. 

All dealers reported that busi- 
ness at the show was good and 
waiting lists for the new models 
are lengthening. Interest in trucks 
also was reported to be high. 

* * + 


Import Restrictions 


HE import restrictions which 

went into effect last Apr. 1 are 
expected to reduce the importing 
of British cars by about 15,000 per 
year. 

Last year was a record for ve- 
hicle sales when a total of 208,025 
of all types was registered. Of 
this, 142,783 were passenger cars 
and the balance was trucks. 

This was 39,548 more than dur- 
ing 1953. Holden’s headed the list 
with 39,492 followed by Ford with 
28,610, Standard, 12,429 and Morris, 





10,863. In January, 1955, 12,436 ve- 
hicles were sold and 8,366 were 
passenger cars 


Railroads Buying 


The import cuts mentionea wi!| 1 railers to House 


not affect autos from the dollar 

areas as these already are on a 

very restricted basis in accordance 

with the tight controls on dollars 

which have become a permanent 

feature of the Australian economy. 
aa * a 


Anzac Nip and Tuck 


USTRALIA is now challenging 

New Zealand for third position 
in the world list of motorized coun- 
tries. Latest figures show that Aus- 
tralia has one car for every 4.7 
persons. 

The United States has one for 
each 3.4 and Canada shows one for 
each 4.3. The world average is one 
for every 29 persons and at the 
present time 391 new vehicles are 
taking their place on Aussie roads 
each day. 

Furthermore, petroleum con- 
sumption hag risen 200 percent 
during the years between 1939 
and 19538 and a further 50 percent 
rise is expected by 1958. 

New refineries of Shell Co. at 
Geelong, Victoria, Vacuum at Al- 
tona, Victoria, and Anglo-Iranian 
at Kwinna, West Australia, are 
now in production and the Caltex 
unit at Kurnell Sydney is expected 
to commence next year when 80 
percent of local requirements will 
be met from domestic refineries. 

* * + 


United Motors Profit Up 


NITED MOTORS LTD. of Ade- 
laide showed a $41,000 increase 
of profit for 1954 with a total of 
$133,000 after taxes of $75,000. The 
dividend was raised from 25 to 30 
percent, absorbing only 23 percent 
of the profit. 
The firm handles distribution of 
Vauxhall and Pontiac in Adelaide. 


He’s the Half-Millionth .. . 


GM Fetes Stockholder 





NEW YORK. — General Motors 
Corp.’s half- millionth stockholder 
has ended a week of festivities that 
brought him from Wisconsin to 
Wilmington, Del., and New York. 

Jack Sorenson, 32, his wife, Ila, 
and son, Mark, 6 were guests on 
the “How to Invest” show before 
boarding the train for home. 

Sorenson, a partner in a Cobb 
(Wis.) hardware store, purchased 
32 shares of GM stock in Madi- 
son, Wis., on March 7. Later 
he was informed by Harlow H. 
Curtice, GM president, that he 
was the 500,000th person to in- 
vest in the firm. 

Sorenson said it was the first 
stock purchase he ever had made. 
“I wanted to put my money to 
work,” he said. Sorenson added 
that it represented the savings of 
the past six years. 

Curtice said that GM’s owner- 
ship has grown from 2,920 share- 
holders in its 10th year (1918) to 
487,639 at the end of 1954. 

In February, this year, GM of- 
fered 4,380,683 new common shares 
to its shareholders to raise approxi- 
mately $325,000,000 permanent work- 
ing capital. The acceptance of the 
offer expanded the number of com- 
mon and preferred shareholders to 
510,390, four-fifths of whom, GM 
said, own less than 100 shares. 

The Sorensons were picked up 
at their home in Cobb and driven 

to Chicago. From there they 
traveled to Wilmington by train. 

They were welcomed by GM offi- 
cials, including Curtice, Alfred P. 

Sloan jr., board chairman, and Al- 
bert Bradley, executive vice-presi- 
dent. The Sorensons were shown 
the company’s Buick - Oldsmobile- 
Pontiac assembly plant at Wil- 
mington. 

They were luncheon guests of 
Curtice and attended the share- 
holders meeting in the afternoon 
where Sorenson was introduced to 
the other stockholders. 

They arrived here and spent 
the weekend at the Waldorf- 
Astoria Hotel. The Sorensons vis- 
ited the stock exchange and the 
Chevrolet plant and GM training 
center at Tarrytown, N. Y. 

Sorenson served in the Army and 





Was overseas in World War II in 
the European theater. While he 
was in the Army he married. Re- 
turning in 1946, Sorenson made his 
home in Monroe, Wis., and worked 
as an apprentice plumber for three 
years. In 1949 he bought an inter- 
est in the hardware store in Cobb. 
Now he is a full partner. 


Maintenance Men 


BUFFALO, N. Y.—The nation’s 
railroads are taking to the high- 
ways—at least their maintenance 
gangs are using trailers, according 
to the International Equipment di- 
vision, Morrison Railway Supply 
Corp. 

The company is turning out the 
Morrison-International Campcar 
which serves as a home on wheels 
for traveling railroad work crews. 
The trailers can get the men closer 
to their work and they can live in 
them until the job is completed, 
rather than shuttle back and forth 
each day, the company explains. 

Each Campcar contains bunks 
for five men, dinette, stoves, re- 
frigerator, sink, hot water heater, 


75 


space heater, stall shower, storage 
cabinets, lavatory and a 140-gallon 
water storage tank. 


Truck-Trailer 


Factory Sales 
Up 28% in Month 


WASHINGTON. — Factory ship- 
ments of all types of truck trailers 
during March amounted to 6,335 
units valued at $29,900,000, accord- 
ing to the Department of Com- 
merce. 

This was an increase of 28 per- 
cent over the 4,939 truck trailers 
sold during February and a hike 
of over $6 million in value. 

The Census Bureau of the de- 
partment said that these figures 
are based on reports received from 
virtually all manufacturers of truck 
trailers. 





Extra earnings 
for your salesmen 
—Extra profits for you! 


Your men can make more money—you can raise 
your yearly profits by $3,600 to $12,000 and 
more with this special new plan offered only by 
United States Rubber Company. It requires no extra 
inventory or personnel investment on your part. 


Want facts? 


WRITE, WIRE OR CALL 


M. C. Crawford 


United States Rubber Company 


1230 Avenue of the Americas 


New York 20,N. Y. 
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New Advanced Design Front 
End. 

Windshield & Side Glass In- 
creased by 626 Sq. In. 
Engineered for LOW COST— 
SIMPLIFIED Engine Service, 
and Body Sub-Assembly and 
Parts Replacement. 

9 — Ft. a Shelf in Cab. 


Increased Load Space Width 
to 74"’. 

Driver’s Seat with Folddown 
Back and Finger-Tip Adijust- 
ment. 
OPTIONAL—Aluminum Skin 
Inside and Outside. 
OPTIONAL—Refrigeration 
Systems. 
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Look to GAR WOOD 


for the newest and best 
in truck equipment! 


Conversion Hoists for 
Farm Racks and Platforms 


New Strong-Arm Hoists 
and Dump Bodies 





Loadpacker Refuse 
Collection Bodies 


Every item of 


Gar Wood Equipment 
represents an extra 


PROFIT OPPORTUNITY 


for the Truck Dealer! 
Elevating End-Gates 


Gar Wood Distributors or Factory Branches in all principal cities 


se 





FLOOR CRANES 


Make 


Light Work 
of 








Combine hydraulic lift and can- 
tilever boom to make light, safe, 
fast work of removing and re- 
placing engines, loading and 
unloading trucks, raising auto- 
mobiles, and many other heavy 
lifting jobs. Available in one 
or two-ton capacities. Four-point 


ai 


suspension prevents tipping. 
Sturdy combination handles 
provides accurate steering and 
smooth, fast pumping to raise 
load. Faster, easier to operate, 
more versatile, and less costly 
than other types of lifting equip- 
ment. 


Write today for Complete information 
Jobber inquiries Welcome 


DIVISION OF FRONTIER INDUSTRIES, INC. 
341 Babcock Street, Buffalo 10, New York 
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Auto Personnel 





(Continued from Page 59) 


son as Omaha district field man- 
ager, and Paul Turk as Southwest- 
ern zone field merchandiser for its 
Associated Tires and Accessories 
line. 

+o * * 


Stewart-Warner Reelects 


Board of Directors 


All directors of Stewart-Warner 
Corp. were reelected at the annual 
stockholders’ meeting held in Rich- 
mond, Va. 

Reelected were James S. Knowl- 
son, chairman; Bennett Archam- 
bault, president, and Thomag H. 
Beacom, Charles J. Calderini, John 
F. Fennelly, Henry T. Heald and 
George L. Meyer. jr. 

* > 


Maremont Names Moore 


As District Manager 


Maremont Automotive Products 
Co., Chicago, has appointed John 
H. Moore as district manager for 
the south Chicago and suburban 
area, according to Charles Klaus, 
sales vice-president. 

Moore, Klaus said, has 17 years’ 
experience as a jobber’s and spark 
plug salesman. 

* * > 


Chrysler Names McPharlin 


Appointment of Leo J. McPhar- 
lin as purchasing agent for Chrys- 
ler Corp.’s body division has been 
announced by John E. Brennan, 
general manager. McPharlin has 
been supervisor of purchases since 
December, 1950, when Chrysler 
bought the Briggs Mfg. Co. facili- 


ties. 
* * + 


Chope Gets New GM Post 


Appointment of Joseph E. Chope 
to a position with General Motor’s 
Committee for Educational Grants 
and Scholarships has been an- 
nounced by Harry W. Anderson, 
committee chairman. Chope has 
been GM’s Cleveland region public 
relations manager. 

* = * 


Textron Elects Pair 


Alfred Buckley and Robert P. 
Holding have been elected to the 
board of Textron American, Inc., 
according to Royal Little, board 


chairman. 
* e 


Pittsburgh Plate Ups 2 


Appointments of George B. An- 
dersen and George W. Williams as 
regional sales supervisors for Pitts- 
burgh Plate Glass Co.’s Ditzler 
Color division, Detroit, have been 
announced by Neil A. Fleming, 
Ditzler sales manager. Prior to 





Harem, Hangings 
Sell Cars for 


Missouri Dealers 


JEFFERSON CITY, Mo.—There 
appears to be a fight on among 
several Missouri dealers for the at- 
tention of the prospective new-car 
buyers. 

Sam Schwartz Pontiac, Inc., Kan- 
sas City, (Smilin’ Sam) makes a 
bid for attention, probably mostly 
from males, with an ad showing 
four (count ‘em) Hollywood star- 
lets. 


“Come in an see our ‘harem’,” 
says Smilin’ Sam, “four beautiful 
Hollywood stars and 100 gorgeous 
new Pontiacs.” 


Two other dealers, Chevrolet and 
Ford, lean toward acrobatics in 
their advertising. Bill Sullivan 
(Chevrolet), Kansas City, “Try Us 
and See” and “Dial for a Deal” 
uses a large cartoon of a gentle- 
man who has bent over backwards 
to touch the floor behind him with 
the tips of his fingers. The banner 
line states “‘Bill’ Sullivan Will 
Bend Over Backwards to Deal With 
You.” 


In St. Louis, a Ford dealer is 
hanging himself as a whim to 
please his customers. The Barrett 
Weber (Ford) ad shows a man 
happy about being hanged by a 
rope over a tree limb and the ban- 
ner line says: “We’re hanging our- 
selves to give you the best deal of 
a Hfe time,” and “get in on the 
hanging.” 


their appointments, Andersen was 
a salesman for the Pittsburgh ter- 
ritory, and Williams was the 
Virginia-North Carolina sales rep- 
resentative. 

. * * 


Purolator Appoints Bury 


Jobber Division Sales Chief 


Purolator Products, Inc., Rahway, 
N. J., has announced the appoint- 
ment of John W. Bury as sales 
manager of the 
company’s jobber 
division. He suc- 
ceeds Howard J. 
Hopkins who has 
been named mer- 
chandising’ man- 
ager in charge of 
Purolator’s adver- 
tising, public re- 
lations, and sales 
promotion work. 
Bury joined 
John W. Bury Purolator as an 
assembly worker in 1939. Later he 
went into sales and, until his pres- 
ent appointment, has been acting 
as district representative for Metro- 
| politan New York. 


* * * 


Wheel Trueing Picks Lloyd 

Appointment of Wendell E. Lloyd 
as controller of Whee] Trueing Tool 
Co., Detroit, has been announced 
by Harvey B. Wallace, president. A 
certified public accountant, Lloyd 
was an associate of the Detroit 
firm of Touche, Niven, Bailey and 
Smart before his appointment. 


AMC Constructing 
Minneapolis Office 


MINNEAPOLIS.—American Mo- 
tors Corp. has started construction 
of a new warehouse and office 
building in Golden Valley, a Minne- 
apolis suburb, to house the Hudson 
and Nash division and the Ameri- 
can Motors Sales Corp. parts divi- 
sion. The building is expected to be 
ready by November, the firm has 
announced. 

Located on a 5.6-acre site, the 
building will include an office sec- 
tion 170 feet by 60 feet, a ware- 
house 203 feet by 175 feet, and will 
have 45,000 square feet of floor 
space. 

Nash and Hudson will maintain 
separate sales organizations in the 
building and each will operate in- 
dependently. 

The new center will service Nash 
and Hudson dealers in Minnesota, 
North Dakota, South Dakota, Mon- 
tana and parts of Iowa and Wis- 

| consin. 











| City Auto Taxes 
Offered as Way 


To Hike Revenue 


WASHINGTON. — City motor 
vehicle taxes ranging from $8 to 
$24 a year are under consideration 
in two states. 

In Minnesota, a bill has been in- 
troduced in the Legislature that 
would permit any city, village or 
borough to impose an annual tax 
up to $10 per car and $15 per truck 
on all owners maintaining a place 
of business, residence or postoffice 
address in the municipality. 

Collections would be made by the 
secretary of state when owners ap- 
ply for license plates, or by the 
city. Revenue would be limited to 
street maintenance and construc- 
tion and traffic control. 

To raise an extra $150,000 a year, 
an $8-$24 motor vehicle tax has 
been suggested for Denver in a re- 
port by the city planning staff. 

In New York, Mayor Robert 
Wagner of New York City has re- 
quested that the state legislature 
enact a bill that would increase the 
business receipts tax from 1/5 to 
1/4 of 1 percent and increase the 
financial business tax from 4/5 of 
1 percent to 1 percent. 


40% Over 15 


Chrysler Div. Totes Up 
Its Veteran Dealers 


DETROIT.—More than 40 per- 
cent of Chrysler Division’s 3,127 
dealers have been in business over 
15 years, reports 
E. M. Braden, 
general sales 
manager. 

More than 24 
percent of Chrys- 
ler’s dealers—786 
— have been 
selling and serv- 
icing Chrysler 
cars more than 
20 — ee 

e group of — 
121 dealers were E. M. Braden 
selling and servicing Chrysler cars 
through the throes of the early 
1930 depresession. 

Veterans in the Chrysler dealer 
group are the 93 dealers who have 
been in business more than 30 
years. Most of these dealer agree- 
ments date back to the birth of 
the division in 1924, 


Clearwater (Fla.) Dealers 
Elect Burkhart President 


CLEARWATER, Fla. — Richard 
H. Burkhart, of Clearwater Nash, 
Inc., has been elected president of 
the Clearwater Automobile Dealers 
Assn. 

Earle B. Lokey, of Lokey Motor 
Co. (Oldsmobile), is vice-president, 
and James L. Hershfelt, of Clear- 
| Motors, Inc. (Studebaker-Packard), 
| is secretary-treasurer. 





Chrysler Salesmen Talk Shop— 


The Pittsburgh region of Chrysler divis 
recently. Shown (from left) in top row are: 


jon held ao salesmen's training conference 
William E. Bailey jr., Dormont, Pa.; Russel! 


Wright, Pittsburgh; Paul Sherry, Sharpsburg, Pa.; F. M. Benz, Pittsburgh; Richard 
Ference, Irwin, Pa.; M. Schmidt, Pittsburgh, and R. McGovern, Dormont. Center row: 
R. M. Davis, Uniontown, Pa.; R. D. Reiter, MsKeesport, Pa.; J. Passavant, Pittsburgh; 
R. H. Succop, Ingram, Pa.; Charles Violi, Sharpsburg; A. W. Wills jr., Broughton, Po. 


Freni row: Robert Bender, win; R. L. Con 


klin, Pittsburgh, regional manager; William 


Stewart, Pittsburgh, end B. G. Munyan, Coldwater (Mich.), district manager and class 


instructor. 








—_—. 
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¢18 Billion in 5 Years... 


U.S. Senate Approves 
Gore Highway Bill 


WASHINGTON.—The Senate has 
approved the bill sponsored by Sen- 
ator Albert Gore, Tennessee Demo- 
crat, calling for a nearly $18 billion 
national road building program in 
five years. 

The Senate preferred this version 
of highway aid bill to that embody- 
ing the recommendations of the 
Clay committee, which was the so- 
called Administration bill. 

The Gore bill puts the program 
on a “pay-as-you-go” basis, the 
Clay committee recommended 
that the costs be financed by a 
bond issue. 

The measure is now before a 
House committee which has been 
hearing testimony on its version of 
a highway bill, based on the Clay 
committee recommendations. 

Senator Gore appeared before the 
House committee and, in a two- 
hour session, urged that the House 
provide for definite apportionments 
for the various classifications of 
roads. 

“The lack of this in the Ad- 
ministration bill is the heart of 
the difference in the two bills now 
before Congress,” he said. 

The following shows how the 


Studebaker Opens 


National Series 








Of Dealer Talks 


SOUTH BEND.—William A. Kel- 
ler, general sales manager for 
Studebaker, last week presided 
over the first of a nationwide series 
of “sales revitalization” meetings 
described as the strongest sales 
promotion program in the com- 
pany’s history. 

Theme of the meetings, sched- 
uled in major cities from coast to 
coast, will be “The New Stude- 
baker Program,” which will de- 
velop information for dealers on 
the company’s moves in all areas 
of its operation. 

Special presentations will be 
made to the dealers on Stude- 
baker’s styling division, manage- 
ment team, new sales approach, 
expanded engineering staff and en- 
larged advertising program. 

The entire headquarters organi- 
zation staff is to attend several 
meetings, with President James J. 
Nance scheduled to appear in some 
cities. 

Other South Bend executives 
attending the sessions include 
Michael E. Farrell, assistant gen- 
eral sales manager; Frank W. 
Noble, advertising manager; Lorne 
R. Moodie, manager of sales pro- | 
motion and training, and Paul] J. | 
Husting, national used-car man- 


Gore bill authorizes a program of 


approximately $18 billion in five 
years: 
Systems Amount 


Primary, secondary 
and urban (Federal) ..$ 4,500,000,000 
State matching 


funds (50-50) ......... : 4,500,000,000 

Interstate (Federal) .. 7,750,000,000 

State matching 

funds (90-10) 861,000,000 

Miscellaneous 

(Federal) .... 330,000,000 
Total .$17,941,000,000 


Federal funds for the interstate 
system will be provided at a rate 
that increases with each of the first 


five years: 
Year Amount 
1957... $1,000,000,000 
1958. 1,250,000,000 
Ria sGacscreets 1,500,000,000 
1960....7...... 2,000,000,000 
OM ciicstonsas 2,000,000,000 
Total $7,750,000,000 


Another witness before the House 
committee, with Rep. George H. 
Fallon, Maryland Democrat, acting 
as chairman, was John N. Robert- 
son, president of the American 
Road Builders’ Assn. 


He recommended that priority— | 
|from both the standpoint of the 


national economy and military de- 
fense—be given to the completion 


of the 40,000-mile interstate system. | 


Robertson said that the House 


| bill based on the Clay committee 
| recommendations failed to pro- 


vide for completion of the Fed- 
eral-aid primary, secondary and 
urban road systems. “None of the 
systems should be left adrift,” he 
declared. 

He also opposed the amendment 
which would apply the provisions 
of the Davis-Bacon Act as to pay 
and hours of work to the highway 
program. (The Senate killed this 
early in debate on the Gore bill.) 

Robertson also replied to 18 de- 
tailed questions asked by the com- 
mittee in its invitation for him to 
testify. 


Venn Takes Post 
In Mercury Sales 


DETROIT.—Appointment of W. 
Stewart Venn as his executive 
assistant has been 
announced by 
Joseph E. Bayne, 
Mercury general 
sales manager. 

Venn entered 
the automotive 
business in 1927 
as a car sales- 
man in Kansas 
City. He has been 
general manager 
of several West 





W. S. Venn 


Coast dealerships 
and general sales manager for 
Willys. 





Is Your Capital Tied Up 
Lot? 


On the Iron 


Then turn to the 
Classified Pages 

of Automotive News 
for a listing 

of the “Leading 
Used-Car Auctions 
of the Nation.” 


Buyers and sellers meet at these dealer auctions. You may 


find them just the medicine your 


business needs. 




















Willys Dealers Schooled in Product— 





hed 


These Willys dealers are among 800 getting merchandising training in four-wheel 
drive Jeeps and related vehicles in an outdoor school at Silver Lake, near Pinckney, 


Mich. Eighty dealers a week are learning 


to operate Jeep equipment. Shown, from 


left, are Park Leffler, Ligonier, Pa.; Instructor H. H. Murphy, Atlanta zone represen- 
tative; Instructor Jack Ashby, Toledo, and Leon Jordan and G. H. East, Columbus, Ga. 


DETROIT.—In the Pacific north- 
west, the average auto customer 


|brings up the matter of cost. In 


the Middle West, in a belt running 
through Louisville, St. Louis and 
Kansas City, he comments first on 


istyling. But in the Southwest, 
|where the miles are straight and 


many, the conversation is more apt 
to deal with horsepower. 


These were some of the points 
developed from the opinions of 
49 star Chevrolet salesmen who 
spent three days here as guests 
of the company as a reward for 
their 1954 sales exploits. 

Added to the insight on sectional 
differences in sales questions was 
the fact that the national No. 1 
topic is not styling or price, but 
“body models.” | 

More than half of the visiting 
salesmen said customers ask first 
about the availability of two-door 
sedans or station wagons or some 
other type. Then follows a discus- 
sion of styling, colors, gas mileage, 
price and power. 

In only minor instances, they re- 





Firestone Makes 
Million Pounds 
Of Rubber Daily 


AKRON.—Firestone Tire & Rub- | 
ber Co. has become the world’s 
largest producer of rubber with an 
output of one million pounds daily, 
according to Harvey S. Firestone 
jr., board chairman. 


He said that the recent acquisi- 
tion of two synthetic rubber plants 
from the government and the com- 
pany’s natural rubber plantations 
in Liberia, West Africa, boosted 
the Firestone production figures to 
the million pounds a day level. 

Firestone added that American 
industry now controls about 40 
percent of the world’s supply of 
rubber. He recalled that at the time 
of Pearl Harbor, 95 percent of the 
rubber used in the U.S. had to be 
imported from the Far East. 

He also disclosed that Firestone 
is spending about $1,200,000 to ex- 
pand the capacity of the two syn- 
thetic rubber plants. 


| 


Ionia Dealers 


Elect Lower 


IONIA, Mich.—Gaylord Lower 
has been elected president of the 
Automobile Dealers Assn. here. Or- 
son E. Coe was named vice-presi- 
dent. . 


Donald Caswell was reelected 
secretary-treasurer. Lower succeeds 
Philip Hanson as president. An 
auto show was discussed at the 
election meeting but no definite 
decision was made. 


FOB Factory — for a behind-the-scenes 
view of factory news. 


Buyers’ Key Questions 


Chevrolet Salesmen Find Customers’ Interests 
In Car Features Vary with Region 


ported, does the matter of speed 
enter the confab. Only about 30 
percent of the customers want a 
demonstration before making up 
their minds. 


Car styling was probed a bit fur- 
ther in queries on whether men 
and women are more interested in 
appearance than mechanics. With 
men customers in big cities prac- 
tically ignoring chassis in their 
talks, the salesmen estimated an 
average of 49 percent takes chief 
interest in styling. 


In Detroit, where presumably 
the public knows enough about 
cars not to doubt their perfor- 
mance, only 1 percent thinks 
more about what’s under the 
hood than beauty of line. 


Women customers, ag might be 
expected, are a bit more style con- 
scious. The salesmen said 99 per- 
cent of the women are More con- 
cerned with style than anything else. 


According to Chevrolet records, 
the average salesman who led his 
zone in retail sales last year is 39 
years old, five feet, eight inches 
tall and weighs 171 pounds. He has 
been selling cars 10 years, and 
would rather sell automobiles than 
any other merchandise. 

Of the 49 salesmen, 40 feel that 
business will be better this year 
with auto sales up 11 to 20 percent. 


Lights Way to Safety— 


Miss Safety (Barbara Miller of Philadel- 
phia), gives the first copy of Tung-Sol 
Electric's new color cartoon book to Roscoe 
S. Smith, vice-president of Tire Trading 
Co., Newark (N. J.) automotive products 
distributor. The 16-page book, “The Light 
That Failed,”’ stresses the importance of 
efficient headlamps in highway safety. It 
is being mailed to 100,000 garages and 
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$100,000 Swindle _ 
Of Loan Company 


Confessed by Four 


BUFFALO. — The president of 


_|Raskin Motor Sales, Inc., 900 Main 


St., two of the firm’s salesmen and 
a former manager of the Kenmore 
branch of Certified Finance Co. 
pleaded guilty in County Court to 
conspiracy in connection with a 
used-car swindle involving more 
than $100,000 in loans. 


Pleading guilty to the misde- 
meanor were: 


Nathan Raskin, 57, of 25 Delham 
Ave., president of Raskin Motor, 
who also entered a guilty plea to 
conspiracy on behalf of the corpo- 
ration. 

His son, Marvin Raskin, 33, of 
97 Rand Ave., a salesman for the 
concern; David Becker, 40, of 389 
Starin Ave., also a salesman; 
Francis J. Strigl, 36, of 144 Liston 
Rd., the former manager for the 
finance company. 

Frederick M. Marshall, assistant 
district attorney, said he will move 
for dismissal of counts alleging 
such felonies as forgery and grand 
larceny when the men come up for 
sentence this month. The defend- 
ants were continued in $5,000 bail 
each, 

The indictment alleged the de- 
fendants “unlawfully .. . conspired 
to cheat and defraud the Certified 
Finance Co., Inc.” 

Marshall said the defendants so- 
licited customers to buy autos, then 
obtained loans from the finance 
company on misinformation. The 
loans, many to “poor credit risks,” 
were for far more than the worth 
of the car. 

The customer did not suspect he 
was buying a “junker,” said the 
assistant district attorney. The 
autos, he said, were represented 
before delivery of having a value 
equal to or more than the loan. 









U.C. Insurance 


Offered by New 


Firm in East 


BINGHAMPTON, N. Y. — Auto- 
mobile Warranty Service, Inc., a 
new firm here, claims to have an 
answer to the used-car guarantee 
problem. 

It, in effect, sells insurance to 
franchised dealers. The dealers 
then are able to issue individual 
policies to their used-car custom- 
ers, insuring the car against me- 
chanical (except body and electri- 
cal) defects for one year. 

Automobile Warranty mechanics 
go over the car with a “fine tooth 
comb” before the insurance ig is- 
sued. The company has signed from 
30 to 40 upstate dealers. 

Carl M. Bair jr., one of the firm’s 
members, has quit a $10,000-a-year 
school position to enter the busi- 
ness. 

“A few years from now,” he said, 
“we could be handling from 100,000 
to 2,000,000 cars a year. The busi- 
ae is new enough that we can’t 
ell.” 


Olds Shifts Poli, 


Promotes Jones 


LANSING. — Joseph A. Poli has 
been appointed Oldsmobile’s Atlanta 
zone manager, according to G. R. 












L. G. Jones J. A. Poli 


Jones, general sales manager. Suc- 
ceeding Poli as Memphis zone man- 
ager is Lindsey G. Jones, assistant 
zone manager there. 

Poli will serve an area covering 
Georgia, Alabama, eastern Tennes- 
see and Florida. The Memphis zone 
includes western Tennessee, Arkan- 
sas, Louisiana and Mississippi. 

Poli joined General Motors at 15 
as an office boy in New York. Jones 
has been with GM since 1946, start- 
ing as an accountant in Charlotte, 


| service stations in the U.S. and Canada. | N. C. 
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Late Developments 


On the Labor Front 


(Continued from Page 1) 


dent, to cancel a public meeting of 
leading Detroit citizens to explain 
the union’s position in the negotia- 
tions. Henry Ford II, company 
president, also was invited to ex- 
plain the company’s position to the 
religious, civic, governmental, busi- 
ness and education leaders. 


While the UAW national Ford 
negotiating committee evinced 
considerable interest in the re- 
vised offer, Carl Stellato, presi- 
dent of the Ford Rouge Local 
600, didn’t agree that the offer 
was attractive and went ahead 
with his plans to call a two-hour 
walkout Wednesday of the 48,000 
Rouge union members to explain 
the status of the talks. 


Reuther was invited to the mass 
meeting of the local, which ig be- 
lieved to be the biggest local in the 
world, although it was generally 
known that the walkout was Stel- 
lato’s idea and was without ap- 
proval of the international union. 

Earlier in the week Reuther 
pulled a surprise move by offering 
to have the Ford workers choose 
between the UAW’s guaranteed 
annual wage plan and the original 
company offer. Because of the 
strike vote in which 96 percent 
favored a strike, most observers 
think the workers would choose 
the union plan. 

* * * 


Secret Poll Urged 


Cr WAS suggested that the 140,000 
Ford hourly workers vote on the 
two plans in a secret. poll to be 
conducted by the Honest Ballot 
Assn. or some other organization 
mutually agreed upon. 


This move was an answer to a 
statement by Henry Ford II in 
which he said that “I hope you 
will be able to satisfy yourself 
that any decision you and the 
council may reach today truly 
reflects the opinion and the re- 
action to the Ford proposal of 
the men and women of the Ford 
Motor Co. whom you represent. 


“I must also tell you that I per- 
sonally feel it would be an unfor- 
giveable error—and one the result 
of which could have the gravest 
consequences —if the opportunity 
to know all the facts and to study 
them is not given these same men 
nt women of the Ford Motor 


Ford’s letter was a reply to the 
union in which he turned down 
the invitation of the UAW to at- 
tend an emergency meeting in De- 
troit of the union’s Ford council. 

” * * 


Ford Strike Okayed 


HE council held a two-minute 
meeting at which the original 
Ford offer was rejected, and au- 
thorization was granted for a Ford 
strike, although the deadline was 
extended from midnight last Wed- 





Now There Are Three— 


John W. Harvey, left, who owns Nash 
dealerships in Oakland and Hayward, 
Calif., signs the papers for a third outlet 
in San.Francisco as Paul W. Pursley, San 
Francisco zone manager, looks on. Leo 
Camp has been named sales manager of 
the new firm, Harvey Nash, and Steve 
Gage has been appointed service man- 
ager. 


nesday (June 1) to midnight Thurs- 
day (June 2). 

Reuther justified the extension 
by saying there was some doubt as 
to the exact expiration date of thé 
five-year pact and also that June 1 
was a vacation eligibility date for 
Ford workers. In addition, the un- 
ion stands to collect immediately 
more than $1 million in dues and 
strike assessments because of the 
extra day’s work. 

Negotiations between Ford and 
union representatives continued 
intermittently through the Me- 
morial Day weekend. 

General Motors and UAW nego- 
tiators suspended their talks for 

three days and resumed early last 
week, However, it was widely felt 
that these talks would merely 
“tread water” until the showdown 
at Ford is settled, one way or an- 
other. The GM five-year contract 
is due to expire tomorrow (June 
7). 

Basis for the belief that the ini- 
tial UAW contract reached will 
again set the pattern is the simi- 


Stevens to Head 
Adcraft; Ahrens, 
Cope on Board 


DETROIT.—Directors of the Ad- 
craft Club of Detroit last week 
elected Clark H. Stevens, vice- 
president of 
Sawyer - Ferguson 
Walker Co., to 
the presidency of 
the club for 1954- 
55. Norman W. 
Sharrock, as- 
sistant media di- 
rector, Campbell- 
Ewald Co., was 
named first vice- 
. president; Worth 

SAG Kramer, general 
Clark Stevens manager of sta- 
tion WJR, second vice-president; 
John E. Nielan, Hearst Advertis- 
ing Service, secretary, and Robert 
G. McKown, comptroller of D. P. 
Brother Co., treasurer. 

Harold M. Hastings was reap- 
pointed secretary-manager of the 
club. Elected to fill four vacancies 
on the board for a one-year term 
were: 

Don E. Ahrens, general manager 
of Cadillac; James Cope, vice-presi- 
dent, Chrysler Corp.; Chess Lago- 
marsino jr., publicity director, the 
J. L. Hudson Co., and Edward F. 
Sullivan, Detroit manager, the 
American Home Magazine. 

Serving with these directors dur- 
ing the club’s Golden Anniversary 
Year will be Herbert R. Bayle, 
media director of Brooke, Smith, 
French and Dorrance, Inc.; Gordon 
C. Eldredge, advertising manager, 
Ford division; Wendell D. Moore, 
advertising manager, Dodge; Louis 
R. Quine, account executive, Samp- 
son and Johnston, Inc., and Pete 
Wemhoff, the retiring president, 
and editor of Automotive News. 


Attorney Charles W. Bishop was 
named club counsel, and Gordon 
K. MacEdward was appointed club 
historian. 





Airline Reserves 


Freight Space 


NEW YORK.—Shippers may now 
reserve space for airfreight ship- 
ments on nonstop flights between 
New York and Washington and 
Los Angeles, American Airlines has 
announced. 

The reservations will be accepted 
on a first-come, first-served basis, 
J. D. Boylan, cargo sales director, 
said. This for the present will be 
confined to the Washington - Los 
Angeles “Statesman” and the New 
York-Los Angeles “Mercury” 
flights. 

The new policy will ensure that 
shipments leaving New York or 
Washington in the morning will 
arrive in Los Angeles that same 
afternoon, said Boylan. There is no 
extra charge, he added. 


larity between the Ford and the 
GM original offers. 


GAW Demand Cut to 80% 
ARLIER the UAW had reduced 
its demand that Ford pay 100 

percent of take-home pay to laid- 
off workers to 80 percent of the 
take-home pay. The union said this 
amounted to an 11.5 percent re- 
duction. 

The UAW said it was with- 
drawing from its original posi- 
tion because of the imminence of 
a strike at the 56 Ford installa- 
tions and in an effort to resolve 
the dispute at the bargaining 
table without a strike. 

Said the UAW, “The movement 
from the union’s original bargain- 
ing position to what it feels repre- 
sents a proper level of guarantee 
payments, would normally have 
taken place earlier in the give and 
take of the bargaining process. 


“The union has indicated to the 
company, on several occasions, that 
it was prepared to bargain con- 
cerning this and other matters re- 
lated to the guaranteed annual 
wage; but the company main- 
tained a fixed and rigid position 
against any consideration of the 
guaranteed annual wage, and has 
therefore afforded no opportunity 
for the normal give and take of 
bargaining to take place on this 


issue.” 
+ 


Ford Alters Offer 


c WAS reported last week that 
Ford also had slightly altered 
its original package offer so that 
an employe leaving the company 
could receive separation pay with- 
out sacrificing his pension. In the 
first offer, the worker would have 
a to give up all pension bene- 
ts. 

The separation pay clause in 
the Ford proposal was one of the 
clauses most vigorously attacked 
by the union in its rejection of 
the original offer which was la- 
beled “unfair, unjust and unac- 
ceptable.” 

In the rejection statement, the 
UAW said, “The company’s insist- 
ence upon a five-year agreement 

during the present period of un- 
precedented technological changes 
in our industry and in the economy 
is completely unacceptable and we 
are continuing to insist on a short- 
term contract.” 

Referring to the stock purchase 
proposal made by the company, the 
statement said it “is an obvious 
smoke screen behind which the 
company offers crumbs to Ford 
workers while setting the stage for 
Ford executives to divide up a huge 
stock melon when the Ford Motor 
Co. makes its stock available to the 
company.” 


* 


Ford Makes Appeals 


AST week Ford Motor Co. made 

two appeals to its workers via 
full-page newspaper ads in most 
cities where Ford plants and parts 
depots are located. 

“Partnership in Prosperity” 
was the title of the first appeal 
which described the Ford offer 
and stated that “Because we at 
Ford believe so strongly in job 
security, you are offered these 
wage increases, these benefits 
and this opportunity to share in 
the ownership and profits of the 
company—to participate in a real 
security plan.” 

The other appeal was a letter 
from Henry Ford II to the Ford 
hourly employes throughout the 
U. S. This letter also extolled the 
advantages of the original offer 
and stated: 


Long Contract Sought 


“WATURALLY, our company had 
to calculate many risks in pro- 
posing such an extensive program. 
If the union accepts, we will have 
to make many financial commit- 
ments immediately for many years 
ahead. That is why we favor a 
five-year contract.” 

Last week President Eisen- 
hower said his Administration 
will not intervene in the Detroit 
auto labor situation unless a 
strike creates a real national 
emergency. 

He added that his policy is not 
to project the Government into 
private negotiations between em- 
ployer and employe. 

When asked if he thought the 
GAW was good or bad, the Presi- 
dent said he believes the States 
should extend the duration of un- 
employment compensation. 








Cowboy Rounds Up ‘Silver fo 


r Salk'— 


Getting ready for a one-man roundup of “Silver for Salk Serum,” Roy Rogers 


adds the last of $1,000 in dimes to a 


Dodge car before parading through Dodge 


City, Kans. Rogers’ car, riding at the end of the Boot Hill Fiesta parade, reeled in a 


mile-long roll of gummed tape on which 


spectators placed their contributions to the 


National Foundation for Infantile Paralysis. Dealer Henry George, of George-Nielson 


Motor Co., a major promoter of the city's 


‘ 


March of Dimes campaign, furnished the car. 


Partners in Prosperity’ . . 


eee enema eae 


Ford’s 13-Point Offer 


Eprror’s Note: Here are pro- 
visions of Ford Motor Co.’s origi- 
nal “package” offer, which was 
quickly turned down by the 
UAW-CIO: 


AN “income stabilization” plan 
® whereby employes of one or 
more years would receive cash ad- 
vances during a layoff. The inter- 
est-free advances would be paid 
back from future earnings and 
would be determined by base pay, 
length of service and unemploy- 
ment compensation. 

2. An opportunity for hourly 
employes to acquire Ford Motor 
Co. stock, when available later 
this year, at half price. Stock 
purchases by any employe would 
be limited to 10 percent of his 
annual pay. 

3. Hourly wage increases of five 
to 10 cents for certain skilled work- 
ers. 

4. A seventh paid holiday, actu- 
ally to be taken as two half-holi- 
days on Christmas Eve and New 
Year’s Eve. 

- * 

LIBERALIZED annual] im- 
* provement factor raises. Each 
worker would get an annual boost 


New Product Cuts 
Octane Needs, 
Ethyl Corp. Says 


NEW YORK.—Ethyl Corp. has 
introduced an improved Ethyl anti- 
knock compound which is said to 
curb the increase in gasoline oc- 
tane requirements of automobiles 
by reducing engine deposits. 

Key to the product, known as 
Motor Plus, is a change in the 
proportions of chemical scavenging 
agents which are added to tetra- 
ethyl lead to form the antiknock 
compound. 


This change, the company re- 
ports, results in more effective 
scavenging action, by means of 
which waste products of combus- 
tion are removed from an engine’s 
combustion chamber. 


As a car accumulates mileage, it 
is explained, combustion waste 
products, which have the effect of 
increasing the octane requirements, 
build up in the engine’s combustion 
chamber. By reducing these de- 
posits and surface ignition, Motor 
Plus lowers the octane require- 
ments by as much as one octane 
number, the company said. 


As the new product comes into 
general use, the company reports, 
it promises a definite economic 
saving to the oil industry, because 
the fuel requirements of more cars 
can be satisfied at a given octane 
level. 

Motor Plus will cost 59.69 cents 
per pound of tetraethyl lead con- 
tent. Meanwhile, the prices of both 
Motor Mix and Aviation Mix have 
been reduced one cent to 58.69 and 
64.59 cents per pound. 





of 2% percent or five cents, which- 
ever is greater. This could amount 
to eight cents an hour for a worker 
getting the top base rate, $3.275. 

6. Continuation of the quarterly 
cost-of-living allowance. 


7. An increase in the midnight 
shift premium from 7% to 10 per- 
cent, except in steel operations. 


8. Triple time for holiday work, 
except on seven-day and steel op- 
erations. 


9. Vacations of 2% weeks, instead 
of two weeks, for hourly employes 
with 10-15 years service. 


10. A separation allowance for 
workers laid off through no fault 
of their own. This would amount 
to one week’s pay for each of the 
worker’s first eight years at Ford 
and two week’s pay for each of his 
next 22 years of service. The em- 
ploye would have to forfeit all seni- 
ority rights and retirement, vaca- 
tion and insurance credits. 


+” * - 
ll ADDITIONAL insurance. 
* 12. Improved pensions. 

13. Time and a half pay for Sat- 
urday work. 

Ford made it clear that the 
entire offer was contingent on 
the acceptance of a five-year con- 
tract by the union. 

John S. Bugas, Ford industrial 
relations vice-president, said the 
Ford offer closely parallels the 
counter-proposal made by General 
Motors to the UAW. 

Said Bugas, “I would like to make 
it quite clear that if the UAW-CIO 
concluded a more favorable eco- 
nomic settlement with General Mo- 
tors, we stand ready to amend this 
Ford proposal to make it equally 
favorable to our employes.” 


Ford Stock Pays 
Foundation $6 
Per ‘A’ Share 


NEW YORK. — Ford Foundation 
received $6 a share in dividends on 
|}each of its 3,089,908 shares of Ford 
Motor Co. class A stock during the 
| first nine months of 1954, the foun- 
dation has reported. 

The closing date of Sept. 30 was 
used by the foundation in a shift 
to a fiscal year from the calendar 
year closing of Dec. 31 used in 
1953. 

The foundation received $19,958,- 
|899 while grants were made in 
1954 totaling $53,508,037. In 1953, 
the foundation received $46,361,853 
or $15 per share. This was for an 
entire calendar year, however. 

Payments for the first nine 
months of 1953 were virtually the 
same as for the same period of 
1954. The final quarterly payment 
was supplemented by an “extra” in 
|both years but the foundation 
would not comment whether the 
1954 was larger or smaller than in 
| 1953. 
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Utah Parley Hears News .. . 
Rise in Dealer Profits 


Revealed by Yarnall 


By Mabel Harmer 
Staff Correspondent 

SALT LAKE CITY. — The Utah 
Automobile Dealers Assn. was told 
last week by Frank H. Yarnall, 
NADA president, that the business 
of auto dealers is on the upswing 
both as to profits and volume. 

He said that figures being stud- 
fed by NADA’s business manage- 
ment department indicate that the 
first quarter of this year will top 
the same period of 1954 (see report 
on page one in this issue). 

Yarnall also attacked “bootleg- 
ging” discounts as undermining the 
value of the U. S. investment in 
automobiles. 

“If the ‘bootlegger’ causes a 
discount to be given, it auto- 
matically depreciates the value 
of the used car in the hands of 
the customer,” he said. 

“There are 58 million cars in the 
U. S. If, by bootlegging, the value 
of the new car is reduced by $100, 
the value of the used car also is re- 
duced by the same amount. This 
causes a drop of $5.8 billion in the 
value of cars owned by U. S. cus- 
tomers.” 

The policy of “phantom freight” 
also was attacked by Yarnall, who 
said a bill has been introduced in 
Congress to remedy this practice. 
The NADA president assailed mis- 
leading and unethical advertising 
methods. 

One phase of this that confuses 


Plymouth Names 


4 Service Aides 


DETROIT.—Appointment of four 
Plymouth zone service managers 
has been announced by William J. 
Bird, sales vice-president. 

Appointees and their zones are 
Michael] J. Farrell, eastern; Robert 
E. Johnson, central; John W. Win- 
ters, southern, and Robert T. Mc- 
Daniel, western. Farrell, Johnson 
and McDaniel formerly were field 
service engineers and Winters was 
Dallas regional service manager. 


Obituaries 


George W. Malcomson, 


Capital Rep for Chrysler 


WASHINGTON. — George W. 
Malcomson, 57, a representative of 
Chrysler Corp., died here May 31 
after a heart attack. He was 
stricken while lunching at the Col- 
ony Club. He had been in Wash- 
ington since 1951. 

Mr. Malcomson’s father, Alex- 
ander Y. Malcomson, was one of 
the founders of Ford Motor Co. 
but sold his interest in 1905. 





Albert F. Winegar 
BUFFALO. — Albert F. Winegar, 
former auto dealer here, died May 23. 
* * * 


Paul A. Stowe 
CAMDEN, O.—Paul A. Stowe, 45, owner 
of Stowe Motor Sales, is dead after an 
illness of several months. 
* * * 


William P. Culver 

DETROIT.—William Page Culver, 83, a 
Pioneer auto dealer, died May 26, 1955, at 
the home of his daughter here. Before his 
retirement 14 years ago, Mr. Culver was 
vice-president of Standard Parts Co, and 
Sales manager of Perfection Spring Co., 
both of Cleveland. 
* 


73, 


* * 


James Horace Kindel 

MONROVIA, Calif. — James H. Kindel, 
68, pioneer automobile dealer of Monrovia 
and Pasadena, died May 20 at the Hunt- 
ington Memorial Hospital in Pasadena of 
a heart attack. In 1920, he opened a Dodge 
dealership in Pasadena. In 1930, he changed 
to a DeSoto dealership, which he sold in 
1943. In 1948, he opened a Dodge-Plymouth 
dealership in Monrovia, and one of his two 
sons, Wallace M., became a partner. 

* * * 


Meyer E. Davison 
SYRACUSE,—Meyer E. Davison, presi- 
dent of Davison’s, Inc., 918 W. Genesee 
St., died May 25 at his home, Mr. Davison 
Operated the used-car business for 20 years. 
* * * 


W. L. Johnson 
EL DORADO, Ark.—W,. L. Johnson, El 
Dorado auto dealer, was killed May 23 in 
a highway crash near Elliott, Ark. 
* + * 


Robert L. Caldwell sr. 
MILAN, Tenn. — (UTPS) — Robert L. 
Caldwell sr., 61, local auto dealer, is 
dead here, 


j 





the public is the “no down pay- 
ment,” he said. “The automobile 
dealer is not a magician,” he added, 
“he is not giving away something 
for nothing. ‘No money down’ is 
just a catchy phrase—a misnomer.” 

Charles C. Freed, NADA past 
president, said the most impor- 
tant project for auto dealers to- 
day was the President’s road 
program. 

Other speakers included Paul M. 
Millians, Baltimore, Commercial 
Credit Corp. vice-president; George 
B. Wallace, Portland, Ore.. NADA 
Guidebook committee chairman, 
and M. R. Ballard, Salt Lake City, 
NADA Industry Relations commit- 
tee. 

During the day, the “make” com- 


to discuss individual problems. 





Millionth "55 Ford Car ‘Not for Sale’'— 


The millionth '55 Ford car rolls off the 


line at the division's Kansas City assembly 


plant, but unlike its predecessors it is not for sale. Instead, it will go on display in 
the Ford Rotunda, Dearborn. The auto was produced 45 days ahead of the date on 
mittees met in 15 different groups | which the millionth '54 Ford was built, the company says, and it brings to 30,891,989 


| the number of Ford cars made since 1903. 





‘Make or Buy’ Question Debated 


NEW YORK.—The problem of 
whether manufacturers should 
make their own component parts 
or buy them from suppliers was 
posed last week before the National 
Assn. of Purchasing Agents by 
Carter C. Higgins, president of 
Worcester Pressed Steel Co., 
Worcester, Mass. 


Approximately 1,500 purchasing 
agents, at the association’s annual 
convention in New York, were told 
that “changing technology with an 
increasing risk of obsolescence and 
a@ greater drive to meet competi- 
tion seems to favor buying. At the 
same time, lower taxes and more 
available capital seem to favor 
making. 

“If you can beat outside costs,” 
Higgins stated, “you have an ob- 
vious argument for making in- 
stead of buying. Again, if you 
can beat outside quality on items 
where quality matters, that is a 
good argument for making.” 

However, he cautioned against 
basing cost estimates on incom- 
plete statistics. Usually, inside 
manufacture involves the same 
costs as a supplier’s excluding the 
latter’s sales, shipping and profit. 


For instance, recently a customer 
of Worcester Pressed Steel com- 
plained at a quotation of two cents 
each of an operation where he felt 
his own cost was a quarter of a 
cent, Higgins said. 

“Investigation disclosed,” Higgins 
explained, “that his estimate was 
based on the cost to run a part 
through his presses. He omitted 
cost factors of bringing parts to 
and from the press, getting the 
press ready to operate, tool repair, 
press repair, supervision and any 
overhead costs. When these were 
added the balance swung toward 
the two cents charge being low. 


“Of course, many times manu- 
facturers may not care to make 
secrets of production and design 
known by sending prints and 
instructions out for examination 
and quotation. Also, many parts 
are difficult to ship. A plant, 


Chive Picks Packard— 


Signing up for a Packard dealership is 
| Pierre Chive jr., seated, president of Chive 
| Motors, Inc., New Orleans. Looking on, 
| from left, are E. E. Kieth, Packard Mem- 
| phis zone manager; J..E. Berrigan, district 
| manager, and E£. A. Bridges, assistant 
zone manager. 





_|ever, April, 
|| 19,475. For the first four months of 





temporarily out of work, may 
want to keep key men busy. 

“These are sound reasons for 
making your own component 
parts,” Higgins added, “but in the 
long run it is usually more impor- 
tant to his competitive position to 
get the lowest cost, and manufac- 
turers generally can do better by 
buying from suppliers.” 

A key reason for buying, he said, 
is to take advanage of a supplier’s 
specialized facilities and know-how. 

“Many of the most important 
automotive design advancements,” 
Higgins continued, “can be traced 
to the initiative and forward-look- 
ing design accomplishments of 
competent suppliers.” 

Other advantages of buying 
from suppliers, according to Hig- 
gins, are: 

1. Less floor space needed. 


Kouns Resigns 


Calif. Nash Job 


LOS ANGELES.—L. T. Kouns 
has resigned his position as west- 
ern division sales manager with 
Nash, it was disclosed last week. 

He reportedly planned to join 
Studebaker in a sales capacity. 





2. Less work in process inven- 
tory. 

3. Greater flexibility in meeting 
changes in demand. 


4. Greater equipment range avail- 
able to meet changes in design. 

5. The supplier can keep expen- 
sive equipment busy for several 
customers, one of whom could 
afford to invest in it for a few 
weeks work each year. 

6. The manufacturer does not pay 
for off-specification parts. 

7. Freedom to concentrate on 
your main line of business rather 

than being sidetracked to study 
new techniques and problems. 

8. Because of small volume or 
because of other capital needs, the 
investment in making is not attrac- 
tive. 

The important thing, Higgins 
said, is to find sound economic 
grounds for whatever decision you 
make. A wrong decision can have 
grave consequences. A wise deci- 

| Sion can strengthen your company 
whatever your problems may be. 





Counties to Sell Tags 


| ATLANTA. — Gov. Marvin Grif- 
fin has signed into-law a bill per- 
mitting auto licenses to be pur- 
chased at county courthouses. Here- 
tofore, tags had to be obtained 
here at the State Capitol. The law 
takes effect Jan. 1, 1956. 





Cars Off, Trucks Up in April... 


Vehicle Exports Hit 55 High 


DETROIT. — Exports of autos, 
trucks and buses by U.S. manufac- 
turers reached 43,227 in April, high- 
est monthly figure for the year, 
according to the Automobile Man- 
ufacturers Assn. 

For the first four months of 1955, 
vehicle export sales were 166,954 as 
compared to 142,356 for the same 
period last year. 

Passenger car exports rose from 
24,473 in January, 1955, to 29,089 in 
February, but dropped to 25,617 in 
March and 25,527 in April. How- 
1954’s total was only 


1955, 104,706 cars were exported as 
compared to 81,687 in 1954. 

Truck exports opened the year 
with 15,727 for January, dropped to 
11,808 in February but came back 


DeSoto Used-Car 


Values Rising 


DETROIT.—The depreciation dif- 
ferential between the cost of new 
55 DeSotos and sales values of 
used ’55s is less than on most 
competitive makes, according to A. 
B. Neilsen, general sales manager. 

He credited DeSoto’s “current 
record sales” which he said reflects 
the “greatly improved” DeSoto 


ing to the 
NADA. 


strongly to 16,922 in March and 17,- 
682 in April. 

Bus exports were five for Janu- 
ary; 28 in February; 58 in March 
and then dropped to 18 ih April] for 
a total of 109. 


Humans Held Key 
To Road Safety 


Canadian Conference 
Explores Problem 


OTTAWA.—The permanent solu 
tion to highway traffic safety lies 
in the human element, Gordon E. 
Taylor, president of the Canadian 
Good Roads Assn. and Minister of 
Highways for the province of Al- 
berta, told Canada’s first confer- 
ence on highway safety last week. 

“Any permanent solution,” he 
declared, “lies in the minds of 
men. It is man, not the machine; 
it’s the mind, not the motor; it’s 
the reflexes, not the road.” 

Brooke Claxton, former Minister 
of National Defense and vice-presi- 
dent of Metropolitan Life Insur- 
ance Co., who was chairman of the 
conference, predicted that 300,000 
highway accidents in Canada would 
kill approximately 3,000 persons. 

Claxton later was elected presi- 
dent of the permanent Canadian 
Highway Safety Conference which 
was formed at the meeting. 


The conference also was told that 
Canada’s death rate per 100 million 
miles driven was 44 percent higher 
in 1953 than that of the U. S. fig- 
ures cited for the U. S. showed a 
drop from 9.8 deaths per 100 mil- 
lion miles in 1946 to 6.5 in 1954, As 
a comparison, Canada’s rate was 
10.8 in 1953. 

Franklin M. Kreml, Northwestern 


.| University’s traffic center director, 


told the conference that highway 

safety was a job for federal, pro- 
vincial and municipal governments. 

He presented a plan which 
called for uniform laws, traffic 
signals and markers across 
Canada. 

He urged that driving courses be 
instituted in schools and proper in- 
struction given to adult drivers. 

William A. Wecker, General Mo- 
tors of Canada, Ltd. president, 
charged that “we have failed to 
keep pace with the rapid mechan- 
ical development of the automotive 
age.” He spelled this out to mean 
that less than 3 percent of cars in- 
volved in accidents are defective 
due to the skill of auto engineers 
and designers in translating safety 
research into the finished product. 

Taylor said that about 95 per- 
cent of the vehicles involved in 
accidents were in good mechan- 
ical condition at the time. 

He urged that auto manufactur- 
ers be asked to adopt and use “a 
horsepower sufficient to do the job 
required.” Taylor also called for 
better, wider roads but emphasized 
—due to the human element men- 
tioned before—“even if roads were 
perfect, 75 percent of the fatalities 
still would occur.” 
| Four objectives—one of which 
has been achieved—were formed by 
the conference. They are: 1. Focus 
attention on the vital importance 
of highway safety; 2. exchange 
views on ways of reducing loss of 
life and resources on Canadian 
roads and streets; 3. recommend a 
program of action, and 4. consider 
the formation of a permanent Ca- 
| nadian highway safety association. 








Auto Colors Make Fashion News— 


When the wife says, “! haven't got a thing to wear with the new car," Providence 
used-car prices and sales, accord-| husbands will understand. Crowley Chevrolet has joined with Outlet Co., Providence 


colors of 1955 Chevrolets. 


latest figures of the/| department store, in a fashion display that features dress fabrics which match the 






Used-Car Auction Prices 
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(Continued from Page 69) 


$730, 2 at 


at $1,100. '53 Two-ten 2-dr., 
$480, 


$725, $700. '51 SL Deluxe 2-dr., 
f $475, '49 SL Deluxe 4-dr., $400. 


OCHRYSLER—’51 Windsor 4-dr., $540*. 


DeSOTO—’54 Fire Dome (8) 4-dr., $1,660° 
(ps). ’°51 Fire Dome (8) 4-dr., $510*. 


DODGE—’50 Deluxe 4-dr., $400. 
FORD—’55 Fairlane (8) Victoria, $2,070*. 
‘54 Custom (8) 4-dr., $1,275*. °53 Cus- 
tom (8) 4-dr., $890%, 2 at $875, $840°, 
$760*, $750. '52 Custom (8) conv., $810*. 
on Custom (8) conv., $585°; 2-dr., $555*, 
2 at $550°, $540°. 50 Custom (8) 4-dr., 
$390", $365°*, 2 at $350*; Deluxe (6) 
2-dr., $200. 
KAISER—’ 51 Deluxe 4-dr., $240*. 
LINCOLN—'49 Deluxe 2-dr., $170*. 
MERCURY—’53 Custom 2-dr., $1,125*. '52 
Custom 4-dr., $785*. ‘51 4-dr., $555*. 
'50 4-dr., $480°. 
NASH—'51 Ambassador 4-dr., $480*; Ram- 
bler station wagon, $395*. 
OLDSMOBILE—’54 (88) Holiday, $1,890°. 
"53 (98) 4-dr., $1,560*. ‘49 (88) 4-dr., 
$220*. 
PACKARD—’'51 4-dr., $565°*. 
PLYMOUTH—’53 Cranbrook 4-dr., $810. 
’52 Cranbrook Belvedere, $600. '50 Spe- 
cial Deluxe 4-dr., $390. '49 Special De- 
luxe 4-dr., $280. 
PONTIAO—' 54 Chieftain (8) 4-dr., $1,490*. 
’53 Chieftain (8) 2-dr., $915. 
WILLYS—’53 Aero (6) 4-dr., $550*. 


DENVER 


(Denver Auto Auction. Sales every Mon- 
day and Friday. Prices are for sales of 
May 20-23.) 

(Prices slightly off on both new and 
used units. Sold 142 cars out of 436 
offerings.) 

BUICK —’55 Super 2-dr., $3,025* 

Century 4-dr., $2,900°, $2,860*; 
2-dr., $2,550°. '53 Super 4-dr., 


ee erate 


(ps) ; 
Special 
$1,295*, 
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Minneapolis Prefers 
Fords for Policing 


MINNEAPOLIS. — After con- 
siderable deliberation, the Min- 
neapolis city council has decided 
: to buy 20 Fords for the police 
} department, rebuffing backers of 
Chevrolet. The council voted at 

a special meeting to accept the 
low bid of $23,490 with a $5,405 
tradein, submitted by Hull- 
Dobbs, Inc. 

One Minneapolis alderman ob- 
jected to the purchase because 
the specifications limited bidding 
to Fords and eliminated Chevro- 
lets. The specifications were set 
up because the police preferred 
Fords, and because Fords are 
assembled at a St. Paul plant. 
The 20 Fords to be bought will 
be equipped with Mercury en- 
gines. 








Glass-N 








POT Ee 
1s . } 


GLASS-NU, the amazing 


with inviting profits to you! 


+. inexpensive for 
your used cars! 


$1,220*. '52 RM 4-dr., $1,090* (ps); Su- 
per 2-dr., $890*. '51 Special 2-dr., $480*. 
‘47 Super 4-dr., $110. 

CADILLAC—’55 (62) coupe deVille, $4,510* 
(ps). ’53 (62) conv., $2,390* (ps); 4-dr., 
$2,385* (ps), $2,170* (ps). '51 (61) 4-dr., 
$1,400*° (ps). '49 (62) 4-dr., $870*. 

CHEVROLET—’55 Bel Air (8) 2-dr., $2,- 
290°, $2,155*; Bel Air (6) 4-dr., $1,690; 
Two-ten (8) station wagon, $2,090; 4-dr., 
$1,975*, $1,775; 2-dr., $1,695; %-ton 
pickup, 2 at $1,475, 2 at $1,385, $1,310. 
’54 Bel Air 4-dr., $1,445*%, $1,295* (ps); 
2-dr., $1,365; Two-ten Delray, $1,300; 
2-dr., 2 at $900; One-fifty 2-dr., $865. 
‘53 Bel Air 2-dr., $1,250*, $1,215* (ps), 
$1,190*; One-fifty station wagon, $1,240. 

CHRYSLER—’53 Windsor 4-dr., $1,355*. 
’52 Windsor 4-dr., $740* (ps), $530*. '48 
NY 4-dr., $215*. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,100* 
(ps). '51 Sportsman, $535*. 

DODGE—’54 %-ton cab and chassis, $950. 
’53 Meadowbrook 4-dr., $730, '52 Mead- 
owbrook 4-dr., $485; %-ton pickup, $460. 


FORD — '55 Thunderbird, $2,940* (ps); 
Custom (8) station wagon, $2,570*, $2,- 
485°; 4-dr., $1,675; Fairlane (8) Vic- 


toria, $2,440*, $2,390°, $2,220*; Main (8) 


station wagon, $2,250*, $1,910. '53 Crest 
(8) station wagon, $1,425*, $1,375°*; 
conv., $1,165*; Custom (8) station wag- 
on, $1,375; 2-dr., $1,040*; 4-dr., $960. 

HUDSON—’55 Hornet (8) 4-dr., $3,110*; 
Metropolitan 2-dr., $1,000. ‘51 2-dr., 
$400. '50 4-dr., $340. 

MERCURY—’55 Montclair 2-dr., $2,805; 
Custom station wagon, $2,680. °54 Cus- 


tom 2-dr., $1,465. °53 Custom 2-dr., $1,- 
270, $1,225. '52 Custom 4-dr., $805; 2-dr., 
$540, ’51 4-dr., $460. 

OLDSMOBILE—’55 (98) Holiday, $3,185* 
(ps), $3,080* (ps), $3,000° (ps); (88) 
Super Holiday, $3,035* (ps), $2,725* 
(ps), $2,720°. '54 (98) Holiday, $2,500* 
(ps); (88) Super 2-dr., $1,780*, $1,775°. 
'63 (88) Super 4-dr., $1,145*. °51 (88) 
Super Holiday, $980*; 4-dr., $790°. 
PLYMOUTH—’55 Savoy (8) 2-dr., $1,995°, 
$1,795*; Plaza station wagon, $i, 990. ’53 
Cambridge station wagon, $905; 4-dr., 
$740. '52 Cambridge station wagon, $785. 

STUDEBAKER — ’53 Commander 4-dr. 
$840. °52 Champion 4-dr., $545. '51 
Champion 4-dr., $390*, $380*. '50 %-ton 
pickup, $280. '49 Champion 2-dr., $120. 

WILLYS—’55 station wagon, $2,125. 

“a °° GMC %-ton pick- 
up, x 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 25.) 
(Market showed an increased number 
of actual sales. Sold 86 ears out of 104 
offerings.) 
BUICK—’51 Super Riviera, $785*. '50 Spe- 
cial 4-dr., $105. '47 RM 4-dr., $170, $160. 


CHEVROLET—’'55 One-fifty (6) 2-dr., $1,- 
340. '54 Two-ten 2-dr., $1,160. '51 SL 
Deluxe 4-dr., $515, $505, $495; 2-dr., 
$585, $570, $555, $485. ‘50 SL Deluxe 
2-dr., $410, $400, $395. '49 SL Deluxe 
2-dr., $285, $280, $270. '48 FL 4-dr., 
$280; 2-dr., $220, $190. ‘47 FM 2-dr., 
$185; club coupe, $175. ‘40 club coupe, 
$160; 2-dr., $150. 


DODGE — '53 Coronet 2-dr., $1,005. '52 
Wayfarer coupe, $520. ‘46 2-ton stake, 
$280. 


NEW PROFITABLE CUSTOMER SERVICE 





GLASS SCRATCH 
REMOVER 





new glass polishing compound, 


removes surface scratches and abrasions from windshields .. . 


FAST—GLASS-NU can be applied in a matter of minutes 


. .. thus saving valuable service department time. 


EASY TO USE—your service personnel can achieve 
sparkling results with GLASS-NU . . . without specialized training. 


PROFITABLE—iow cost of GLASS-NU application makes 
this an attractive service to customers—a profitable service for you! 
GLASS-NU saves you money. Allows you to polish rather than 


replace used car windshields. 


AVOID COSTLY GLASS REPLACEMENTS! 


Write today 
for FREE 
brochure 





Sera 





VAN LEE ASSOCIATES 


P.O. BOX 89 » 






DETROIT 12, MICH. 





FORD—’54 Custom (8) 2-dr., $1,250; 4-dr., 
$1,245. '53 Custom (8) 2-dr., $1,085*; 
4-dr., $1,075; Main (8) 2-dr., $740. '52 
Custom (8) 2-dr., $855, $760, $750; Main 
(6) 2-dr., $605, $595. ’51 Custom (8) 
4-dr., $615, $560, $505, $485; 2-dr., $535, 
$370; Deluxe (8) 2-dr., $490, $480; 4-dr., 
$370, $360. '50 Custom (8) 4-dr., $410, 
$405; Deluxe (8) 2-dr., $285. '49 Custom 
(8) club coupe, $440; 4-dr., $365, $350. 


HUDSON—’50 4-dr., $115. '49 4-dr., $200. 

KAISER—’ 53 4-dr., . 

MEROCURY—’49 4-dr., $220, $210. 

OLDSMOBILE—’54 (88) Holiday, $2,105. 
’52 (88) 2-dr., $1,005*. "560 (88) 4-dr., 
$535*; (98) 2-dr., $290. 

PLYMOUTH—’'55 Belvedere (8) 2-dr., $1,- 
980, '53 Cranbrook 2-dr., $690. '51 Cran- 
brook Belvedere, $605. '48 Special Deluxe 
coupe, $185; 2-dr., $175. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
225. on ae -dr., $565, $550. °48 2-dr., 
$225, $21 

STUDEDAKER— 49 %-ton pickup, $205. 

ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of May 23.) 

(Action today’s market with 
prices right up there on choice, ready-to- 
retail autos. New units showed a small 
advance over the past two weeks, Prices 
slipped lower on high mileage and half 
worn-out, threadbare automobiles. Sold 

176 cars out of 213 offerings.) 

BUICK—’55 Super Riviera coupe, $2,735*; 
Special 4-dr., $2,590*%; Century Riviera 
coupe, $2,530* (ps). '54 RM Riviera 4- 
dr., $1,900* (ps), $1,720* (ps). '53 RM 
4-dr., $1,400* (ps), $1,200*; Super Rivi- 
era coupe, $1,270*; Special 2-dr., $900. 
"52 Super Riviera coupe, $975*; RM 4- 
dr., $900* (ps). °51 Super conv., $750* 
(ps), $685*; RM 4-dr., $730*, $460*. '50 
RM 4-dr., $400*; Super 4-dr., $390*, 
$280; 2-dr., $330*; Special 2-dr., $380, 
$340*, $260*. °49 Super 2-dr., $240*, 
$130*. '48 RM 4-dr., $170*. 

CADILLAO—’55 (60) Special 4-dr., $4,600* 
(ps). °54 (62) coupe, $3,675* (ps), ’53 
(62) 4-dr., $2,300* (ps), $2,250* (ps). 
’51 (62) 4-dr., $890*. 50 (60) Special 
4-dr., $940*. 

CHEVROLET — ’55 Two-ten (6) station 
wagon, $1,915; 4-dr., $1,740; 2-dr., $1,- 
630; Bel Air (8) 4-dr., $1,700*, $1,695*; 
2-dr., $1,690*, '54 Two-ten 2-dr., $1,200, 
$1,150. ’'53 Bel Air conv., $1, 125°; 2-dr., 
$940, $890; Two-ten conv., $930; 2-dr., 
$890, $875; 4-dr., $880. 52 SL Deluxe 
Bel Air, $850, $780*; 4-dr., $580; FL 
Deluxe 2-dr., $750; FL Special 2-dr., 
$720; 4-dr., $670*. '51 SL Deluxe Bel 
Air, $720*; club coupe, $590; 4-dr., 
$560*, $430*%; FL Deluxe 2-dr., $440; 


club coupe, $335; SL Special 4-dr., $540. 

CHRYSLER—'53 NY club coupe, $1,150. 
*51 NY 4-dr., $600*. 

DeSOTO—'55 Fire Dome (8) 2-dr., $2,150. 
"51 Custom 4-dr., $400*. °50 Deluxe 4- 
dr., $450°*. 

DODGE — ’'55 Royal coupe, $2,180*. '54 
Coronet station wagon, $1,305*. ‘53 


Meadowbrook club coupe, $750. '52 Mead- 


owbrook 4-dr., $540*. ’51 Coronet 4-dr., 
$410*; Wayfarer coupe, $370*. ’50 Coro- 
net 4-dr., $450*, $330. "49 Meadowbrook 
4-dr., $200. 

FORD — '55 Fairlane (8) 2-dr., $2,060*, 
$1,775; Custom (8) 4-dr., $1,800*, $1,700. 
"54 Custom (8) conv., $1,510*; %-ton 


stake, $900. '53 Crest (8) Victoria, $1,- 
310* (ps), $1,150; Custom (8) 4-dr., 
$945; coupe, $900; 2-dr., $890, $870*, 
yy Main (6) 2-dr., $680. '52 Main (8) 
, $650; Custom (8) club coupe, $605. 
1. -Custom (8) Victoria, $610*, $550*; 
4-dr., $650*%, $600, $580; 2-dr., $385, 
$300: club coupe, $370*; coupe, $550*. 
"50 Custom (8) 2-dr., $400, $210; Deluxe 
(8) 4-dr., $390, $235; 2-dr., $370, $350. 
HUDSON—’51 Pacemaker 2-dr., $270*. '50 
Commodore 4-dr., $230. '49 Commodore 
4-dr., $120. 

—’'51 4-dr., $280*. 
LINOCOLN—’52 Cosmopolitan 4-dr., 
MEROURY — ’53 4-dr., $1,225*; 

Sport coupe, $1,295*. '51 2-dr., 
$550. ‘50 4-dr., $380, $300. 
$310. 


| NASH—’51 Rambler station wagon, $350*; 
| Ambassador 4-dr., $260*. 


$1,250°. 
Custom 

$650*, 
"49 4-dr., 


| OLDSMOBILE—’55 (98) Holiday, $3,270* 
(ps); (88) Super conv., $3,110* (ps); 
4-dr., $2,690*, $2,520°. "52 (88) 4-dr., 
$1,030*. ’51 (88) Holiday, $820*; 2-dr., 
$585*; (98) 4-dr., $650*. °49 (98) 4-dr., 
$300*; (88) 4-dr., $250*. '48 (98) 4-dr., 
$180". 

PACKARD—’ 51 4-dr., $510. ’49 2-dr., $100. 


PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
800; Plaza (8) 2-dr., $1,580. ’53 Cam- 
bridge 4-dr., $830, $795; Cranbrook 2- 

| @dr., $750. °52 Cambridge 2-dr., $570, 
$550; Cranbrook club coupe, $540. ’51 
Cranbrook 2-dr., $470; club coupe, $250. 

PONTIAC—’51 Silver Streak (8) conv., 
$710*; 4-dr., $610*, $380*; 2-dr., $550. 
"50 Silver Streak (8) 2-dr., $410*; Sil- 
ver Streak (6) 2-dr., $400. '47 Torpedo 
(6) 4-dr., $150. 

TUDEBAKER—’53 Commander Hard Top, 
$900*. ’50 Champion club coupe, $210*; 
4-dr., $210. 

WILLYS—’52 station wagon, $670. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 25.) 

(Market brisk in the $400 to $800 class. 
Other price groups moved well when 
autos were clean and sharp. Sold 78 cars 
out of 128 offerings.) 


BUICK—’53 Super sedan, $1,160. ’52 Super 
Riviera sedan, $1,120*; RM sedan, $570*. 
‘51 Super Riviera sedan, $580*. ’50 Spe- 
= sedan, $430. '49 Special sedan, $225, 

0. 

CADILLAC—’52 (62) sedan, $1,575* (ps). 
ome (62) sedan, $800*. '48 (62) sedan, 

$450*. 47 (62) sedan, $255. 

| cumvsloLer_-'s4 Two-ten 2-dr., $1,125. 
‘53 Bel Air 2-dr., $910; Two-ten Sport 
coupe, $1,000; sedan, $900. "51 SL De- 
luxe Bel Air, $650*; sedan, $590. ’50 SL 
Deluxe sedan, $460, $420; SL Special 

| sedan, $270. ’49 Deluxe sedan, $325. 

| CHRYSLER—’51 Windsor sedan, $680*. ’50 

| NY sedan, $515*. '48 NY sedan, $160. 

DeSOTO—’51 Custom sedan, $475. '50 Cus- 

Soom sedan, $310. '49 Custom sedan, $360, 

| DODGE — '52 Meadowbrook sedan, $660. 

| °51 Coronet sedan, $350. '50 Coronet se- 
dan, $420*. '48 Custom sedan, $120. 

| FORD—’ 55 Fairlane (8) Victoria, $2,100*. 
’54 Main (8) sedan, $925*, $750. °53 
Custom (8) sedan, $1,020%, $960. ’52 
Custom (8) sedan, $650. '51 Custom (8) 
Victoria, $650*, $600*; station wagon, 
$675, $570. '50 Deluxe (8) sedan, $405. 

KAISER—’51 sedan, $320. 

MEROURY—’53 Monterey coupe, $1,275*. 
‘S52 sedan, $830. 51 sedan, $625, $580. 








NASH—’52 Ambassador sedan, $505. 
(600) sedan, $180. 


OLDSMOBILE—’ 53 (98) Holiday, $1,635*. 
’52 (98) sedan, $1,000*, $990*. ‘50 (88) 
sedan, $530, $420. '49 “tes sedan, $380. 


PACKARD—’53 sedan, $1,040*. '52 sedan, 
$730*. '49 sedan, $190. 
$850; 


PLYMOUTH—’53 Cranbrook sedan, 
Cambridge taxi, $280. ‘52 Cranbrook 
sedan, $675, $520. '50 Special Deluxe se- 
dan, $430. 

PONTIAC—’53 Chieftain (8) sedan, $1,- 
190*. ’'52 Chieftain (8) sedan, $785°, 
$680*. '50 Silver Streak (8) sedan, $580*, 
$510*. '49 Silver Streak (8) sedan, $340. 

STUDEBAKER — °52 Commander sedan, 
$460; %-ton pickup, $580. °51 Champion 
sedan, $300. 

WILLYS—’54 Aero Ace 2-dr., $790. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Thurs- 
day. Prices are for sale of May 26.) 

(A nice selection of automobiles were 
on hand this week although rainy weather 
held bidding down somewhat. New or 
near-new autos low test. Great demand 
for ’50 through ’54 models. Sold 62 cars 
out of 102 offerings.) 

BUICK — '54 Super Riviera, $1,900*. '53 
Super Riviera, $1,275*. °49 Super 4-dr., 
$135*. 

CADILLAC—’51 (60) Special 4-dr., $1,450°*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
025*. ’°54 Bel Air 4-dr., $1,375*, $1,350°; 
Two-ten 4-dr., $1,145, $1,125; One-fifty 
2-dr., $965. °53 Two-ten 4-dr., $885*. 
’51 SL Deluxe 4-dr., $560. '49 SL Deluxe 
Sport sedan, $320; 2-dr., $290, $225. 

CHRYSLER—’54 NY 4-dr., $1,105*. °51 
NY club coupe, $625* (ps); Windsor 
4-dr., $550*. 

DeSOTO—’53 Fire Dome (8) 2-dr., $1,025° 
(ps), $975*, °51 Custom 4-dr., $550*, 
$525*. ’47 4-dr., $105*. 

DODGE—’54 Meadowbrook club coupe, $1,- 
225*. ’°52 %-ton pickup, $525. ’50 Custom 
4-dr., $480*. '49 4-dr., $295*. 

FORD—’54 Main (8) Ranch Wagon, $1,- 
535; Custom (8) 4-dr., $1,320, '53 Cus- 
tom (8) 2-dr., $1,050%; 4-dr., $1,010*; 
Main (6) Ranch Wagon, $1, 225. "52 Main 
(8) 2-dr., $650; %-ton pickup, $465. ’51 
Custom (8) Victoria, $675, $650; Custom 
(8) 4-dr., $510*; Deluxe (6) 4-dr., $345. 

HUDSON—’52 Wasp club coupe, $575. 

LINCOLN—’53 Capri Hard Top, $1,675*. 

MERCURY—’51 coupe, $500. 





NASH—’54 Ambassador 4-dr., $1,550*. '51 
Ambassador 4-dr., $400. 

OLDSMOBILE — '53 (98) 4-dr., $1,510* 
(ps). 

PACKARD—’53 Clipper 4-dr., $1,000*. 


PLYMOUTH—’53 Cranbrook ’ station wag- 
on, $1,000; 4-dr., $725; Cambridge 4-dr., 
$725, $685. °51 Cranbrook 4-dr., $415; 
Cambridge 2-dr., $300. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,475* (ps). ’54 Chieftain (8) 4-dr., 
$1,320*. "52 Chieftain (8) 4-dr., $770*. 


PHILADELPHIA 


(Harold B. Robinson Auto Auction. Sales 
every Tuesday and Thursday. Prices are 
for sales of May 19-24.) 

(Good sale. Prices stable. Sold 196 cars 
out of 230 offerings.) 


| 
BUICK—’55 Century Riviera, $2,585* (ps); 


$2,320* (ps). '54 Special 

Riviera, $1,950. ’53 Special Riviera, $1,- 

320*; Super 4-dr., $1,115*. "52 RM conv., 

$980"; 4-dr., $870*. °51 Special 4-dr., 

$810, $540, $500. ‘50 Super 4-dr., $485, 
10 


$410. 

CADILLAC—'53 (62) coupe deVille, $2,- 
350*; (60) Special 4-dr., $2,500* (ps). 
"50 (62) club coupe, $1,060*%, $975. °49 
(61) 4-dr., $825*. °48 (62) 4-dr., $630*. 

CHEVROLET—’54 Bel Air conv., $1,400; 
Two-ten 2-dr., $1,120, $1,095, $1,000, $1,- 
075, $1,040, $980. '°53 Bel Air conv., $1,- 
050*, $1,020*; Two-ten 4-dr., $840, $830, 
$820; One-fifty 4-dr., $875, $765, $750, 
$740, $725, $710, $705, $700, $670, $650. 
‘52 SL Deluxe Bel Air, $785; 4-dr., $540. 
’51 SL Deluxe Bel Air, $750*, $700; De- 
livery sedan, $460, $350, $270, 2 at $240; 
%-ton panel, $290. °50 SL Deluxe Bel 
Air, $550, $500. 

DeSOTO—’54 Powermaster 4-dr., $1,080* 


Super 4-dr., 


(ps). ’53 Fire Dome (8) 4-dr., $1,200*. 
’52 Fire Dome (8) 4-dr., $870* (ps), 
$610. '51 sedan, $515. '50 4-dr., $400. 


DODGE—’53 Coronet station wagon, $1,- 
070; 4-dr., $900*%. °’52 Coronet 4-dr., 
$610*. °50 Coronet 2-dr., $355; Wayfarer 
2-dr., $250; Business coupe, $230. 

FORD—'54 Crest (8) 4-dr., $1,110*; 2-dr., 
$900, $785; Crest (6) 2-dr., $730; Main 


(8) 4-dr., $1,030, $1,010, $945, $910, 
$870. ’°52 Crest (8) Victoria, $880; Main 
(6) 2-dr., $510. "51 Custom (8) Victoria, 
$630, $610; conv., $660; station wagon, 
$470; Custom (6) 2-dr., $490; 4-dr., 
$430. 

HUDSON—’52 Commodore (6) Hard Top, 
$500*; Pacemaker 2-dr., $280. '49 4-dr., 
$110. '48 4-dr., $130. 

KAISER—’51 2-dr., $210, $180. 

LINCOLN—'47 4-dr., $115. 

MERCURY — ’52 4-dr., $920. ‘51 4-dr., 
$590*, $575*. '50 4-dr., $450°. 


| NASH—’53 Statesman 4- ar. , $840. '52 Ram- 

bler sedan, $600. '50 Statesman 4-dr., 

| $210. '49 Statesman 4-dr., $145. 

OLDSMOBILE—’55 (88) Holiday, $2,550* 

(ps). °53 (98) Holiday, $1,600%; (88) 
2-dr., $1,340*. °51 (88) 2-dr., $570°. 50 
(98) 4-dr., $535%, $490, $440, $325. °49 
(98) 4-dr., $250*; (88) 4-dr., $140°. 

PACKARD—’51 4-dr., $490*. 

PLYMOUTH—’55 Savoy (6) station wag- 
on, $1,875; Savoy (8) 4-dr., $1,680; Bel- 
vedere (8) coupe, $1,780; 4-dr., $1,810, 
$1,770, $1,760, $1,750; Belvedere (6) 
Hard Top, $1,840; 2-dr., $1,800, $1,680; 
Plaza (6) 2-dr., $1,610. °54 Belvedere 
Hard Top, $1,150. 

PONTIAO—’53 Chieftain (8) 4-dr., $1,200*, 
$1,160; conv., $1,190*. '52 Chieftain (8) 
conv., $885*; 2-dr., $800*. °50 Silver 
Streak (8) station wagon, $680, $610; 
Silver Streak (6) 4-dr., $420, $360. '49 
Silver Streak (8) 4-dr., $160. 

STUDEBAKER—’53 Commander Hard Top, 
$935*; Champion 2-dr., $685*. '52 Com- 
mander 4-dr., $560; Champion 4-dr., 
$420. ’°51 Champion 2-ar., $365, $350. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of May 26.) 

(Buying slow on late models. Sold 60 
cars out of 97 offerings.) 

BUICK—’54 Special 2-dr., $1,215. °53 RM 
sedan, $1,125* (ps). 

CHEVROLET—’'55 Bel Air (6) 2-dr., $1,- 
580, $1,530. '54 Bel Air 2-dr., $1,140; 
Two-ten 2-dr., $1,025. '53 One-fifty club 
coupe, $890; Two-ten sedan, $885. '50 

| SL Deluxe conv., $375; 4-dr., $320, $310. 

| CHRYSLER—’ 54 Imperial sedan, $2,050° 





"49 | 


FORD — 





(ps). °53 NY sedan, $1,030°. '50 Im- 
perial sedan, $310*. 

DODGE—’55 Royal 4-dr., $2,225*. '53 Cor- 
onet station wagon, $875. °52 Coronet 


= $505. °51 Coronet 2-dr., $390; 4- 
FORD. ’'55 Custom (6) 2-dr., $1,535. '54 
Custom (8) 2-dr., $1,185, $1,050; “rest 


(8) 4-dr., $1,150°;" Crest (6) 4-dr., $1,000. 


’53 Crest (8) Victoria, $1,150*; 4-dr., 
$625. '52 Main (6) 2-dr., $535. '51 Cus- 
tom (8) 4-dr., $405, $400; Deluxe (6) 
2-dr., $305. 

HUDSON—’54 Hornet 4-dr., $1,210. 

KAISER—’52 Deluxe sedan, $335. '51 Spe- 
cial 4-dr., $205. 

MERCURY—’52 Custom 2-dr., $780. ‘50 
4-dr., $425; club coupe, $290. 

NASH — '53 Statesman 2-dr., $750. ‘52 


Rambler station wagon, $535. 
OLDSMOBILE—’52 (88) club coupe, $1,- 


055* (ps). ’51 (98) sedan, $530*. '47 
(76) club coupe, $150. 
PACKARD—’53 Clipper 2-dr., $830; 4-dr., 


$835. 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,560. 
’52 Cambridge 4-dr., $395. '51 Cambridge 
club coupe, $310. '50 Special Deluxe se- 
dan, $265, $250. '49 Special Deluxe 4-dr., 
$250. 

PONTIAC—’53 Chieftain (8) station wag- 
on, $1,295; sedan, $840. °52 Chieftain 
(8) 2-dr., $555. °48 Torpedo (8) 2-dr., 
$135. 

STUDEBAKER—’53 Champion 4-dr., $630. 
’52 Champion 4-dr., $400. ’51 Champion 
sedan, $250, $230; Commander 4-dr., 
$215. '50 Commander conv., $200. 

WILLYS—’53 Aero 2-dr., $590°. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of May 26.) 
(Market geod.) 


BUICK—'54 RM Riviera, $2,050* (ps). '53 
Super conv., $1,320*; Special 2-dr., $1,- 
010*, $1,000. "51 Special 2-dr., $515; Su- 
per 4-dr., $485*. '49 Super 4-dr., $200*; 
2-dr., $200*. '48 Special 2-dr., $150. 


CADILLAC—’54 (62) 4-dr., $3,900* (ps). 
"50 (61) 4-dr., $1,075*; (62) 4-dr., $1,- 
035*, $1,025*. °49 (62) 4-dr., $600°*. 

OHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
750*, $1,715. '54 Bel Air 4-dr., $1,385; 
Two-ten 4-dr., $1,160, $1,135, $1,115, 
$1,110, $1,095; 2-dr., $1,105; One-fifty 
4-dr., $1,075. ’'53 Bel Air Sport coupe, 
$965; Two-ten 4-dr., $860; 2-dr., $810. 
’52 SL Deluxe 4-dr., $700, $600, $570. 
*51 SL Deluxe 4-dr., $650, $500*; 2-dr., 
$575; conv., $570. '50 SL Deluxe 2-dr., 
$415*; 4-dr., $406*%; FL Deluxe 2-dr., 
$405, $400; %-ton pickup, $440; %-ton 
Pickup, $330. '49 SL Deluxe 2-dr., $250. 


CHRYSLER—'51 Windsor 4-dr., $395*. 


DeSOTO—’53 Custom 4-dr., $1,100*. '52 
Custom club coupe, $700*. 
DODGE—'51 Coronet (6) 4-dr., $315°. ‘50 


— 4-dr., $305*. °49 Wayfarer 2-dr., 
45. 
"55 Thunderbird, $2,875* (ps); 


Custom (8) station wagon, $1,600; 2-dr., 
$1,350, $1,285, $1,200; Crest (8) Sky- 
liner, $1,475; Custom (6) club coupe, 
$990; Main (6) 4-dr., $995. '53 Custom 
(8) 2-dr., $1,025*; Main (6) 4-dr., $800*; 
Main (8) 2-dr., $750, $725. '52 Crest (8) 
station wagon, $1,280*; Victoria, $840; 
2-dr., $585. '51 Custom (8) 2-dr., $585*; 
Deluxe (8) 2-dr., $410; coupe, $165. '50 
Custom (8) 2-dr., $400; 4-dr., $400; club 
coupe, $390; Deluxe (8) 2-dr., $330, $235. 
LINCOLN—’51 4-dr., $340*. 
MERCURY—’55 Custom (8) 4-dr., $2,185°. 
‘54 Monterey Sport coupe, $1, 875°; 4-dr., 
$1,740*; Custom 4-dr., $1,400. "58 Mon- 
terey coupe, $1,440*.. "51 4-dr., $700; 
oa $685*; 2-dr., $620; club coupe, 


NASH—'51 Statesman 4-dr., $280; Ambas- 


sador 4-dr., le 
OLDSMOBILE —'55 (88) Super Holiday, 
$2,655* (ps). ’53 (88) 4-dr., $1,025. '51 
(88) Super 4-dr., $740*. '50 (88) 4-dr., 
$375*. '49 (88) sedan, $360°. 
PLYMOUTH — ’'51 Cambridge club coupe, 


$365. 50 Special Deluxe 4-dr., 
luxe 4-dr., $280. °49 Special Deluxe 
sedan, $305. 


PONTIAOC—'54 Chieftain (8) Catalina $1,- 
645*. '53 Chieftain (8) 4-dr., $1,095. '52 
Chieftain (8) Catalina, $860*. "51 Silver 
Streak (8) sedan, $470*. '49 Silver Streak 
(8) 2-dr., $250; Silver Streak (6) 2-dr., 


$175. 

STUDEBAKER — '51 Commander sedan, 
$255. °50 Champion 4-dr., $250; 1%-ton 
pickup, $175. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of May 25.) 

(Pre-holiday buying very good. West- 
ern buyers appearing again. We sold 102 
cars out of 146 offerings.) 


BUICK—’55 Special station wagon, $2,990° 
(ps); Century 4-dr., $2,665* (ps); Rivi- 
era 2-dr., $2,610* (ps), $2,595* (ps). 
"54 Super Riviera 2-dr., $2,065* (ps). 
*53 Super Riviera 2-dr., $1,125*, $1,115*, 
$1,105*; Special 4-dr., $1,085*; 2-dr., 
$985, $920. '50 Super 4-dr., $370*. 

CADILLAC—’55 (62) 4-dr., $4,300* (ps); 
coupe, $4,315* (ps). '52 (62) coupe de- 
Ville, $2,350° (ps). '51 (62) 4-dr., $1,- 
510*; (60) Special 4-dr., $1,315*. ‘50 
(62) 4-dr., $1,075*. 

OCHEVROLET—'55 Bel Air (8) 2-dr., $2,- 
150°, $1,845; 4-dr., $1,965* ps); Two- 
ten (8) 4-dr., $1,685, $1,660, $1,600. '54 
Two-ten 2-dr., $1,115, $1,110; One-fifty 
2-dr., $975; 4-dr., $910, $885, $875. °53 
Bel Air 4-dr., $1,065; Two-ten station 
wagon, $1,045; 2-dr., $810, $805; One- 
fifty 2-dr., $720. 52 SL Deluxe Bel Air, 
$820* (ps). ’50 SL Deluxe station wag- 
on, teed SL Special 2-dr., $480. 

OHR YSLER—'51 | Windsor 4-dr. -» $610°, °50 
NY 4-dr., $455 

DeSOTO—'55 vire Dome (8) Hard Top, 
$2,345*; 4-dr., $2,285*. '53 Fire Dome 
(8) 4-dr., $1,145* (ps), $1,105* (ps), 
$1,090* (ps); 2-dr., $1,060*, $1,050* (ps). 
"52 Custom (6) 4-dr., $705* (ps), $695*. 

DODGE—’53 Meadowbrook 4-dr., $630. ’51 
Meadowbrook 2-dr., 

FORD—’ 55 Thunderbird, $3,000* (ps). '54 
Crest (8) conv., $1,550°; Custom (8) 
4-dr., $1,360*, $1,305°, $1,140*, $1,100. 
$1,085. °53 Crest (8) 4-dr., $815, $785 
‘52 Crest (8) 2-dr., $690°. '51 Custon 
(8) 4-dr., $575°; 2-dr., $480°, $375*; % 
ton pickup, $555; 2-ton stake, $420. '4° 
Custom (6) 2-dr., $155. 

LINCOLN—’48 Continental 2-dr., $1,200* 

MERCURY—’'52 Monterey conv., $1,045* 
*51 Custom 4-dr., $605*, $475°, $350* 

NASH—’53 Ambassador 2-dr., $970°; 
Statesman 4-dr., $850°. '50 Statesman 
2-dr., $180°*. 

OLDSMOBILE — ‘55 (88) Super Holiday 
$2,985° (ps), $2,960° (ps); 4-dr., §$2,- 


(Continued on Page 84, Col. 2) 
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TIRE CHANGER—The Tamco Steelman 
lire changer is especially designed for 








NEW PROD 





changing tubeless tires, although it will | 
handle tube-types, too. It is claimed that | 
the bead-breaker (above), cannot damage 








the bead or air seal on tubeless tires. | 
Mounting and dismounting tool, tire 
spreader, safety tube remover and tube- | 
less tire inflating band are among the| 


accessories that can be purchased with | — 


the Steelman. Tobin-Arp Mfg. Co., 6402 | 
$. Penn Ave., Minneapolis 23, Minn. 
ie. oie 


Pressure Cap Tester 


The Testmaster is said to check 
the cooling system in less than 10 
minutes by testing pressure cap, 
petcocks, expansion plugs and head 
gasket. Enell Associates, Inc., 9701 
Clinton Rd., Cleveland, O. 

+ 





WATERPROOF SUIT—A service 
attendant is 
automobile motor in a special waterproof 
suit of “Aldairized” fabric. The fabric is 
said to protect from external moisture 
while allowing perspiration vapors to es- 
cape. Aldan Rubber Co., 3500 Salmon St., 
Philadelphia, Pa. Sails 


Acme Develops Synthetic 


Non-Yellowing Enamel 


Acme Quality Paints, Inc., has 
announced development of what it 
calls a true synthetic, non-yellow- 
ing, air-drying enamel. Called Acme 
222 Fleet-X White, the firm says it 
will cover 480 square feet per gal- 
lon. 

The new paint is available from 
Acme jobbers in gallons, quarts or 
pints. Further information can be 
obtained from Acme at 8250 St. Au- 
bin, Detroit 11, Mich. 

os : 


station | 
shown steam cleaning an 


| @ 


LUBE MOUNTING—The Aro lube over- 
head hose reels can be installed with any 
number of mountings for chassis, gear, 
motor oil, air, water and automatic trans- 
mission service. They are finished in white 
enamel with chrome trim. An automatic 
reel latch holds the withdrawn hose in 
position. Aro Equipment Lor. Bryan, O. 





WALL SHELVES—A wall 


display unit, 
made of wrought iron uprights, has five 
| plywood shelves. It is assembled without 
| bolts, nuts, screws or tools. Dimensions 
|are: six feet long, five feet high, with 


| shelves decreasing in depth from 24 
linches at the bottom to 12 inches at 
the top. Great Lakes Store Fixture Co., 
2401 W. Ohio St., Chicago 12, Wi. 

* 


|Brochure Describes 


Boltless Steel Shelving 


by Frick-Gallagher Mfg. Co., Wells- 
ton, O., to describe Klip-Bilt, a new, 
boltless steel shelving. 

The booklet illustrates the three 
types of clips used for installation 








attached to any faucet up to size | 
15/16th inch. It weighs three pounds 
and is said to turn cold water into 


hot water in two seconds. 
+ 





ail 


DEALER EMBLEM Krome-Kal auto 
dealer emblems are said to give the ap- 
pearance of expensive chrome emblems 
at a fraction of their cost. A self-adhesive 


| backing allows installation on any clean, 


non-porous surface. They come in a variety 
of designs and colors. Douglas Co., 620 
| 12th St., S., Minneapolis 4, Minn. 

. 2 


Plan Offers ‘Custom Mirrors’ 


Grote truck mirrors are now 
available through a “Custom Pur- 
chase Plan.” Truckers can buy any 
|parts in the line and have them 
assembled to meet individual truck 
| requirements. Single parts also can 
be purchased for replacement use. 
|Grote Mfg. Co., Inc., Bellevue, Ky. 

a & 








SPOT WELDER — A heavy-duty spot 
welder is said to be designed for high- 
duty cycle resistance welding on medium 
gage sheet metal. The upper head con- 
struction, it is claimed, offers a hardened 
and ground lubricated slide, riding in 
adjustable “V" gibs for maximum bear- 
ing and precision alignment. It is equipped 
with an air cylinder of sufficient capacity 
to handle a wide range of metal thick- 
nesses. 
nois, Detroit 4, Mich. 

* * * 


File-Folder Issued 


Remington Rand Inc. has issued 
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UCTS 


can control the amount of light 
necessary to switch his lights to 
low beam, or can override the 
control completely with the regular 
foot dimmer switch. 

The advantage claimed for the 
device is that snow banks, reflector 
signs and bright moonlight will not 
affect the Dim-O-Matic when 
properly adjusted. Maico Co., 26 
Maico Bldg., Minneapolis, Minn. 

a * * 





FIRE EXTINGUISHER—A 10-pound pres- 





Delta Welder Corp., 8525 Liver- | Es 


|a folder entitled “Subject File” in | 


which a typical records analysis 


and file reorganization project is | 


Copies may be obtained from com- | 


pany offices or by writing the firm 
}at 315 Fourth Ave., New York 10, 
. i 2 


without tools. An exclusive design | 


A four-page brochure is offered| described in a 10-step procedure. | 


ed 


Tera hae 





VACUUM CLEANER — An automotive 
vacuum cleaner, the Vacmobile, features 
mobility with two large wheels and baby 
carriage handlebars. The firm also makes 
a “master tool” which fits floor cleaning 
attachments. The tool has 11 slide-on 
adapters for scrubbing, polishing and 
sweeping floors. Pullman Vacuum Cleaner 
Corp., 33 Allerton St., Boston 19, Mass. 


Service Station Coating 
Bakelite vinyl resin-base coatings 


|which are said to reduce mainte- 


nance costs for service stations and 
other buildings are offered by Plas- 
tic Coating Corp., P. O. Box 13127, 


said to be highly resistant’ to mois- 
ture, oil, grease and most chem- 
icals. 





AUTO CATALOG—The Almquist catalog 
lists all types of automobile accessories 


feature of Klip-Bilt is the method | 
by which shelf flange corners are | 





gripped against T-posts to prevent 
vibration and sagging. 

To obtain a copy write for cata- 
log 701. 





RIMLESS LIGHTS — Directional signal 
lights, incorporating rimless construction, 
are marketed for heavy-duty use on trucks, 
trailers or buses. State approved designs | 
Gre available with red or amber lucite | 
lenses. The twin lens lamp (top), uses one 
bulb but flashes forward in amber and 
to the rear in red. Alco Division, Auto 
lamp Mfg. Co., 2909 S. Indiana Ave., 
Chicago 16, Ill. : 


Portable Heating Plant 








car 
vacuum cleaner is available with an inde- 
pendently cooled bypass motor said to 

The Thermojet, a portable hot/reduce the danger of overheating. The 
water heating plant, is offered by | cleaner holds a bushel of dirt and moves 
Greatex Products, Inc., 890 Sixth | on ball bearing casters. Empire Chemical 
Ave., New York 1, N. Y. It can be! Products, 10 Longworth St., Newark 2, N. J. 


| VACUUM CLEANER—The Nu-Vac 








SERVICE MERCHANDISER — A service 
manager's desk can be used as a focal 


| point around which a reception area can | 
| be maintained. Shure model 9325, shown | 


above, is 62% inches high (less banner), 


31 inches deep and 60 inches wide. The | 
table is 44 inches high. The lower storage | 


{cabinet has two shelves and a full back. 
| Shure Mfg. Corp., 1601 S. Hanley Rd., 
St. Louis 17, Mo. 


* * * 


Headlight Dimmer Features 


| Adjustable Sensitivity 


The Dim-O-Matic is an auto- 
matic headlight beam control with 


| adjustable sensitivity. The driver | 


|}and equipment. New products, souping 
data, pictures and tips on how to improve 
performance are included. It is available 
| without charge. Almquist Engineering Co., 


Milford, Pa. 


* * * 





VOLTAGE REGULATORS — Replacement 
voltage regulators for almost every make 
of American car and truck feature termi- 
nal arrangements exactly the same as 
original equipment. Identification tags are 
| provided in the carton for snap-on attach- 
| ment to corresponding lead wires. Chace 
Thermostatic Bimetal strips control circuit 
opening and closing within close toler- 
ances, it is claimed. Jubilee Mfg. Co., 
Omaha 9, Neb. 





surized dry chemical fire extinguisher car- 
ries Underwriters’ approval for a pressure 
range of from 150 to 250 pounds. The 
unit is said to extinguish 40-square-foot 
gasoline fires at all of its pressure ranges. 
Features include a gage claimed to be 
dust and moisture-proof and a pistol grip 
trigger release mechanism. Walter Kidde 
& Co., Inc., Belleville, N. Z 





VISOR CASE — The Travel-Visette at- 
taches to the car's sun visor and is used 
for holding maps, gloves, sunglasses, 


Houston 19, Tex. The resins are | PoPers and other travel items. U.S. As- 


sociates, 2170 W. Venice Bivd., Los An- 
geles 6, Calif. 
” 


. s 
Remington Rand Unveils 


Steel Office Furniture 


Remington Rand Inc. has intro- 
duced new office furniture called 
the Aristocrat steel desk line. All 
units will be available in grayrite, 
heather beige and surf green with 
other colors optional. 

The firm said all edges and cor- 
ners of the products, inside and 
out, are rounded and smooth. 315 
Fourth Ave., New York 10, N. Y., 
ask for folder FF-187. 





Under- 


UNDERCOATER — The Hi Line 
koter sprays undercoating material at 50 
to 70 pounds of pressure. Hi line Tool 
Co., 5425 West Bivd., Vancouver, . <& 

- 


Colectomatic Film 


“Made to Order,” a color sound 
film featuring the Colectomatic 
sanitary refuse collection unit, is 
available for free showings on 
16-mm. sound projectors. Heil Co., 
Body and Hoist Division, Milwau- 
kee 1, Wis. 





SHOCK ABSORBER—The Columbus Vel- 
vet-Ride Shock Absorber is a lower-priced 
version of the Columbus Luxury-Ride 
shock. It is painted red and has a cone- 
shaped bellows stone shield over the 
shaft. Heckethorn Mfg. & Supply Co., 
Littleton, Colo. 
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News to Note... 


Auto World in Brief 





(Continued from Page 23) 


Club’s board of directors have 
elected Harry Maher, president. He 
replaces W. I. Buffington, who has 
resigned. Dan Brown is vice-presi- 
dent. 6 


+ 
Czechs Join Trade Fair 


TORONTO.—Czechoslovakia will 
enter the Skoda automobile, a light 
car with air-cooled engine in the 
rear, in the Canadian International 
Trade Fair here in June. 


American Brake Shoe 


Buys Par Compressor 


NEW YORK.— American Brake 
Shoe Co. has taken over the air 
compressor business of Lynch Corp. 
at Defiance, O., according to Wil- 
liam T. Kelly jr., vice-president. 

Kelly said the firm has purchased 
the Par line of one-third to ten 


Dodge’s Contest 
Attracts Million 
For ‘Thrill’ Ride 


DETROIT.—More than a million 
persons drove Dodge cars for 
demonstration tests in the national 
“Get the Thrill” contest just ended, 
according to Jack W. Minor, Dodge 
advertising and merchandising di- 
rector. 

Fifty Royal Lancers—one each 
day—were given away in the con- 
test to winners in 43 states. Win- 
ners included a minister, house- 
wives, a 14-year-old Texas school- 
boy, a butler to a steel magnate, 
secretaries, a retired railroad man, 
three salesmen and a Wisconsin 
newspaper reporter. 

Women outnumbered men among 
the winners, probably, said Minor, 
because they had more time to 
study and enter the contest. 


Dodge Truck Post 
Goes to Burks 


DETROIT. — Appointment of 
Kenneth W. Burks as assistant 
truck sales manager in charge of 
organization was 
announced last 
week by William 
S. Woolsey, truck 
general sales 
Manager of 


Dodge. 

Burks joined 
Plymouth in 1933 
as desk head in 
the distribu- 
tion department 
and has been em- 

K. W. Burks ployed by Chrys- 
ler Corp. divisions since that time. 
He last served as director of gov- 
ernment sales for Fargo. 








horsepower compressors used pri- 
marily in the automotive field. 
* * * 


Graver Appoints Rep 


NEW YORK.—H. R. Fosnot, sales 
manager of Graver Water Condi- 
tioning Co., has announced appoint- 
ment of Allen-Shuff Corp. of 
Memphis and Nashville as sales 
representatives. Their territory will 
include Eastern Arkansas, North- 
ern Mississippi and Western Ten- 
nessee. ; 

* o 


Chevrolet Wins Bid 


For Oregon Autos 


SALEM, Ore.—All new cars to be 
purchased in the low-priced field 
by the state through Aug. 1, 1955, 
will be Chevrolets, the state de- 
partment of finance and adminis- 
tration has announced. 

The department said it has ex- 
ercised an option contained in the 
auto bids, opened in April. Chevro- 
let agreed in its bid to supply cars 
at the same price through Aug. 1. 
The price was not revealed. 

+ ” * 


Newark Firm Expands 


In Auto Carpet Field 


NEWARK, N. J.—Newark Auto 
Top Co. has announced completion 
of a new building for production of 
custom-made wool carpets for all 
makes and models of autos. 

Previously the company built re- 
placement carpets only for Cadillac. 
It has announced formation of an 


Canada Reaffirms 
Tax Exemption 


Of Tire Outlets 


MONTREAL. — The Canadian 
Exchequer Court has ruled that 
retail outlets do not have to pay 
sales and excise taxes on special- 
brand tires. 


The court rejected the appeal of 
three Canadian tire manufacturers 
— Goodyear, Goodrich and Fire- 
stone—that T. Eaton Co., Ltd., and 
similar retail companies be treated 
as manufacturers for tax purposes. 


The rubber companies sought to 
have the 10 percent sales tax and 
the 10 percent excise tax figured 
on the retail price rather than the 
producer’s price on the grounds 
that Eaton was in effect the man- 
ufacturer of tires sold under its 
brand name. 


Upholding a Tariff Board ruling, 
the court said evidence showed 
that Eaton’s source of supply — 
Dominion Tire Co.—owned all the 
dies and molds, took all the risk 
in producing the tires and hence 
owned the tires until they were 
sold to Eaton. 





The Small and Large of lt— 


To show the range of sizes being offered by Hydraulic Press Mfg. Co., Mount 
Gilead, O., @ two-ton model stands between two 500-ton models. The company's 
new C-Press line-includes 11 models from two to 200 tons’ capacity. The 500-ton 

shown were’ specially built for Aluminum Co. of America. The C-Presses are 


designed for low tonnage jobs. 


affiliate—Newark Auto Carpet Co. 
—which will fill orders for all cars | 


from 1948 to 1955. 
.' 2 2S 


Wholesale Parts Turnover 
Tops °54 Pace in Canada 


OTTAWA.—Dealers’ sales of auto | 
parts and equipment increased 3.6 | 3 k 


percent in dollar volume at the 
wholesale level during February as 
compared with the same month of 
last year, while inventories rose 
1.5 percent in value, the Canadian 
Government reports. : 


Soviets Renege on Show 


TORONTO. — Soviet Russia, 
which originally requested space in 
the Canadian International Trade 
Fair here in June, has reversed 
itself and withdrawn from the 
show. Some dealers had expected 
to get a glimpse of Russian autos 
at the fair. 


Vauxhall Sets Records 


In Exports for 1955 


LONDON, England.—Vauxhall 
Motors has reported three new ex- 
port records were set during the 
first quarter of 1955. 

The records were in number of 
vehicles —20,325—shipped overseas. 
Spare-part shipments rose 40 per- 
cent and, the value of all exports 


increased 12 percent. 
* o + 


Louisville Cab Firm Adds 


Rent-A-Car Service 


LOUISVILLE. — Louisville Taxi- 
cab & Transfer Co. has added Rent- 
A-Car Service to its other services. 

Available at no extra charge will 
be cab transportation to the Rent- 
A-Car office from any place in 


downtown Louisville. 
” * * 


Willys Zone Office 
Moves in California 

OAKLAND, Calif—The San 
Francisco zone office of Willys 
Motors, Inc., has moved to nearby 
Emeryville, according to Ken B. 
Moyer, manager. 

The new headquarters contains 
20,000 square feet of parts and 
_ accessories warehouse space and 
5,000 square feet of office room. 
It will serve all of California and 
Nevada. 


* * * 


Auto Theft Ring Broken 


With Arrests at Windsor 


WINDSOR, Ont.—Murray Miles, 
of Lakeshore Motors, Leamington, 
Ont., was among six persons ar- 
rested as Royal Canadian Mounted 
Police smashed an_ international 
car theft and smuggling ring here. 
Two Michigan men are being 
sought in connection with the ring. 

All have been arraigned on 
charges of being in possession of 
goods unlawfully imported. Wind- 
sor lies across the Detroit River 
from Detroit. 


Packard Appoints 
Used-Car Chief 


DETROIT.—Appointment of Eu- 
gene B. Rebhan, 39, as national 
used-car Manager was announced 
last week by Dan 
O’Madigan jr. 
Packard general 
sales manager. 

Rebhan for- 
merly was assist- rs _ 
ant national 
used-car man- Pa 
ager of Lincoln- 7 
Mercury. d . 

At Packard, ‘ 
O’Madigan said, Se a 
Rebhan will be au _ 
responsible for EB. B. Rebhan 
developing and carrying out pro- 
grams involving a new approach 
to the merchandising of luxury- 
class used cars. Basically, the pro- 
grams will place emphasis on late- 
model Packards. 





Brandenton Dealers Elect 


Hilliard as President 


BRANDENTON, Fla. — Dozier 
Hilliard, general manager of Hil- 
liard Bros. (Pontiac-Cadillac), was 
elected president of Brandenton 
Automobile Dealers Assn. He re- 
places Bill Rossman of Manatee 
Motors (Dodge). 

Other officers are Harley Moore, 
vice-president, and Fay Finkins, 
secretary - treasurer. Jimmy Fox 
joined E. S. Pruitt and Gordon 
Smith on the board of directors. 





om. 






Nash Driveaway Plays It ‘Cool’— 


q 





A caravan of 40 Nash cars, equipped with air conditioning, was driven away from 
the Nash plant in Kenosha, Wis., by Nash dealers of the Chicago zone. It was the 
second such driveaway, arranged by Chicago zone manager John Fountain. The cars 
bore special signs advertising the air conditioning units and saying, “Step in! 


Cool offi” 





Packard Studies Colors; 
Finds Black Is Gaining 


NEW YORK.—Despite the riot of 
colors predominant in the new cars 
rolling off production lines, Pack- 
ard has reported that customer 
preference for black has risen 19 
percent this year. 

Dan O’Madigan jr., Packard gen- 
eral sales manager, attending a 
Packard “color salon” here, said 
that the solid-black Packard Patri- 
cian has won more favor than in 
1954. 


The salon was held, O’Madigan 
said, to ascertain customers’ color 


DeSoto Announces 
Top 10 Dealers 
In April Sales 


DETROIT. — A. B. Nielsen, De- 
Soto general sales manager, last 
week released the names of the 
firm’s top 10 dealers for April with 
James F. Waters, Inc., San Fran- 
cisco, winning top sales honors as 
DeSoto “dealer of the month.” 

Among cities, Detroit led with 
Glenn Walker, Inc., and Leo Adler, 
Inc., according to Nielsen, “giving 
Detroit the biggest combined nu- 
merical total for any city” repre- 
sented by the 10 dealers listed. 

Others listed were Automobile 
Sales Co., Memphis; Armory Gar- 
age, Albany; L. P. Steuart, Inc., 
Washington; Cristopher Motors, 
Miami; Krich Bros., Newark, N. J.; 
Tom O’Brien Co., Indianapolis, and 
Seneca Motors, Inc., Rochester, 
N. =. 


Distributors Pay 
Tribute to Shank 


CHICAGO.—John A. Shank, au- 
tomotive service pioneer, was hon- 
ored here Friday 
at a_ testimonial 
dinner given by 
48 central service 
distributors. 
Shank retired 
May 31 as man- 
ager of Electric 
Auto-Lite Co.'s 
Parts and Serv- 
ice division. 

Honored with 
Shank was D. H. 
Kelly, Auto - Lite J. A. Shank 
vice-president, who also retired 
May 31. 

Shank joined Auto-Lite in 1914 
as an apprentice on the generator 
assembly line of the three-year-old 
company. By 1917 he was manager 
of the service department and had 
established a central service sta- 
tion organization. 


Ford Suit Adjourned 


COLUMBUS, O.—The suit of M. 
L. Cottingham, Inc., against Ford 
Motor Co. in Federal Court here 
has been adjourned until June 15. 
The Zanesville, O., dealership is 
trying to prevent Ford from can- 
celling its franchise. 





preference in the luxury car field. 
Other salons were opened in Bos- 
ton, Philadelphia, Pittsburgh and 
Washington. 

O’Madigan said that Packard has 
tripled its staff of color experts 
and now offers the largest selec- 
tion of colors in its 55-year history. 


Chevrolet Sets 
3 New Output 
Marks in May 


DETROIT. — Chevrolet set new 
daily, monthly and five-month pro- 
duction records in May, says Gen- 
eral Manager T. H. Keating. 

A total of 10,164 cars and trucks 
poured from Chevrolet’s U.S. as- 
sembly plants May 31 to shatter 
an industrywide daily production 
record set by the division earlier 
this year. 

The May 31 volume—consisting of 
7,362 cars and 2,802 trucks—pushed 
Chevrolet’s May output to 211,416 
units, topping the old monthly rec- 
ord of 211,133 units set in June, 
1950. 

Keating said that Chevrolet’s 
U.S. production for the first five 
months of this year totaled 966,493 
cars and trucks. This exceeded by 
151,193 units the previous high of 
815,300 set in the first five months 
of 1953. 

“Moreover,” Keating added, “our 
car production alone—totaling 808,- 
263 for the five-month period—is 
higher than our car production for 
the entire first half of any prior 
year. The highest car output in the 
first six months of any past year 
was registered in 1953 when 774,256 
units were produced.” 

The previous daily production 
record — 10,081 cars and trucks — 
was set by Chevrolet Apr. 29. On 
the preceding day, Chevrolet turned 
out 10,080 to become the first auto 
maker to pass the 10,000-a-day 
mark. 

The five-year-old monthly pro- 
duction record was achieved by 
turning out 161,854 cars and 49,279 


. |trucks. The new record set in May 


represents 164,048 cars and 47,368 


+ | trucks. 


Bell to Address 
Chicago Dealers 


CHICAGO. — Frederick J. Bell, 
executive vice-president of NADA, 
will be the principal speaker at the 
51st annual meeting of the Chicago 
Automobile Trade Assn., to be held 
June 6 at the Drake Hotel. More 
than 500 members are expected to 
attend. 


Bell will talk on the national! 
level and President Earl T. Zweifei 
of the CATA will discuss important 
issues currently of interest in the 
Chicago area. Five new directors 
will be elected for three year terms. 


e 
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First-Quarter Average Rebounds to 3.1% . . . 


Dealers’ Profit Picture Brightens 


(Continued from Page 1) 


percent. They dropped to 2.2 per- 
cent by the end of the year. 
om 


+ * 
_— overall showing in the first 


quarter this year improved in 
spite of a continued increase in 
used-car losses. The used-car loss 
per used unit sold averaged $112 in 
the latest quarter, against a $93 
loss in 1954 and a $45 deficit in 
1953. 

A contributing factor to the 
operating profit resurgence was 
the reversal of an upward tend- 
ency in expenses. Overall average 
operating expense was pared to 
8.5 percent in the first quarter 
from last year’s 10.4 percent. 
Thus, despite a slight rise in 
selling expense from 3.6 to 3.7, 


total expense ebbed from 1954’s 
14.2 to the 1955 quarter’s 12.2. 
* * * 

HE NADA survey found that 

dealer inventories as of March 
31 averaged 15.3 new cars and 4.9 
new trucks per dealer. New-car 
inventories by dealer groups ranged 
from 11.0 for Group I to 83.2 for 
Group IV. 

Percentage of gross profit to 
sales averaged 23.1 for all brackets, 
with no group showing more than 
a one percentage point variance 
from the average. Truck sales 
yielded a gross profit of 18.7 per- 
cent. 

With a 39.5 days’ supply of 
new cars and 61.1 days’ supply of 
new trucks, Group I dealers led. 
their larger colleagues in these 


Here's How Dealers Fared 
In First Quarter, ‘55 


(Continued from Page 1) 


Epitor’s Note: The following figures are taken from NADA’s 
latest “Operating Averages for the Automobile Retailing Industry.” 


New Cars and Trucks 


GROUP I 
1 to 149 New Cars 
and Trucks Retailed 


(3-31-55) 

Inventory Per Dealer 
Passenger Cars 
Trucks (Per Truck 

Dealer) 

Days’ Supply 
Passenger Cars 
Trucks 

Percentage of Gross 

Profit to Sales 
Passenger Cars 


GROUP II 
150 to 399 New © 
and Trucks Retailed 
in. 1954 
GROUP Ill 
400 to 749 New Cars 
and Trucks Retailed 
in. 1954 
GROUP IV 
750 or more New Cars 
and Trucks Retailed 
in. 1954 
INDUSTRY 
AVERAGE 


25.3 


= 
“o 


4.6 


30.8 
43.7 


20.9 
36.8 


23.8% 
19.3% 


23.3% 
19.1% 


Used Cars and Trucks 


Average Selling Price 
Per Unit 

Ratio Used Unit Sales 
to New 

Gross Loss on Used 
Unit Sales 
Per Used Unit 
Per New Unit 

Number of Days’ Supply 
in Inventory 
3-31-55 

Average Cost Per Used 
Unit in Inventory 
8-31-55 
Percentage of Used 
Vehicles in Stock 
30 Days or Longer 


—$ 82 
—$141 





44.6% 36.9% 25.0% 


$770 $743 $668 $739 


Litol 15tol 13tol Llitol L5tol 


—$112 
—$170 


—$130 
—$190 


—$161 
—$212 


—$161 
—$185 


33.4 25.1 20.9 36.4 


$743 $761 $705 


40.2% 


Parts 
Accessories Not Included 


Parts Sales Per New 
Unit Retailed ... 
Percentage of Gross 
Profit to Sales 
Number of Months 
Supply in Inventory 
Annual Turnover of 
Investment 


. $307 


30.7% 


$245 $213 


30.2% 30.1% 
4.9 4.4 


2.4 2.7 


Customer Labor 


Sales Per New Unit 


Percentage of Gross 


$183 $155 $126 $198 


42.0% 49.9% 419.5% 42.5% 


Total Service 
Includes Labor, Parts, and All Other Service and Stockroom 
Sales, Except Accessories with New Vehicles 


Sales Per New Unit 
Retailed 

Percentage of Gross 
Profit to Sales 

Service Absorption 
(Officers’ and Owners’ 


$580 $493 $432 $627 
35.0% 87.3% 35.8% 34.2% 


58.0% 56.3% 58.6% 54.5% 


Ratio of Departmental Sales to Total Sales 


New Cars and Trucks, 
Retail = 


ann a ee 
Total Service and 


56.7% 


61.1% 
24.2% 


63.5% 
22.4% 


64.3% 
20.0% 


59.6% 
24.6% 


12.5% 
2.2% 


11.4% 
2.1% 


11.3% 
44% 


13.7% 
2.1% 





accountings. All three other 
dealer groups fell below the av- 
erage for the trade, which were 
32.1 days for cars and 48.9 for 
trucks. 


The same pattern appeared in 
used vehicles. Group I dealers had 
a 43.4-day supply as of March 31, 
surpassing the industry average of 
36.4. Groups II-IV fell short of the 
average. 

* x + 


VERAGE dealers in the first 

quarter sold 1% used cars for 
each new car sold, compared with 
1.8 last year. The gross loss on the 
used-new sales ratio was $170, how- 
ever, paralleling the drop in the 
used-car ratio to $112. 


The average March 31 used-in- 
ventory of 36.4 days included fewer 
cars which had been in stock a 
month or longer. This proportion 
was 40.2 percent at the end of 
March, contrasted with 42.9 per- 
cent for last year. 


The average selling price of 
used units was $739 in the first 
quarter, while the average cost 
of an inventoried vehicle was 
$705. Comparable 1954 averages 
were $707 and $678, respectively. 
Service absorption, including 
dealership officer and owner sal- 
aries, rose fractionally in the ini- 
tial quarter from the 1954 showing. 
The quarter percentage was 54.5 
and the year figure, 54.4 percent. 
New-car dealers sold fewer parts 
per new unit retailed, but garnered 
a greater gross profit. Respective 
comparisons: $338 in the year, $262 
in the quarter; 30.1 percent in the 
year, 30.3 in the quarter. The parts 
statistics do not include acces- 
sories. 


Average dealers wound up the 
first quarter with a 5.6 months’ 
parts inventory. Group I dealers 
again were above average at 6.5 
months. The 1954 average was 5.8 
months. The parts investment turn- 
over remained constant at 2.1. 

~ * * 


USTOMER labor reflected a 
similar course—smaller in terms 
of the higher new-unit sales and 
increasing in profit return. The 
trade average to sales was $193 in 


Not Dishonest, 
Ohio Dealers Say 


New Hearings Set 
By Licensing Board 


CINCINNATI. — The auto dealer 
was given an opportunity to tell 


t :|his story: He isn’t the ogre some 


people think he is and he wants to 


i/run a legitimate business. 


Cincinnati dealers testified thus 
before the Ohio Auto Dealers and 
Salesmen’s Licensing Board com- 
posed of W. A. Brandenberg (Chev- 
rolet), Mansfield, O., president; C. 
A. Cronin (Ford), Cincinnati, vice- 
president, and C. Ervin Nofer, act- 


w jing state registrar. 





He Just Likes Chryslers— 


Joseph L. Plummer, 60, retired Milton 
(N. H.), real estate man, is shown in his 
24th new Chrysler convertible purchased 
from Colonial Motors, Inc., Burlington, Vt. 
Handing him his bill of sale is Bill Dillon, 


of Colonial. Plummer bought his first 
Chrysler in 1924 and has every year 
since, except during the war. 


the quarter and $255 last year, 
the gross profit rose from 41.7 per- 
cent to 42.5 percent. 

The trade’s average sales for 
total service items, omitting ac- 
cessories, was $627 per new unit 
retailed in the quarter, contrasted 
with $812 last year. Gross profit 
increased from 32.7 to 34.2 per- 
cent. 

The average dealer scored 59.6 
percent of his total first-quarter 
sales in new cars and trucks, 24.6 
percent in used vehicles, 13.7 per- 
cent in total service and parts and 
2.1 percent, miscellaneous. Com- 
parative 1954 percentages: 54.6, 
26.3, 17.4 and 1.7. 

Group IV dealers, with the high- 
est volume, had a 64.3 percent new- 
unit ratio in the quarter, while 
Group I dealers had 56.7 percent. 
The latter group showed a 26.3 per- 
cent used-unit ratio, compared to 
20 percent in Group IV. Group I 
also topped all others in service 
and parts ratio—15.5 percent. 





23,000 Visit Parts Show 
In N. Y.; Detroit Next 


NEW YORK. — An estimated 
23,000 persons attended the four- 
day Tri-State Automotive Exhibit 
held here in the Kingsbridge Ar- 
mory. 

The visitors were jobbers, manu- 
facturers, exhibitors, fleet and taxi 
owners, independent repair men 
and automobile dealers. 

It was one of a series of re- 
gional events being held this year. 


New Sales Record 
This Year Seen 
By Dayton Rubber 


DAYTON, O.—A new ’55 sales 
record which will exceed the pre- 
vious high of $62 million has been 
predicted by A. L. Freedlander, 
president of Dayton Rubber Co. 

Speaking at the firm’s Golden 
Jubilee banquet, Freedlander 
stressed the opportunities which lie 
ahead in the manufacture of syn- 
thetic. materials, such as polyur- 
thene. 

“Polyurthene resins,” he said, 
“are flexible and tough, light in 
weight and can outwear rubber and 
leather many times. They can be 
porous or solid. They will find 
hundreds of uses in replacing ma- 
terials now used for insulation, 
etc.” 

Dayton’s West Coast subsidiary, 
American Latex Products Corp., 
already is a polyurthene manufac- 
turer, Freelander said, and added 
that still larger operations are 
being set up for the firm’s eastern 
plants. 


Others have been staged in Los 
Angeles, San Antonio and At- 
lanta. The last—the Great Lakes 
Automotive Show—will open in 
Detroit next Thursday (June 9) 
and run for four days. 


Wednesday night (June 8) a 
“kick-off” dinner will be held by 
the B-19 Booster Club, headed by 
James F. Boyle, manufacturers 
representative. 


All the regional shows have been 
sponsored by the National Stand- 
ard Parts Assn. and Motor and 
Equipment Wholesalers Assn. 


I. Levine, chairman of the New 
York show, said: “The show 
broke the ice and disseminated 
the lethargy existing here with 
regards to exhibits of this kind.” 


Next year the event will be held 
in Boston and in Philadelphia in 
1957, returning here in 1958. This, 
Levine said, will give manufactur- 
ers and jobbers an opportunity to 
reach buyers in the other areas 
and give them time to bring out 
and perfect new equipment before 
showing again in the same locality. 


Interest at the four-day show 
was reported to be high and sev- 
eral manufacturers indicated that 
they were very pleased with the 
result. As one put it: “This show 
is running way ahead of our ex- 
pectations in attendance and the 
number of orders we are writing.” 

There were 430 manufacturers 
and 130 jobbers represented, Levine 
said. While there was no account- 
ing kept of the total orders, a spot 
check showed about 70 exhibitors 
considered their results excellent; 
90 felt the show had achieved good 
results. 


Hearings are to resume June 9. 

One point was made plain in 
the Cincinnati meeting. The auto 
dealer is going to have to tell his 
customers the “facts of life”’—for 
his own good as well as the 
buyers. 

Brandenberg said the dealer 
should have a clear understanding 
—as to price, down payments and 
all charges—with his customer. 

Cronin commented: “It isn’t un- 
usual in a business as big and fast 
as this that problems should de- 
velop. A lot of young fellows have 
come up in the last 10 years and 
they’ve never been in a competitive 
market. They’ve been taught some 
bad practices. We want to show 
them that when the train runs 
away, it jumps the track.” 

George Young, Better Business 
Bureau secretary, said there were 
at least 100,000 transactions a 
year in the Cincinnati auto mar- 
ket. He guessed 1,000 complaints 
might arise—and perhaps 50 per- 
cent of these were unjustified. 

Earlier, the board held hearings 
in Dayton on allegations of “figure 
switching” against Jenkins Auto 
Sales, Inc. (Dodge- Plymouth), 
headed by R. S. Jenkins. 

Witnesses said that they had 
come to an understanding on their 
deal, signed papers in blank and 
when they arrived in the mail the 
figures as to payments, price, etc., 
had been changed. 


U.S. Jury Indicts 


Jersey Gas Group 
In Price Plot 


NEWARK, N. J. — A Federal 
grand jury has indicted a retail 
gasoline dealers’ association and 
two individual members on charges 
of conspiring to “increase and 
make the price of gasoline uni- 
form” in New Jersey. 

According to Herbert Brownell 
jr., U.S. attorney general, the De- 
partment of Justice also has filed 
a civil antitrust suit in the Newark 
Federal Court asking that the 
Garden State Retail Gasoline Deal- 
ers Assn., Inc., be dissolved. Others 
named are Anthony Vitolo, presi- 
dent, and Irving Lichtenstein, Fair- 
lawn, N. J. 

According to the department, the 
cases relate to the selling prices of . 
$350 million worth of gasoline sold 
annually in New Jersey. It was 
alleged that the New Jersey deal- 
ers who are members of the as- 
sociation agreed to set their selling 
price of gas by adding the same 
amount to the wholesale price. 


DeSoto Launches 
‘Do It Yourself’ 


Sales Contest 


DETROIT.—DeSoto has launched 
a “Do It Yourself” sales contest 
which embraces wives of dealers 
and salesmen with special prizes 
for them, according to A. B. Niel- 
sen, general sales manager. 

He said the inclusion of the 
wives is expected to “exert consid- 
erable influence.” It is a merchan- 
dise prize event designed to con- 
tinuing “DeSoto’s record spring 
sales,” Nielsen said. The contest 
will end June 30. 


Sale Heads Scouts 


OTTAWA. — Rhys M. Sale, Ford 
of Canada’s president, has been 
named president of the Canadian 
Boy Scouts Assn. for the coming 
year. 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


PeANES ETS, Germany.—tThe| 
new Peugeot truck, designed for 


loads up to 3,000 pounds, incorpo- 
rates some interesting develop- 
ments. 

It has front-wheel drive, and 
the front wheels are suspended 
independently. Rubber torsionetic 
springs are used. The front con- 
trol arms are the heaviest to be 
found anywhere. The rear wheels 
also are individually sprung, with 
the same type of springs. 

The four-cylinder, wet-sleeve mo- 
tor has a hemispheric combustion 
chamber in the aluminum cylinder 
head. The power plant is located 
between the two front seats. 

Behind the seats the floor drops 
down as low as the front-wheel 
drive permits to facilitate loading 
and unloading. 

Information about this truck can 
be obtained from Peugeot, Depart- 
ment Exportation, 29 rue de Berri, 
Paris 8, France. 

t * * 


Truck Safety Devices 


Anotame French firm, Societe |~ 


Electro - Mecanique de L’Avey- 
ron, Paris, produces two devices de- 
signed to save brakes and make 
deceleration in trucks safer. The 
devices, called Telma, are the re- 
tarder and the superbrake. 

Both operate through the appli- 
cation of electric currents and 
without linings or friction. Elec- 
trical deceleration is by eddy 
currents. 

The devices consist of two sta- 
tionary flanges which contain cross 
bars. A disc, rotating between the 
flanges, is mounted into the drive 
line which leads to the rear axle. 

The superbrake brings the vehi- 
cle to a nearly total stop without 
the use of regular brakes while the 
retarder allows the vehicle to be 
driven downhill in at least two 
speeds higher in the transmission, 
which means higher vehicle speed 
and less wear on tires and brake 
lining. 


Mercedes Racer Altered 


TYHE new Mercedes racing car is 

about 150 pounds lighter and 
has a device which enables the 
driver to wipe clean the air inlet 
grille in order to avoid the collec- 
tion of paper and leaves. (Such an 
incident lost the Grand Prix of 
Spain for Mercedes.) 

ZF of Germany, which has the 
German manufacturing rights for 
the Gemmer Hydraguide power 
steering, recently gave a demon- 
stration with a large truck. 

When the truck raced over a 

knife which was supposed to cut 
a front tire (and also blew a rear 
tire), the Gemmer unit kept the 
truck in a straight line and on the 
mad. a s 7. 


Panhard-Citroen Agreement 


ANHARD, one of the oldest vehi- 

cle manufacturers, has formed 
an interesting agreement with 
Citroen. Both Paris firms will de- 
velop a combined program. Citroen 
will finance Panhard for more pro- 
duction. 

Both firms are firm believers 
in front-wheel drive and air- 
cooled flat engines. Panhard also 
will start production of the small 
two-cylinder Citroen “Deux Che- 
vaux.” 

Ford in Cologne has just bought 
a large piece of property adjacent 
to the previous area for new build- 
ings in a determined effort to reach 
a higher volume and produce more 
on their own premises. 

Z.F.—the largest German trans- 
mission and steering manufacturer 
will stage a 40th anniversary cele- 
bration in August with yours truly 
in attendance. oe 


Help Wanted— 


O-PILOT wanted ... to drive a 

specific 1955 American car with 
me. Why? The dashboard, prob- 
ably designed “in outer space,” has 
temperature and oil pressure 
gauges in front of the passenger 
on the right side. 

Also the wiper switch was hard 
to reach and the dimmer switch 
needs relocation since the top-sus- 
pended pedals require this action. 

Hard to understand how those 


simple things can get by in an 

otherwise excellent car—and we 
read of tests, check, re-check— 

and consideration for women 
drivers! 

Also: how to close the big, wide 
door—when no pull handle is pro- 
vided and the inside door handles 
fall off when one tries to pull the 





Chevrolet Convertibles 


Crack Output Marks 


DETROIT..— A trend toward 
“open traveling” is suggested by 
figures from Chevrolet which 
show record-breaking converti- 
ble model activity. 

T. H. Keating, general man- 
ager, said Chevrolet convertible 
output in the first six months of 
1955 model production was ap- 
proximately double the 1954 
model experience. 

“As a matter of fact,” Keating 
said, “we have already produced 
more convertibles than in the en- 
tire model year of 1954.” 





550°. '53 (88) 2-dr., '51 (88) 
4-dr., $705, $685*. 

PACKARD—’51 4-dr., $495*, $410*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
070* (ps); Savoy (6) 2-dr., $1,710; Plaza 
(8) Suburban, $1,835. °53 Cambridge 2- 
dr., $950*, °52 Cranbrook 4-dr., $540, 
$515; Cambridge 4-dr., $515; 2-dr., $475. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,580* (ps). °’53 Chieftain (6) 2-dr., 
$900; Chieftain (8) 2-dr., $895, $785. 

STUDEBAKER — ’51 Commander 4-dr., 
$330*. '50 Champion 4-dr., $200*. 


NEW YORK, CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of May 24.) 

(Market off on late model autos as 
sharp and clean units are becoming 
scarce. °49 through °52 models remain 
strong. We could have sold 75 more clean 
cars. Dealers bidding very carefully. Sold 

55 cars out of 90 offerings.) 

BUICK—’53 Super Rivierd coupe, $1,200*. 
*51 Super 4-dr., $635*; Special Riviera 
coupe, $600*. '49 Super 4-dr., $305*. 

CADILLAC—’49 (60) Special 4-dr., $575*. 

CHEVROLET—’54 Two-ten 4-dr., $1,050; 
2-dr., $1,035; One-fifty 4-dr., $950; 2-dr., 
$950. °53 Two-ten 2-dr., $815, $800, $785; 
One-fifty 4-dr., $720, $700. '52 SL Deluxe 


$1,130*. 





4-dr., $610. '51 SL Deluxe 2-dr., $460; 
Suburban, $375. 

CHRYSLER — ’51 Windsor 4-dr., $510*, 
$500*. 

DeSOTO—’52 taxi, $100. '47 Custom 4-dr., 
$130*. 


DODGE—’49 Meadowbrook 4-dr., $305. 


FORD — '52 Main (8) 2-dr., $615, 610, 
$515. ‘51 Custom (8) station wagon, 
$475. 


LINCOLN—’51 Cosmopolitan 4-dr., $475*. 

MERCURY—’51 4-dr., $550*, $505. '49 4- 
dr., $290. 

OLDSMOBILE—’51 (88) 4-dr., 
(88) station wagon, $510*. 
dr., $330*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,310*. 
’53 Cranbrook 4-dr., $750; 2-dr., $750. 
’51 Cranbrook 4-dr., $490. 

PONTIAC— 54 Chieftain (8) station wag- 
on, $950*°. ‘52 Chieftain (8) Catalina, 
$790*. '48 Torpedo (8) conv., $215*. 


OAKLAND 


(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 25.) 

(Prices were good on clean and sharp 
merchandise this week.) 


BUICK—’55 Super Riviera, $2,500* 
*51 Super conv., $750*. 

CADILLAC—’51 (62) 4-dr., $1,395*. 

CHEVROLET—’54 One-fifty 4-dr., $1,210; 
%-ton pickup, $1,100. °51 SL Deluxe 


$350°. °50 
"49 (88) 4- 


(ps). 


4-dr., $565. 50 FL Deluxe 4-dr., $500; 
2-dr., $500. 

DeSOTO — '52 Fire Dome (8) Hard Top, 
$975. 


DODGE—’52 %-ton pickup, $730. '51 Cor- 
onet Diplomat, $710*, $585; 4-dr., $475*. 

FORD—’54 Main (8) station wagon, $1,- 
800. '53 Main (8) 4-dr., $870; 2-dr., 
$835, $790; Main (6) 2-dr., $785. ‘51 
Custom (8) 2-dr., $490; 4-dr., $450*. 

KAISER—’'49 4-dr., $240. 

LINCOLN —'51 4-dr., 
$580°. '47 4-dr., $115°. 

MERCURY—’54 Monterey Hard Top, §$2,- 
115*. '46 conv., $105. 


$615*. °50 4-dr., 


OLDSMOBILE — ‘50 (88) 4-dr., $565*, 
$475. '49 (88) 4-dr., $340*. 
PLYMOUTH—’53 Cranbrook 4-dr., 3 at 


$775, 2 at $770, 
$500; 4-dr., $460. 

PONTIAC —'50 Silver Streak (8) 4-dr., 
$620; 2-dr., $490*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of May 26.) 
(Buying brisk again and good, clean 
units very much tn demand and bringing 
top dollar, Sold 87 cars out of 120 offer- 


*51 Cranbrook conv., 


ings.) 

BUICK—’' 54 Century 4-dr., $1,615*; Special 
Riviera, $1,480*°. '53 RM Riviera 2-dr., 
$1,350*; Special 2-dr., $1,050. '52 Super 
conv., $1,100*; Special 2-dr., $900; RM 
4-dr., $600*, 

CADILLAO—’50 (60) 4-dr., $1,150°*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
910*; 2-dr., $1,605; %-ton pickup, $1,285. 
'54 Two-ten 2-dr., $1,090; 4-dr., $1,000; 


|door shut? And, nothing dirties 
| hands or lady’s gloves more than 
| the aluminum keys. 

* * 


| * 


| Bus with Diner 


AW in Nancy, France, a Ger- 

man tourist bus with a dining 
car trailer. 
| I was asked what Americans in 
| Europe were driving. From my ob- 
|servation in France, I would say 
|mostly Volkswagen, Opel Record 
and Ford Taunus, also British cars 
such as Austin, MG, Morris, etc. 


French cars, however, are still 
in the minority as to numbers 
seen with license plates indicat- 
ing authorized ownership by U. S. 
personnel stationed in France. 

The French cars sell rather high 
in dollars, imported cars are lower 
in spite of shipping expenses. Of 
course, the cars sold in France to 
U. S. service personne] are im- 
| ported duty-free. This fact makes 
it impossible to resel] them later 
on the French market. The plates 
for the cars start with CF—Civilian 
France. 





Used-Car Auction Prices 





(Continued from Page 80) 


One-fifty 2-dr., $925; %-ton pickup, 
$975. °'53 Two-ten 4-dr., $1,000; One- 
fifty 2-dr., $725. '52 SL Deluxe Bel Air, 
$915*, $875*. '51 SL Deluxe 4-dr., $650, 
$475; club coupe, $520. 

CHRYSLER—’52 Windsor Newport, $750*. 
'49 NY 4-dr., $140. 

DeSOTO—’51 Deluxe 4-dr., $460. '49 Cus- 
tom 4-dr., $275*, $200*. 

DODGE—’53 Coronet 4-dr., $890*; Mead- 
—- 4-dr., $710. '47 telephone truck, 

0. 

FORD—’54 Crest (8) Victoria, $1,660*. 
’53 Custom (6) 2-dr., $975; %-ton pick- 
up, $710. '52 Custom (6) 4-dr., $685°*; 
Main (8) 2-dr., $695; Custom (8) club 
coupe, $650*. °51 Custom (8) 4-dr., 
$650*, $470*; 2-dr., $575, $470; Deluxe 
(6) 2-dr., $460, $350. 50 Custom (8) 
2-dr., $430. 

HUDSON—’51 Hornet 4-dr., $660*. '50 Su- 
per (6) 4-dr., $110. 

MERCURY—’53 4-dr., $1,275*. 

NASH—’47 Ambassador 4-dr., $100". 

OLDSMOBILE — '51 (88) Super 4-dr., 
$745*. 

PACKARD—’51 4-dr., $250. 

PLYMOUTH—’51 Cranbrook 4-dr., $445; 
2-dr., $425. °50 Deluxe Suburban, $500. 

PONTIAC—’53 Chieftain (8) 2-dr., $1,000. 
*51 Silver Streak (8) station wagon, 
$625*. ’50 Silver Streak (8) 2-dr., $300*. 

STUDEBAKER—'55 Commander 4-dr., $1,- 
675*. °52 Champion 2-dr., $290*. 

WILLYS—’53 (6) station wagon, $775*. 

ee Henry J (6) sedan, 

* 
‘ * * * 


— Auctions in Brief — | 
WINDSOR, VA. 


Windsor Auto Auction, Sale every Thurs- 
day (May 26). There were over 225 cars 
at the sale today, with 82 percent of them 
sold. 

* * i 


HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (May 26). 


have a demand for more clean units. 





a 


Cosmopolitan Wo 


Sold 85 cars out of | 1927. It claims to be 
108 consigned for a very good sale, We| « 


rid of Autos— 
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Auto Activities in Europe 





French Truck with Front-Wheel Drive— 


Designed by Peugeot, French manufacturer, this 3,000-pound-capacity truck features 
front-wheel drive and independent suspension of the front wheels. The power plant 
is located between the two front seats. 


Glass Garage in Germany— 


This modern garage in Baden-Baden, Germany, features a front completely of glass. 


Chevrolet Dealership in Belgium— 


C. F. Wismeyer & Cie. has been a Chevrolet dealership in Brussels, Belgium, since 











registered by General Motors Continental, Antwerp, as the only 


1,000-car dealer" in Belgium, and possibly in Europe. F. J. van Galen is managing 


—_—director of the firm. 





Shown above is the interior of the huge building that houses the Turin (Italy) Auto Show each year. The names of the famous 


makes of the world can be seen here, all mingled in an old-world cosmopolitan setting. Turin, the Detroit of italy, 


also is the 


scene of the national museum of automobiles. Milan, its competitor, is the only other large industrial city in Italy. The bulk of 
the Italian automotive industry, however, operates in Turin. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 











Week Week Jan. 1 
Ended Same Ended Total, Te 
June 4, Week, May 28, May, June 3, 
1955 1954* 1955* 1955 1954* 1955 
AMERICAN MOTORS 3,908 1,708 4,908 18,289 43,248 91,757 
| ee aes 704 818 894 3,580 11,457 += 30,594 
I sai foitedididasincasies oxebi 8,114 890 4,014 14,659 $1,791 61,163 
CHRYSLER CORP. .... 30,200 12,154 27,892 120,954 322,977 688,182 
CIE, eicisesisadovesssesescess 4,200 1,370 4,201 17,578 50,585 96,762 
ET — cetosavibiscvidiccsuesvaies 2,700 961 2,769 11,845 33,794 71,602 
Dodge . 6,400 1,900 5,208 28,398 57,960 150,661 
Plymouth .................... 16,900 7,923 15,714 68,148 180,688 370,157 
FORD MOTOR. ............ 39,161 28,777 46,910 200,154 802,058 980,430 
Ford. .. 30,011 24,058 36,586 158,194 647,773 769,242 
NEY sos ctbcsiiemaviviesvcete 900 588 990 3,886 19,771 20,254 
Mercury ................06.... 8,250 4,186 9,325 48,074 184,509 199,934 
GENERAL MOTORS .. 67,256 49,441 84,222 366,964 1,312,305 1,832,780 
a re 18,380 9,498 18,382 76,925 247,194 371,195 
a, 2,560 2,287 $8,214 138,497 51,701 72,587 
Chevrolet. ..................... 80,100 24,670 37,682 164,058 655,014 880,532 
Oldsmobile ................... 11,016 7,800 12,890 57,860 187,680 282,668 
IE = scsivdecsndentssersiceie 10,200 5,286 12,104 54,629 170,716 275,783 
KAISER MOTORS ...... 111 234 145 400 11,608 6,149 
ED © <idasnsisiivetsussedvwvivess 111 hob ecias 145 409 4,302 490 
Willys wiiaoes ee Onna: , Fae 7,216 5,650 
GEM 6 saccésnissssssssccasss 2,712 2,701 3,378 18,228 58,051 102,804 
NNN icctoscccdsbsdsusevieves 1,424 577 1,892 8,236 17,121 36,944 
Studebaker .................. 1,288 2,124 1,486 9,992 40,980 65,860 
Total Cars, U. S. .....143,348 95,015 167,456 724,948 2,560,242 3,721,052 


*Revised 


COMMERCIAL CARS 
(U. &. PRODUCTION ONLY) 























Week Week Jan. 1 Jan. 1 
Ended Same Ended Total, Te Te 
June 4, Week, May 28, May, June3, June 5, 
955 1954* 1965* 1956 1954* 1966 
5,216 10,704 47,869 158,658 165,352 
60 104 580 1,542 2,370 
64 80 336 =: 11, 788 1,530 
1,571 8,087 12,054 40,970 44,627 
4,385 6,457 22,088 148,480 167,300 
883 3,341 18,140 41,787 40,826 
1,888 2,986 13,256 48,025 58,472 
106 3382 1,152 2,955 5,481 
167 117 500 4,389 2,220 
214 327 1,660 6,504 9,542 
170 300 1,268 5,139 5,722 
ID si icicsatencstty ct 1,348 952 1,887 7,510 25,927 34,387 
MISCELLANEOUS 100 73 100 425 3,738 2,220 
Total Trucks, U. S..... 26,886 16,199 29,772 121,288 485,317 540,580 
Total Cars, Trucks, 
PRI iecsuts saxedeisinsereoaced 170,184 111,214 197,227 846,286 8,085,559 4,261,641 
Total Cars, Trucks, 
MID. cinconsnasornnsesasees 18,145 9,158 11,629 56,488 227,088 281,208 
Grand Total, 
Cars and Trucks, 


U. S. and Canada ..183,329 120,367 208,856 901,724 3,268,507 4,403,844 
*Revised, Miscellaneous Includes Autocar, Corbitt, Marmen H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: AH U. S. totals include cars and trucks for military orders. 





Week’s Car Output Hits 
Lowest Point of Year 


(Continued frem Page 1) 


Cars assembled during the same 
period of 1954. 

Not since the final week of last 
December, when only 124,250 cars 
and 18,071 trucks were produced, 
has auto output sunk below last 
week’s level. 

Chrysler Corp., with a projection 
of 30,200 cars, was the only manu- 
facturer to increase itg schedules 
last week. It produced 27,892 cars 


the previous week. 

= * 

benny Chrysler output increase 

was achieved despite closing of 
assembly lines at Los Angeles. 
The shutdown was brought about 
by a strike of 100,000 long-haul 
drivers, dockmen and other AFL 
Teamsters workers in 11 western 
states. 

General Motors, with Chevrolet 
taking the biggest dip, cut produc- 
tion to 67,256 last week, lowest 
Point that corporation has hit since 
the last week of 1954, when 65,680 
cars rolled from the lines. 

Ss to 30,100 
cars last week was the lowest 
mark the division has attained 
this year. 


Buick cut back from the 18,332 
cars produced the previous week 
to 13,380 last week. Other GM divi- 
sions dropped from 700 to 1,000 
units; Oldsmobile from 12,890 the 
previous week to 11,016 last week; 
Pontiac from 12,104 to 10,200, and 
Cadillac from 3,214 to 2,560. 


RD MOTOR CO., in addition 

to being forced to cut produc- 
tion due to the holidays, wag ham- 
pered by walkouts at its Metuchen 
(N. J.) Mercury plant and Ford 
car and truck plant in Chicago. 
Each walkout involved about 1,900 
workers. The Rouge plant lost two 
hours’ production Wednesday (June 
1) when members of UAW-CIO 
Local 600 quit work to attend a 
union mass meeting. 

The result was that Ford Mo- 
tor was forced to drop its projec- 
tions to 39,161 cars last week. 
The previous week the company 
built 46,910 cars. 

No Lincoln or Mercury plants 
were scheduled to work Saturday, 
while Ford scheduled full opera- 
tions at all of its 16 plants for Sat- 
urday. 


Through Human Relations .. . 
To Get Teamwork 


| In the Dealer Shop 


(Continued from Page 3) 


type of businessmen. An auto- 
mobile dealership is compara- 
tively small. A dealer can be 
close to each of his workers. 
He not only knows them per- 
sonally by first name but knows 
their families. 

The results of the staff efforts 
is delivered locally. Your work- 
ers know and contact your cus- 
tomers. If their efforts please 
and satisfy customers, you can 
depend that those customers will 
exert a favorable influence on 
the rest of the public. It is just 
an endless chain reaction. 

Keeping workers inspired is 

a day-to-day job. For that rea- 
son, there will appear in this 
column each week a series of 

messages which can be util- 

ized by service managers or 
dealers to build enthusiasm in 
their staff members — mes- 
sages of encouragement and 
inspiration that can be 

for letters to go direct 
to the home, used orally in 
staff meetings or placed on 
bulletin boards. They will be 


portunities in the field, his 
obligation to himself and man- 
agement and his share in de- 
veloping his own security by 
being a contributing part of a 
successful team. 

Even though the staff is lim- 
ited, the meang of communica- 
tion between employer and em- 
ploye should be kept open. There 
is no better way to prevent 
misunderstandings from devel- 
oping to the point of seriousness. 


ERRHAPS the best use of 

these messages would be a 
form letter addressed to the 
employe at hig home. A letter 
is always welcome recognition. 
It helps the women of the house- 
hold understand the business of 
the breadwinner. This under- 
standing itself develops support 
and encouragement to the proj- 
ect. e 

Another use of the message is, 
orally, in staff meetings. The 
third method of communication 
would be to have them typed on 
your business letterhead and 
posted on a bulletin board of 
your establishment. Bulletin 
boards are important even to 
dealerships who have as few as 
five workers. Unfortunately, 
however, they are too frequently 
disregarded as a means of 
passing out information, with 
the result that they become clut- 
tered with out-of-date informa- 
tion and therefore lose their 
usefulness. 

The rule to make a bulletin 
board effective is to have some- 
one assigned who is responsible 
for maintaining it. It should be 
located where workers most fre- 
quently pass. It should be pro- 
vided with plenty of illumina- 
tion; the messages kept brief for 
easy reading and at eye level. 

In addition to the messages 
that will appear in this col- 
umn, let your employes know 
about your financial activities 
—for instance, a chart show- 
ing how each sales dollar is 
distributed; information re- 
garding Social Security; gov- 
ernment regulations and tax; 
insurance programs; notices 
that spur the interest in work- 
ers’ safety; any public recog- 
nition of the dealership or a 
staff member; signed notices 
by the manager to stop the 
spread of rumor; to spread 
fact rather than fancy. 

A bulletin board can be used, 
too, for announcing quotas for 
the various departments; recog- 
nitions of achievement of some 
department or staff worker; an- 
nouncement of a new employe, 
with a photograph perhaps. In 
gum, try to keep the bulletin 
board attractive and informa- 
tive. 

You may not get expressions 
of appreciation from your em- 
ployes but it is certain that your 


workers, who spend a greater 
part of their working hours 
with you, will have a greater 
respect for the job and for the 
company and feel a greater mu- 
tual interest in the organization 
if you continuously try to en- 
courage them by the use of such 
messages. 

The first letter follows; an- 
other will appear in this space 
every week: 


Dear Fellow Worker: 

I LIKE to think of us— 
all of us — as a team in 
which each has his position 
to play—call it centerfield, 
pitcher or what you will. 

It is a well-established 

fact that where teamwork 

is lacking, a team doesn’t 
win many games. There are 
some good reasons why we 
should emphasize that fact 
and stress teamwork in all 
our relationships with each 


other and with the publie. 

Today our business is in the 
most competitive period in the 
history of motor cars. It is 





that survive will be those that 
best serve the motorist. 

We can survive and we 
can do better than we ever 
have done before if we 
bring the proper amount of 
sincerity, intelligence, and 
teamwork to our tasks. 
There will be more automo- 
biles than ever before. 
More people will want cars, 
more people will use cars 
than ever before. 


* 

THERE IS plenty of 
work for us, but we must 
never forget that the auto- 
mobile owner is giving his 
patronage to the place that 
gives him the best, most 
responsible, careful, cour- 
teous treatment. 

Let’s begin now to lay a 
firm foundation for our 
success in the highly com- 
petitive future. It is not 
enough for each of us just 
to do his job well. If we 
work together as well as 
we do individually, we can 
build a bigger and better 
future for all of us. 

Sincerely yours, 


CAR DEALER & 
COMPANY 
Manager 


AMC Labor Post 
Goes to Gullen 


DETROIT.—George E. Gullen jr. 
has been appointed director of 
labor relations for American Mo- 
tors, according to Edward L. Cush- 
man, director of industria] rela- 
tions. Also announced was a re- 
alignment of the corporation’s in- 
dustrial relations staff. 

Herman Everhardus was named 
director of employe services. J. R. 
Andres became supervisor of re- 





ADVERTISEMENT 








DETROIT, June 6—Taxes now take 
28 cents out of every dollar spent for 
the purchase of an automobile. In 
other words, if a car costs $2,000, 
about $555 of that amount repre- 
sents taxes, according to estimates 
of the Automobile Manufacturers 
Association. 


The versatile Metropolitan, newest car 
produced American Motors Corpor- 
ation, accounted for nearly a fifth of all 
foreign-car registrations in 1954. For 
that reason, it is not surprising that 
George Romney, President, recently 
announced that the company is doubling 
its original Metropolitan production 
schedules by ordering an additional 
20,000 to be built by Austin Motor Co., 
Ltd., of Birmingham, England. 





Down in Corpus Christi, Texas, it is 
reported that the Nash Disneyland 
television show is so popular with 
the citizenry that churches com- 
plained it was keeping people away 


from Sunday night services. So the 
show time was changed to Friday, 
7 to 8 p.m. And that’s the gospel 
truth! 


In the recent Mobilgas Economy Run, 
significantly, the prize-winning Rambler 
and Nash Ambassador 6 showed their 
tailpipes to the Big Three. The Rambler 
achieved a top 27.5 miles per gallon (the 
figure drivers are most interested in) 
and the A lor scored 7; an im- 
pressive 25.2 m.p.g. Best of the Bi, 
Three entries was ifih with 22.8 mind 
—considerably less than either the Nash 
or the Rambler. 


Air conditioning is among teday’s 
fastest growing automotive fea- 
tures. Experts freely predict it will 
be second only to heaters as a car 
equipment accessory in a very short . 
time. Nash pioneered practical 
automotive air conditioning with a 
complete, all-forward-of-the- 
instrument panel unit, which re- 
frigerates and heats. Its cost is far 
below that of other systems. 


Leslie W. Smith, Canterbury, Australia, 
says his 1937 Nash, which has gone over 
100,000 miles “without a brea n or 
a rebore,” is a real trail-blazer. President 
of the New South Wales Chemists’ Guild 
with over 1,100 members, Smith has 
visited every one of them within the last 
two years. “On one trip my wife and | 
went 90 miles and saw only one living 
| being. The temperature was 108 degrees 
|in the shade. So you can see how neces- 
| sary it is to drive a reliable car.” 


| € 


search and analysis. Howard Toll | «ALL INTERESTED PARTIES CAN 


was appointed zone labor relations 
coordinator for all divisions. Robert 
|G. Waldron continues as assistant 
director of industria] relations. 
Gullen, 41, hag been director of 
industrial relations for Detroit Con- 
|trols Corp. since 1945. He received 
his law degree from Wayne Uni- 
versity and is a past president of 
ao Sane Employment Managers’ 


RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT. 
NASH MOTORS DIVISION. 
AMERICAN MOTORS CORP., 


14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN. 
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‘Gas, Gaskets and Glamour’ .. . 


Gals Storm 


NEW YORK. — The “Gas, Gas- 
kets and Glamour” automotive me- 
chanical classes have really aroused 
distaff interest at one dealership 
here. 

M. C. Gale, president of Monarch 
Buick Co., reports that 480 women 
literally stormed his dealership to 
enroll in the class that Gale hoped 
might attract about 35. 

One woman, said Gale, when 
told the class was filled, threat- 
ened to sue the newspaper the 
announcement had appeared in. 
Gale said he opened the class, 


Washington Nash Deal 


Observes 25th Year 


WASHINGTON. — W. Preston 
Williams and Earle O. Baker, part- 
ners in William & Baker, Inc. 
(Nash), were honored at a dinner 
party celebrating their 25th anni- 
versary. 

They were presented with silver- 
plated electric clocks by M. A. 
Saunders, Nash’s eastern sales 
manager. Both entered the Nash 
dealer family in 1922, Williams as 
assistant service manager and 
Baker as assistant bookkeeper. 


Mech Class 


then introduced the instructors, W. 
Boniar and Pat Russo, service 
managers, who receive an assist 
from one of the service salesmen 
each week. 

He said ages of the women range 
from the teens to the fifties. The 
six week course includes lessons in 





Each student is the owner of an 
auto at the present time. One 


choice possible. 

Another said: “There’s just my 
mother and myself in our family. 
I want to know how I can be 
certain when I go to get my auto- 
mobile repaired.” 

“We have created a lot of good 
will with these gals,” said Gale, 
“and we expect to continue these 
classes and this entire program 
indefinitely. There is apparently no 
limit to the possibilities here.” 

The program is co-sponsored by 
the Alemite division of Stewart- 
Warner Corp. 


High Sales 


Pole Sitter Sells 56 Cars 


In Eleven Days 


AMARILLO, Tex. — A publicity 
stunt that sold 56 cars in 11 days 
ended here when an employe of 
Ernest St. Clair, DeSoto-Plymouth 
Co., came down from his perch on 
top of a pole. 

Charles Reeves, bearded and ad- 
mittedly “a little tired,” survived 
rainstorms, stiff winds, rotten eggs, 
hundreds of phone calls, a barrage 
of beer cans, and much goodwill 
bickering while promoting car 
sales. 

Dealer Ernest St. Clair declared 
the promotion a success. 


Passenger Safety Belt 


On British Market 


OTTAWA.—Safety belts for cars 
are being marketed in England, 
according to a British Government 
source here. 


Looping freely around the body, 


\the belt slides up and grips the 


arms to prevent the wearer from 
shooting forward when the car 
stops suddenly. There is also a 
shoulder-strap model for young- 
sters. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 





LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe becouse ail titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State 


Accessible by train, plane or bus 
All titles and checks insured 


EVERY WEDNESDAY AT NOON 


irving C. Mondeore, Owner 
494 Cortiand, N. Y. 


f 











MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 


On Route No. 72—4 Miles Off 
Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 
Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AAA. 

Phone Manheim 5-2401 





EAST NORTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE, 1-9694 








COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 

8 Years Old 


14 Miles West of Grand Rapids, Mich. 
on US-16 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Haif aoe west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Every Monday, 12:30 P.M. 
“WE NEVER MiSs" 

All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 

On U. S. Route 20A Prone 9009 


Sale 











ATTENTION DEALERS 
| CLEVELAND AUTO AUCTION 
will be held every 


TUESDAY 


instead of WEDNESDAY 
Beginning Tuesday, 
June 7th 


4305 Euclid Ave. Phone Endicott 1-2100 
Cleveland, Ohie 
Member of NAAA 
Manny Weiser, Owner 





EAST SOUTH CENTRAL 


MANEY 


AUTO AUCTION 
HUNTSVILLE, ALA. 





Every Friday 
Checks and Titles insured by Fidelity 
Lecated in “The Heart of Dixie” 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 


ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 


guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. 


Member of NUCDA and 
NAAA, Inc. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 
Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 


AUCTIONEERS: 


Colonels Johnny Wood and 
Dean Davis 
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Reaching an estimated 150,000 readers engaged in all branches of the nation’s | 


PDE Tal ek 2) 
INSERTION. 
INSERTION 
UY. T.| 


Tia eee 2 08 2) 
POSITION WANTED ADS, 


rates 


Box Number ads are forwarded to advertiser 
TEN DAYS IN ADVANCE OF PUBLICATION DATE 


column inch. CLOSING 


rates supplied upon request 


WANT AD DEPT., 
DETROIT 





HELP WANTED 


Wanted. Manager - Partner for 
long established Chrysler-Plym- 
outh Dealership in fast growing 
community. Population in trade 
area over 400,000. Present 
contract for approximately 450 
Excellent location and 
facilities. Machinery, fixtures, 
equipment and leasehold im- 
provements are amortized to 
less than 25% replacement 
cost. Current book value in- 
cluding parts stock approxi- 
mately $30,000.00. 


cars. 


Owner's objective is to be 
semi-inactive. Will consider a 
qualified thoroughly e x p er i- 
enced Sales and Management 
executive to purchase part in- 
terest and assume full respon- 
sibility under liberal salary and 
profit sharing arrangement. If 
management results are satis- 
factory, will consider selling 
entire interest over a period 
of years. 


Reply with complete details of 
experience and qualifications. 


Box 4988, c/o Automotive 
News, Detroit 26, Mich. 





MECHANICS: EXPERIENCED GM cars 
and trucks; tune-up and front end. One 
of most modern and completely equipped 
shops in Colo, Working conditions extra- 
ordinarily good. Dealership in southern 
Colo.; delightful high, dry, healthful cli- 
mate. Magnificent scenery, trout fishing 
and big game hunting in immediate 
vicinity. Box 4971, c/o Automotive News, 
Detroit 26. 





ACCOUNTANTS - TRAVELING 
PERMANENT POSITIONS 


Salary $4,500 to $5,400 per year plus 
expenses. Opportunity for men 30 to 45 
years of age. Accounting education and 
actual bookkeeping or auditing experi- 
ence essential. 

Men needed to headquarter in the fol- 
lowing cities immediately to meet our 
continuing expansion: 


BOSTON LOS ANGELES 
ATLANTA SAN FRANCISCO 
FORT WORTH CHICAGO 


Send complete details to 


JOHN W. STOKES AND CO. 
775 Broadway New York 19, N. Y. 





SALES MANAGER — Aggressive, good 
closer. Must be efficient organizer, able 
to train and direct salesmen. This is 
established, strong financial Ford deal. 
A 1,200 car a year quota. Have good 
used car operation. Qualified man can 
make $12,000 to $18,000 per year. Box 
4970, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 


you send your replies direct to Classified 


Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





TWENTY-TWO CENTS 
llc PER WORD. PAYMENT IN ADVANCE OF 
REQUIRED. Ads may be signed with full name and address at regular 


One Dollar ($1) per inserti 


AUTOMOTIVE NEWS, 


PER WORD FOR EACH | 


22¢) 


Replies te 
$12.30 per 


on for use of a box number 
Woe). tal Tet ae 


Contract 


2666 PENOBSCOT BUILDING, 
yi Paha 


HELP WANTED 


SALES MANAGER- GENERAL manager, 
experience in General Motors products 
preferred. Young and aggressive execu- 
tive type. Dealership has 1,600 car po- 
tential and located in good, live section 
in Detroit area. Opportunity to qualify 
for partial ownership. AH replies confi- 
dential, Box 4956, c/o Automotive News, 
Detroit 26. 





WANTED IMMEDIATELY 


Sales Manager for GM Dealership 


Selling 850 new cars yearly in single dealer 
city of 190,000. Applicant should be between 
30 and 55; should have successful manage- 
ment experience in a volume operation. Ex- 
cellent salary plus percentage of profits. Posi- 
tion is permanent for right man. Apply by 
letter to Box 4990, c/o Automotive News, De- 
troit 26, giving detailed qualifications and 
references. 





WANTED 


Men who are enthusiastic about flying and 
selling. Regional sales positi: ic or 
Export—available with world's leading busi- 
ness aircraft company. 

Unlimited opportunities with relatively small 
company which is growing fast and needs 
men to grow with it. 

The men we seek must be competent pilots 
and enthusiastic about flying and the future 
of flying but they must be equally skilled in 
and enthusiastic about sales management. 

Wholesale sales management experience, 
including administering sales program with 
distributor-dealer organization is needed. 

Retail experience in automotive, farm 
equipment or similar field also desirable. 

Must be willing to travel and live in 
— —_ resume of sales -* oe ex- 
perience wi recent photo to loyment 
Manager. (No phone calls please.) 


CESSNA AIRCRAFT COMPANY 
WICHITA, KANSAS 


POSITION WANTED 


To encourage this classification for the 
benefit of 
Position 


ares 


seeking employment, 


Wanted Ads are accepted at 
Pg 
$1.00 per in- 
Cosh 


rate does not opply 


holf regulor rotes, namely er 


word for each insertion 
sertion for yse@ of a box number 
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MR. CALIFORNIA DEALER: Proud of 
your business and your community? Won- 
dering how to retire in the next few 
years and still keep your business alive? 
Here’s the way to solve your problem— 
a young Californian, family man, well 
educated, versatile, sales management 
background, hard worker, is interested 
in you. He is looking for a sales job 
that would enable him to learn your way 
of doing business so that he could take 
over when you retire. At that time. he 
would expect to buy an interest in the 
business. In return, you would see your 
business go on as you would want it 
and you would have the income from the 
business to enjoy. Interested? Contact 
= 4975, c/o Automotive News, Detroit 
6 


SALES FINANCE EXECUTIVE. Fifteen 
years’ national automobile finance com- 
Pany experience. Desires affiliation with 
consumer credit department of bank. 
Prefer eastern U. S. Other locations con- 
sidered. Reply Box 4976, c/o Automotive 
News, Detroit 26. 


CALIFORNIA DEALERS. Manager or sales 
manager—41, married, 3 children, col- 
lege graduate, native Californian. Pres- 
ently combination manager-sales man- 
ager 8 years 400 unit Dodge. Out of 
state, have Dodge 4th place at a profit 
Finance, factory and retail experience 
since 1937. Best of references from all 
three. Will be in California June 20th. 
All replies answered promptly and in 
confidence. Box 4977, c/o Automotive 
News, Detroit 26, 


PUBLIC ACCOUNTANT with 18 years’ 
motor accounting experience. Will make 
month end closing entries, take off finan- 
cial statements, prepare state and federa! 

| tax returns or substitute for office man- 

| ager while on vacation, Call Miss Sulli- 

} van, Avenue 5-0077 or Avenue 4-4305. 

Wyandotte, Mich. 


FINANCE EXECUTIVE. Mature, seasoned 
heavy experience in sales, operations and 
insurance, all fields automobile discount 
appliance, personal loans and home mod- 
ernization. Long proven record with a 
national, a bank and a discount and loan 
company. Seek challenging sales job with 
progressive company. Will relocate and 
travel. Box 4983, c/o Automotive News 
Detroit 26. 


| AVAILABLE — EXPERIENCED genera! 
manager for automobile dealership with 
money to invest. Prefer northern mid- 
west states. Box 4984, c/o Automotive 
News, Detroit 26. 
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POSITION WANTED 


Now employed as right hand man in 
small Chevrolet dealership. Interested in 
moving to southwest United States, Ari- 
zona, New Mexico. Married, 36 years 
old. Four years’ experience parts man- 
ager. Two years’ experience service office. 
Seeking job promising good future, Have 
ambition and determination. Good refer- 
ences, Box 4972, c/o Automotive News, 
Detroit 26. 

AUTOMOBILE SALES MANAGER with 
over 20 years’ experience in buying, 
selling and trading new and used auto- 
mobiles. Can train and work with sales- 
men, Have worked with ‘‘Big Three’ 
automobile firms as sales manager. Am 
in good health, am 44 years old, Will 
relocate. Box 4973, c/o Automotive 
News, Detroit 26. 


WANTED—POSITION of general manager 
or sales manager by young man 37 years 
old. Aggressive, solid background, char- 
acter ‘beyond reproach. Enthusiasm, am- 
bition and determination with a proven 
past performance record, Presently em- 
ployed as sales manager, Desire change 
to a more aggressive dealership with a 
future. Reply Box 4974, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE LEASING MANAGER — 
Seven years’ experience as general man- 
ager with two of the largest rental and 
leasing companies, Excellent proven rec- 
ord, Prefer eventual partnership. Age 34, 
family man. Box 4982, c/o Automotive 
News, Detroit 26. 


a DEALERSHIPS AVAILABLE 


WELL ESTABLISHED DEALERSHIP 
handling Willys in large northern Ohio 
city. Can also have other make agency 
with jeep commercial line. Building, in- 
ventory and equipment for sale. Making 
good profit. Ideal income for one or two 
owners, Present owners are purchasing 
larger deal. Box 4979, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING FORD. 15 
years profitable operation, city of 14,000. 
200 car potential. New building, spacious 
car lot. Buy or lease real estate, Parts 
and tools only to buy. $40,000 should 
handle. H. R, Sivers, Fulton, N. Y. Phone 
2-4320. 


DEALERSHIP HANDLING Hudson, Pack- 
ard, GMC Trucks, Established 36 years. 
Tremendous following. Owner retiring. 
Wealthy farming and manufacturing com- 
munity. Midwest town of 6,000 popula- 
tion. Will sell for inventory. Good build- 
ing, well located, for rent, Box 4980, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Pontiac in 
midwest city of 40 thousand. Will lease 
or sell real estate. Box 4981, c/o Auto- 
motive News, Detroit 26, 


NEW CAR FRANCHISE handling DeSoto- 
Plymouth, located in New York area. 
Three story building, good lease. Excel- 
lent service business. Wonderful buy for 
man with dealership experience. Box 4978, 
c/o Automotive News, Detroit 26. 


FOR SALE OR RENT, handling DeSoto 
and Plymouth, Modern and fully equipped 
garage. Trading area 25,000. Will sell 
parts, equipment, fixtures and tools at 
low price. See or call John DePumpo, 
Waverly, New York. Phone 1. 

AGENCY HANDLING PONTIAC and GMC 
truck in Prescott, Ariz., trading area of 
18,000. Going out of business for health 
reasons. Must sell at once for inventory. 
— 4964, c/o Automotive News, Detroit 











DEALERSHIP HANDLING DeSoto - Plym- 
outh—New York City. Owner wishes to 
retire. With or without buildings. Box 
4963, c/o Automotive News, Detroit 26. 


“BIG THREE’’ AUTO dealership in a 
trade territory of 65,000 population. 
Modern building can be leased reason- 
ably. $30,000 for furniture and fixtures, 
Parts and accessories. Marvelous deal for 
the right man. A desirable implement 
franchise available also. Reason for sell- 
ing—retiring. Box 4949, c/o Automotive 
News, Detroit 26. 

FOR SALE—DEALERSHIP handling De- 
Soto-Plymouth in New York State. Mod- 
ern, profitable, excellent location, well 
equipped, good lease. $15,000 cash. Fac- 
tory approval necessary. Box 4950, c/o 
Automotive News, Detroit 26. 

AGENCY HANDLING NASH. Fine busi- 
ness, excellent location — north Jersey, 
best automobile area. Top notch service 
following and parts business. Profitable 
Operation. No factory pressure. Priced 
tight. Box 4915, c/o Automotive News, 
Detroit 26. 


OWNER RETIRING. Successful operation, 
one of ‘“‘Big Three’ for ten years. Lo- 
cated on Ocean in southern California. 
No used cars. Priced right at $30,000. 
a. 4986, c/o Automotive News, Detroit 





COMPLETE “EXPOSURE” 
AUTOMOTIVE NEWS Classified Advertise 
ments reach an estimated 156,000 readers, 
engaged in every branch of the automo- 
tive industry from Maine to California. 
The place to start advertising for help, 
Positions, dealerships, lines, used cars or 
trucks, parts and shop equipment is in 
the classified want ad columns of Auto- 
motive News. 


See Above for Full Advertising Rates 
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DEALERSHIPS AVAILABLE 


 ——— ——_ — —————— Cer. 
PARTS—SERVICE SALES—Some books. | OLD ESTABLISHED DEALERSHIP han- 


dling Dodge-Plymouth in fine central- 
west Texas city. 21,000 predominantly 
white population. Good churches, schools, 
a four-year college. Adequate water for 
irrigation, ranching and farming. Quali- 
fied employees. No real estate, reasonable 
lease on best uptown building in city, 
20,000 feet floor space. First class equip- 
ment, well stocked parts department, 
obsolete already junked. Not broke and 
no ‘‘must’’ or distress sale. Total sales 
1954, $264,000. A $40,000 stock corpora- 
tion. Will sell 100% capital stock for 
$35,000 cash for all assets including 
about $5,000 cash in bank. No past due 
bills, taxes, etc. No additional cash 
should ever be necessary for adequate 
operations. Confidential. Factory ap- 
proval. Address P. O. Box 701, Austin, 
Texas. 


DEALERSHIP HANDLING one of 


“Big 
3’’ in western Michigan—ideal city to 
live. Good year around business. Best of 
fishing and hunting. All modern building, 
showroom and equipment. Sell at inven- 
tory. Reasonable rent, Box 4987, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 
Plymouth, located N. J.—in the heart of 
booming Delaware Valley, U.S.A. Oper- 
ating past 20 years, well established 400 
car contract. Beautiful new building with 
adjacent used car lot, subject to lease. 
$25,000 sufficient to purchase all physical 
fixed assets. Must qualify for factory 
approval. Box 4947, c/o Automotive 
News, Detroit 26. 

Lo- 


DEALERSHIP HANDLING FORD. 
cated in central Illinois on one of the 
most traveled highways in nation. Rich 
oil producing territory. Gross sales 100 
cars and $400,000 annually. 82% service 
absorption. No receivables. Priced right. 
a 4965, c/o Automotive News, Detroit 
6. 


AUTO AGENCY HANDLING Chrysler- 
Plymouth, 1954 sales over $310,000; sold 
64 new cars; complete showroom, fully 
equipped repair shop, modern building, 
used car lot, 2 gas pumps; lease, priced 
right. Auto Agency handling Studebaker, 
complete showroom, parts bin, offices; 
1954 sales $272,279, steadily increasing; 
complete repair service; Ohio county 
seat; priced right. Apple Co., Brokers, 
Cleveland, Ohio. 


AUTO AGENCY. One of ‘“‘big 3,’’ 200-car 
franchise in beautiful Westchester Coun- 
ty, 25 mile radius N. Y. C. Ultra modern 
showroom and service station. Ideally 
situated on main thoroughfare in expand- 
ing hub section with trading area of 
50,000. Box 4985, c/o Automotive News, 
Detrcit 26. 


DEALERSHIP WANTED 


WILL INVEST UP TO $200,000 in “Big 
Three’ dealership. Will not buy used 
car receivables nor non-related assets 
and prefer to lease facilities, Not too 
particular about size of town or loca- 
tion. Let me hear from you what you 
will take for quick, clean deal. Box 4951, 
c/o Automotive News, Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4992, c/o Auto- 
motive News, Detroit 26. 


FORD OR CHEVROLET, single or dual, 
150-250 units, southeast coast Florida. 
Prefer to lease real estate or will buy. 
Factory approval. Box 4913, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET, FORD or Pontiac dealership 
in Connecticut only. Can act fast. Fac- 
tory approval assured. Write fully. Box 
4960, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 
PROFITABLE OPPORTUNITY, on exclu- 
sive state basis, distributing complete 
line of reconditioning materials. Long 
margin, tremendous market, little capi- 
tal. Established 16 years. Box 4952, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 


© Buy Right © Sell Right 


Parts—Accessories—Equipment 
© © A disinterested certified physical 
' will save you 
DON'T 


y' money 
GUESS—BE SURE 
Call or write for service details. 

AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





PARTS WANTED 


NASH DEALERS EVERYWHERE. We 
buy your Nash parts stock. Send list and 
prices to Landay, Home O’ Nash, 812 8. 
Paca St., Baltimore 30, Md. 


WANTED—COMPLETE front end for 1954 
Plymouth. Gordon and Jacobson, Inc., 
Eighth Ave. at Library St., Homestead- 
Munhall, Pa. 


WANTED—LEFT REAR axle 1927 Pontiac 
or will buy entire car. Ralph Pontiac, 
Inc., 626 West Main, Rochester, N. Y. 















profit opportunity. 


DEALERSHIPS AVAILABLE 


Automobile Dealership for Sale 
GREATER BOSTON AREA 


True asset value — Leading manufacturer — Excellent 
opportunity for volume sales — Best location — Good 


Replies will be kept confidential. 


Box 4989, c/o Automotive News, 
Detroit 26 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





CARS FOR SALE 


ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Goed Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 











SOMETHING NEW 
USED CARS DELIVERED 


Robinson Auto Rental, Inc. 
229 $. Hansen St. Philadelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherweod 8-1500 








CARS WANTED 





CARS WANTED FOR 
EXPORT 
All General Motors Makes 


Quote FOB factory list less discount offered. 
Preference will be given to suppliers making 
specific offer on basis of minimum orders of 
15 units. 

Offers will be held 
Steady year around proposition. 


in strictest confidence. 


| Box 4991, c/o Automotive News, Detroit 26. 





50 CADILLAC, CHRYSLER and DeSoto 
V8—eight passengers, 1952 to 1954 sharp 
cars. Priced right. McClintock-Cadillac, 
Phone IV. 75046, Lansing, Mich. 





WANTED NEW CARS 


Have over-seas construction men ready to 
buy new cars on arrival in the states, All 
cash on the barrel-head deals. Will accept 
delivery in any large city. 


GILBERT FURTADO 


5010th Inst. Sqd. A.P.O. 937 
Seattle, Wash. 





TRUCKS FOR SALE 


ANTIQUE TRUCK FOR SALE 
GMC, model 41B, serial No, 414382. 
running condition. Murphy Motors, 
319 Centre St., Old Town, Maine. 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 4993, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


1916 
(In 
Inc., 





SAVE MORE THAN 50% 


1. Addressograph. Medel 1950, complete 
system. Grapho type, two 70-drawer 


wer cabinet and 
counting wheel. (Less than '/2 price!) 
Still like new! 


2. GRACO lubrication equipment; two com- 
plete sets. 


3. Ten nearly new Weaver twin-post lifts. 


HALL-ROUSH STUDEBAKER 
P. O. Box 5302 Cleveland 1, Ohio 


SHOP EQUIPMENT FOR SALE 


| FOR SALE — DUE TO shortage of floor 


space, we are forced to sell heavy duty 
Bear brake testing machine, model 4510, 
serial No. 581, Machine is in like new 
condition and has just been completely 
serviced and checked by Bear factory 
expert. Machine is crated and ready for 
shipment. Contact Joe Forbis, Service 
Manager, Doran Chevrolet, Inc., 2222 


Main St., Dallas, Texas. Phone PR 5141. 


ANTIQUE CARS FOR SALE 





ANTIQUE CARS FOR SALE for best offer. 
1914 Haynes 4-door touring sedan, all in 
good condition. Leather seats and top. 
New tires. 1927 Chrysler 2-door sedan— 
good condition. Motor completely over- 
hauled. Both cars have old timers H- 
cense. P. O. Box 309, Ludington, Mich. 





MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW ¢ GUIDE 


BRAKE-MOBILE 


TOW «PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 








MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 
Automatic BrakinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 5 61 45 





87 


Guide Cables and 
BRAKE HOOK-UP......... 


Meets ALL 1.C.C. Requirements 


WITH BRAKE HOOK-UP 


ONLY...*°51“ 


Less 


Meets 1.C.C. Strength Requirements 


—-SPECIAL— 
Protecto Covers (Tailor Made) 
SAFETY CHAINS, set of 2, only 


STEEL (Tow Bar) CARRYING 
CASE oe Wheois & Handles $1 3.95 
(Add &5¢ for Padiock with 2 Keys) 


qrmroy ese $19.60 
mimmesre tet $42.50 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Ill. 





1000 BUSINESS CARDS, 
(1 color) $3.50; (2 color) 


raised printing 


. 


$4.50. Cuts 


inserted—50c extra per 1000. Samples 


free. Business Specialties, 
1422 Rosemont, Chicago, III. 


Dept. A-6, 





For Quick Results 
Use Automotive News 
WANT ADS 


WE DARE 
YOU 
TO READ THIS! 


Why? If you are a new or used car dealer, you will take advantage of the 
opportunity to buy our 1952-1953 and 1954 Fords, Plymouths and Chevrolets 
at our new lower prices and really make a handsome profit. These cars are 
all one owner cars and in excellent condition—ready for your lot or show- 


room. A large selection of colors to choose from. No need to stand around 
waiting for a car on the block. Our cars are displayed indoors where you can 
select from over 200 really beautiful cars. Special prices on purchases of 4 or 
more and transport service can be arranged. See these cars at 


13315 Brookpark Rd. 
Cleveland 11, Ohio 
Winton 1-7660 


THE R. A. 


4038 Chestnut St. 
Philadelphia 4, Pa. 
Evergreen 2-0400 


COMPANY 


“World's largest wholesaler of fine used cars” 





Street Address..... 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 


Car Dealer () Truck Dealer [] Manvfocturer 1) 
Jobber 1) Insurance [] Financial [) Supplier 1) 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 
All Other Countries — One Year $12 [] or Two Years $20 [) 





} 


If you want the line 


to steady profits, 
remember. .. 






INTERNATIONAL has led in heavy-duty sales 23 straight years 


(in “multi-stop” sales 17 straight years, in ‘’6-wheel” sales 20 straight years!) 


The INTERNATIONAL Truck Dealer looks 
ahead to a dependable sales picture. With 
such sales leadership, he’s sure of being on 
a winning team, for years to come. 


He enjoys another exclusive advantage 
no other truck line can offer. Every truck 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks...Industrial Power...Refrigerators and Freezers 
See the season’s new TV hit, “The Halls of Ivy,” with Ronald Colman and Benita Hume, Tuesdays, CBS-TV, 8:30 p.m., EST 


owner is his prospect because he sells the 
world’s most complete line of trucks. 

And the INTERNATIONAL reputation for 
quality makes his future bright. Because 
their INTERNATIONALS stay on the job, his 
customers stay with INTERNATIONAL, and 


with the dealer year after year after year. 
Franchises are available in a few loca- 
tions. If you want to be on a winning team, 
dial our line, or write in confidence to: 
Manager of Sales, Motor Truck Division 
INTERNATIONAL HARVESTER COMPANY 
180 N. Michigan Ave., Chicago 1, Illinois 


INTERNATIONAL TRUCKS 


Standard of the Highway 














